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@ NOW is the time to feature Samson-made 
Clothes Lines — Whale Solid Braided Cotton 
and Tite-Rope Plastic Covered Wire Line — 
Now, while spring cleaning is in full swing. 


Use these colorful Samson display cartons 
os lected entten. teledde in your store promotion — get them out front 
ally packaged in brilliant, H on your counters, in your windows and watch 
printed transparent wrap. 50 f them go to work for you. They'll build profits 
foot hanks, two connected. | . in two ways — from the sale of clothes line 
Display carton holds 12 hanks. § itself and from related purchases that clothes 

TITE-ROPE CLOTHES LINE line suggests. 
Strong wire line with extra ‘ 


durable protective plastic cov- - 
a teak Ger 308 These handsome display cartons are natural 


pounds. Stretchless. Clean. 12 F §=6sales boosters —they’'ll stimulate impulse 
— 50 foot hanks in display fF buying, encourage self-service and bring you 
poten. | new profits. 


WHALE CLOTHES LINE 


| Samson Corpace Worxs We make solid braided cotton cord of all kinds — Sash 
- Oss : J Cord, Clothes Line, Awning Line, Masons’ Line, Shade Cord, 
OES é : Traverse Cord, Motor Starting Rope, Garden Line, Flag 
Sua { / Halyards, Lariat Rope, Tiller Rope, and cord for hundreds 

of other uses where smooth, durable cord is required. ALL 

sizes from Vie inch to 1 inch diameter. We also make 

hollow braided or plaited cord, including Venetian Blind 

Cord; other plastic cords; and special cords for special uses. 


Send for full information and samples. 
Carried by Jobbers. 
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SAMSON CORDAGE WORKS 









Increase Your Brush Profits 
With These 4 Best SELLERS 


These new Wooster Brush Assortments offer you four 
fast-moving profit builders — full of customer appeal. 
Genuine Wooster Foss-Set Brushes, popularly priced for 
quick turnover — they sell on sight! 
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WOOSTER NW-19 NYLON WALL BRUSH AS- WOOSTER NC-87 NYLON GENERAL PURPOSE 


SORTMENT — Consists of one-third dozen WALL BRUSH ASSORTMENT — Consists of | 
each of 3-inch, 3! 2-inch and 4-inch nylon wall dozen of the fastest-selling 4-inch general pi 
OOSTE brushes. Packed in an attractively colored pose nylon wall brushes on the market today 
JUICE display box for faster turnover. Sells on sight. Packed in an attractively colored display box 
FOSS-SET with eye-appealing backboard. 
MYLO” 
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WOOSTER No. 177 PURE BRISTLE VARNISH 
BRUSH ASSORTMENT — Consists of one-half 





dozen each l-inc 114-inch and 2-inch 
OSS SE “Toppy” Varnish Brushes, and l-inch, 11- WOOSTER No. 179 PURE BRISTLE WALL 
inch and 2-inch ‘‘Folly’ Varnish Brushes. BRUSH ASSORTMENT — Consists of one-third 
bunt Bat (Total, three dozen brushes.) Packed in a dozen each of 3-inch, 31-inch and 4-inch 
traffic-stopping colored display box. Onliwon Wall Brushes packed one dozen to 


an attractively colored display box. 


WOOSTER BRUSHES 


fass:s THE WOOSTER BRUSH COMPANY - woostTeER - OHIO y/OOSTE 
= BRUSH MANUFACTURERS SINCE 1851 Wages se 
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IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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When Skeeters and Herhets 
are flying about 


Gont want to’be pest ered ty 








Donald Doubt had been annoying cus- 
tomers of yours for years. 

They'd go into a hardware store for a 
lock or a door closer or something like 
that and say “I want a lock”—or what- 
ever it was they wanted. 

The clerk would take the easiest coursé 
and hand over an unknown brand which, 
being cheap, was OK with the customer. 

Then Donald Doubt would get in his 
licks. The customer would go home, in- 
stall the hardware, and then Donald 
Doubt (he’s the customer’s “small inner 
voice” in charge of worrying) would start 
asking: “Did you do right, buying that 
cheap hardware?”, “How soon will you 
have to replace that hardware?”, “Aren't 
you a dope to be so careless about a pur- 
chase that has so much to do with appear- 
ance, convenience and security?” 

Then, one day, the customer came into 
your store. 











Donald Doubt is your “small inner voice” 
chiding you for not having bought quality 
screen door hardware — letting yourself in for 
the nuisance of screen doors a-jar or banging 


your s Screen Door Catch and 

Closers are typical of quality you 
can trust. The Push-Pull Catch is 
easy-working and sure-holding 
designed for heavy duty. YALF’s 
pneumatic Airliner closer operates 
quickly and quietly. The vate 570 
is an inexpensive liquid-type with 
gteater power and finer closing 
adjustment. 











Whatever YALE product you buy 


You handle the YALE line. You know The way to banish Donald Doubt is not to let from padlocks to cabinet hardware 
that YALE stands for top quality —in de- so ite or ar vl testes ptm Pee ae oe (other cca 
sign, materials and workmanship. You wihetsee a roonea tec 
tell that to the customer. He buys YALE ; Cunmrant, Stasrene, Conn. U8. A 
—and becomes a YALE rooter. ee Lucks, Dut Clusera and Hardware 


And, lo and behold! Donald Doubt is 
dead. With not a leg to stand on—be- 
cause the customer knows he has bought 
wisely—Donald Doubt fades out of his 
mind, forever. 

R.1.P. 


YALE: 


HARDWARE 


Sign of o Well-Built House 


SHOP AT YOUR LOCAL HARDWARE STORE 





This ad, featuring Donald Doubt, appears in the 
April 23 issue of SATURDAY EVENING POST 
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Shown at left is Androck 
Bicycle Basket No. 1642 
described in detail below. 
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243—GIANT—21"x15"x9" 


















































1642—LARGE—18” x 13” x 6” 
1641—MEDIUM—15" x 10"x 4%” 
With Androck “Universal” handle 
bar clamps. Just the basket to 
take hard knocks. Fits any bicycle 
regardless of style or size. 


502—LARGE—HEAVY DUTY 
18”x 13” x 6”. Constructed of 
heavier gauge wire than stand- 
ard models. Also with Androck 
“Universal” handle bar clamps. 
|\deal for motor bikes. 


642—LARGE—18" x 13”x 6” 

641—MEDIUM—15” x 10”x 4%” 
Adjustable handle bar clamps. 
Looks well on any bike; provides 
maximum service at low cost. 
Makes a hit with every bike owner. 


“Bulldog” handle bar clamps; 
heavy gauge steel straps. Just 
the basket for newsboys; de- 
livering parcels, etc. Designed 
to carry maximum loads. 





© 1948. 


THE WASHBURN COMPANY 


WORCESTER, MASS. 


e ROCKFORD, ILL. 
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WEIGHS ONLY 
12 POUNDS 








. \ 


CLOUT IRONING TABLE 
wrt EX DANSION GROOVE TOP 


GARY ingenuity has produced an unique expansion 


> 
e 
\} 
\ 





groove top which prevents buckling and distortion under 
heat. Very narrow grooves stiffen the top and present a 
perfectly smooth ironing surface with the use of only one 
pad. Girder construction prevents wobble and gives sturdy 
support to the table from heel to tip end. ‘’So-Lite’’ retains 
all the features which have made it the choice of so many 


housewives . . automatic lock . . adjustable flatwork 





holders . . opening from either end . . and amazing light- 


ness. It's ALUMINUM! 
LIST 
PRICE $] 0-95 


With freight allowances 
and full discounts. 





Some Choice Territory Open for Responsible Representatives 


NEWSPAPER MATS AND LITERATURE AVAILABLE 
SEE YOUR JOBBER OR WRITE US FOR INFORMATION 


GARY STEEL Cia PRODUCTS CORP 


HOUSEWARES DIVISION NORFOLK, VIRGINIA 
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At last! Forged Hand Tools 








PICTURED HERE PICK NO. 5 
PICTURED BELOW MATTOCK NO. 22 


EASILY IDENTIFIED 





WARREN TOOL IS WARREN TOOLS 














FIRST AGAIN —_ ARE HIGH QUALITY 
Vy NU ag mass 
Ty WREN-TED 
(| 2 | 
Curr 
Ss = MATTOCKs 


Warren-teed tools cut Handling Costs 








e To facilitate the movement of goods in the 
hardware business, two hardware associations rec- 
ommend modern packaging of the proper num- 
ber of units per carton. And you know that non’ 
cartoned, forged hand tools have been awkward 
and expensive to handle and stock. Now, Warren 
Tool offers cost-saving, convenient-size packag- 
ing. Thus, your stockmen can handle Warren- 
Teed cartons easily, and you can also store them 
conveniently in less space. Better yet, tools are 
easily identified by your receiving and shipping 
department. 

Warren -Teed Tools merit this new packaging. 
The tools are good! Cutting edges and striking 


WARREN-TEED TOOLS 





faces are true and precision tempered. They stand 
the gaff. Customers will say, “Give me Warren- 
Teed tools again.” 


For years, hardware jobbers and dealers through- 
out the world have depended on Warren-Teed 
Tools. The Warren-Teed line is complete. Mr. 
Dealer: Ask your Hardware Jobber for Warren- 
Teed Tools in cost and labor-saving cartons. 


WARREN TOOL CORPORATION 
General Offices . i Te Warren, Ohio 
General Sales Offices . 105 W. Adams Street, Chicago 3, Illinois 
Export Division . . 30 Church Street, New York 7, N. Y. 
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CMUIFRICANE | 


ROTARY POWER LAWNMOWER 











FIRST FOR PROFITS with dealers and 
jobbers everywhere. Get ready now for 


BIGGER, BETTER SALES! 


The 1949 powermower buyer is a “shopper.” He insists on real satisfactiou 
for his money. He wants a powermower that guarantees a velvety smooth 
job on all kinds of grass . . . he wants a powermower that’s easy to use, easy 
to keep in tip-top shape for the years to come. That’s why HURRICANE 
is a proved sales clincher, and that’s why dealers and jobbers everywhere 
are enjoying more success than ever before! HURRICANE gives the buyer 
what he wants . . . at a price he can afford to pay. 


If you want a bigger share of the powermower sales in your 
community—greater profits too!—mail this coupon today 
to National Metal Products Co. You'll receive full 
information on dealer profits, free advertising mate- 
rial, exclusive HURRICANE sales features, and 
complete price lists. Of course, there’s no 

obligation. 


ATTENTION JOBBERS! 
Several top notch territories are still 
open for new HURRICANE dis- 
tributors. Write now for avail- 
abilities. 











NEW 1949 FAN TIP BLADE 
HURRICANE’S new fan-tip blade creates an upward suction that 
picks up cut grass. Then it scatters the grass through the safety 
throw-out, completely eliminating ‘“windrowing.” That same 
vacuum-suction helps straighten grass that lies flat and assures 
smooth, even cutting. 


Steady Repeat Profits—Steady seasonal dealer and jobber 
profits are assured by the complete, always-available HURRICANE 
parts service. Fan-tip blade has replaceable ends which do away 
with blade sharpening. Dealers sell blade tips, have continuous 
repeat sales... and profits! 


f= EMAIL THIS COUPON TODAY am 
NATIONAL METAL 70s Se 


2722 Cherry Street (Retailers: please give name of your jobber.) 


UUM AMER 1 | MTT I contomen: Pease send me, without sbligation, complete information 


about the profit-making HURRICANE. 
2722 CHERRY STREET, EERE ENA NLT § 
KANSAS CITY 8, MISSOURI 
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Out of the West 
comes a line of locks 
that get 

Building Hardware 
CONTRACTS 












CALIFORNIA CENTENNIAL 
LOCKS AND LATCHES 


Here’s a new, complete line of locks that wins instant 
p 





acceptance from builders, architects and home builders— 
for they look more beautiful, more sturdy than locks listed 
at much higher prices. And they‘re just as substantial as 


they look. California Centennial Locks and Latches are MASSA\ 


green. 
Brush Ri 
solid b 
finish he 


post-war engineered for long life and enduring satisfaction. 


@ BRILLIANT NEW DESIGNS 
@ RUST-PROOFED BY PARKERIZING 
@ EXPOSED PARTS SOLID BRASS OR BRONZE 


@ FIT STANDARD BORINGS TO REPLACE 
WORN-OUT OR RUSTED-OUT LOCKS 





You can sell Eldon with confidence. 
BATH | 
green— 
white 

packed 
to cal 
“No $ 


Mm ELDON MANUFACTURING CO. 
) 1\(} \ 1010 E. 62nd St., Los Angeles 1, California 
PRICES AND FULL DETAILS 
| ] } AVAILABLE PROMPTLY ON REQUEST 
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MASSAGE SHAMPOO 
SPRAYS—=iIn red or 
green. Rubber Massage 
Brush Ring—"'No Splash’ 
solid brass, lacquer 
finish heads. 





BATH SPRAYS—In red— 
green—blue—canary and 
white rubber. olo-s 
packed separately—doz. 
to carton. ALL-RUBBER 
“No Splash'' heads. 


THERE'S BIG PRO 
YOU IN THESE H 





FIT WAITING Fop 


Hot weather is on the way—now’s the time 
to get: your orders in for the two new 
DAISY Sprays. The DAISY Bath Spray 
and DAISY Massage Shampoo Spray are 
both “No Splash’ Sprays—attractively de- 
signed and packaged for volume sales. 
Popular prices—recognizable quality—radi- 
ant colors and Fit All Connectors insure big 
sales and profits. 


New 4 color sleeve type labels make 
DAISY SPRAYS easy to display—easy to 


HOW ARE YOUR STOCKS OF THESE 





OT WEATHER SELLERS 


GET DETAILS AND PRICES NOW — PROMPT DELIVERY 










handle—and easy to sell. End counter fea- 
tures will pay off big. PROMPT deliveries 
on orders sent in now. 


Buyers are urged to write at once for prices 
and details. Store Managers—check your 
DAISY Listings—see that Sprays are or- 
dered promptly. 


SCHACHT RUBBER MFG. CO. 
Dept. H, HUNTINGTON, INDIANA 


POPULAR WARM WEATHER SELLERS? 


DAIS Y 


DOOR WEDGE 


dois ¥00d 
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Turn counter space into 


Nobody has enough screw drivers. More people 
will buy more screw drivers if they can find the 
size, style and price they want. Let your cus- 
tomers see what they want and you'll get extra 
screw driver business. Here are space-saving, 


aig cian. 


gles 


with these eye-catching merchandisers 


customer-pulling Stanley Merchandisers to help 
you. They have color and come-on. They cost 
you nothing. You pay only for the drivers. Order 
all three units from your jobber today. Stanley 
Tools, New Britain, Conn. 


THE TOOL BOX OF THE WORLD 





[ STANLEY ] 





Reg. U.S. Pat. Off 


HARDWARE © HAND TOOLS ¢@ ELECTRIC TOOLS 
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@ Ask your wholesaler 
about the FREE DEAL 


on Hook Scrapers— 


; @ Available for a lim- 
| ited period only— 


: @ You can't afford to 
> miss itt , 


HOOK SCRAPER MFG. COMPANY 


Sales Representatives 


JOHN H. GRAHAM & CO. INC. 
105 Duane Street * New York 8, N.Y. 
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new GRAFT-PAK builds 


raffic for you 























Once in a great while you come across a product that’s 


to them pre-cut in handy, easy-to-take-home packages. 
a sales leader and traffic builder right from the start. 


Craft-Pak has great display value. It will move fast 

. . encourage the sale of related items such as hardware, 
paint. nails and screws, tools and lumber. It will get 
repeat sales, 

Inside each Craft-Pak is a folder filled with ideas 
for making things from Tempered Presdwood and 
including a blank for ordering construction plans 
specially prepared by Popular Mechanics Magazine. 

Craft-Pak sizes: 
ee 6 panels, 4%” x 1134” x 2334”........ approx. 12 sq. ft. 
Medium....... 6 panels, 4” x 1534” x 2334” 
..5 panels, Y%” x 2334" x 35%” 
6 panels, 4%” x 1134” x 353%” 


MASONITE & 
PRESDWOOD + hc... 


"Masonite" and "'Presdwood” are registered trade-marks. ''Masonite” 
signifies that Masonite Corporation is the source of the product. 


Such a product is Masonite’s new Craft-Pak. 

There’s nothing quite like it — neat, attractive cartons 
of Masonite Tempered Presdwood panels, cut in con- 
venient sizes for a ready-made market that’s measured 
in millions! 

Craft-Pak is a natural for home workshop enthusiasts, 
farmers, plant maintenance men, manual training stu- 
dents and millions of others. Through intensive national 
advertising, they all know about Presdwood’s unusual 
characteristics — its strength, hardness, moisture resist- 
ance and workability. Now, for the first time, it comes 


approx. 16 sq. ft. 
approx. 30 sq. ft 
approx. 18 sq. ft. 


ee ee MAIL THIS COUPON = = me my 


MASONITE CORPORATION 
Dept. HA-4, 111 W. Washington St, Chicago 2, Ill. 


Gentlemen: Ym interested in the profit-making potential of 


new Craft-Pak. Please send me further information about it. 


Name . en 


Address— ee 
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DON’T OVERLOOK 
THESE 
PROFIT- MAKING 
ITEMS ! 


ORDER NOW! 





























Nu-WAY 
SCREEN DOOR GRILLE 


Another sturdy, attractive 
screen door grille that anyone 
can install in 5 minutes. Fur- 
nished in flexible black enamel 
finish, fully assembled, ready 
to install. 





Nu-WAY PUSH GRILLE 


Here’s an easy companion sale 
for screen door grilles. This 
sturdy and very ornamental 
push grille in silvery satin 
finish is made for 32” and 36” 
doors. Packed 12 to carton. 
End caps and screws furnished 
with grille. 





ATTRACTIVE Nu-WAY 
SHELF BRACKET 


An_ attractive, yet durable 
shelf bracket for many uses. 
Beautiful, permanent silvery 
Satin finish will not rust or 
corrode. Simple to install— 
uses only 2 screws—holds shelf 
firmly. Made for 4”, 5” or 
6” standard glass or wood 
elving. 

















@ FULLY ADJUSTABLE 
INSTALL 
FINISH 


®@ EASY TO 
@ SILVERY SATIN 
@ STURDILY BUILT 


@ ARTISTIC DESIGN 














anyone to install. 


NO. 1 FITS-ALL 
STANDARD GRILLE 
FOR ALL DOORS 


The No. 
ALL Grille will fit 
nearly any door. 
Can be adjusted 
from 18” to 37” 
between stiles as 
shown on door at 
left and door shown 
at top of ad. 








1 FITS- 


These beautiful FITS-ALL Screen Door 
Grilles have a wide sales appeal. Made of Alacrome metal, with a silvery 
satin finish that enhances the beauty of a door. Will not rust or corrode. 
Sturdy construction not only protects screen, but acts as a rigid brace 
two ways. Packed 12 to a carton. Comes complete with screws ready for 


FITSALL : 


Na2 








Your order will be shipped same day received! 


MACKLANBURG-DUNCAN CO. | 


OKLAHOMA CITY 


KEEP THOSE SCREEN DOOR 
GRILLE PROFITS ROLLING 
YOUR WAY WITH THE 


FITS-ALL 


ADJUSTABLE SCREEN DOOR 


GRILLE 





1, 













0 


ADJUSTABLE 

TO ALL SIZES 

OF SCREEN 
DOORS 




















NO. 2. Our No. 2 
FITS-ALL is furnish- 
ed in pairs for the 
lower panels of screen 
doors with divided 
lower sections such 
as the door at the 
left. Fits doors from 
30” to 36” in width. 
Packed 12 to a carton. 






















NO. 3. Our No. 3 
FITS-ALL is for the 
lower section of 
screen doors with a 
center crossbar like 
the one at the right 
Fits doors from 30” 
to 36” in width. Pack- 
ed 12 to a carton. 
























OKLAHOMA 











FAIR TRADE PRICE LIST 


REO HAND AND POWER LAWN MOWERS 
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Z0NER J States of MICHIGAN, OHIO, INDIANA, 

ILLINOIS, WISCONSIN, MINNESOTA, 

IOWA, KENTUCKY, WEST VIRGINIA, 
WESTERN NEW YORK bounded on the east and including 
counties of Franklin, Hamilton, Herkimer, Otsego, Chenango 
and Broome; WESTERN PENNSYLVANIA bounded on the 
east and including counties of Susquehanna, Sullivan, Lycoming, 
Clinton, Center, Mifflin, Huntingdon and Fulton; counties of 
Doniphan, Atchison, Leavenworth, Wyandotte and Johnson in 
KANSAS; counties of Dixson, Dakota, Thurston, Burt, Wash- 
ington, Douglas, Sarpy, Cass, Otroe, Nemaha and Richardson 
in NEBRASKA. 


Model Size Minimum Price 
75-Aand D-17 17” Michigan Noiseless Hand Mower. .$ 29.95 
WD-21 21” Royale Power Mower. 118.50 
RD-21 21” Trimalawn Power Mower....... . 193.00 
RD-25 25” Trimalawn Power Mower........ 218.00 

24” Trimalawn Snow Plow Attachment 21.00 





States of MAINE, NEW HAMPSHIRE, 


20%§ 228 
RHODE ISLAND, NEW JERSEY, DELA- 


WARE, MARYLAND, VIRGINIA, NORTH CAROLINA, 
SOUTH CAROLINA, ARKANSAS, TENNESSEE, NORTH 
DAKOTA, SOUTH DAKOTA, NEBRASKA except counties of 
Dixson, Dakota, Thurston, Burt, Washington, Douglas, Sarpy, 
Cass, Otoe, Nemaha and Richardson; KANSAS except counties 
of Doniphan, Atchison, Leavenworth, Wyandotte and Johnson; 
EASTERN NEW YORK bounded on the west and including 
counties of Clinton, Essex, Warren, Fulton, Montgomery, Scho- 
harie and Delaware; EASTERN PENNSYLVANIA bounded on 
the west and including counties of Wayne, Lackawanna, Wyo- 
ming, Luzerne, Columbia, Montour, Northumberland, Union, 
Snyder, Juanita, Perry and Franklin. 


Model Size Minimum Price 
75-AandD-17 17” Michigan Noiseless Hand Mower. .$ 29.95 
WD-21 21” Royale Power Mower........ 119.50 
RD-21 21” Trimalawn Power Mower. 194.00 
RD-25 25” Trimalawn Power Mower........ 219.00 

24” Trimalawn Snow Plow Attachment 21.00 





MASSACHUSETTS, CONNECTICUT, 












States of FLORIDA, GEORGIA, ALA- 
BAMA, MISSISSIPPI, LOUISIANA, OK- 
LAHOMA, EASTERN ._ MONTANA 
bounded on the west and including counties of Phillips, Petro- 
leum, Golden Valley, Stillwater and Carbon; EASTERN COLO- 
RADO bounded on the west and including counties of Larimer, 
Boulder, Gilpin, Clear Creek, Park, Fremont, Custer, Huerfano 
and Costilla; EASTERN WYOMING bounded on the west and 
including counties of Big Horn, Washakie, Natrona and Carbon. 





Model Size Minimum Price 
75-Aand D-17 17” Michigan Noiseless Hand Mower. .$ 29.95 
WD.-21 21” Royale Power Mower ......... 121.00 
RD-21 21” Trimalawn Power Mower 198.00 
RD-25 25” Trimalawn Power Mower........ 223.00 


24” Trimalawn Snow Plow Attachment 21.00 


ZONE 4 States of WASHINGTON, OREGON, 

IDAHO, NEVADA, UTAH, CALIFOR- 

" NIA, ARIZONA, NEW MEXICO, WEST- 

ERN MONTANA bounded on the east and including counties 

of Blaine, Fergus, Wheatland, Sweet Grass and Park; WESTERN 

WYOMING bounded on the east and including counties of 

Park, Hot Springs, Fremont and Sweet Water; WESTERN 

COLORADO bounded on the east and including counties of 

Jackson, Grand, Summit, Lake, Chaffee, Saguache, Alamosa 
and Conejos. 


Model Size Minimum Price 
75-Aand D-17 17” Michigan Noiseless Hand Mower. .$ 32.95 
WD-21 21” Royale Power Mower......... . 122.00 
RD-21 21” Trimalawn Power Mower. . 200.00 
RD-25 25” Trimalawn Power Mower........ 225.00 


24” Trimalawn Snow Plow Attachment 22.00 
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Effective April 1, 1949 all Reo lawn mowers are Fair 
Traded in every state except Vermont, Missouri, Texas 
and the District of Columbia (where Fair Trading is not 
permitted) as noted on the map. These are delivered retail 
prices, including transportation charges to each zone. 


By any standard of comparison—size, price, factory 
reputation, power and quality—the Reo Royale is to- 
day’s Best Buy in power mowers; the de luxe Trimalawn 
is the most advanced trimmer-type mower; the Reo 
Noiseless, the best value in hand mowers. And with Fair 
Traded prices, your investment in Reo is protected. 


REO ROYALE 


MODEL WD-21 


Full 21” cutting width. 114% hp 4-cycle Reo engine. “Magic 
Touch” control. Adjustable cutting height 12” to 234”. 5 high 
carbon hardened steel blades. Precise alignment of cutting bar 
to reel blades by two micrometer type hand adjusting screws. 
Semi-pneumatic rubber tires. 4-section roller for easy turning. 
Handle stands straight up for easy storing. 


REO WMichigan Yocseless HAND MOWER 


MODEL 75-A and D-17 


17” cutting width. 9” diameter. Rub- 
ber tired wheels. 5 tool steel blades. 
Micrometer type hand adjusting 
screws for precise alignment of bottom 
knife and reel blades. Handle stands 
straight up for easy storing. Silent 
operation. Baked on enamel finish. 







REO DELUXE 
TRIMALAWN 


MODEL RD-21 
—21” CUTTING WIDTH 


MODEL RD-25 
—25” CUTTING WIDTH 












114 hp 4-cycle Reo engine. “Knee Action” trim- 
mer-type cutting unit hugs ground contours, 
eliminates “scalping.” Cuts to within 114” of ob- 
structions. Tractor wheels travel over mowed area 
only, eliminating ridges. “Magic Touch” control. 
Micrometer type hand adjusting screws for precise 
alignment of cutting bar to blades. 


SNOW PLOW 


mG ATTACHMENT 
\\\\. FOR REO DE LUXE 
YY \ TRIMALAWN 





Replaces cutting 
unit, converts Trim- 
alawn to efficient 
power snow plow. Clears 24” wide path. Blade 
of 1” sheet steel 15” high, 28” long, set at 30° 
angle to tractor. Fits all Trimalawn power mowers. 


REO MOTORS, INC. <aw« Mower Dicscon LANSING 20, MICHIGAN 
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In Sash Cord - 
That Means PURITAN 


Puritan high quality never varies through the years, That’s why dealers every- 
where are glad to recommend this dependable cord for scores of uses. The 
same rugged strength that makes Puritan tops as a sash cord makes it perfect, 
too, as a tent rope, well rope, plow line, a trellis for vines, a kid’s swing .. . yes, 
for a myriad of uses. Puritan quality starts from long staple cotton yarns ... 
wound into the tightest, toughest braid that modern machinery can achieve; 


then Puritan is glazed and waterproofed for a long life of service out-of-doors. 


Write for additional literature and sales helps on the 
complete Puritan line. Puritan Cordage Mills, Inc. 


(manufacturers), Louisville 6, Ky. Dept. HA-1. 





AUNT OR REFUND 
ot * >, 
* Guaranteed by @ 
Good Housekeeping 
tp 


UY NS 
CP AS anvenristo ERS 










Stock Puritan — sell Puritan, You'll make staunch friends. 
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OUR SALES CURYE... 
SELL SCREENS WITH A REPUTATION 
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ROEBLING IS THE BEST KNOWN NAME IN WIRE, and that means your —- 
customers have full confidence in Roebling screen cloth. From insect Screen wa 
Cloth and Panel Cloth to Standard Hardware Cloth, Wire Lath and Heavy bude 


Galvanized Commercial Steel Cloth, you'll find the Roebling line a natural for 








boosting sales and good will. 




















Assured leader among the profitable Roebling choice of wire cloth is Bronze 
Insect Screen Cloth. It’s unbeatable for strength and long life. You can offer it | 
in both Bright and Antique finishes, and your hardware jobber is ready to back | 




















you up with on-the-dot deliveries. 

















P a. Sell the Roebling line of screen cloth .. . the most reliable and economical in 








4 service that’s made today. There’s the right type and size of wire, the right mesh 








for every requirement. Get full information from your jobber. 




















JOHN A. ROEBLING’S SONS COMPANY -t 
TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities aes 









































































































































































































































*® WIRE ROPE AND STRAND *& FITTINGS *® SLINGS 
* SUSPENSION BRIDGES AND CABLES *% AIRCORD. 
AIRCORD TERMINALS AND AIR CONTROLS *& AERIAL WIRE 


ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 
*® SKI LIFTS * HARD. ANNEALED OR TEMPERED 


PLAT WIRE, COLD ROLLED STRIP AND A CENTURY OF CONFIDENCE 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE aa) \ 
AND INDUSTRIAL WIRE CLOTH *& LAWN MOWERS ROEBLING 
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Me 


what the 


store is wearing 


@ Merchants from coast to coast have 
proved that the store that is “tailored” 
with Pittsburgh Products is the store that 
is always well-dressed. And where a thor- 
ough remodeling job has been done (not a 
half-way measure! )—both inside and out— 
they have been rewarded with the immedi- 
ate attraction of more customers, and their 
sales and profits have increased. Equally 
important, these merchants have found 
that this has been a sound investment in 
the future of their businesses — not an 
expense. 

These same rewards can come to you. 
And now is the time for you to give serious 
thought to the remodeling of your hard- 
ware store with Pittsburgh Glass and Pittco 
Store Front Metal. 

Ask your architect for his ideas on the 
best possible application of Pittsburgh 
Products to your particular needs. He 
knows all about these materials and will 
see to it that you get a design that is well- 
planned and economical. Both of you can 
count on our fullest cooperation. And 





should you prefer it, the Pittsburgh ‘Tim« 
Payment Plan is available to you for ar- 
ranging payments to suit your convenience. 

Right now, though, why not send for a 
free copy of our store modernization book, 
“Modern Ways for Modern Days”? It 
contains a wealth of material, including 
illustrations and descriptions of remodeled 
stores, projected designs by some of the 
world’s foremost architects .. . with many 
other valuable features of interest to re- 
tailers. Simply fill in and return the coupon 
below and your copy will be sent imme- 
diately. 


eee ee en ae 
| Pittsburgh Plate Glass Company | 
| 2136-9 Grant Building, Pittsburgh 19, Pa. | 
| Without obligation on my part, please send me a | 
| FREE copy of your book on store modernization, | 
| “Modern Ways for Modern Days.” | 
| SEAR eee | 
| Address | 
| City- é a . pal inicmmntat | 
fae ce ce come cme ome ome ome ane Gum ae ane ome ee oe oe oe oe oe 4 





A REAL INVESTMENT in the future of your business—that is what remodeling your store with Pittsburgh Products 
will mean to you. Here is an excellent example of the modernization of a hardware store in Rahway, N. J., with 
Pittsburgh Products. An open-vision design has been utilized which makes the entire store interior an eye-catching, 
sales-producing display. Plan now to do an adequate modernization job on your stgre. It’s the proven way to 
greater success. Architect: Albert F. Weber, Linden, N. J. 


“PITTSBURGH” © /iie fiontlt and Vnattrine- 


PLASTICS 





PAINTS - GLASS + CHEMICALS - BRUSHES - 


G 
PITTSBURGH 





PLATE GLaAsG COMPANY 
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Every wise retailer knows — It’s easier to sell paint 
brushes when you’ve got a paint brush department 
your customers can see—with brushes by Baker, to 
serve any and all of their painting needs. 


This revolvo sales unit, standing 35” high and occupy- 
ing 27” of counter space establishes you in the paint 
brush business. It accommodates 24 different styles of 


— brushes by Baker. The revolvo sales promoting unit 
is free as part of the Baker 177 Assortment offer. 
send mea | 
lernization, | 
| 
| 
| 
| 
| 
wosnsonons | 
—-—— — 4 





Introducing—A Baker first. 





The first all plastic handle paint brush called “Bak-O-Plast 
Smoothie” in the trade —called Honeys by everyone 
that uses them, 


Their appearance is a sales-sealer. Sleek, attractive— 
and imprinted with the magic words BAKER, so 

that your customers will immediately recognize 

the Quality and Value of this smooth painting tool. 


The merchandising display is made of 
aluminum and imprinted in three colors 
(black, white and orange). The 
compartments hold five sizes of 
*Bak-O-Plast Smoothies” ranging from 

1 inch to 3 inches including half-sizes, 





more and more of your 
customers are learning that 


Better Painting Begins 
with Baker Paint Brushes BAK-O-PLAST Assortment 
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Ring up big business 


Look at these BUSINESS-BUILDING helps 


New Counter Display 


This attractive, attention- 
getter will stop plenty of 
potential customers that 
might be missed otherwise. 
d / Ir flags up a definite need, 
a 0"! while offering... 
Ae 






... Easy to read 
booklets 


These folders make the re- 
finishing of floors seem so 
easy that it is a much sim- 
pler matter to rent out 
sanders and edgers and pick 
up extra profits on... 


... Abrasives by 


CARBORUNDUM 


The name known to mil- 
lions for premium quality 
in abrasives helps clinch 
many sales. It lends added 
authority to the simplified 
instruction booklets, as well. 
Convenient packaged sheets 
and discs make it easy for 
you to supply abrasive re- 
quirements in a hurry. 


Abrasives by CAR 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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Floorsanding rentals are a money-making yj 
business-getter in many hardware stores. Dealers are 
cashing-in on a real easy-to-get profit. They have 
discovered a surprisingly large market in their community 
for a service that brings in a steady and substantial return. WA 





There is no secret to building volume in floorsanding 
rentals. The key to success is in promoting the ease with which ° 
almost anyone can refinish floors ...at low cost. % ad 


The new counter display and instruction booklet by 
CARBORUNDUM point up how easy and inexpensive the job 
can be... explain the simple step by step procedure... and 

plug the sale of rentals. By stocking cut sheets and edger discs 

by CARBORUNDUM, in convenient, easy-to-identify and 
easy-to-store packages, you are able to furnish the right abrasive for 
every floorsanding requirement... quickly and easily. 


- 


It's a simple matter to put this promotion material to work... * 


and you will realize the job it can do for you in a short time. Call i 


in your CARBORUNDUM jobber. He can supply you with 
3 
a 


4 


displays, booklets and all the necessary abrasives by CARBORUNDUM 
that you require. The Carborundum Company, Niagara Falls, N. Y 


TRA 


¥ 


~ a 
ee 
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FREE ROPE DISPLAY 


to help you boost sales 


PATA Bay 


Here’s an eye-catcher, in 
full colors, that’s yours 
for the asking. It’s just 
the right size—big 
enough to catch and hold 
the eyes of passers-by — 
small enough to fit any 


window or counter easily. 


It’s ready now—in 
time for the rope retailing 
season. And it comes 
complete with ten copies 
of the booklet, ‘Useful 
Knots and How To Tie 


? 


Them.” Return this coupon 


SE 

FF ye Ee 
| > > > > > 
poco eee ae een eee eee L QR kT 


PtymoutH CorbDaGeE CoMPANY e : : + QI Aen wee erewecee - 


for prompt delivery. 


USEFUL FNOTS 


Plymouth, Massachusetts Pes - ssetiaecianhiniiaieiiaae 


Please send me the new rope 
display thru my jobber. 
My Name __ 
Store Name_ 
Street__ 2 ee - . —— 


} tity_ ilies. _State_ 


My Plymouth jobber is ee _ gig 
ee 


City Zone State ee eee 


Sia aap ited ace Gib en eed dap Sie tn es ns ee as em en tw ce 





= Ly 
OUR 125thy ANNIVERSARY YEAR AQ) 
“ 


THE ROPE YOU CAN TRUST BECAUSE IT IS ENGINEERED FOR YOUR JOB 
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N the new improved Lucofiint 
Superwhite Enamel, dealers 

have America’s finest enamel. With white- 
ness that makes it truly the whitest white 
ever! The white that stays white! A prod- 
uct that’s a builder of repeat business! 


Now, in conjunction with the big Lucas 
100th Anniversary Promotion, Lucofiint 
Superwhite has been given luxury 
packaging in keeping with its quality. 
Yet the new Lucofiint label is just one 
of a big parade of active merchan- 
dising helps that swell profits for Lucas 
dealers, year in, year out. 


Have you checked on the possibilities 
of a Lucas franchise? It's backed by 
100 years of quality leadership. A 
note or wire will bring full details. 


JOHN LUCAS & CO., 
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INC., Administration Offices: Phila., Pa.... 
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Offices, Factories, Warehouses in Principal Cities 

















“(he 


ql 


G00" 


DOOR CLOSER 


(Semi-concealed or surface applied) 








L 


4 compact, high precision, powerful door 








closer for all wood and metal interior and 


Showing the fully automatic hold-open exterior doors. 

device of the 400” door closer in the 

semi-concealed application. Engineered with the greatest attention to 
details of construction — made from the 


finest of materials the CORBIN “400” will 
give many years of trouble-free service. 

Beautifully fashioned the ‘‘400” is a practical 
answer to your need for Modern Door- 


Closing Devices. 





The “400” closer surface applied. 
No mortise is required. 

















P. & F. Corbin 


Divs 
Hane conrsaatiie 
" ~ Connecticut 





THE AMERICAN HARD 
ss aya 100 YEARS - 
“GOOD BUILDINGS DESERVE GOOD HARDWARE (am Eek 
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Filter business is good business—particularly at this time 
of year. Spring is clean filter time for most of the 2!. 
million owners of modern forced-air furnaces. 

Put Dust-Stop Filters out front. Display-them in your 
windows, on counters. Use the Dust-Stop Spring Promo- 
tion Kit to help increase your share of this profitable 
business. It’s repeat business; bringing customers back 
regularly, year after year. . 

Your Dust-Stop distributor or jobber is ready now to 
supply you with window streamers, display ideas and 
direct mail promotion materials, as well as to give prompt 
delivery of the filters you require. Contact him today, or 
write Owens-Corning Fiberglas Corporation, Dept. 934, 
Toledo 1, Ohio. 


DOSE ye ae turers 


*DUST-STOP is the trade-mark of Owens-Corning Fiberglas Corporation for impingement type air filters made of glass fibers. FIBERGLAS 
e _ is the trade-mark (Reg. U. S. Pat. Off.) of Owens-Corning Fiberglas Corporation for a variety of products made of or with glass fibers. @ 
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HERE’S THE NEW GILMER LINIF 

V-BELTS - SHEAVES - GARDEN HOSi/AP 
gilmer V-Belts 


\ For extra pull, long life 


You get 35 selected V-Belts in the Gilmer Tower Sales Aid 
No. 350. Included are the most popular size V-Belts, for 
home and shop appliances—specially chosen to give cover- 
age of the profitable V-Belt replacement business. 






You also get valuable merchandising helps with the Gilmer 
No. 350 Sales Aid. A compact metal counter-stand to dis- 
play V-Belts—permitting speedy choice of the right belt for 
your customers. Also the Gilmer Handimeter (patented) 
for quick and accurate measurement of replacement belts, 
And you get an attractive window display card, a handy in- 
ventory form and the Gilmer Belt catalog, “America’s Belt 
Bible.” 


On your counters, this attractive display will start V-Belt 
profits coming your way. 














Gilmer V-Belts are manufactured by 
belting experts, pioneers in the design 
and construction of V-Belts. Each 
Gilmer V-Belt comes in an individual | 
sleeve wrapper, plainly showing specifi- ! 


cations of the V-Belt. 
d 


13 ft. friction tay 
display carton, 


si 














Gilmer Tower Sales Aid 
No. 350 takes only 18°’ 
circle of counter space, 














Gilmer 
Sheaves 


Cash in on more sales with these ac- 
curately machined cast-iron single- and 
double-groove sheaves. Full groove de- 
sign for maximum power transmission, 
minimum belt wear. Each sheave bal- 
Finest quality materials go into anced to eliminate vibration. 

the construction of Gilmer cor- 
rugated hose. Complete line in- 
cludes 3 grades: 1—Four Ace 
brown hose (2-ply double cord 





Large sizes are oval 6-spoke design with 
hollow head cup point set screws. Smaller 
sizes are flat web design with slotted 


: na Mies? head set screws. Made of fine grain cas 
construction) with %’’, 4” or Stee anh uel ‘ ger - 
° ° 7 ons é ) eys é é Pd. =AVE ad 

1 inch diameter; 2—Tuxedo ° I ee ee bpie 


able in all standard sizes from 1.7” 
to 18.2” for % to ** F.H.P. belts. Each 
sheave is individually boxed and labelled. 


black or green hose (2-braid 
rayon construction) with %” or 
34"’ diameter; 3—Badger black 
or green hose (1-ply spiral cord 


540" 


E 
construction) with %”’ diameter. 


af 
All available in 25- and 50-foot 


lengths coupled, or 500 foot ORDER THESE PROFITABLE GILMER 
heles, uncoupled. LINES TODAY... FROM YOUR GILMER 
HARDWARE WHOLESALER .. . 








ale ee Tye Fits Pays ; x ¥ 
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| 
INIDF PROFITABLE ITEMS! 
HOSIAPE CORD SETS - ELECTRIC WIRE 


gilme* Cord Sets 


For indoor and outdoor use 


ife 

Bul With the Gilmer Master Sales Aid No. 17WS on your 
ver Sales Aid ; ._ = nee, counters you can fill most requirements for wire cord sets 
| V-Belts, for j ‘ on home, shop and farm appliances. It’s a complete wire cord 
D Ove comm : department of 39 cords with 6 combinations of connectors 


” ' ' in 13 different lengths. Included are cord sets with prepared 
open ends for lamps, electric irons, vacuum cleaners and 
other appliances. Each cord set comes in a protective cello- 
phane wrapper. 


h the Gilmer 
stand to dis. 
right belt for 


r (patented) You also get 3 large spools of replacement cord in the Sales 
ement belts, ’ Aid. Each spool contains 250 feet of wire cord—Lamp Cord, 
_ a handy in. : - \ Power Supply Cord and asbestos-served Heater Cord. And 
nerica’s Belt Xt, : for outlet sales, the display contains 50 Electrix 3-way out- 


lets of unbreakable one-piece construction. 


start V-Belt te r You can cash in on more wire cord profits with the Gilmer 
Master Wire Cord Sales Aid on your counters. 


f - JUNIOR 
ne by ‘ . ' WIRE SALES AID 
1 the design . \ , 
Belts. Each \ | NO. 13W 
n individual «| _ Contains same selections 
wing specifi- | " as No. 17WS (above), ex- 


cept wire spools, 








Complete wire department is 3812"’ high, 26’" wide, 16°" deep. 
Back is fitted with shelves for storing extra Gilmer Cord sets. 








Gilmer Tape _— Wi 


di aac ' Attractive Sales Aid No. Glelectric efficiency 
FRICTION TAPE— Sell this straig nt-tearing, 6S contains 6 spools, each 
non-ravelling tape for assured customer satis- with 250 feet of fast-sell- 
faction. High insulation and adhesion qualities ing wire cord. You get 
recommend it for general purpose application. one — each of Power 
Standard width %’; 60 ft., 30 ft., 13 ft. and 5 ft. Supply Cord; asbestos- 
lengths—all foil wrapped. 16 rolls of 13 ft. or served Heater Cord; 
32 rolls of 5 ft. tape packed in display cartons. twisted pair Lamp Cord; 

; sen : Aig Black, Brown and Ivory 
All lengths come individually boxed (60 ft. and . r: , 
30 ft. 1 “eer ‘lable foil "yd Lamp Cord. Wire can be 
‘ t. lengths also available foil wrapped only). reeled directly from rack. 
Measuring rule imprinted 


RUBBER TAPE— Fast-selling companion item to 
at base. 


friction tape. Made of highest grade rubber. 

Fuses readily without heat. Standard width 

%’’; 21 ft. or 10 ft. lengths. Foil wrapped; 

individual boxes optional. 

Friction (60 ft. and 30 ft.) and Rubber Tape 
13 f. friction tape available cellophane wrapped (not boxed) with 
display carton, labels, when requested on order. 














ALL GILMER WIRE PRODUCTS ARE APPROVED 
BY UNDERWRITERS’ LABORATORIES 
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These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 
met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 
40 years of precision manufacturing. 


Square head and headless—cup point—case hardened —sizes V4" 





diameter and larger. Carried in stock for immediate shipment. 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD - “ CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS » HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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“Columbian Vises Make All Your Tools More Useful”’ 


THE COLUMBIAN VISE & MFG. CO. 


9017 BESSEMER AVENUE CLEVELAND 4, OHIO 
WORLD’S. LARGEST MAKERS OF 
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CAMPBELL 
CHAIN 


for every need 





ag 








Campbell makes superior chain for every 
need: industrial, marine, farm, automotive. 
Campbell Chain fits the need of wholesalers 
and retailers for a complete line and reason- 
able profits. 


Every type of Campbell Chain is specifically 
designed for its purpose. Every piece of 
welded chain is thoroughly tested before 
leaving the factory—all chain is carefully 
inspected. 


Campbell helps you sell with its complete 
service—its complete merchandising and its 
outstanding advertising. 


There are no weak links in the Campbell 


proposition. 





ta” A PRODUCT OF 


INTERNATIONAL CHAIN & MFG. CO. 
YORK, PENNSYLVANIA 
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a enaguenen is the copyright name for a completely new 
line of Solders produced only by Federated Metals. 

CASTOMATIC is a patented process for casting metal in a 
completely automatic and closed system. 
CASTOMATIC is the product of many years of research and 
development by Federated’s experienced metallurgists and 
engineers. It offers unique advantages in metal structure and 
in shop work. It will be available soon in bar solders of 


all compositions. 


Watch for detailed description of CASTOMATIC 





in later issues of this publication. 


Sedvudae METALS 





Division of American Smelting and Refining Company, 120 Broadway, New York 5, N.Y. 
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Every time you rent floor sanders to your 
customers—make extra profits by also fur- 
nishing an American Spinner Edger! Elimi- 
nates tedious hand scraping of edges and 
stairs. Saves labor for your customers... 
builds goodwill and profits for you! 
Now’s the time to push sander rentals and 
build business for your store! Remember— 
this service increases store traffic for you... 
brings in new customers for many items. 
They come not only to rent floor surfacing 
machines—they also buy floor finishes, 
paints and other supplies and materials 
needed for the job. Send today for profit- 
plan and details about new American Rental 
Sander with “package unit” construction 
... the popular Little American 8” Floor 
Sander... and the American Edger. 


MAINTENANCE 


saving machines 
g,discsand 
ling and 1 tie \ ae, % 
rubbing floors “om “_— 
Brush spread 13 Faw ee =a 


nes 





THE AMERICAN FLOOR 
SURFACING MACHINE CO. 
522 So. St. Clair St. 
Toledo 3, Ohio 


>) SMALL SANDERS 


7B f Many uses for the 
(~ \f. Sanderplane, a 
A VAC belt sander and 
| 
SG So" Speedy Spinner 
“Ss semi-flexible dis 


sander 





Please send latest catalog on the following, 

without obligation. 

[FD Floor Sanders (with free 12-page profit- 
plan booklet). 
Edgers 
Saws 


Small Sanders 
Maintenance Machines 
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B-ounces, pints, quarts. 
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PAINT MAKES THE 
DIFFERE 


Freshly painted, your home has more than new 
beauty and protection —it's actually 
more! A few gallons of paint 
gallons of Gum Turpentine app’ 
house can add $1200 to its value. 

REMEMBER 1T ALWA 
MORE NOT TO PAINT! 


Gum Turpentine cleans furniture, floors, 
all waxed surfaces, metal and 


and fine furniture polish, mix # 
with 2/3 linseed oil. In smartly desi 


WHEN YOU BUY 


PAINT... 


BUY 


GUM TURPENTINE 


GREAT FOR CLEANING, TOO! 


[3 Gum Turpentine 
gned bottles: 





Full Color Page Advertising 


in The Saturday Eveni 
to help you sell more Paint and Gum reaine 


NCE! 


worth 12% 
lied to. a $10,000 


ys COSTS 


Gum Turpentine pe 
il and pigment into the pores paint is sold,in conv enient,handy contain- 
t film into the surface. This ers. Look for the AT-FA seal on the pack- 
long life and beauty of a age—your assu rance of pure, genuine 


N TURPENTINE FARMERS ASSOCIATIO 


woodwork, 
porcelain surfaces. 


Disinfects. Clean pine odor. For an economical, safe 


TUALLY when you add genuine Gum Gum Turpentine 1s the standard, fool- 
Turpentine to paint you geta lot more proof paint thinner preferred by g out of 10 
paint at very little cost. painting contractors and master f 
As every experienced painter knows, Gum Turpentine ts always saf¢, 


sum Turpentine Is the key to good paint dependable. 
s—the lifeblood of paint. 


Gum Turpentine ts the essence of the pentine. Specify Gum Turpentine for con- 
tree and mixes naturally and tract paint jobs. Avoid substitute 
with the vegetable oils in paint. takes the place of genuine 


spirits of Gum ‘Turpentine. 












pentine 


cce 
PT NO SuBSTiTUTes | 


THE 
BEST PAINT THINNER 


ES 


Whenever you buy paint, buy Gum 


Gum. Turpen- 
netrates the surface, tine. Gum Turpentine is so 


Wi + General Offices: Valdosta, Georgia 
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Another New Member 
of the De Laval Line! 


DE LAVAL 
























SPEEDWAY 
MILK COOLER 


@ The New De Laval Speedway Milk Cooler 
joins the famous line of De Laval Separators, 
Milkers, Food Freezers, Water Heaters and ; 
Can Hoists. 

In every way it measures up to long-estab- 
lished De Laval high standards of perform- 
ance, quality, economical operation and 
long service. 

The De Laval Speedway “Drop-In’’ Cool- 
ing Unit which powers the De Laval Speed- MADE IN 5 SIZES 
way Milk Cooler is also an ideal replacement AND 8 MODELS 
unit for other types of milk cooling cabinets. 

The new broader De Laval line offers in- 
creasingly greater opportunities to aggres- 
sive dealers. Interested? 


og ILI 


THE DE LAVAL SEPARATOR CO. 


Write Your Nearest De Laval Office 165 Broadway, New York 6 For Full Dealership Information 
427 Randolph St., Chicage 


oS 
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ietz Lanterns proved their value 


hen winter struck hardest 








21, 199 LANTERNS 








DIETZ LANTERNS 
THE STANDARD 
OF THE WORLD! 


Since 1840 — for well over a cen- 
tury, DIETZ LANTERNS have main- 
tained an unmatched leadership in 
design and performance. Ever 
sensitive to changing times, ever 
alert to improvement, DIETZ has 
always kept step with the times. 
DIETZ No. 2 D-LITE (Cold Blast) Among the notable features of 

with sising cone burner the post-war Streamline series are DIETZ “BLIZZARD” (Cold Blas! 

SPECIFICATIONS the broad non-tip base, improved with rising cone burner 

top, all parts are curved to spill off SPECIFICATIONS 
wind and rain. Now supplied cold- 
rolled coated steel, finished in 
gray enamel. 








Control of flame permits a 


choice of abundant portable light 
or a low controlled glow. 


Greatest economy of fuel con- 
sumption with undiminished light 
—proven efficiency prevents fail- 
ure in operation. DIETZ LANTERNS 
burn dry to the last drop, without 
interruption. 

The rigid distribution policy 
protects jobbers and dealers. 


R.E. DIETZ COMPANY 
EST, 71840 


BS NEW YORK 





“" “ LITTLE a 
DIETZ ‘MONARCH (Hot Blast) WIZARD \_ =, DIETZ “LITTLE WIZARD” (Cold Biq 


SPECIFICATIONS FITZALL with rising cone burner 
SPECIFICATIONS 
SELL GENUINE DIETZ GLOBES 
The name DIETZ is blown in the glass — 
accept no substitute. Perfect fit for per- 
fect light—perfect quality for long service. 





Packaged in 1 dozen and 3 dozen. 








OUTPUT SOLD EXCLUSIVELY THROUGH THE REGULAR JOBBING TRADE, NO PRIVATE BRAN! 












AKE a careful look at this pic- 
be It shows how a pros- 
perous farm can be built with 
good soil conservation practices. 
Contour plowing, terracing, 
proper use of slopes for pasture 
all help to save the last six inches 
of top soil that mean success on 
the farm. Note the contour fence 
below the corn strip that keeps 
livestock where it belongs. 



















=~ | Qoee Soil Conserudilion pray off 


reer 
.» Fitzall Loe-N 
ee Half Dg 


Successful farmers are among 
the nation’s best customers of 
building supply, hardware and 
farm equipment dealers. They 
come to your store for everything 
from fence and nails to major ap- 
pliances. That’s why it is impor- 
tant for you to help promote soil 
conservation. Many U-S-S 
American Fence Dealers are help- 
ing to arrange soil conservation 
meetings in their districts. You 
can get the facts from the booklet. 
“Tt’s your Top Soil.” Address 
American Fence, 410 Rockefeller 
Building, Cleveland 13, Ohio. 





RD” (Cold Bl 


e burner 


woke Theus mou Us.3 AMERICAN FENCE in use Than any Rher Ceara. 
: 7 ; . Po 

_..No. 241, % AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 

ee _ COLUMBIA STEEL COMPANY, SAN FRANCISCO 

ee TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 





UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN FENCE 
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These keys bear two famous names — General 
Motors and Delco Water Systems ! 

They represent two of the most important assets 
any business can have—product value and customer 
acceptance ! 

And these keys will open doors for you—doors 
to farms and homes that recognize the greater value 
of General Motors products—and the outstanding 
quality and dependability of Delco Water Systems ! 


Product value and customer acceptance are keys 


to greater profits for dealers with the unequalled 
advantages of a Delco Water Systems franchise : 


1. You'll be selling products that carry a name 
your prospects know and trust. 


Delco 
Wellmaster 
Shallow Well 

Pumps 





Water System Dealers... 


Your Keys to greater PROFITS! 


2. You'll have Delco Wellmaster Deep-well, 
Shallow-well and Jet pumps that meet the exacting 
requirements of your value-conscious customers. 


3. You'll be backed’ by a manufacturer whose 
research and engineering facilities will keep the 
products you're selling out in front. 

4. You'll have a sales promotion program that 
really works—aggressive advertising and alert mer- 
chandising-helps geared to meet your needs. 


So why not investigate now? For more information 
about your profit opportunities in selling the full 
line of Delco Wellmaster Pumps, write to Delco 
Appliance Division, Dept. HA-4, General Motors 
Corporation, Rochester 1, New York. 






Delco Delco 
Wellmaster Wellmaster 
Deep Well Jet Pumps 

Pumps 
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Also manufacturers of automatic Delco-Heat for homes — Fractional 
Horsepower Electric Motors — Electric Automobile Clocks. 
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vosieentooets REYNOLDS (2 - ALUMINUM 
aii Gutters and Downspouts 


stipple-embossed 

and plain. Listen to the pitter-patter of dollars in the till, as every shower sends 
customers scurrying in for these modern rustproof gutters... 

half the price of other rustproof material! You're trading wp from 
ordinary rustable gutters...but customer satisfaction goes way up, too, 
so everybody's happy. Reynolds’ new stipple-embossed finish. Never 
need protective painting. Never stain walls. Slip-joint connections— 


no soldering. Backed by big national advertising. Rush your order for 





spring sales! Reynolds Metals Company, Building Products Division, 
a te e Louisville 1, Ky., offices in 32 principal cities. 

REYNOLDS ee MAIL THIS COUPON 
Lifetime ALUMINUM Rustproof Nails —< = 


A must for all aluminum applications 





Reynolds Metals Company, Building Products Division, 
and best for general use, too. Never rust 2026 So. Ninth St., Louisville 1, Ky. 


—thus require no deep setting, Please send me complete information on Reynolds Lifetime Aluminum 


puttying or painting. Lengths from 1” to 342”, Gutters. 
8 and 12% ga., %” to 9/16” heads. My Jobber’s name is Spee ee Pee te , 
My name__ = 






WORLD'S LARGEST [1 xo" ***. {nods a 
10 RET ALUMNINUM 
PRODUCER OF ALUMINUM \ *°™" Lp voins peek = Address. : i as 
Bul 


BUILDING PRODUCTS City_______________Zone____State amet 
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GET SET TO SELL 
HODELL SASH CHAIN 


The miles of Sash Chain that will be sold this season 
would reach “from here to there’, and you want to get 
your share of this profitable, easy-to-handle business. 

Sell your customers something extra good—Hodell 
Woven Link Sash Chain, Links are formed and woven 
into chain from high-tensile steel or bronze. Extra 
strength is achieved by double thickness of the metal 
at the eye. Easy, silent operation and long wear are 
assured with this smooth, uniform, well-made chain. 
Available in five sizes, as illustrated. 

We also make Stamped Link Sash Chain in a full 
range of sizes. 

Hodell Sash Chain is packed in bags or on reels. 
Write for Catalog EX-49. 





Hodell is the name for 
dependable chain! 


sect romp, uvery ne- Mg LO) >) 4H Md NLS Ro) OY YN b 


chine, Proof Coil, Liberty Coil, E P 
Established 1886 « CLEVELAND 3, OHIO 


Passing Link, Bulldog, Samson, 
Flat Link, Register. A division of — THE NATIONAL SCREW & MANUFACTURING COMPANY 
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No. 85 Tumbler 
8 ounce 






The first full size plastic colander —- 8 ¥2” in diameter, 
4%,” deep. Has many advantages. Slots are easier to 
clean than ordinary perforations. They drain faster 
eliminating possibility of overflowing. They provide 
more thorough cleansing by being located in and 
around the bottom. Made of new type Polystyrene that 
withstands several minutes boiling. Beautiful pastel 
colors — red, blue and yellow. Packed 3 dozen to a 
case, 18 red, 9 blue and 9 yellow — or all red. 







No. 134 Measuring Cups 
4 cups per set 










No 104 Measuring Spoons 
4 spoons per set 





tii 


No. 128 Measuring Cup No. 115 Fruit Juicer No. 157 Individual Bow! No. 118 Gyro-Mixer No. 102 Coffee Measure No. 210 Cutlery Tray 
& Egq Separator Juices and strains 13 oz. capacity 8 oz.—No. 119, 14 o7. Stores in can Compact—61/,” x 10” 


V¥ 
N 





a 
as 





No. 120 Gyro-Shaker No. 125 Lit'l Bit Funnels No. 35 Fruit Jar No. 432 Measuring Scoop No. 113 Mixing Bow! Set 
Mixes, measures, juices, Covered Dish 1, 2, 4, 8 and 16 oz. sizes Funnel & Strainer Stores in canisters Sizes available individually 
strains 6 0z.—protects leftovers 
Make Kilgore your prime source for Plastic surance of receiving merchandise when you 
Houseware Staples. A big line now — kept need it. Please your customers with items 
fresh and growing with a continuous parade that will withstand several minutes boiling. 
of new items. Buy economically — with as- Skillfully molded in the fast-selling colors. 


ONLY A PART OF THE LINE IS SHOWN — WRITE FOR CATALOG PAGES AND PRICES. 


FACTORY OFFICES 


MANUFACTURING CO. 


Room 116 Room 14-102 


WESTERVILLE, OHIO e.%. A. Breslin Hotel Mdse. Mar! 


New York Chicago 
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at no increase in price! 


the brand new! 








destined to be 
1949's biggest selling single item 
in the cutlery field 





Trini 8 
 naparee ee 
fair $ 
» traded 
to sell 
for 
only « 


@ A BRAND NEW BEST SELLER that pinks 
HEAVIER materials with a deeper, bigger, 
cleaner pink. 

@ The only really LIGHT-IN-WEIGHT pinker 
that pinks as it cuts for a ravel-proof zig-zag 
finished edge. 

@ GIFT-PACKAGED. 











Write for FREE mats, counter cards and other 
material on this new Pinking Shears to: 





y, Se ae 
ber a 
Na+ 


MAM 


‘Quality Cutlery Ever Since 1888" 


- 151 West 19th Street, New York 11 
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New Hoover, Jr., Model 
115, newest, lowest- 
priced, lightest Hoover 
ever built. Ideal for 
small homes... handy 
for all homes. Only 

$59.95. 
Cleaning tools extra. 





De Luxe Triple-Action 
Hoover, Model 61, the fin- 
est Hoover ever built. 
Many de luxe features. 

$94.95. 
Cleaning tools, $19.95. 


Triple-Action Hoover, 
Model 28, with Hoover's 


It’s easy to see why Hoover , <2 exclusive cleaning prin- 
dealers are happier with their . _ ciple—it beats, as it 
Hoover franchise. P sweeps, as it cleans. 
™ , $74.95. 
First, there are a lot of prospects. _ Cleaning tools, $19.95. 


Women prefer Hoover 2 to 1 over 
any other make of cleaner. 


And Hoover dealers offer these Hoover- 
minded women the widest choice of 
cleaners in America! 


Choice of type—Triple Action or cylinder. 


Choice of price—starting with Hoover, Jr., at 
$59.95. 
Choice of four different models. 


% 


* BES 
And Hoover is no short-term proposition. * tailor 
Forty years ago The Hoover Company made the » each 
psa ea portable electric cleaner ever offered ©  factic 
the American housewife. Today Hoover is still the ° for 3 
leader. Over 8 million Hoover Cleaners have been » are a 
made and sold—more than any other cleaner. > a 
, glove 

Hoover dealers are happier because every sale —_ 

is a dealer sale. » MET 
Hoover dealers are happier because this great © nell 
line of cleaners has been more heavily advertised * your 


than any other make. 


No wonder the Hoover franchise is a valuable 


property now and over the long pull! Roemer biter Ghawes, 


Model 50. Cleans by pow- 
erful suction. Complete 


THE HOOVER COMPANY with cleaning tools, $79. 50. 


Nerth Canton, Ohio » Hamilton, Ontario, Canada © Perivale, England 





HARI 
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THE LABEL 
THAT SELLS 
THE TABLE 





A new, positive-working 



















Finger-Tip Release makes the 
G. P. & F. MET-L-TOP easy to 
open and close. No sticking, 
no binding, no pinching, no 
accidental closing. It’s as 
simple and coavenient as 
operating an electric light 


switch. 


This newest feature is the result of the same engineering 
skill and zest for improvement that enabled G. P. & F. 
. to develop the original, all-metal ironing table. 
MET-L-TOP is always out front with more features that 
women want... Adjustable-Height that reduces back- 
strain, arm-strain and ironing fatigue . .. smooth-as-glass, 
° white-enameled, ventilated top that never sags or buckles, 
stays smooth and level, fire-proof, warp-proof and crack- 
. proof. The all-welded and riveted construction prevents 
wobble, squeaks and creeping. 


IT’S EASY TO SELL the original, all-metal ironing 
table...the genuine G. P.& F. with its assurance of 
faster, easier ironing and lifetime durability. NATION- 
ALLY ADVERTISED every month. 





BE SURE TO SELL... a MET-L-TOP 
tailored-to-fit pad and cover set with 
each table for complete customer satis- 
faction. These sets are made exclusively 
for MET-L-TOP Ironing Tables, and 
are attractively packaged for a combi- 
nation display. It not only fits like a 
glove, but is exactly the right thickness 
and texture for best results with a 
MET-L-TOP Sell one with every table 
..it will bring repeat business to 
your store. 


FAIR TRADED 


Adjustable-Height Mode! 
$ ] O 95 


Standard Medel $945 


| sonnets CHUBERUPAESCHCETR FREY COL, snwnuet»,wconn 
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.eeIry this recipe 
for ‘bread and butter’”’ sales! 

















ASHINGTON Ranges meet the needs 

of mass market buyers—produce “bread 
and butter” profits that every stove dealer 
desires. 


Washington Ranges for gas, coal and wood 
represent satisfying values—enable you to sell 
customers in every price class—provide vol- 
ume business. 





In heaters too, the Washington line includes 
the widest variety—from low-priced, black, 
Oak and Cannon heaters for coal and wood 
to the latest de luxe, porcelain finish, gas and 
oil burning units. 














Write today for catalog and prices. 
Established 1862 
: | The GRAY and DUDLEY Co 
fe ied) Guat Nashville 3, Tennessee 








George Washington Coal Range 
Modern styling, rounded corners for easy cleaning, 
gleaming porcelain enamel finish, contribute to the 


smart appearance of this range. ; 
The most complete stove line! 


{ — Os ie sno | |}, 
, at & —- a 
asst tite 


— 
— =. 
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She ia tie: feels it...and want. 


Fast.selling WOLLRATH 


ENAMELED WARE! 


@ Show the practical modern housewife a 
value and she'll buy it! Show her Vollrath 
Enameled Ware and, instantly, she admires 
its graceful design and smooth por- 
celain surface. She fee/s the safety and 
comfort in the sturdy handle on each 
balanced utensil. She wants it... 
buys it!... because she knows 
the value she can see and feel 
is assured by the blue-and- 
white trademark, famous 
symbol of quality since 
1874. Stock the full line 
of Vollrath Enameled 
Ware. Display it 
where women can 
see it... they'll 
buy it! 








‘VOLLRATH 







SHEBOYGAN, WISCONSIN 
NEW YORK ¢ CHICAGO - LOS ANGELES 
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The Most Beautiful 
The Most Durable 


Whe rbristocrat of 
STOVE MATS 


Not just ordinary stainless steel but bright, 
crystal clear, mirror-like finish stainless 
steel, gleaming with a sparkling lustre 
that will be lastingly beautiful. Made to 
our rigid specifications by UNITED 
STATES STEEL CORPORATION, 
producers of quality steel. Heavy asbestos 
cushioned back for heat protection, with 
‘patent safety ringed Kant-Kut Corners, 
and all other exclusive Aristo-Mat features. 
Sizes to fit every range. 


NATIONALLY ADVERTISED... 

In Ladies’ Home Journal, Woman's 
Home Companion, Better Homes & 
Gardens, Good Housekeeping, Mc- 
Call’s Magazine, Woman’s Day, House 
Beautiful, Guide for the Bride, Life, 
Saturday Evening Post, Liberty, Amer- 
ican Magazine, Sunset Magazine, and 
daily newspapers. 






















cout es GUARANTEED 
‘* Guaranteed by ~ PARENTS 
Good Housekeeping eT) 

45 sorrento AEH \se 


Exclusive permanent show-rooms: 
11-104 Merchandise Mart, Chicago, III. 


Canadian Representatives: The D. G. Clark 
Agencies — London, Ontario, Canada 


For further information regarding other patterns, see your local jobber, 
distributor or write direct. 


PHOENIX TABLE MAT COMPANY 


C . 
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GET DETAILS NOW ON 
FEDERAL TOOL’S TWO POPULAR 


| [VE STANDARDIZED MY KITCHEN 
3 ae gy ers 
P _ fssollmends / 


Take your choice! Each one includes 
17 different items... #s complete 
with the free window/counter dis- 
play, as illustrated. No. 923 Assort- 
ment, totaling 17% dozen, weighs 
150 Ibs.; No. 9231 Assortment, 
totaling 10.44 dozen, weighs 100 lbs. 
Quantities have been carefully se- 
lected on the basis of dealer sales 
figures. Window display measures 
48” x 44” x 18” deep; is die-cut to 
hold one each of the various items; 
has descriptive text and illustra- 
tions. Order your preference now. 
Sse A gee , You are losing worthwhile volume 

; s =o in related sales every day that this 
display isn't on the job! For com- 
plete details, see our representa- 


7 WOW ABOUT YOU? _«) 
ws ‘ 




















tive... see your jobber...or wiite 
is direct. 


FEDERAL 


Practical 
HOUSEWARES 







FEDERAL TOOL CORP., 3600 W. PRATT BLVD., CHICAGO 45 
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GREATER PROFITS! 5 ,\{-Polishing 


SIMONIZ 


A sensational advertising 
program will bring the 
story of Self-Polishing 
Simoniz to millions in ’49! 


Housewives everywhere have found 
that Self-Polishing Simoniz “OUT- 
SHINES THEM ALL’’—gives floors 
the same lasting beauty as Simoniz 
for cars! And, too, it outshines all 
others in profits for you. So capitalize 
on the tremendous advertising cam- 
paign backed by the famous name of 
Simoniz. Order an adequate supply 
of Self-Polishing Simoniz—today! 


THE SIMONIZ COMPANY, CHICAGO 16, ILL. 


yeape ARE #80 


* LETT) Oo 


$’Guaraxteed by > 
Good Housekeeping 
‘y 


\) 
or as Aovearisto THUS 


SELF-POLISHING SIMONIZ 


wd gtd: FINISHED WOOD. ASPHp 


_ FOR FLOORS 


\o® 
°F RUBBER Tue any 1ERRALO 
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QUSEWIVES — gem +t 

; as 0-CEL-0° Sponges 

| A “Thy the hundreds 
Me 


by the Thousands ‘of thousands 


RE CATCHING a 
ON! 


It’s a new and better way of housecleaning 


O-CEL-O Cellulose Sponges have a terrific 
appeal to housewives. They’re so much cleaner and 





- 



















so much easier to use than grimy rags that sales 
are growing by leaps and bounds. Housewives 
everywhere are using these sponges for 
dishwashing; cleaning woodwork, walls and<, 
bathrooms; dusting, polishing and waxing re 
furniture; and many other cleaning jobs. 
Here’s a ready-made consumer demand 
that brings in new customers and new 


profits for you. 








om OR A REFUND o> 


< cm. @ by > 
Good Housekeeping 


\) 
Soras Apvenristo WES 





f {!ZED—Wrapped in colorful 
wtiaa labels bearing the Good 
Housekeeping GUARANTY SEAL. 











MULTIPLE SALES— Four job-fitted 
sizes to meet every cleaning and 
polishing requirement. 






= 
Ss, 





EYE-CATCHING — Packaged in colorful 
counter display cartons for maximum 
impulse buying. 










8-50 
a a a ee ee a ee a ee ee ae ae oe 


O-CEL-O, Incorporated 
110 Thomas Bidg., 1200 Niagara St., Buffalo 13, N. Y. 


I'm interested in making money with O-CEL-O 
Sponges. Please send me complete details: 


Name 





Company 
Address 












Your customers deserve the 


best... insist on o-ceL-0" Our Supplier is _ = 


Address _ 


0-6-0, Loney e Manufacturers of Cellulose Sponge @ 110  Tenenen Building, Buffalo 13, N. Y. 
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HERE’S WHAT WE MEAN BY 


LYON QUALITY 









Quality in the Lyon line of sinks and cabinets 
is a matter of basically sound construction, plus 
features of lasting convenience; value that can 
be demonstrated. Look at the quality features 
of this 66” porcelain sink unit. 

1 Sink of extra heavy pressed steel, made in one 
piece; finished in acid-resisting white porcelain 
enamel. 

2 Fixtures triple-plated chrome. Swing type faucet 
with spring flow aerator. Trigger type spray with 
metal reinforced head. 


3 Drawers— 2 deep and 2 shallow, all with roller 
bearings. Upper right hand drawer lined with 


sound-deadening linoleum and equipped with 3 ad- 
justable cutlery partitions. 
4 Storage Compartments—left, with adjustable 
shelf; center has wire basket — swinging towel bar. 


5 Doors insulated for quietness, equipped with ex- 
clusive Lyon Tap-O-Matic handles. 


6 Styling— modern and permanently beautiful. 
Sleek, rounded corners. Recessed black base. 


7 Louver for ventilation and water guard. 


METAL PRODUCTS, INC 


QUALITY 
TESTED 


The Most Complete Line of Sinks and Cabinets 


The Lyon line of sinks includes models with porcelain 
linoleum or stainless steel tops—14 different models, 
from 42’ to 96’. The cabinet line includes base, wall and 
utility cabinets in a wide range of sizes to enable yeu to 
offer practically “custom-built” kitchens. 

General Offices. 423 Monroe Avenue, Aurora, II. A few dealerships are now available. Get in touch with 
Branches and Dealers in All Principal Cities the nearest LYON representative or write direct to Aurora. 

















——————— A PARTIAL LIST OF LYON PRODUCTS ——_—— 


@ Shelving © Kitchen Cabinets ¢ Filing Cabinets © Storage Cabinets © Conveyors © Tool Stands © Flat Drawer Files 

© Lockers © Display Equipment ¢ Cabinet Benches © Bench Drawers © Shop Boxes® Service Carts © Tool Trays ¢ Tool Boxes 

© Wood Working Benches © Hanging Cabinets © Folding Chairs © Work Benches © Bar Racks © Hopper Bins © Desks © Sorting Files 
© Economy Locker Racks © Welding Benches © Drawing Tables © Drawer Units © Bin Units © Parts Cases © Stools @ Ironing Tables 
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HOUSEHOLD NECESSITIES 








S 
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INSECT-O-BLITZ 16 oz. : 


The Quality Leader because: FORMULA—The Insect-O- 3 INSECT-O-BLITZ 
Blitz formulation is Government approved. No sacrifice of : 
1 @°e@ quality here—full3% DDT and 2% Pyrethrum (0.4% Pyre- 
thrins). VOLUME—Contains full 16 oz. in a rugged steel 
container. Dispensed with a sturdy, non-leaking screw-type 
valve. PRESSURE—High pressure assures a finer, com- 
pletely atomized spray. Non-Inflammable. 

Fair traded at $198 Retail $2.00 


cone. arse enve 
fr ODOT end PYRETHRUM 


brits ti sil 





i] 


Treg tatteet 


Livtizi zi 
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12 oz. Junior INSECT-O-BLITZ 


A quality 12 oz. Aerosol at a competitive price. Offered only 
2. after months of testing. FORMULA—3% DDT, 0.2% Pyre- 
(4 @ thrins and 1.5% Piperonyl Butoxide, one of the newest 
chemicals developed for insecticides. Formula insures a 
high degree of kill. CONTAINER—A sturdy steel container 
with an eye-catching design. Built to hold many times 
pressure actually used—safe! VALVE—No “trick” valve 
to leak. Insect-O-Blitz uses the dependable leak-proof Non- 
Corrosive aluminum screw-type valve. Non-Inflammable. 
Fair traded at $1.49 Retail $1.50 


© 








TETCO FIRE EXTINGUISHER 


Every home needs the protection of a Tetco Fire Extin- 
3. guisher. Sell for protection of home, garage, and car— 
triple sales! Tetco contains 16 ounces of fluid—90% carbon 
tetrachloride combined with other chemicals and charged 
with CO. gas. Sold complete with bracket for wall hanging. 
Easy to use—just pull ring. Sprays 17 feet. Hermetically 
sealed—always full, always ready. 
Fair traded at $2.48 Retail $2.50 


@ 








a 


Industrial Management Corporation offers you 








FULL TRADE DISCOUNTS. Write TODAY for full TETCO CO. 
information and prices. We will refer your inquiry — * ° 
> dak WeneNe sebesnatelien. AN dleudete Division of Industrial Management Corporation 
F.O.B. Valparaiso, Ind. or Los Angeles, California. 4585 Spring St., LOS ANGELES 13. CALIF 
. 7 ’ ° 
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@ Will it rain? Will it be cold? Is it 
warm enough to wear a light Spring 
coat? Those questions add up to 
extra Spring profits for you éf you 
stock and display the Taylor line! Pre- 
sold by powerful advertising to 
people who read Saturday Evening 
Post, Better Homes & Gardens, 
other leading magazines. Order 
through your wholesaler today or 
write Taylor Instrument Compan- 
ies, Rochester 1, N. Y., or Toronto, 
Canada. 





2068C Auto Altimeter tells how high the hill and 
how deep the valley. Simple screw-driver instal- 
lation, 244" dial in brown plastic case. Available 
in 3 ranges: 5000 ft.; (2068C) $8.00; 10,000 ft.; 
(2068D) $9; 15,000 ft.; (2068F) $10 ea, 





2280 Fisherman’s Barometer. Spring fishing’s 
here, and this accurate barometer tells when 
they’re biting! Veteran fishermen swear by it; find 
it right 94 times in 100. Excellent all-around ba- 
rometer with good grade movement and handy 
altitude adjustment. In green pocket case, $8 ea. 





5936 Roast Meat Thermometer. The “hottest” 
item in fast-selling line of cooking thermometers. 
Accurately tells ‘‘doneness” of any roast from rare 
beef to fresh pork. New armored bulb gives max- 
imum protection against breakage without affect- 
ing accuracy of reading. $1.75. 


Don't let APRIL 
FOOL YOU 





It’s a perfect month for big thermometer 
and barometer sales —if they're Taylor! 


Taylor Fish-Finder Thermometer tells where to 
fish—shallow, medium depth or deep. Handy, 
accurate, easy to use. Rugged, 5”’ x 1”’ stainless steel 
scale with easy reading etched figures and gradua- 
tions. Water cup surrounds bulb, preventing 
breakage. Perfect size for tackle box. Good for air 
temperatures too. $1.50 ea. 








5928 Deluxe Oven Thermometer makes every 
woman a prospective customer. Helps get better 
results by telling accurate temperatures at the bak- 
ing dish — where accuracy is really important. 


$36 doz. 





- 
‘Taylor Instruments 


~ 


| 





GLAS! 
INC 
Ca: 
Pie 
Lo: 
Cal 

Ut 


MEAN 


ACCURACY FIRST 


5908 Candy and Jelly Thermometer saves sugar 
—helps any woman make better jellies, jams, 
candy, frostings. Improves canning too. 3-times- 
easier to read Binoc tubing; stainless steel scale, 
adjustable clip, $36 doz. 











5910 Deep Frying Thermometer. Just the same— 
only with special scale for deep fat cookery ... 
like heavenly french fried potatoes or onions! 


$36 doz. 


INDUSTRY 


IN HOME AND 
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McKEE fs] ASBAKF OveNWaRE 


IN THE PACKAGE 


INVITING 
RECIPE 
ON BACK 


4-COLOR, IN-USE Jie 
“ILLUSTRATION ~\ 





HOUSEKEEPING 
SEAL - 


OTHER ITEMS 
IN GLASBAKE 
LINE ~ 


McKee Glasbake prices have not been 
raised ... Your customers will recognize 
the value of this high quality line at 
bargain prices. 


COMPLETE 
GLASBAKE LINE 
INCLUDES— 
Casseroles 
Pie Plates 
Loaf Dishes 
Cake Pans 
Utility Trays 





McKee Glasbake Ovenware ‘sells fast in this beautiful, full- 
color box. Individually designed to each Glasbake item, these 
cartons mass well ... make colorful, inviting displays. All the 
sales features are shown on the package, so that these items 
really sell themselves. Sales people love them—so do stock- 
room personnel, because of easy identification. 





RANBETEL 





Each carton makes an attractive gift box. You save money on 
wrappings. Stack them easily for both floor and reserve stocks. 





For complete information, see our sales representative, or 
write direct, to— 


MKEE 


THE WORLD'S MOST COMPLETE LINE OF GLASS COOKING WARE 


GLASS COMPANY 


ESTABLISHED 1853 + JEANNETTE, PA. 


(Dike 


ITCHEN WARF | 
ed 
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Vapors escape quicl- "eae 
“ape guick| Guaranteed 
thru the Airflow Top camara 
f wood t 


A FamOes FAME 
eo americas 
OCSEWARES 









News about easier ironing... easier profits! Now the famous 
RID-JID All-steel Airflow Ironing Table and its companion, 
the warp-proof DeLuxe, are available in both standard and 
adjustable height models. Women have been waiting for this 
news. Both models have all the plus features that have made 
RID-JID Ironing Tables America’s No. 1 Wifesavers .. . and 
you can sell a RID-JID pad and cover set with every 

table. Two special matched sets—one for the Airflow, 

one for the DeLuxe. 






a News about getting up in the world! Most handy 
men-around-the-house know they need two ladders 
. .. stepladder for most inside jobs, tall one for 
_all sorts of outdoor work. Now you can sell ’em 

»\ both in one fine RID-JID 2-in-1 Ladder. It has 

\ broad, tread-grip steps, stands square and solid asa 

\ stepladder. And the back legs swing up straight 

and lock automatically and firmly in place to 

double the height! 
















sion ladder , F00- 
to Double Height 


: 'Tchep 


RID-JID Space-saver Stepstool. Feature this 
smart, safe RID-JID Steel Frame, Folding 
Stepstool. Wide, grooved steps make it 
easy to step up on... the broad round- 

\ edged top makes a comfy spot for scores 
b\ of sit-down chores around the kitchen. 

\ Soft rubber feet can’t mar floors. Smart 
colors add charm to any kitchen. Folds 
flat to fit small storage space. Step up your 

rofits with RID-JID Space-saver 
tepstools. 


\ \ts an exten 
& Swings up 

























Rubber feet 


cant mar floors # 
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R. CLARK COMPANY 
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SEE FULL PAGE IN --- APRIL 4th 





Powerful National Advertising 


ale CUPI 














with New 
WALL HOLDER for the HOME 


Everybody knows clean, health-protecting Dixie Cups! 
Women everywhere will discover “Dixies for the home”— 
through nation-wide advertising! Don’t lose a minute. 
Stock this self-displaying, packaged COMBINATION OFFER. 
It gives you a beautiful, low-cost quality 
item for opening up the great home 
market for paper cups. It’s a natural for 
both kitchen and bathroom. It means a 
double sale, with double profit, and big 
‘repeat refill volume FOR YOU! 
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Get this Sales-making 


COMBINATION OFFER 


Handsome clear plastic holder, 
easily attached to any wall, with 
2 cartons (120 3-0z.) Dixie Cups. 


Recommended $ 1 . A 9 






For Kitchen 
For Bathroom 


A Double Barreled 
Opportunity 





Resale Price 


LARGER SIZE (100 5 oz. cups) 
Recommended 
Resale Price $2.19 






@ DOUBLE SALES 
@ DOUBLE PROFIT 






REFILL Recommended 
PLUS CARTONS Reoate 
60 3-0z. Dixie Cups 26 PSS OSS OS SOSS SS SSS 222829 
REPEAT 2 for 1.00 Drx1e Cup Company, Depr. P 
REFILL 50 5-0z. Dixie Cups 35 EASTON, Pa. 
3 for 1.00 Please rush name of nearest distributor of your 
VOLUME 40 9-0z. Dixie Cups 39 Combination Offer. 


(No holder for this size) STORE NAME....ccosessse.-. 
WE sses cassoncinecs 


CIT Y...cccccccsccvese . STATE 


= = oe aw a as ae ae 
= = ow ee ee ee ee oe 


BUYER’S NAME 


Write for details to DIXIE CUP CO., EASTON, PA. 


r 
I 
I 
I 
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~ MONARK does it Again! 


Fomous 11S7/8 stance The War 


MONARK WAS FIRST to produce a modern design bicycle with styled-in, built-in features—fully equipped at the factory. MONARK'S 
LEADERSHIP means greater dollar volume—MORE MONEY IN YOUR POCKET! 

MONARK WAS FIRST to use large, four color, NATIONAL ADVERTISING—plus year round supporting advertising in Post, Collier's, Look, 
Popular Mechanics, to mention a few—all designed to arouse, excite and inform the public about AMERICA’S FASTEST SELLING BICYCLE 
—IN YOUR STORE. 





MONARK WAS FIRST to FAIR TRADE their entire line—helping to stabilize the ; « 
bicycle industry —INSURING A CONSTANT, HONEST PROFIT LEVEL FOR YOU! a 


| MONARK WAS FIRST to back-up your selling efforts with colorful, dynamic, 


display material—TIED IN WITH NATIONAL ADVERTISING IN LEADING f 
MAGAZINES —selling help worth THOUSANDS OF DOLLARS TO YOU! a 
MONARK WAS FIRST to give ONE YEAR'S FIRE AND THEFT INSURANCE ; 

with purchase price—a now FAMOUS MONARK INSURANCE PLAN of almost = No. 65 


unlimited appeal to consumers. ™ has th 
MONARK WAS FIRST to develop and supply you with a SALESMAN’S DEMON- = Mecha 


STRATION TRAINING MANUAL—tried and true methods used by the world’s > alumin 
most successful salesmen—showing HOW TO SELL—EASIER ... FASTER... © baked 

AT GREATER PROFIT TO YOU! ® value : 
MONARK WAS FIRST to introduce a COMPLETE NEW LINE EVERY YEAR— er 


with exciting, new, features, accessories and thrilling color combinations that 


make bicycle news YOU CAN CASH IN ON! Here’s how it Sells for you! 


MILLIONS OF READERS—MONARK BS eS 
PROSPECTS PRE-SOLD BY LARGE, COL- 
ORFUL, NATIONAL ADVERTISING—can 
getalocal MONARK DEALER’S NAME AND 





ADDRESS simply by calling Western Union nto 

» ice Sa 
by number and asking for “OPERATOR 25”. = ented F 
THUS—MONARK PROSPECTS come py tons om 
DIRECTLY TO YOU! BS 316.00. 





OPERATOR 





(Bdsy OPERATOR 25—another ina long line 
~® of FAMOUS FIRSTS FOR MONARK— 

is an arrangement between MONARK 
and Western Union whereby thousands of 
specially designated operators, all over the 





country, are on call day and night TO GIVE » No. 5 
THE NAME AND ADDRESS OF AUTHOR: B Reel - 
IZED MONARK DEALERS to prospects © spool, 
HOT TO BUY. Baer 
© 200 yd. 

No. 55 








» yard c 
495 00 THIS I when you finish reading 
i this ad, call Western Union by number 
and ask for “OPERATOR 25.” Tell the 
operator that you'd like the NAME AND AD- 
DRESS of your nearest MONARK DEALER. 
If you are then given YOUR OWN NAME 
AND ADDRESS you will know that “OP- 
ERATOR 25” is working perfectly. If you 


cwe NEW 1949 0 
| alles 


‘MONARK=x..- 


WITH STYLED-IN, BUILT-IN FEATURES NOT FOUND 





ON ANY OTHER BICYCLE are not given your own name and address— 
and you handle Monark bicycles—notify 
ne Y . ° ° 
mane See the complete line of bicycles built by Monark Silver King immediately. A penny 
mo cd MONARK— in all sizes and prices. post card will do. 


NOW-—MORE THAN EVER...YOU CAN MAKE MORE MONEY WITH MONARK! 
MONARK SILVER KING, INC. ¢ 6501 W. Grand Ave. ¢ Dept. C-134 © Chicago 35, Illl. 





™ HARDWARE AGE, APRIL 21, 1949 HARDW. 











a 


pre yf & Cc. 


NOW FAIR TRADED 


No. 65 — This Popular New Reel a NEW FREE ~j tele) & 


J a hen ng 0 Mio — — 
S cluminum. alloy, body with infrared OAM OLED LCM G44 B) 
» baked wrinkle finish. An exceptional § 

p value at $5.00. 





! 

. * wl eek: No. 77 Gold 
NARK ' \ “@ : Medal, $11.00 
E, COL- : No. 76 Blue 
G—can Ribbon, $10.00 
1E AND ” 


Union No. 53 Surf Champ General Serv- 
ice Salt Water Reel — Ranger’s Pat- 

ented Backlash Control—lifetime stain- 
less steel spool, thumb controlled free 

© spool, fast action star drag brake — 


) $16.00. Also No. 51 Surf Prize—$13.00. 


come 


Other Casting Reels with Synchro-Mesh 
gears, extra pawl with retainer cap, new 
featherweight spool include —No. 75 Ist 
Award—$8.50 and No. 74 “Lefty”—$9.00. 
No. 66 Trophy DeLuxe 
with no-backlash feather- 
weight spool $6.00. 


» No. 57 Ocean King Trolling 
Reel — Lifetime stainless steel 
spool, thumb controlled free 
spool, fast action star drag brake, 
200 yd. capacity — $10.50. Also 
No. 55 Coast Champ (150- 
yard capacity) $9.50. 


ree] Prt bt 
Charge. Unter gq; 


No. 78 Grand Prize 

Casting Reel — Ranger’s 

Patented Backlash Control, 

Synchro-Mesh gears, extra 

pawl, featherweight spool, 
» cork arbor, hard chromium 
y line guide — $12.00. 


RANGER, INC., 
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No. 150 
MICRO PEEP SIGHT with 
HOODED FRONT SIGHT 
Micrometer elevation and 
windage adjustment. Pre- 
cision built. Helps build 
top marksmanship. 


STEVENS 


MODEL 
86 
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TENITE 


The beautiful, 


service-proven gun- 
stock material — per- 
mits custom stock fea- 
tures and appearance 
on guns priced with the 
lowest. Now available 
on the Stevens model 
87 (illus. at left) as well 
as other Stevens rifies 


and shotguns. 





ush these’ 22’ values 






durable, 





and every kind of shooting”—and get your 
full share of the year’s gun profits. 


SAVAGE ARMS CORPORATION 


Firearms Division 
Chicopee Falls, Mass. 





| gSTEVENS 


~¥ PIONEERING BETTER GUNS 


& “" AND GREATER VALUES SINCE 1864 





STEVENS .22 RIFLES 
First in Value 


Model 86 — .22 caliber Bolt Action, Tubular 
Magazine Repeating Rifle. Magazine holds 
fifteen .22 long rifle; seventeen .22 long or 
twenty-one .22 short cartridges. Full size, oval 
military style stock with pistol grip. Positive, 
self-cocking bolt action. Independent safety. 
Takedown. 


Model 84 — .22 caliber Bolt Action, Clip 
Magazine Repeating Rifle. Detachable clip 
holds five .22 long rifle; .22 long or .22 short 
cartridges. Well proportioned, full size stock 
and forestock for steady holding. Self-cocking, 
bolt action with independent safety. 


Model 15 — .22 caliber Bolt Action, Single 
Shot Rifle. The lowest priced lightweight ‘'22"’ 
in the field. Bolt action rebounding safety 
lock prevents accidental discharge. Positive 
ejector — double strength extractor 


Model 87—Semi-Automatic .22 caliber Rifle. 
Lightweight, fast handling. Shoots 15 shots as 
fast as trigger can be pulled. Also, instantly 
adjustable as single shot or bolt action repeat- 
er, shooting .22 long rifle; .22 long or .22 short 
cartridges. Simple, positive action — can be 
completely disassembled without tools. 


Stevens Models 86S - 84S - 87S; same as above 
with No. 150 Micro Peep Sight with Hooded 
Front Sight illustrated above. 






OSAVAGE © 


SAVAGE .22 RIFLES 
First in Quality 


Model 6 — .22 caliber Auto-Loading Rifle — 
shoots 15 long rifle cartridges as fast as you 
can pull the trigger. Also, instantly adjustable 
as bolt action repeater; shooting .22 long rifle; 
.22 long or .22 short cartridges. Full pistol 
grip. Stock and forestock of selected walnut. 


Model 5 — .22 caliber Bolt Action, Tubular 
Magazine Repeating Rifle. Magazine holds 
.22 long rifle; .22 long or .22 short cartridges. 
Plated bolt and trigger . . . quick ignition .. . 
positive extraction . .. man’s size stock and 
forestock of walnut. 


Model 4 — .22 caliber Bolt Action, 5-shot 
Clip Magazine Rifle. Chambered for .22 long 
rifle; .22 long or .22 short cartridges. Full 
pistol grip. Stock and forestock of walnut — 
proportioned for steady holding. Smooth 
operating, sturdy bolt action. Recessed bolt 
face. Convenient, independent safety. 


Model 3 — .22 caliber Single Shot Bolt Ac- 
tion Rifle. Shoots .22 long rifle; .22 long or .22 
short cartridges, regular or high speed. Posi- 
tive safety. Takedown. Full proportioned wal- 
nut stock and forestock. 


Savage Models 6S -5S-4S-3S; same with 
No. 150 Micro Peep Sight with Hooded Front 
Sight illustrated and described above. 


61 

























"| 
( 





about’ battery... 


whew 


and flashlights, 
a sales-making 
iW merchandising 
WW) display for— 





















® COUNTER BL 
‘ 

® WALL , 
® CASH REGISTER 

RAY-O-VAC =f “alts Fs Ee wet 

rare all ee > pe ® ISLAND 

® WINDOW 

HERE IS YOUR RAY-O-VAC LEAK PROOF BATTERY AND * 

FLASHLIGHT “ DEPARTMENT"... DESIGNED TO DISPLAY AND 

DISPENSE EFFECTIVELY FOR MAXIMUM DEALER PROFIT 

Take advantage of the popularity Ray-O-Vac LEAK PROOFS have won with *\ \\ \ L " / J af. 

sealed-in-steel jackets that lock in power. Display them in this attractive — ° = ro 

merchandiser your jobber has for you today. It can be used anywhere in ” 

your store—eliminates pilferage of cells—loads from the top—and makes a “a 

dispensing easy and rapid. Included are a battery tester, 192 Ray-O-Vac — 

LEAK PROOF Batteries, and 12 Ray-O-Vac chrome flashlight cases, two of 

which can be displayed on the merchandiser. Cost is quickly liquidated 

on display by free merchandise. Ask your jobber about this great WR 


stimulus to impulse sales—the Ray-O-Vac Merchandising Display. 


ORDER No. 2? SEALED IN STEEL... STAYS FRESH FOR YEARS 


WES 3 
E23 


a Seg 


Now, light % 
when you | 












RAY-0-VAC COMPANY 


MADISON 10, WISCONSIN 
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BLAKE & LAMB Long Spring 


Sizes 0-I-I'/2 single spring 
Sizes 2-3-4 double spring 





BLAKE & LAMB Under Spring 


Sizes 0-I-I!/2-21 single spring 
Sizes 2-3-4-44 double spring 





BLAKE & LAMB Sure Hold 


4 
. BLAKE & LAM a The world's finest muskrat trap 
Cd cil 
ARE WINNERS’ 


WRITE FOR FREE CATALOG AND NAME OF YOUR B&L JOBBER 


THE HAWKINS COMPANY 


America’s Oldest Trap Manufacturers 
SOUTH BRITAIN, CONNECTICUT 
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DISPLAY 





KAMPKOLD =. 


SELLS ITSELF! 


Six out of ten people who see and 
examine a Kampkold Jr. want one. 
Four out of ten will buy, an inde- 
pendent check has shown. 

So, to get extra profits this year, 
keep a ampkold Jr. always on 
prominent display. 

The sturdily built portable re- 
frigerator has many, many uses. 
Sportsmen want it to keep fond, 
beverages cold in car or boat. Others 
want it to keep beverages cold at 
picnics, outings, outdoor theatres 
etc. Others want it to carry beverages, 
milk, while travelling in automobile. 

Kampkold is nationally advertised 
and millions want it. All you have to 
do is to display Kampkold and many 
of your customers will buy. Retailing 
for only $6.65, Kampkold appeals to 
all. If you are not stocking Kamp- 
kold, don’t overlook this source of 
profit a minute longer. Mail coupon 
today for details. 








KAMPKOLD 


The big brother to Kamp- 
kold Jr. The outdoorsman’s 
portable refrigerator. Can’t 
rust, can’t leak. 10 pounds of 
ice lasts 30 hours in 80 degree 
weather. Removable steel and 
aluminum lining. Separate 
compartment for ice. tails 
for only $12.75. 


AMERICAN GAS MACHINE COMPANY 
Albert Lea, Minnesota 


Please send me information on your outdoor appliances and the 
name of my nearest jobber. 





A 
j 





FOR SUMMER! 


L12 SOFTBALL—Tough, water- 
proof, white rubber cover. Com- 





pression formed center. Outwears 
3 other type softballs. Lists $1.00, 


RS SPORTBALLS — Largest selling 
beachballs in history—multicolored. 
6”, 13”, 16”, 20” sizes. Lists $1.00 




























AIR MATTRESS — Costs 
less, yet finest ever built. Air 
Can't shift — designed for comfort 
and utility—great for camping, etc 
Size 27x72. Lists about $13.95. 


[i ym-FUn 


by Owen Churchill 


SWIM-FINS —World famous—de- 
signed by Owen Churchill. Non 
swimmers become swimmers in 3 
hours Swimmers are 50% faster 
at once Used by U.S. Navy. 

Sr.’s list $8.95; Jr.’s list $5.95. 
SWIM MASKS — See new under- 
water wonderland. Adjustable 
headstrip. Jr. lists $2.25; Sr. lists 
$2.50. 

SWIM-GOGGLES— Fully adjustable 
— see clearly on or under surface. 
List $1.50. 


SWIM-MITS— Add power tostrokes. 
Leave fingers flexible and untired. 
Used by U S. Navy underwater 
demolition teams. List $2.25 for 
Jr.; $2.50 for Sr. 


; YWNG/ vorrs famous pre-war, retail all-rubber 


line—regulation weight, shape and size—football 
to list at $3.95, basketball to list at $4.95. 


NEW YORK 10, CHICAGO 6, LOS ANGELES 11 
Shnericdas Final pHebletic Egujpment 
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INSECT WIRE SCREENING 


News 


Pe 
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Creates Sensation 








Here’s a really new kind of window screen, 
the Durall Aluminum Tension Screen, re- 
cently introduced by the New York Wire 
Cloth Co. Durall’s patented tension and se- 
curing devices plus flexible frameless design 
practically eliminate such old screening 
problems as installation and fitting, main- 
tenance and storage. This fast-selling item 
retails at only $4.35 complete for the average 
size. See your jobber for complete informa- 
tion or write New York Wire Cloth Co., 445 
Park Avenue, New York 22, N. Y. 





Steel Screening Still 
In Short Supply 





Although there will be more rolls avail- 
able this year than last, the supply of 
Opal Galvanized Steel Wire Screening 
is still not equal to the demand. 

With demand for this popular Multi- 
Strand screening continuing high, it is 
not expected that production will fully 
meet dealers’ needs for the current sea- 
son. The manufacturer advises hard- 
ware retailers to keep in close touch 
with their Multi-Strand jobbers for 
latest information on supply. 


Plastic Screening 
Being Discontinued 





The New York Wire Cloth Co. is dis- 
continuing its line of PlastiScreen at the 
close of this season, a spokesman for 
the company states. 

Dealers may Still obtain Plasti- 
Screen in limited quantities of grey or 
antique finish, however. Orders may be 
placed through Multi-Strand jobbers 


or by written request direct to the 


company. 
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‘Hardware Men Protected 
By Commercial Standards 
Sy pr —1€S 138-47 Serves as Guide 


| Bronze Screening 
_ Available; Pressure 
OnAluminum Eases 





Liberty Bronze Screening is now in 
good supply and available to dealers 
through leading building supply and 
hardware jobbers throughout most 
parts of the country, according to a 
recent announcement by the manufac- 
turer. 

Aldura Aluminum Screening, while 
still not freely available, is gradually 
catching up to demand, the same 
source reports. Aldura, for many years 
the largest produced brand of alumi- 
num screening, is made from .013” 
diameter Alclad wire. 

With either of these products, both 
members of the famous Multi-Strand 
line, the dealer can be sure his inven- 
tory contains screening of known qual- 
ity. In today’s market this assurance 
of product relability is particularly 
important. 

You can demand and get delivery on 


Aluminum Screening should also be 
placed with this supplier. 


Liberty Bronze Screening from your | 
Multi-Strand jobber. Orders for Aldura 





To Reliable Screening 





Despite steadily improving availabil- 
ity of quality insect screening, dealers 
should still be alert to protect them- 
selves and their customers from screen- 
ing of sub-standard quality. “Know 
your manufacturer. Know your Com- 
mercial Standards (CS 138-47) and be 
sure the manufacturer observes them.” 

This is the advice of the New York 
Wire Cloth Co., long a leading manu- 
facturer of insect wire screening. 

CS 138-47 has been established by 
the U. S. Dept. of Commerce, National 
Bureau of Standards, as a guide to re- 
liability of screening. These standards 
are now accepted and observed by all 
the makers of quality insect wire 
screening and a long list of hardware 
and building supply jobbers as well. 

Dealers who wish to protect them- 
selves from gambling on unknown qual- 
ity can get a copy of CS 138-47 without 
charge by writing the New York Wire 
Cloth Co., 445 Park Avenue, New York 
22, N. Y. Copies are also available for 
5¢ from the Superintendent of Docu- 
ments, U. S. Government Building Of- 
| fice, Washington 25, D. C. 














Close supervision throughout manufacture helps the products of the New York Wire 


Cloth Company meet Commercial Standards. Here employees carefully check process of 
“sticking” the warp on a wire weaving loom. Average warp makes 4000 feet of screening. 


(Advertisement) 
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SPEED UP YOUR SALES 
WITH STREAMLINED PACKAGING 


SIAR iy 


CABINET HARDWARE mee 








Meet the line that trains a spotlight on sales — with 
tolorful envelopes to display individual items, clearly 
labeled streamlined cartons to brighten your shelves. 


‘es, to step up your volume, step out with Star-Brite. STA R ME ; Al Pp RO ’ iC 1S CO. 


“eet the product that's the selling star in your store. 

You get precision workmanship, quality materials and 

Jeaming "'star-bright" finishes. Always the greatest 

rdlue for the least money, yet Star-Brite prices are low. 

And there's never any footballing. Our policy is one of 
ight selling THROUGH WHOLESALERS ONLY— 
special deals, full trade discounts. 


Write for our catalog TODAY 
380 Butler Street, Brooklyn 17, N. Y. 
m 
aid a & , 
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A FAST SELLING ITEM FOR 


JOBBERS AND DEALERS 
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MAROON 
PLASTIC HANDLE 









<V¥ BRUSHES BY 


STARLISH i] 
19006 
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\ 


MAROON PLASTIC HANDLE BRUSHES 
STANDARD DOUBLE THICKNESS 


SEND FOR OUR 
NEW 
CATALOGUE 


Boost your sales with these popular numbers. Quality brushes of 100% pure bristle with 
streamlined attractive plastic handl # maroon color expertly designed 
with a smooth finish. Easy grip and well balanced not to tire the wrist. The plastic handle 
will not break or peel under normal stress or use. Easy to clean and unaffected by paint 
cleaning solvents. 





in per 






FREE DISPLAY WITH INITIAL PURCHASE 





This attractive sturdy metal counter display is finished in red, white and black and easily 
set up. It holds 50 brushes in an assortment of 1” to 3” width. We repeat. THIS PITEGOFF 
COUNTER DISPLAY IS FREE TO YOU WITH THE INITIAL PURCHASE OF THESE BRUSHES. 


MAKERS OF QUALITY BRUSHES FOR TWO GENER 


PITEGOFF BROTHERS, INC 
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The Original Ready-Mixed Aluminum Paints 


Propte have learned that no one type of aluminum paint is best for every 
purpose. But with a stock of Permite’s “Complete 3” you can give each customer 
the exact type of aluminum paint he needs. For the special requirements of 
outdoor painting you can supply Permite OUTDOOR Aluminum; for all interior 


painting you can sell Permite Mirror-Crome Aluminum; and for heated surfaces, 


— Permite Hot-Seal Aluminum. For only a nominal investment, Permite’s “Com- 
also \ plete 3” gives you a well-rounded aluminum paint line to supply all aluminum 
4 2 ofitable Spec alti i painting needs. 

PERMITE PERMA-GOLD Your customers will like Permite. They will get 100% satisfaction on every 

Imparts enduring gold finish | ‘ . ; . as i r 
st ein anny. Trak | kind of job . . . results no one-type, all-purpose aluminum paint can possibly 
mixed. Use inside or outside. | give. Permite Paints are blended of 99-+-% pure aluminum pigment and an 
| exclusive specially processed vehicle for superior results. They give an extra- 


PERMITE ALUMINUM 
ROOF COATING 


For bituminous type roofs. 


Protects against cracking, window streamers, display cards, attention-compelling illuminated store sign, 
blistering, drying out. Reflects 


brilliant, long-wearing finish — and are easy to use. 


Permite’s proven sales helps will bring you many extra sales. Colorful 


ane display cartons of the smaller sizes for your window or counters — all will work 
sun's rays, keeps interiors 


cooler. - to make your store headquarters for aluminum paints. This year, sell more with 





Permite. See your wholesaler or write for full details. 


ALUMINUM INDUSTRIES, INC. - - - - + CINCINNATI 25, OHIO 


PERMITE (;:> ALUMINUM PAINTS 
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either way you say it, | 
these two | 





have the EYE APPEAL 


that means BUY APPEAL 
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HARVESTS 
Newest PRO-TEX design. 
Fruits and vegetables in full 


natural color! Appeals to 
every housewife. 


"wa 

ean Ns 
DUTCH COLONIAL 
Six gay colors! It’s the fastest sell- 


ing deluxe Pad on the market. Your 
customers will buy it on sight. 





See the Write | 
full line for prices | 
of PRO-TEX & illustrated | 


Pads in color! catalog sheets! | 


METAL PRODUCTS CO. 


Cleveland 14, Ohio 


1820 East 37th Street @ 
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DID YOU SEE ME 
IN THIS AD? 





cope’ yo 
et! s e 
crusty aie t dealers - 


1ae- 
picture on the 


“Did you see me in this ad? Millions and millions 
of housewives did! 

“They saw me in their copies of Good Housekeep- 
ing, Ladies’ Home Journal, True Story, McCall’s, 
Farm Journal, Country Gentleman, Woman's Day, 
Family: Circle...and in Nancy Sasser’s column. 


“Some of those women will be your customers today 
and tomorrow! 


“Will they have to look for me—or am I in plain 
sight ready for that impulse sale? 


“Mr. Dealer, put me in a good spot and you'll profit 


y and | MEAN PROFIT!” 
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WOW! The largest campaign 


_in the history of the industry 











to promote Wheeling Ware 
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BIG ADS... TWO COLORS... SPRING AND FALL... 


— 
¥ 


r= profits in metalware, go to town with 
Wheeling. Powerful local Sunday newspaper i ~am 
shasliieate This Week and Parade. Also Path- Phan ntin bi _.. 
finder. Other magazines. Featuring quality hand- 
dipped Dura-Zinc-Alloy Wheeling Ware...with 
the famous Red Label. They’ll step up sales... 
bring you extra profits. 


TIE-IN Get your share of the ware profits these 
ads will make. DISPLAY Wheeling Ware...on 
the sidewalk...in your window...in your store. 
FEATURE Wheeling Ware in your store adver- 
tising. Run special tie-in ads—we'll supply mats. 
ACT NOW. 


Get full details from your Wheeling Salesman, or: 











WHEELING CORRUGATING COMPANY - WHEELING, W. VA. 
-— GOUISILLE MINNEAPOLIS EW ORLEANS. NEW YORK PHILADELPWA PITTSBURGM RICHMOND ST. LOUIS 
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The lew QUAKER { 





HELPS YOU MAKE UP TO TWICEAS |! 


CHALLENGER MODEL NO. 3010 


FROM 30% 40 40% MORE PROFIT WITH OPTIONAL PROFIT BOOSTERS 


CHALLENGER MODEL NO. 3013 


Only QUAKER offers this optional equipment to step-up your volume and profits! 


CHALLENGER MODEL NO. 3008 
Competitive in price with unusual opportunities 
to step-up profits with this low-ticket beauty. 


HERE ARE YOUR 
PROFIT BOOSTERS! 


Automatic Heat Circulator and Auto- 
matic Draft Booster. Easily installed on 
the above heaters in 5 minutes with just 
a screw driver. They increase your dol- 
lar profit on each sale by 30% to 40%! 
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line for '49 


e ete EYE APPEAL! STYLE APPEAL! 
| BUY APPEAL! 


NOW ... more than ever . . . QUAKER dealers are 
Heating Headquarters for their communities! Con. 








| 


sumer acceptance backed by Quaker’s 60 years of 
leadership is made even stronger by an entirely new 
line of moderately priced heaters that scoops the 
market in appearance. 60 years of engineering > 

“firsts” keep QUAKER far ahead in performance. 

That's why the 60 years of QUAKER “know-how” + 
makes QUAKER the profit line for YOU! . 


‘iy beteedwe 


PLLA O EL | 


SCOOPS THE POPULAR PRICE FIELD! ‘ 


Unbeatable values in their price range! That's the 
story of the new QUAKER Challenger heaters. 
They're completely redesigned . . . inside and out 


. to offer more heater per dollar than anything 





you've ever seen. What’s more, only the QUAKER 
Challengers are engineered for the quick addition 
of automatic air circulators and automatic draft 
boosters. Your inventory is cut to the bone because 
the three basic models convert almost instantly into 
the customer's choice of 12 different combinations! 
Folks can’t resist the additional comfort and econ- 
omy these accessories make, possible. You can 
feature a sensational low price . . . and still step-up 
your sales for extra profit. Contact QUAKER or your 


distributor today for full information. 





WRITE TODAY FOR THE NAME OF YOUR 
The Most Sensational Heater In America Today... DISTRIBUTOR AND FULL INFORMATION 


THE QUAKER ee DT ABOUT "THE PROFIT LINE FOR '49”... 


o * 


Here is the heater that has the highest selling price in the industry, yet 
it costs less than any heater made because it pays for itself in the fuel oil 
K it saves. The famous heater is currently producing a greater dollar 
volume for dealers than any other model in production. It is one of the 
largest selling heaters on the market regardless of price. The amazin 
# new device ... QUAKERTROL ... is available only on the QUAKE 
3210. It automatically synchronizes the flow of air and oil . . . assures 
perfect combustion in any weather . . . with any chimney. That's wh 
the QUAKER 3210 out-performs any natural draft heater made. And, 
you make twice the average profit . . . between $80 and $90 on every 
sale. Investigate the quemng potential of the QUAKER 3210. Tear out 
and mail the coupon today for full details. 


QUAKER MANUFACTURING COMPANY 
223 W. Erie Street ¢ Chicago 10, Illinois 
Expert Agents: A. J. Alsderf Corp., Chicago, Illinois 
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“BLONDIE, AMERICA’S #1 HOUSEWIFE” 


Gives a Lifetime Cooking Tip to Brides 


Themictk ay Norris Ware 


COPPER BOTTOM © STAINLESS 





WITH EXCLUSIVE 


# 
SHOE A “ 7 
’ There is an R. Murphy “Stay Sharp”’ quality 
; knife for every cutting purpose . . . each knife 
5 specially designed, honed and handled to 











NORRIS | 3 oned and. 
| ROOFING make a particular cutting job easier. 
| 
R. Murphy “Stay Sharp” knives are made 
VAPOR SEAL from the finest tempered steel. Uniformly hard- 
| ened by an exclusive process — hand-honed 
| RUBBER é to insure lasting sharpness and precision joined 
| ea to custom handles that provide the proper grip. 
* ™ Order a complete stock today — be ready 
WW with the knife your customer needs to do the 
‘ i i job right. 
BONING i FREE: Catalog on request. 
11” Vapor Seal 6 Qt. Vopor Seal : 


Chicken Fryer Sauce Pot 















ROBERT MURPHY SONS COMPANY 
SINCE 1050 AYER, MASSACHUSETTS j 





7” Skillet 





5-in-) Vapor Seal 
Combination 
Cooker 









1 Qt. Vapor Seal 
Sauce Pon 





Trade Mark Reg. U. S. Pat. Off, 


Wall Model Can Opener—with 
patented “DROP-A-WAY” feature 




















The finest can opener for home use. 
| Effortless and safe—it rolls the edge 
smooth as it holds and opens square, 
round or oval cans. New, improved 
design with heavier steel construction 
and new spring supported blade assure 
longer life. ‘‘DROP-A-WAY’”’ feature 
| allows opener to hang flush to wall 
| when not in use and permits instant 
removal for cleaning. 









NATIONALLY ADVERTISED WITH POWERFUL 
SALES PROMOTION MATERIAL FREE TO YOU | 


1] 25” x 38” colorful blow-up of national advertising 1 
for your store window l 

2 Colorful counter cards, size 12” x 7”, identifies your ~! 
store with the national advertising 

3 Newspaper advertising mats available in 2 and 3 
column size to tell the public in your community that All metal parts bright nickel plated. 
they can purchase the ’’Kitchen Treasure’ Selection | Individually packed in attractive 
from you |  3-color carton complete with mounting 

4 Packet of ‘’How to Cook”’ folders ihat tells the dramatic, exclusive | bracket and screws. 
Norris Vapor Seal method of cooking 

5 National advertising in leading magazines during May and June 
will create demand for the ‘‘Kitchen Treasure’’ Selection 


Retail price 89¢ 







Order your stock of Penny Singleton ‘Kitchen Treas- 


ure’’ Selections from your nearest NORRISWARE 
. World's Largest 
representative today 
Manufacturer of 


NOVELTY MANUFACTURING CO. Bottle Openers 
and Can Openers 





NORRIS STAMPING AND MANUFACTURING CO. 
5215 S. BOYLE AVE, LOS ANGELES 11, CALIFORNIA 


3211 CARROLL AVE * CHICAGO 24, ILL. 
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RIGESIb popularity 


makes your sales easy, too!... 


@ No wonder it’s a popular tool—they slap 
this sturdy Ritaip cutter on a pipe and roll 
it right through in a few easy turns—with 
surprisingly little effort. Efficiency-balanced, 


, it handles easily. The tool-steel thin - blade 


76 


oe wheel sinks cleanly through pipe and 
duit, leaves practically no burr—and every 
Ritaib> cutter is factory-tested to make sure 
it tracks perfectly. Choice of 5 sizes to 6” pipe; 
4-wheel cutters to 4.” imams are a sure bet 
for satisfied customers, steady sales and profit. 


WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 


KLEINS 


No. 201-NE Stream- 
lined Side-cutting 
Pliers. 6, 7, 8 

and 9 inches. 


There is 


ALWAYS 


a Market 
for Quality Tools 


Good workmen know it’s poor 
economy to compromise with 
inferior tools. 

Figured onthe years of service 
a good pair of pliers will render 
—figured on the work they do 
—the finest in quality becomes 
the most economical in the long 
run. 

Klein Pliers are favorites with 
men who know good tools. 
Men who know good tools are 
your best customers. 

Be sure you have an adequate 
supply of high quality Klein 
Pliers for your customers who 
want the best. 


No. 201 Origi 
nal Klein Side- 
cutting Pliers 
» 6, 7; 8 ond 9 
inches. 


No. 242 Klein 
Oblique Cut- 
ting Pliers 
(heavy duty), 
6 inches. 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., New York 


J 

on S The Klein Pocket Tool Guide, show- 
yy , ing the Klein line and containing 
\\ \ usefultoolinformation, willbe mailed 
LF Ze * , on request, 


No. 203 Long 
Nose Pliers 
6 and 7 inches 


| Mathias com KLEEN oom & Sons 
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LOOK TO... 


INGERSOLL 


Alloy Steels « Armor Plate « Clutch 
Plate Steels « Tillage Steels + Soft 
Center Steel « Shovel Steels « Knife 
Steels « Saw Steels, including 
Hack Saw Blade Steels « TEM-CROSS 
Steele Stainless Steels e INGACLAD 
-Stainless-Clad Steel 


919 : os Borg-Warner Corporation 
- New Castle, Indiana 









eines _— Plants: New Castle, Ind. * Chicago, Ill 














HIGH 
CARBON 
STEEL 


Smooth Black 
Finish 


COSTS MORE - 
WORTH MORE 


ONE 
HAND 
OPERATION 


Opens with a Flick 
of the Thumb 





ADDED 
GRIPPING 
POWER 


Up to 1% Tons 
Better Leverage 


DIFFERENT 
SIZES 


Right Size and Pressure 
for Every Job 


CALIBRATED 
SCALE 


Shows Jaw 
Opening Size 


ALWAYS 


PARALLEL 


For Better 
Work-Holding 





Today's customers want their money’s worth before they buy. 
You can give them a full-value plier-wrench only if you have 
BMC Pressure Lock Wrenches. Here’s why your customers hand vise. The cost is but a few cents more, No. 7 — %4” Jaw, 
want, and why you can sell more, BMC Pressure Lock $2.29; No. 9—1” Jaw, $2.59; No. 11—112” Jaw, $4.89 Re- 
Wrenches: Only the BMC Pressure Lock Wrench has all these tail. Fair Traded. Give your customers extra value for their 
money with attractively packaged, fast counter selling BMC 
Pressure Lock Wrenches. Red plastic or steel handle grips. 
Free sales helps. 


MANUFACTURING CORPORATION, BINGHAMTON, N. Y. 


READY FOR USE 


extra values . . . it’s six tools in one . . . adjustable pliers, pipe 
wrench, locking clamp, gripping tool, monkey wrench, and 


Write for name of nearest BMC Jobber. 































iam i wen 
ail a a 


e Buyers look to Warwood for 
tools of accurate forging, correct- 
ness of design and finer finish. 
For nearly 100 years the name 
Warwood has been a guarantee 
of the finest in Heavy Hand Tools. 
Carefully manufactured, scien- 
tifically heat treated and now 
available with Mahogany Stained 
handles, factory assembled, here 
are the kind of tools it pays to sell! 





MATTOCKS * SLEDGES » MAULS 
pfu HAMMERS « WEDGES « PICKS 
»- +] BARS « HOES « ALSO TRACK 
. TOOLS * ANVIL TOOLS « MINING 
TOOLS, AUGERS & CUTTER BITS 








WARWOOD TOOL COMPANY = iseling W. Va. 
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«¢ SHOPSMITH as an 8” Circular Saw. SHOPSMITH as a 34” Wood Lathe. 


(34” between centers) with a 15-inch swing. Quill 
feed 414 inches. Tool rest always slides parallel 
to ways 


Depth of cut 214”. Table 1414” x 17”—with exten- 
sion 54” x 17”, Up to 46” between blade and fence. 
Table tilts to any angle— positive lock 











—the new record-setting 5-in-1 power tool 
Q. W hat are the sales records? 


A Store after store reports: “SHOPSMITH sales exceed all other power tools 
"combined.” This new 5-in-]1 power tool unit sells on sight: 2 out of 3 
SHOPSMITH owners bought at first demonstration, check of owners shows! 


Q. Why does it sell so fast? 


SHOPSMITH combines 5 basic power tools in one unit run by one rugged 

* motor. It converts from tool to tool in less than one minute. It is compact 
—takes just 18” x 60” floor space. It is precision-engineered, does accurate 
work on big or small jobs. It is economical—costs far less than 5 single- 
purpose tools of comparable work capacity. 


0.15 SHOPSMITH advertised ? 
Yes, SHOPSMITH is nationally advertised in one of the largest consumer 
“advertising campaigns in power tool history. Big-space ads in Better 
Homes & Gardens, Outdoor Life, Popular Mechanics, Popular Science. 
Sunset, many other magazines. SHOPSMITH advertising is sending power 
tool prospects to see a store demonstration. 


SHOPSMITH MEETS A BIG DEMAND — SHOPSMITH OFFERS AN OPPORTUNITY 





from hobbyists, craftsmen, farmers — 
for a multi-purpose power tool that’s 
both precision-engineered and rugged 
(weight: 200 pounds). 


for quick turnover and steady profits 
with a small power-tool inventory (only 
18” x 60” floor space required to show 
SHOPSMITH). 


SHOPSMITH as a 
Vertical Drill Press. 
Drills to center of 15-inch 








circle. 27-inth maximum 
distance from table to 
chuck, 41/4,-inch feed 


MAGNA ENGINEERING CORPORATION 


Plants in Cleveland and San Francisco 








465 California Street, San Francisco 4 








MITH 


REG. TRADE MARK 








aa “ee 


SHOPSMITH as a 12” Disc Sander. 


Adjustable mitre gauge. 1414” x 17” table tilts to 
45 degrees. Discs can be removed and replaced 
in seconds 





SHOPSMITH as a Horizontal Drill Press. 
Brand new in the power tool field! Provides ac- 
curate drilling for doweling. No limit on length 
of work 
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@ It's a line of the finest builders’ hard- 
ware built on a foundation of 100 years 
experience. 













OF 
BUILDERS 
HARDWARE 





We suggest you write for catalogue No. 19. 


Do it today; don't delay. 


SAFE PADLOCK we HARDWARE 


LAN CASITIER, 
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~ Adhesion tests HERE... 





Your assurance for 





bei 


@ Friction tape is of value only as long as it stays 
put on the splices it is protecting. The permanence of 
PANTHER and DRAGON Friction Tapes is guaran- 
teed by constant checks on adhesion made in accor- 
dance with ASTM specifications, as shown above. The 
extra adhesion built into PANTHER and DRAGON 
Tapes insures longer splices and complete user 
satisfaction. 

PANTHER and DRAGON Friction Tapes work 
easily. Splices stay tight in cold as well as warm 
weather. Sold only through recognized independent 
wholesalers. The Okonite Company, Passaic, New Jersey. 







er and. Dragon 
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Here’s how ~red LY, LWappat 


Gae Electric Hand Saws 


Trad LU/ LUVappat Saws 


SELL THEMSELVES 
on our unusual 
FREE TRIAL OFFER 


it doesn't cost you a penny to 
have, a Fred W. Wappat Saw 
work for you. By using our Free 
Trial Offer, you let them prove 
themselves ... sell themselves. 
Write today. 


INVESTIGATE the 
Trsd LU LU appat 
Dealer Plan 


No red tape to handling and 
selling Fred W. Wappat Saws. 
Learn about the profitable and 
dependable Fred W. Wappoat 
Dealer Plan. Write today for 
full details 


Tried LU LU appar. Inc. 


THEY’RE PRICED 
to SELL to ALL 
BUILDERS 


—this wider market 
means more sales for you! 








BUILDERS KNOW they're 
QUALITY TOOLS—produects 
of 25 years’ experience! 


THEY'RE ADVERTISED in 
Practical Builder, American 
Builder, etc., to make 
more prospects for you! 


Powerful Fred W. Wappat 
Electric Hand Saws bring 
you more sales, greater 
profits! 25 years of spe- 
cialized experience in de- 
signing and building fine 
electric hand saws makes 
possible a price within 
reach of a// your builder 
customers. For 25 years, 
builders have known Fred 
W. Wappat Saws, have 
talked about their trouble- 
free performance, their 
ability to stand up on the 
toughest jobs. Now, 
through advertisements in 
the leading trade maga- 
zines, more builders are 
learning that Fred W. 
Wappat Saws save money 
for them by efficient, more 
accurate work, on a vari- 
ety of cutting jubs. 


139 Valley St., Mayville, N. Y. 
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Priadeipra Pa 
Fiectric Furnace Plant, Simonds Canada Abraswe Co. Ltd Arvda,P Q, 


SIMONDS ABRASIVE COMPANY 
19 © dwnon of 
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TO EVERY CUSTOMER NEED 
MOND 


GRINDING WHEELS 
for CALT7A Sates 


j 














é 


steady Profits 


FOR THE WORKSHOP. Simonds Abrasive Com- 
pany Grinding Wheels. Top industrial quality. 
In attractive assortment for ready display in 
your tool section. Takes only 1% sq. ft. of count- 
er space. 7 items (2 wheels each) on front of 
display — 26 individually boxed wheels at 
rear of unit. 


FOR THE HOMEMAKER, GARDENER, FARMER, 

AND SPORTSMAN. Every customer who uses 
edged implements is a natural prospect for 
Simonds Abrasive Company sharpening stones. 
Individually boxed. Mounted on attractive dis- 
play cards for counter. 


FOR HOMECRAFTSMAN AND HOBBYIST. Neat 
compact kits of mounted wheels and points to 
fit hand grinders in home workshops. 


FOR EASY ORDERING. Illustrated and inform- 
ative, Simonds Abrasive Company Hardware 
Catalog is conveniently indexed to enable 
quick ordering by catalog number of these top 
quality abrasive products. Write for your copy. 


FOR YOUR ADVERTISING. Simonds Abrasive Com- 
pany offers you a selection of mats or electros 
to help you do a good pre-selling job in your 


own community. 


SIMONDS 


ABRASIVE Co. 





PHILADELPHIA, PA 


SIMONDS ABRASIVE COMPANY 
TACONY & FRALEY STS., PHILADELPHIA 37, PA. 
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THERE IS ONLY ONE GENUINE 


PLASTIC WOOD 


BRAND OF CELLULOSE FIBRE FILLER 


@ Don't be fooled by products bearing names in every field. This advertising is creating an ever 

similar to PLASTIC WOOD. They are designed larger demand for this great product. 

to mislead you into buying an inferior imitation. Yes, there’s a ready market for PLASTIC 

No imitator is “just as good”. WOOD. It's smart to stock the original the 
PLASTIC WOOD is the fully registered and genuine...PLASTIC WOOD. 

protected trade mark of Boyle-Midway Inc., man- : Sold in Tubes 

ufacturers of the only cellulose fibre filler entitled =—— Chestiiininid 


to bear the name PLASTIC WOOD. i and Pound Cans 


Every good hardware, building supply and 
paint store stocks PLASTIC WOOD. Hobbyists 
homeowners and professional craftsmen have 
known and used it for more than 50 years. 


PLASTIC WOOD advertising for 1949 appears 


in 35 magazines reaching millions of consumers 


BOYLE-MIDWAY INC. 


New York « Atlanta * Chicago « Los Angeles 


3 peas, ITEC 














ANEW KIND OF VISE PLIERS 


SELLS ITSELF! 






EINGER-TIP RELEASE— (2) 

Opens Jaws Instantly DOUBLE-ACTING 

Without Banging Knuckles! ADJUSTMENT SCREW— NEW-TYPE JAWS— 

A flick of one finger opens powerful jaws withourmak- Adjust Jaws Twice As Fast! Prevent Slipping and Side Twist 

i . : t eature ‘ : F ; 
ee a aectieen places complete control in Right and left hand threads give double Flat jaw on top, curved jaw on bottom, give qeonset 
one hand, and lets you release, readjust and relock speed on jaw adjustments. You srip and holding power than ever before... more than ou _ 
without changing position. Dealers say this exclusive adjust with same hand—easily, quic ly—a resistance to slipping and side twist. Teeth especially 
new feature alone sells Gripso on sight! big advantage in “hard-to-get-at’’ places. heat-treated—tough, long-lasting. 


i x i i i blished wholesaler 
THESE THREE EXCLUSIVE FEATURES bring “‘on-sight” GRIPSO sales to craftsmen, never before reahed by conventional vise pliers. If you are an esta ; , 
farmers, and “‘home-workshopmen.” And GRIPSO's many other advantages—making and volume sales appeal to you, send this coupon or write today for full information 
it ideal as pliers, hand-vise, pipe-wrench, clamp, and nut-wrench—open up markets and selling plans on GRIPSO. 





FIRM NAME scheint a! ae ecniciccilpimaceneseeae 





AMA — se aa a a RRS aN City ce ~  ScRay 


A PRODUCT OF H. R. BASFORD CO., DEPT- B-1, 235 I5th STREET + SAN FRANCISCO, CALIFORNIA 
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MILLERS FALLS now in 


pP THE SATURDAY EVENING 








@ver 

aes To see them is to want them—and pilenty of people 

> 

. the are seeing these Millers Falls tools advertised in The 

Handi en ew Saturday Evening Post, Popular Mechanics, Popular 

4 — the new “s one-hand bor . 

1s pag votes. Maessine Science, Popular Homecraft, The Home Craftsman, The 
ing © sma : g drill points. 





Carpenter, and Industrial Arts & Vocational Guidance. 


es durable oo 


preciated 


That’s why smart hardware dealers are stocking Millers 


Falls Tools. 





You, too, can profit— by stocking and 


Off. 


displaying these and other famous 


Millers Falls tools, now. MILLERS FALLS 





ComPANyY, Greenfield, Mass. 











re features when you buy a plane! 


ing j gave trol, a balanced, 
ing job, you want control, : . 
perfect results. Professional wood me 


le rip, ; 
ll tell you that you get all three 
|, — and they're right 
‘Aillers Falls pla — 
: ra 

Lring lever cap. ; wbx 












idles are, — = 
; ept! 
formance, durability, value { - came Falls 






























try : . ler’ 
hand drill is the finest yet, “ped Falls e a 
can be sure it will serve yo apany,Green- 


faithfully and well. ° it brace Mass. \ . 
aithfully and we il ad 


Get to know Millers Falls the plane x 
ae, ALUMIN 





others, feature for fea- 
ture. You'll choose 
Millers Falls, every 


tools. Compare them with UM LEVEL . 





time! Millers Falls 'andle ang». °° tropi 5 
. . head Thard | ' 
Co., Greenfield, ®8Mpion, alo d. Va ue: “A 
Massachusetts. % ww nate Here’s new 
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te the west h\ e. look into its —. a level 
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formation how long the “ one? Your hardware 
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Enclosed-gear hand drill but e... today- 
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a unbreakable plastic contains sacw uset Ts 
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At leading Hardware 


RNIA MILLERS FALLS TOOLS 


1949 








MILLERS FALLS 1S ON THE MOVE! 
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CENTRAL 
STANDARD 


A COMPLETE PULLEY STOCK 
AT YOUR FINGER TIPS 


This powerful counter display holds your com- 
plete stock — for faster, easier selling. The com- 
plete package includes 27 assorted pulleys and a 
colorful wooden display board. 

%* For workshops, homes, 


farms, wherever V 
drives are used 


% Diamond bored to 
+.005” 

% Finished in silver- 
aluminum 


ORDER FROM YOUR JOBBER 
WRITE FOR LITERATURE 


CENTRAL DIE CASTING & MFG. CO. 


2935 W. 47th STREET ©* CHICAGO 32, ILL. 








Now! BIG PROFITS with this complete 


WRENCH DEP’T. 



















No. 76 
METCO., 
Dispensing 
Display 
Assortment 


Striking metal rack contains 





76 fast-moving wrenches in the most 
popular sizes for SHOP, FARM, HOME and AUTO 


use. No duplication of sizes. Finest Metalite tool steel, heat 


treated for extra strength. Rust-resisting nickel chrome finish. Sell on sight! 


price 9920 pace’ $4360 





DIVISION METAL ENGINEERING CO. 


134 NORTH LA SALLE STREET * CHICAGO 2 


































ALWAYS ON THE LEVEL 


@ Particular craftsmen like ROYAL 
LEVELS for they are quality tools, 
carefully tested to give years of ac- 
curate performance. Available in: 
ALUMINUM 
Designed to combine strength with 
ease of handling. Precision manu- 
facturing and close inspection 
assures accuracy and quality. Avail- 
able in sizes up to 48 inches. 
MAHOGANY AND OTHER WOODS 
Only the finest kiln-dried woods 
are used—weatherproofed and at- 
tractively finished. Available in all 
TILE standard lengths with choice of 
SETTERS aluminum end tips or full alumi- 
num bound. 


Order from your jobber or write — 


OAK INDUSTRIES 





CARPENTERS 


BUILDERS 


CONTRACTORS 


ENGINEERS 


MASONS 


PLASTERERS 














ROYAL 


GRAND HAVEN, MICHIGAN 

















Deluxe 


Amber and Black 
SCREWDRIVER ASSORTMENT 


Makes Profits for Dealers 
Sales Start as Soon as Shown 





Heavy Duty Handles — 
Unbreakable Shockproof 
Highly Polished, Ground 
Blades of correctly bard 
ened and tempered Tool 
Steel. Securely Anchored 
in Handles 


Attractive Four-Color 
COUNTER 
DISPLAY CARD 
with Easel 

Stock No. X-641 


Consists of: 
2 Each No. X-5166 
X-41 


X-4161 
X-44 with Clips 
Packed 1 Dozen to Box 
with 1 Display Card 
Weight 2'% Lbs. per 
assortment. 


Sold by Leading Jobbers 
AMALITE, INC. 
1884 Pitkin Ave. 
Brooklyn 12, N. Y. 
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Set No. 56, High 
Speed. (No. 22, Car- 
bon). Contains 11 
drills, from 1%” to 
\Yy". Tough fiber 
cloth container rolls 
up into a snug, flat 
package which fits 
in pocket size en- 
velope of same ma- 
terial. 


* Set No. 57, High 
Speed. (Set No. 26, 
e Carbon). Eight frac- 
tion sizes—ly” to %”. 





Set No. 13. Bit stock 
carbon drills for 
metal or wood, in 
clear plastic case. 
9 fraction sizes— 


le” to %”. 





THE CLEVELAND TWIST DRILL 


Stockrooms: New York 7 + Detroit2 <« Chicago 6 * 





Dallas 1 « 


HANDY MAN 


VICEMAN 
panmer pePAlRMAN MACHINIST — raDio SER achaes oman 
HOME OWNER +} a < Cj P 

2, gwAie ZF | 
ELECTRICIAN re C9 (M4 WA y 

om _~ i ~ ir) / _// (i 

~ ~ “\- 71I™., 1/ +‘) = P \ 
J ; “ P , 
S ((-} l/ \ i. = . ee Sa ; 


Your Best Customers 
all want 





® When you sell C@veland Drills, you 
are giving your customers the tools that are first choice in 
America’s leading metal-working plants. And when you 
display them in sets, you are making an irresistible appeal 
to every man who uses drills. <> Cleveland Drill Sets are 
convenient ... compact... complete. Carbon or high speed 
steel. Fraction, wire gauge or letter sizes. From 8 to 60 drills 
<> Five of the fast-selling Cloeland Drill Sets are 
illustrated here. They will boost your drill sales. For full 


per set. 


information and prices, ask your jobber or write to our 
nearest Stockroom. 





Set No. 460. Wire 
auge sizes No. 1 to 
No. 60. Also available 
in other assortments of 
high speed and carbon 
drills. « * 


Set No. 13A. Contains 9 wood 
bits, from 'i" to 3g”. Flat 
wooden box has slide top. 


CO. e¢ 1242 East 49th Street « Cleveland 14, Ohio 


San Francisco 5 * Les Angeles 11 * = £E. P. Barrus, Ltd., london W. 3, England 
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"NEW | 


“Vanity” Cabinet 


4 

4 
4 
4 
“ 
A 











Sensational 
for Its Eye-Appeal 


and Low Price. 


At last! A beautiful "Vanity" Cabinet 
at a price so low that builders can in- “y 
stall it as a feature of attraction in even 
the lowest price homes! 

Swinging mirrors at each side serve also 
as doors for the right and left-hand +3 
cabinets. Center mirror is stationary e. 
and does not require fastening to the 


wall. All mirrors are copper-backed 
and are encased in stainless steel 
frames. 


Adjustable shelves. Piano hinges. 
Cushion-spring door stops. Tooth-brush 
holder. Razor-blade drop. All hard- ; 


ware chrome-plated. 
WRITE 15 Models 


Your Kitchen Prospects will read Se ets Sree, 


about SHIRLEY... sharbing ay ino ‘jee ee 


CabinetCorporation 





@ This new consumer campaign Division of Deslauriers 
in leading national magazines Column Moald Co., Inc. 
7722 JOY ROAD DETROIT 4, MICH. 


gives your SHIRLEY promotion 
a big boost. It’s aimed at your 
best markets. Watch for it! Tie 
in... and SELL! 

SHIRLEY CORPORATION + INDIANAPOLIS 2, INDIANA 





‘The value tine” 


a 7 
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A PROFITABLE REMINDER 


NATO 


/ FAST-MOVING LINES FOR SPRING SELLING 


Chromium Plated 


CABINET HARDWARE 


‘ye 
ote 


Get it NOW! Get it from your jobber. Feature 
this distinctively-styled, Deluxe cabinet hard- 
ware that will breathe new life into any kitchen. 
It will sell FAST... at an excellent profit to you. 


e Envelope Packaged 


e Free Counter - 
Display Boards 
e Four Matched Sets Peace; 


biucdt 
e Order from Open <2 


Stock if Desired —. ~ake 
ORDER FROM YOUR JOBBER @eeeaeeeeveeeoe2e2e2e28e20e280979808080 


Pat 
Pik a 
e” , 


Authentic 


RIOD FURNITU 
' Fe. 


Authentically correct, traditionally faithful fur- 
niture trim, ideal for use on furniture, old or new. 
French Gilt and Antique English finishes. Easy 
to apply. A popular, profitable item. Get it now. 


° Envelope 
Packaged 


e Free Counter 
Display Board 


e Consists of 
only 10 Items 


vemcrvve wasowane— NATIOVAL LOCK COMPANY 


ROCKFORD e ILLINOIS 
Atk From ff source MERCHANT SALES DIVISION 
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*Similar assortment (No. 150) available with 18 dust mops and 12 polish mops 


90 





{ 


Put an EXTRA $6.60 in your pocket 
with the famous O-Cedar 
assortment No. 149. 


You get 12 pints of O-Cedar No-Rubbing 
Cream Polish (which retail at 55c each—a 
total of $6.60) as a bonus with the purchase 
of an O-Cedar Mop Merchandiser and the 
mop assortment listed below.* 


12 No.9 Dust Mops 


18 No. 4 Polish Mops 


Displayed on this smart-look- 
ing, sales-stimulating O-Cedar 
Mop Merchandiser. 


12 Pints No-Rubbing Cream Polish 
at no additional charge. 

Shelf Price You get . $71.10 

WMO ect cc sss 

Your Gross Profit . $24.35 


AGT Now/ Your jobber, distributor or O-Cedar 


salesman has this special introductory deal 
ready for you. So don’t delay—spring house- 
cleaning is just around the corner. Get ready for 
it now! Ask your O-Cedar representative for 
prices and details or write to: 


Gdar 


O-CEDAR CORP'N, 2246 W. 49th St., 
Chicage 9, Illinois and Toronto, Canada 
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JOIN PEERLESS 
in a Partnership 


for Profit 


You can squarely meet all 
your customer requirements with 
Water Systems from the 


PEERLESS LINE FOR ’49 





Peerless Jet Pumping System for 
Shallow or Deep Wells to 120 Ft. 
Capacities: 120-7500 Gals. per hr. 


$$S$SS$S$S$S$$ 


Peerless Water King. For shallow 
well pumping exclusively. Capac 
ities: 275 to 860 Gals. per hr 


$$SS$S$SS$$$ 





Hoon nnonovons 


Peerless Deep Well Reciprocat- 
ing Pump. Complctely enclosed, 


Peerless Mode! H Shallow Well 
Pumping Unit. Develops 275 to 











streamlined ae. = Sto soles. Pay anemic One b 
$ curely 

Write today for full information on the Peerless line for '49 
PEERLESS PUMP DIVISION v SU 
FOOD MACHINERY AND CHEMICAL CORPORATION Six di 
LOS ANGELES 31, CALIFORNIA °* INDIANAPOLIS, INDIANA Dor-Tit 








District Offices: New York 5, 37 Wall St.; Chicago 40, 4554 N. Broad- 
way; Atlanta Office: Rutland Bldg., Decatur, Ga.; Omaha, Nebr.: 4330 
Leavenworth St.; Dallas 1, Tex.; Fresno, Calif.; Los Angeles 31, Calif. 
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DURKEE-ATWOOD 





Dooding DOR-TITE S2z& Coery nite... Yea 














DOR-TITE 


THE ORIGINAL SPONGE RUBBER STRIP WITH 
PATENTED NO-STRETCH FABRIC BACK 


letters patent No's.—1,868,080 and 1,960,137 





Licensed under U. S. 








COMBINES ALL THESE 
SELLING FEATURES 


Make Dor-Tite a major profit item for you, 
with this fast-moving assortment in a 
‘colorful, steel, counter merchandiser. Its 
instant sales appeal stops traffic, its actual 
Dor-Tite samples interest customers, and 
its suggested uses sells them! Dor-Tite, the 
original, self-adhering sponge rubber strip 
has a thousand applications on cars, trucks, 
buses; in homes, shops and industry. It 
weatherstrips! It seals out dust! It stops 


¥ COLORFUL STEEL CABINET 


| Enameled brilliant red and bive. 
| Streamlined and sturdy 


_ ° FAST-SELLING ASSORTMENT 
}| 48 packages of the six fastest- 
selling Dor-Tite sizes included. 


V SHOWS SAMPLES squeaks, rattles and vibration! Everyone is a 
An actual section of each size is potential customer for Dor-Tite and this 
displayed on front panel. merchandiser does the selling for you. 





VY DISPLAYS DOR-TITE BOX 


One box of Dor-Tite is held se- 
curely on front of cabinet. 


V SUGGESTS USES 


Six different applications for 
 Dor-Tite are illustrated. 


c/ HANDY PRICE CHART 



















reference and stockkeeping. 
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DURKEE poe 
ATWOOD 
















Thousands of dealers have alread 
multiplied their Dor-Tite sales wit 
this merchandiser and assortment. 
Ask your wholesaler about it or 
write direct for more information. 
Durkee-Atwood Company, Min- 
neapolis 13, er 
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Meet the 


LEVELOR 


REGISTERED 


Bl 





4" All-Purpose 
Wall Brush 





It’s not just Nylon... 


It's a DEVOE NYLON BRUSH! 


Here’s the brush you and other dealers have been 
waiting for. It’s a Nylon brush you can stock with 
pride—and sell with profit! Back of it is five years 
of development in the famous Devoe Brush 
Laboratories— generations of Devoe brush-mak- 
ing skill. 

The result? A brush with unique “controlled 
taper” bristles that carries plenty of paint, and 
lays it on smooth as silk! 

It’s a proved hit with “home-style handymen”’! 
You’ll sell plenty—-so stock plenty. 


Colorful 
Self -Vendor 
Builds Sales 






This smart self-vendor carries a dozen 
4" Levelor Brushes. Order at least 
one of these space-saving vendors 
that not only carries its own stock of 
12 brushes, but acts as an effective 
“silent salesman” as well! See your 
Devoe Salesman or write Dept. D-7 
today. 
























See the 


Rag 


at 
: 4 


~ 
= 


Die 7 
BRUSH DIVISION - PRINCETON, INDIANA Une 
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BIGGEST RENTAL PRO 
FOR YOU Wilh 


Pi 
Wey 


HES \\ HERE ARE facts! 


THAT PROVE 7 OUT OF 10 
WOMEN WILL RENT 
RUG SHAMPOO EQUIPMENT! 


You will want these profit-revealing facts 
on the new untapped rug shampoo rental 
market. Based on a nation-wide survey 
this 8-page booklet clearly proves the 
tremendous demand in your community 
for rental rug shampoo equipment. Get 
these facts, get Rent-A-Clarke, get 
brand new profits NOW! 





LIRR. ee 
















send for 
: wicniee® your 
copy today! “ 


CLARKE SANDING MACHINE COMPANY 


3)4 Clay Avenue, Muskegon, Michigan 


ia Please send me my free copy of "A Study ot 
the Rental Market for Rug Shampoo Machines.” 





CT) Please demonstrate Rent-A-Clarke Rug 
Shompoo equipment. 





















PIONEER AND LEADER se i 
IN THE ADDRESS 
FLOOR MACHINE RENTAL FIELD _ SERE—avatt 
Seles and Service Branches in all Principal Cities 
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LOWE BROTHERS STYLE-TESTED* PAINTS 
lead the preference and profits parade! 


Style-T ested Colors have sky-rocketed the con- 
sumer-preference for Lowe Brothers famous 
paints... Brothers dealers 


and thus, Lowe 


are marching at the head of the profit parade! 


SityleToited 


PLAX-COTE 


(for all floors) 


puts pep, punch and profits 
into your paint sales! 


No wonder Lowe Brothers dealers everywhere are 
happy about Plax-Cote! They’re happy because it 
produces quicker sales- more profitable 
sales for them. You see, Plax-Cote is loaded with the 
preferred and wanted features that add up to more 
beautiful and better protected floors-——both interior 
and exterior (tops, too, for dado surfaces). Check 
these Style-Tested Plax-Cote selling points: (1) Flows 
on easily! (2) One coat covers! (3) Extra tough! (4) 
Won't water spot! (5) Resists severe scrubbing and 


easier sales- 
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scuffing! These are just a few of the reasons why Lowe 
Brothers Plax-Cote puts new pep, punch and profits 
into your paint sales. 

Throughout the great Lowe Brothers line, you find 
famous products with the kind of quality appeal your 
customers demand in the finishes they purchase today. 
Line up with Lowe Brothers Style-Tested paints for 
faster, easier sales of consumer-preferred, profit-build- 
ing products... that move in volume! Write, phone or 
wire today for complete agency details. 


THE LOWE BROTHERS COMPANY © DAYTON 2, OHIO 


Powerful sales helps and consistent ad- 
vertising backs Lowe Brothers products 


a “Ali | Lowe Brothers products are supported by 


Cc the kind of sales helps that pay off! Among 

Ze them are colorful, action-provoking dis- 
SS plays and literature that tersely tell power- 
ful sales stories. These, and many other helps, plus a 
consistent program of hard hitting ads, build extra 
store traffic and profits for every Lowe Brothers dealer. 
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A BETTER SELLER THAN EVER BECAUSE 


The trend today 
(3 to spray! 


™ ny Py 
' Ys, your customers know 


that sprayifig is the easier, better 






way to paint! And they're demanding 






good sprayers that do an all-around job 






. .. Sprayers with a name they know and 





FOR THE HOME 
Dozens of uses— inside and 
outside the home. 


trust. That’s why the demand for Speedy 






Sprayer keeps right on growing—a good 






indication of Speedy Sprayer’s outstand- 






ing superiority, and ever increasing 






popularity with the consumer! 






SPEEDY SPRAYER 890 






Famous diaphragm principle eliminates oily 
pistons—delivers 2 cu. ft. of clean, oil-free air at 
30-40 Ibs. pressure. Sprays anything from a 
toy to a house. Operated with any 4 

h.p. motor. Never needs oiling. Out- 

fit with gun, less motor, 


a $9995 
vA 


FOR HOBBYISTS 
Gives handiwork a factory- 
finish everyone admires. 



















FOR GARDENERS 
Sprays insecticides, DDT, 
weed killers. 





FOR FARMS 


Many paint jobs. Also 
sprays disinfectants; in- 
flates tires. 






. Known: 
. 
. witl e pre-sole 
“ons yer- 
=! wise? Spr < Sotur- 
© gang HI oss ond SPEEDY SPRAYER 444 
. doy § oe ation? Doubles the spraying speed and work- 
. ther le? ing area. No job foo big! Delivers 4 
® = magazine - cu. ft. of clean, oil-free air at 40 Ibs. 
. 
me pressure. Operated by '2 h.p. motor or 
° > TS be e engine. Outfit with gun, less motor, 
e 7 
; $5450 


Send for Catalog Showing Complete Line of Portable Sprayers! 
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° BROMA CHROME FINISH 

Aerts Proof! ALUMINUM PAINTS 
oS COVER metal, wood, concrete, plaster, canvas, 

: etc. . . . PROVE superior under most ex- 


haustive tests . . . PROVIDE better, more 
durable protection ... LARGE COVERAGE 











... CUTS paint costs to a 
minimum. Its nation-wide 
acceptance testifies 
ae 
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MASTER BRONZE POWDER CO.iiRSiiseaae 


HAMMOND, INDIANA, U.S.A. 





























| A TRIPLE-NEED of 
| HOME DECORATORS 


| ~ ins lively seasonal demand now 









“for precision ” 
patterns... ; 


"Red Dot” J 


: Smokeless Powder 


° |, For skeet and trap shells, experts 
° specify Hercules ‘‘Red Dot’’ 
ee | loads. They know ‘‘Red Dot’’ will 
| always give them precision patterns | 
| with light recoil under all 


weather conditions. When you daily vtility 
buy, look for the words 


“Red Dot” on the package. CONSUMERS. GLUE CO. 


| HERCULES POWDER COMPANY a — 
938 Mkt. St., Wilmington 99, Del. *«s*-3 1915 N. HADLEY ST ST. LOUIS 6, MO 
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ORDER FROM YOUR WHOLESALER. 
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| SALES TO 


A’ \ _= CONTRACTORS ~ 
C3 a i. | ions 
SS == ARE 2 


“VOLUME-PROFIT” SALES 


Contractors use a lot of Kay-Tite ae 








Whole Buildings are often covered 
with it... Outside or Inside. . . Some- 


times it is used for decorative purposes 





only... Yes, Kay-Tite now comes in 
8 colors and white. Sometimes it is 
used to seal porous masonry surfaces 
against seepage. Sometimes it is used 


for both purposes at the same time. 





lf you do business with contractors. 
you should get your share of Kay-Tite 


Sales and the long profit that is vours. 


ft ee 








WEST ORANGE * NEW JERSEY 
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Lummins 










VALUE POLICY 


PILES UP 
_ GAINS sp Oe 
DEALERS aay 


THOUSANDS SOLD 
AT $43.75 


@ Motor performance and features equal drills 
selling for as much as $58. 


@ Light, strong aluminum die cast frame. 
@ Jacobs 33-B Chuck. 
@ 2-pole heavy duty switch. 


@ Toughest alloy steel helical cut gears for 
quiet, smooth operation. 


@ Perpetually Guaranteed. 


Cummins’ new plant and new high production 
equipment make it possible to build BETTER 
tools at BETTER prices! Order from your 
Jobber—get goin’ on Cummins’ quick turnover 
and customer satisfaction! . . . CUMMINS 


PORTABLE TOOLS, 4740 No. Ravenswood 
Ave., Chicago 40, III. 


tok Your dobber!\ 


























Every foot is made to highest quality standards 
of manufacture and each roll contains guaran- 
teed footage. Available in various roll lengths, 
cellophane wrapped in tape-protecting attrac- 
tive boxes. Packaged also in ten roll containers 
for electrical and automotive buyers. 


ACCURATE 


FRICTION 
TAPE 


The rubber tape electricians and mechanics ask 
for by name. Individual rolls in several roll 
lengths featuring guaranteed footage and attrac- 
tive box packaging. Supplied also in extra long 
rolls in metal containers. 


ACCURATE 
RUBBER 
TAPE 


Widely used in electrical wiring for fast, neat 
connections. Combines the qualities of both 
Accurate Rubber and Accurate Friction Tapes. 
Speed Splice is available in individual 50 ft. 
rolls cellophane wrapped and boxed. 


. 


SPEED 
SPLICE 





usr ACCURATE pur you into 
THE PROFITABLE TAPE BUSINESS 
Just drop us a line. We'll send complete de- 
tails and literature on the Accurate line 
along with the name of the authorized Accu- 
rate distributor in your area, Tape is a valu- 
able part of your profit picture so don't wait. 
Write today. Accurate Mfg. Company, 
Garfield, New Jersey. 
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“They blast it out. It’s put together with Circle © Fasteners.” 



















Circle ® Bolts and Nuts are 
produced by skilled bolt-makers with years of 


experience. Customers are attracted by the finished 





appearance as well as the overall quality of these famous products. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp. 


50 Church Street, New York City 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 
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ATLAS GOES ALL-OUT month after month to sell 
your best prospective customers...the mil- 
lions of hobbyists and tool-minded men who 
regularly turn to M.I. Keep the Atlas name 
out front...it will mark you as a dealer who 
sells top quality products. 
@®eeeeeoeedeoeeeeeeeeneeee 8 


\ 


LOOK HOW LUMITE starts your screen selling 
season...nearly 700,000 M.I. families are 
being pre-sold by Lumite Division, Chicopee 
Mfg. Co., with this full page ad in MECHANIX 
ILLUSTRATED. Display this trusted product, 
and watch your screen sales soar. 


« 


CONNECT YOUR STORE NAME with quality brand 
name products through M.I.'s tested advertis-— 
ing dealer mat service...now being used by 
hardware dealers all over the country. Send 
for your mats. Write: Merchandising Manager, 
MECHANIX ILLUSTRATED, 67 West 44th Street, 
New York 18, N. Y. 


MECHANIX 
ILLUSTRATED 


DU-FAST DEALS WITH CRAFTSMEN...2 million of , 
New York 18, va 


them, hobby-minded, prosperous, all readers 
of MECHANIX ILLUSTRATED every month. This 
consistent Du-Fast advertising in M.I. is 

their way of helping you make more sales... 


4th Street, 


67 West 4 


A Faowcet!? Publication 
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TOV 1awn and 
garden seeding 


Seedmaster is a Home Owner's Necessity 


Easy to operate, demonstrate and sell 


Every gardener and lawn owner will want Seedmaster. 
Just fill it with any good quality lawn seed. Then walk 
back and forth over the area to be seeded, squeezing 
the handle at each step. Seed will be scattered evenly 
over a three foot swath. Can be used for thin spots in 
lawns or for new seeding. 


Seedmaster is a fast selling spring and summer item, 
package in a 4-color merchandising box to sell on sight. 
Every lawn owner knows how hard it is to do a good job 
hand-sowing grass seed. With Seedmaster it’s easy, and 
you can demonstrate how easy it is. The price is right, 
too. See your jobber or write. 


Retails at $3.45 
SEEDING WITH FOR BROADCAST 


SEEDMASTER SEEDING ON FARMS. 


HAND SEEDED 








A SNVUPMAJIERK VIspiay vvill JC 
Every Month of the year 


agrees. 
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SHOPMASTER iis 
DISTRIBUTORS 
Improvements 
are nearby and 
ready to serve you Summer — 
Allentown, Pa. Building 
C. Y. Schelly & Bros., Inc. 
Atchison, Kan. 
Blish, Mize & Silliman Fall — 
Hdwe. Cc. e 
Atlanta, Ga. Repairing 
Beck & Gregg Hdwe. Co, is 
Billings, Mont. Winter — 
Kellev-How-Thomson Co, a 
: oes Hobbies 








Boise, Idaho 
Salt Lake Hdwe. Co. 
Boston, Mass. 
Bigelow & Dowse 
ediehien, Se. Shopmaster Users 
Strong Hardware Co. 
Chicago, Il. 
Cotter & Co. 
and, Ohio 
Moslo Machinery Co. 
Dallas, T ; 
Huey & P », Co. 
Danville, 
Conron, 
Denver, ( 
The Banner Co. 
Des Moines, lowa 
Luthe Hardware 
Duluth, Minn. 
Kelley-How-Thomson Co, 
El Paso, Texas 
tterson Sales Co. 
and Junction, Colo. 
Salt Lake Hdwe. Co. 
Hagerstown, Md. 
Schindel Rohrer & Co. 
Harrisburg, Pa. 
Brawley Distributing Co. 
Houston, Texas 
Southwest Hdwe. & Eqpt. Co. 
Lansing, Mich. 
Schaberg-Dietrich Hdwe. Co. 
Little Rock, Ark. 
Spragins-Carothers Sales Co, 
Los Angeles, Cal. 
Atwood Machinery Co. 
Manitowoc, Wisc. 
J. J. Stangel & Co. 
Memphis, Tenn. 
Hawkins Equipment Co, 
Milwaukee, Wisc. 
Frankfurth Hardware Co. 
Minneapolis, Minn. 
Hall Hardware Co. 
ewark, Ohio 
William's Wholesale Dist. Co. 
New Haven, Conn. 
The Bronson & Townsend Co, 
New York, N. Y. 
General Hdwe. & Mill 
Supply Co. 
Wm. Goldenblum & Co, 
Oakland, Cal. 
Tru-Flate, Inc. 
Omaha, Nebraska 
Wright & Wilhelmy Co. 
Philadelphia, Pa. 
Richter Hardware Co, 
Edw. K. Tryon Co. 
Phoenix, Ariz 
Galbraith Steel & Supply Co. 
Pittsburgh, Pa. 
American Hardware Co, 
Portland, Me. 
Edwards & Walker Co. 
Portland, Ore. 
Duane Company 


Know No Season 


N 


Roanoke, Va. ortTsmEN 
7 . ‘2 sP 
Nelson Hardware Co. , work SHOP scHools 
St. Louis, Mo. For HOM ean FARMS * nau 
Witte Hardware Co. CONTRAC seid CABINET S 
° 


St. Paul, Minn. PATTERN SH 

Kelley-How-Thomson Co. 
Salt Lake City, Utah 

Salt Lake Hardware Co. 
Seattle, Wash. 

Schwabacher Hardware Co, 
Tampa, Fla. 

London Hardware Co, 
Washington, D. C. 

May Hdwe. Co. 
Waterloo, lowa 

Cutler Hardware Co. 
Youngstown, Ohio 

Stambaugh-Thompson Co. 


Shepmaster Tools are attractive and well designed. They 
make a good display in your store and their mechanical 
excellence appeals to all buyers. Shopmaster Tools are 
stocked by the distributors listed at the left. When you cory 
Shopmaster you can be sure of quick deliveries and fast turn- 


over—and that means profits for you the year around. 


SHOPMASTER INC 
bons SHOPMASTER, INC. 


1214 Third St. S. Minneapolis 15, Minn. 
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| Made to Make Products Better... 





HERES 25 ag ali 


Sold to Serve Industry Better 


In a new plant with increased manufacturing CHICAGO “SAFETY PLUS” PRODUCTS INCLUDE: 
Socket Head Cap Screws @ Socket Set Screws © Stripper 


facilities, improved production methods and Bolts or Shoulder Screws ©@ Square Head Dog Point Set 
Screws © Socket Pipe Plugs @® Keys for “SAFETY PLUS” 


“ ” . . Socket Products ® Hexagon Head Cap Screws, Steel and 
the Know How gained In over 76 years of Brass @® Square Head Cup Point Set Screws ® Headless Set 


’ P ys * = Screws ®@ Fillister Head Cap Screws @ Flat Head Cap 
continuous operation, Chicago SAFETY PLUS Screws © Taper Pins @ Milled Studs © Semi-Finished Hexa- 
gon Nuts, Steel and Brass ®@ Semi-Finished Hexagon Cas- 


Products are more than ever MADE TO MAKE oe ae 
PRODUCTS BETTER. 


s | With increased inventories of sturdily pack- 


aged, clearly labeled screws, you'll find greater he G H l C AG 0 
profit in stocking and selling Chicago Products. | 
For service—for quality—for cooperation— S C R A GC 0 M PA N Y 
f + — . . 
or protection—buy the line that is SOLD TO 1026 SO. HOMAN AVE., CHICAGO 24, ILL. 


SERVE INDUSTRY BETTER—through Jobbers Established 1872 
—Chicago “SAFETY PLUS”. 
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$O-HARD 
SCREWS 


SHEET METAL 


Types A and B 


Made of steel, stainless steel 
and brass. 


Good 
standard packaged lines. 


THE SOUTHINGTON 
HDWE. MFG. CO. 
SOUTHINGTON, CONN. 


inventories now of 


Est. 
1867 


Est. 
1867 
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Make Your Selection NOW! 
Quality Screen Door Spring Hinges 


SPRING HINGES 


Chicago Screen Door Spring Hinges 
are of Superior Quality throughout, 
combining every important feature 
of proven advantage. 


@ Made of heavy wrought metal. 


@ Springs are made of tempered 
steel wire and are entirely en- 
closed. 


@ Have an excellent finish and the 
workmanship is of highest qual- 
ity. 

@ Adjustable tension is provided 
and spring action may be regu- 
lated according to the size and 
weight of the door. 


Hardware Dealers know that Chi- 
cago Spring Hinges are easier to 
sell and that they give lasting satis- 
faction to Architect, Contractor 
and owner. 


There Is No Substitute 
for Quality! 


hicago Sprina Ninae Co. 
USA. NEW YORK 











ANNOUNCING 

THE DIECO 4B 

PUSH BUTTON TUBULAR . 
LOCK i 


with screwless knobs 





For a first time a lock with these sensa- 
tional advantages at such a low pricel 
Panic proof .. . practical . . . easy In- 

- » » the DIECO 48 has all the 
features that will make It a best seller! 


also available the DIECO 49 and DIECO 
50 sets for passage and closet. 


WRITE FOR OUR 
COMPLETE 


HARDWARE 
CATALOGUE 








@ Se 


| TAPER PIN ASSORTMENT 








WOODRUFF KEYS 
MACHINE KEYS 
TAPER PINS 
STRAIGHT PINS 
COTTER PINS 
HORSE SHOE NAILS 


STANDARD HORSE NAIL CORP. 


SINCE 1832 





NEW BRIGHTON ° PENNSYLVANIA 








—_ 
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NONE BETTE! 
easy for you 
Combination 
counters or wi 
x 2’ Panel 
plete Kit for ¢ 
other Panels. 
play variety 
bother or del: 
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frum EY E'l BUY * - 
a with NONE BETTER 


HAND TOOL SJOCKING PANELS 


Make your custo ef@ roving eye stop—look—and glisten 
with that buyjng’urge! Show famous NONE BETTER Hand 
Tools ogthese handsome Stocking Panels. NONE BETTER 
‘-* carry balanced, fast-selling Tool Assortments — care- 
ully selected to cover the whole range of modern Tool needs 
in shop, farm, garage and home. What’s more, each Panel 
is yours without charge upon purchase of the Tool Assort- 
ment. You'll find NONE BETTER Panels light in weight, 
easy to handle and readily adaptable to your display needs. 
And how they'll sell NONE BETTER for you! Gleaming 
triple-plated, Chrome Finish Sockets & Drive Parts, Box 
End, Open End and Combination Wrenches move fast from 
these eye-catching Displays. Write TODAY for the address 
of your nearby NONE BETTER Jobber... learn how YOU 
can insure a balanced Hand Tool Stock and mounting 
Hand Tool profits with a minimum inventory investment! 





NONE BETTER Panels make it 
eosy for you to have effective 


ero mm hy 
ome ate fy 
mem >| 
tae 08 


wa ee 


Combination Displays for your 
counters or windows. Each handy 


ey My 


Sy aes 
fee renaat escent if 
' “ 
OEP cer ere PSST ~ Ce 


\'x 2’ Panel comes with a com- 
plete Kit for quick assembly with 
other Panels. Sales-making Dis- 
play variety is yours — without 
bother or delay! 


oe 
*— ll a 
F 
808 a fy 





" THE NEW BRITAIN MACHINE COMPANY 
= New Britain, Conn. 
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sell the 


INSECT 


% 


4 


best INSECT ®, 
REPELLENT 


(You can’t beat it— 
it’s got everything) 


aG 
mosquito 
Bm Rig: 120%" 


sett, EPMO 
pe any Canoe 





it’s a REAL PROFITMAKER! 


(Rapid Turnover plus 19.6¢ 
Dealer Profit on every bottle.) 








MBOO RAKES 


IMMEDIATE DELIVERY 


BA 


— ST 





Except for Metal Fasteners, 
This Rake Is Made Exclusively of Bamboo 


SPECIFICATIONS 
PI BOI go. ois ciiseces ocne SE” OST” 


Length of Handle ..................45° to 48°" , 
IME IND. oo vcccicccscncepccewsiend 
re 
Number of Prongs ..........................33 
a rere: 
Average Weight ......................19 ounces 


A two-nut adjustable “U” bolt fastens the ends of the 
tines to the handle and a square-nut bolt fastens the end 
of the handle to a reinforcing bar that is wired to the tines. 
100 are packed into a well-fastened bala protected by a 
heavy, woven jute fiber. A bale weighs approximately 
120 pounds. 


If your own dealer does not have a stock of these “best- 
write to us for the name of nearest jobber. 


buy bamboos, 


A FEW JOBBER AREAS ARE STILL AVAILABLE 


GENERAL EXPORT COMPANY 
IMPORT DEPARTMENT 


74 Sacramente Street San Francisco 11, California 
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Bh Hours of protection 
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Used by Millions 


Odorless - Colorless 





Best All-round Repellent 


t Won’s harm nylons 
fingerngiy Polish 


“6. 1 2” and “Six-twelve “ef 
ore registered trade-marks of 
CARBIDE and CARBON 
CHEMICALS CORPORATION 
Unit of Union Carbide and Carbon Corporation 4 
30 E. 42nd St. CIES New York 17, N.Y. 
in Canada: Carbide and Corben Chemicals, Limited, Toronto | 
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OUTDOOR FIREPLAC 


e Units and cash in on 


EPL 


With Spring and Summer just 


| eplace craze W ll 
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TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 


A, 
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~-H1669946 Circulation 
MOTO:M¢ -MOWER”’ 


yt bycotone Mee Ut “7 POWER: -LAWN- MOWERS 


wo 








Before choosing a Power Mower to sell, take a look 
at “MOTO-MOWER" . . a quality product designed 
by specialists who have manufactured Power-Lawn- 
Mowers exclusively for thirty years and have estab- 
lished “MOTO-MOWER" to mean trouble free service, 
to the user and dealer alike. Send for the name of the 


nearest jobber. 


Ve ... sizes 20” to 71”. 
MOTO-MOWER 


4602 Woodward, DETROIT 1 
cow St ne © i8vig? Company 


S| 
mail CWSWEEKS 














CHAMPIONS DON’T JUST HAPPEN... 


Today, Goulds complete line of Water Systems careful construction, and trouble-free, superior BZ 
is ‘Best of Show”—and there’s good reason. performance. That’s why the Goulds name 
Goulds has a rich, hundred-year experience means so much to dealers—in prestige and 
in building pumps exclusively...a long in profits. And that’s why the Goulds store 
established reputation for fine, dependable is “area headquarters” for pumps, and for 
water systems. And today’s Goulds Water profitable related items. Write us for the 
Systems lead the field ... in modern design, name of your nearest Goulds distributor. 


GOULDS PUMPS INC. « SENECA FALLS, N.Y. 


cm 














GOULDS New Promotional Plan... 


GOULDS Designed to make your pump selling easier, more effective and more 
DUAL SERVICE JET-O-MATIC profitable. It’s a complete, easy-to-use promotion that’s the finest 
WATER SYSTEMS in the industry. Write us—or see your distributor — for details. 

ee GOULDS New Dealer Catalog eee 


FOR DEEP WELLS ; 
‘ Simple but complete—a valuable selling 
4 H.P. TO 5 H.P. UNITS aid in itself. Write us if you haven’t re- 


Same unit for shallow or ceived your copy. 


deep well service. Wide 
coverage of capacities, 


pressures and well depths BE READY FOR 


with low inventory. Ev- 


ery sale a profitable sale. GOULDS WATER SYSTEMS MONTH 
MAY I-3! 


Plan your promotions now— write us—or ask your 
distributor — for Goulds special promotional material. 


cal COU WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 














WINC 
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STER Products 


leading magazines 


World -"famous 


advertised in these 








mean QUICKER SALES for you 
WINCHESTER > 


WINCHESTER REPEATING ARMS CO., NEW HAVEN 4, CONN., DIVISION OF OLIN INDUSTRIES, INC. 
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WAKE UP 


YOUR WATER SYSTEM 





SELL AMERICA’S 


Complete LINE 


Watch your water system sales “come to 
life’ when you start handling DEMPSTER 
Water Supply Equipment. 





There is a huge rural and suburban de- 
mand for running water. By selling a com- 
plete line, and the kind of service that goes 
with it, you can be the dealer that taps this 
rich, ready made market. 

Get started right now. Team up with 
DEMPSTER, the name that has meant de- 


pendability to farmers for over 70 years. DNT-1-49 






DEMPSTER MILL MFG. CO. 


BEATRICE NEBRASKA 





FOR A QUICK TURNOVER 





STOCK SOUTHWEST 
SUPER STRENGTH 

STUDDED—T STEEL 
FENCE POSTS 


posts have a ready market. Show the depend- 


able SSS trademark for quick profitable sales. 








( LONG LASTING | rotted from high 
V 


quality tough rail steel and protected by that 





baked-on red finish, these posts will build 


customer satisfaction. 





manufactured by 


Southwest 
STEEL ROLLING MILLS 


Write for information: Los Angeles 2, California 
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Shallow and Deep Well Recip- 
rocating Pumps ® Shallow and 
Deep Well Ejector Type Pumps 
© Steel Tanks © Windmills ® 
Irrigation Equipment ® Dis- 
tributors of Pipe, Fittings, and 
Plumbing Supplies 
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SERVICE i 








‘SHARES 


FULLY GUARANTEED 
AS TO QUALITY, FIT, AND FINISH 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 


soft center or No. 2 crucible steel of the 


highest quality obtainable. 
catalog and trade prices. 


DIVISION OF ILLINOIS IRON & BOLT CO. 


CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 


HARDWARE AGE, 


Send today for 


STAR MANUFACTURING COMPANY 


1873) 


APRIL 21, 19%9 
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At last! A 1% h.p. garden tractor 
and appliances at prices 
Everyone can Afford! 





Once in a lifetime comes an opportunity 
like this! The makers of the sensational 
Handy-Worker Rotary Tiller which has taken 
the country by storm, are proud to announce 
a counterpart... Handy-Worker Jr. 


Strong, rugged tractor with aircraft strength 
aluminum chassis, weighs only 80 Ibs. 
complete with 1% h.p. air-cooled engine, 
pneumatic 14” tire, throttle, built-in power 
take-off and patented internal overriding 
“safety” clutch. 


And made to sell for only $129.50*. 


And, in addition, Handy-Worker Jr. appli- 
ances are made to sell at prices that are 
bound to mean BIG PROFITS FOR YOU! 
So order now by wire to insure quick delivery. 


Handy-W orker Jr. Appliances 





LAWN MOWER EARTH AND CULTIVATOR 28” SICKLE 212" POWER 
CONVERTER BRACKET SNOW DOZER ASSEMBLY BAR MOWER LAWN MOWER 


$450° $1950" $1350" 345° 45° 


Distributor, Dealer Franchises Available, Wire: 
THE ROLLE MANUFACTURING CO., INC. LANSDALE, PENNSYLVANIA 
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HURD 


Retail Prices Now Begin at 
$970.» Cinblee 


Price includes rod, reel, carrying case 
folate Mm -tol-1ae] ma Rep. @ 








... Offer great new 
profit possibilities! 


At the popular price of only $27.50, here is a 
simplified model of the original $45.00 Hurd 





Y 





4 wm 





Super Caster that has already won such wide 
















acclaim. With the exception of thumb-button 


control, it retains the outstanding features 


si ‘ ae 


of its higher-priced companion and is 
built to the same high quality stand- 
ards. Its low price opens up an 
entirely new and vastly 
larger market for this pat- 
ented product of exclusive Hurd 
design, already acclaimed by 
leading sportsmen throughout 
F the country. Now available. 


Order through your local jobber. 


45 Price includes rod, reel, carrying case and Federal Tax. 


Pat. D145625. Other Pats. Pending. Right to make specification changes is reserved without obligation. | 








JUNIOR SPORT 
BALLS 












No. 2894 Bulk 


No. 2895 Individually 
Boxed 











CASH IN ON THE BIG 
DEMAND — ORDER A GOOD SUPPLY 
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Bantam League fem 
BASEBALL 

A sure hit with every boy. 
Official size, 274” diameter. 
Looks like regulation ball with 
raised seams and red stitching. 
Tough, durable inflated rubber 
with extra heavy wall thick- 
ness. Retail each, 25c bulk, 29c 
individually boxed. 






Be 


pis: 
im 





No. 2892 Bantam re 
Varsity BASKETBALL ae 
Replica of official ball, propor- mi 


tioned to 3/5 size, 6” diameter. 
Looks, bounces and throws like 
regulation ball. Sturdy, heavy 
wall construction with long 
life inflation. Instant “buy ap- 
peal” to every youngster. Retail 
98c each. 

No. 2893 Bantam Varsity 
BASKETBALL OUTFIT 
Includes one No. 2892 Basket- 
ball and sturdy, heavy 11” 
diameter wire Basket Goal 
complete with net. Bracket for 
basket goal is adjustable to fit 
over door for inside play, or to 
fasten on any flat surface for 
outdoor play. Packaged com- 
plete in carton. Retail $1.98. 


No. 2890 Bantam 
Varsity FOOTBALL 
Replica of official ball, 
proportioned to 34 size, 
9” x 534”. Looks, kicks 
and passes like regulation 
ball. Sturdy, heavy wall 
construction with long 
life inflation. An instant 
attraction for volume 
sales wherever displayed. 
Retail 98c each. 








Truly « 
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Produc 
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MURRAY-=OGHIO “Fire Chief” 


Truly a style leader, the Fire Chief is sure to be the center of attention im every 


display. It’s built to the famous qual ity standards that distingu ish all Murray C Dhio 


=. 


Products, including: STEELCRAFT — @e aD .. Autos 9? 


aS 


.. Wagons g= =) . Tricycles Hb): .. MERCURY Bicycles Beh) 


* MUSSELMAN Coaster Brakes &€ ie 


ol OF Oy 
a’ 44, 
6 ‘% 


The Murray Ohio Mfg. Co. © Cleveland 10, Ohio a 


ILLUSTRATED CATALOG SENT ON REQUEST ay 
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: How To Make 


Numbers Add 
Up To Profits! 


Feature these distinctive 
house numbers for good 
styling at low cost. Au- 
thentic correctly propor- 
tioned hammered Colonial 
reproductions, 3” high. 
Cast to last of rust-proof 
metal alloy, finished in dull 
black. Packed one doz. to a 
box complete with escutch- 
eon pins. Write for sam- 
ples, prices. We also have 
house numbers in conven- 
tional styling, in ebony, 
cadmium; brass or chrome 
finish. Super-strong — su- 
per-smooth. Precision cast 
for unexcelled impact and 
tensile strength. 








STOCK #318€ ) 











2116-26 W. NICHOLAS STREET PHILADELPHIA 21, PA. 


Plainly marked merchandise 
helps customers make up their minds, 
saves time and trouble for your sales 
staff and increases your sales. Bound in 
permanent book form, colorful, attrac- 
tive Universal Price Markers provide 
the utmost convenience in pricing. 
There is a Universal Price Marking 
System volume for Display Tickets, 
Bin Tickets, Moulding Tickets, Sales 
Promotion, and Special Sets for quan- 
tity buyers. We carry a complete line 
of display hardware. Write today for 
prices and samples. 





BIN TICKETS 









SPECIAL SETS 
FOR QUANTITY BUYERS 





MOULDING TICKETS 





401 WASHINGTON 
AVENUE SOUTH 


MINNEAPOLIS 15, 
MINNESOTA 
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| TY LOOK 1d X CELITE 


NEW! Quick-Change 


Combination Screwdriver Se} 


—Another 


XCELITE 


PROFIT 
LEADER 





FOR ORIGING, 


| For You! 
The XCELITE ‘Combination Detachable’ 
Screwdriver has always been a PROFIT 
LEADER! Here it is in a handy kit with 3 


double-purpose detachable blades: 


1. No. 1 Phillips and 3/16” Regula: 
2. No. 2 Phillips and 1/4” Regular 
3. No. 3 Phillips and 5/16” Regular 


Sells on 


It's really SIX screwdrivers in ONE! 
sight. 


PARK METALWARE CO., INC. 
Quality 


WRITE NOW for all the facts! 








Dept. G., Orchard Park 
New York 
*Originators — Not Imitators 





PREFERRED BY 
EXPERTS 





*First to use plastic for screwdriver ha 








| Time to get on the ball 
...stock these “ACME” 


casters today! 





Here's the caster 
you'll want to recom- 
mend. It rolls on balls, 
not wheels, in any direction 
with minimum effort . . . won't tear rugs . 
can never break or get out of order . 
quires no oiling yet can't bind or rust. 


‘Acme’ Ball Bearing 
Castor with Grip 
Neck Mounting 































« Fe- 


And you can sell "Acme" 


they roll. 


casters as easy as 
They're available in every standard 
type—with grip neck, threaded stem, round 
plate, countersunk or flush plate mounting. 
List prices, per set of four, begin at $1.30. 
Get on the ball. 
and discounts today. 


CALL YOUR DISTRIBUTOR 


Write for literature 


THE SCHATZ MANUFACTURING COMPANY 
POUGHKEEPSIE, N. Y. 
1949 
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e 
HOT MILL GLOVES—Widely 
used by oil men, and for pro- 
tection against heat in steel 


and tin plate handling. Long 
Wearing. Extra large to sli 


Photo peer of Tide Water Associated Oil Co. 

Buiia your work glove sales on the solid foundation 

of Riegel quality. Riegel Work Gloves are the best you can 

buy...comfortable, durable and economical...qualities made 

possible by complete Riegel! control in one plant, from raw 

cotton to finished glove. No other work glove is made in 
this manner. 

Riegel Work Gloves are nationally advertised 

to your best customers and to the consumer 


as well. 


WAGON SRA WRITE FOR FREE CATALOG 
work Gioves and list of distributors, to 


Riegel Textile Corp., 342 


acted WOrK gloves Sex 4): Reemametaaans 
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- GRIFFIN 


For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware . 

quality produced by 

Griffin. 





a 





Bevery DOOR NEEDS THREE! 


—( 5 RIFFIN- 


anufacturing Company 
ERIE * PENNSYLVANIA 








REPRESENTATIVES 
B. S. ALDER COMPANY—45 Warren Street, New . New York 
WILBUR H. DAVIS—i63@ Fargo Avenue, Chicage 26, Iilinols 
GEO. A. GREGG Ave Detroit, iehigan 
AUSTIN & EDDY, INC.—i15 Broad 8 . Massachusetts 
CHARLES L. LEW 703 Market Street, San Francisee 3, Cal 
W. S&S. JOHNSON—9!7 St. Charies Avenue, Atlanta. Georgia 
£. H. FARRAR—308', North Harwood, Dallas, Texas 
R. F. BEVER East h St Seattic, Washington 
L. J. FULLER, JR.—785 North President Street, Jackson 6, Mississ! 
HARVEY D. RUSH & SONS—4638 Mill Creek, Kansas City, Missouri 


IN CANADA 
£ MANNING |. SHORE—Merchandise Sales of Canada 
15 Wellwood Avenue, Toronto, Ontario 
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JERSEY 
SHOE LASTS Aanp STANDS 





The lasts are the latest 
style toe. One last espe- 
cially for ladies shoes. 
Also extra heel to repair 
all sizes of heels. Made 


strong and practical. 
14" and 20" Stands. 





THE POPULAR “STAR HEEL PLATES” 
ALWAYS IN DEMAND AND PROFITABLE 
FOR YOU TO HANDLE. MADE IN SIZES 
000 TO 6. ORDER YOUR SUPPLY TODAY. 





STAR HEEL PLATE 


NEWARK, NEW JERSEY 

















the “Jap aud Die BGuscness 
wtth this display on your counter 


fomme (ole oleh amo) o\s0 ME Wmer-bade)elr-toloMbolete 
Ace self-seller cabinet on your counter. 
all arranged, and this constant 
t salesman of items that are always 
ilemand immediately goes to work for 
This c4ce assortment is worked out 
urnover schedule of each size based 
sales in hardware stores. From 
ul bber or 
HENRY L. HANSON COMPANY 
Worcester 8, Massachusetts 
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PORTER=- CABLE y , 
¥ \ .y | TO, . 
._— 





SAWS 


Balance - built throughout! 


You know how a carpenter picks up 
a tool. How he handles it. Gets the 
feel of it. He’s looking for balance in 
the tool . . . because balance means 
easier handling . . . less fatigue .. . 
> better performance. That’s why car- 
penters prefer the balance-built Speed- 
matic! 













other 8 ; 
8 a-broad shoe = ° 


up to 7000 ® 


: ist 
No starting sas 


. 1 Ss ea: * . 

N w consider thi it you have to grip the 
ie) saw,! 

: ora 's why yo" 

ae tering can That's ; 
pee gw on why 

le at the pack, '¥§ die on@ watering die 

NY handle e top han pisto 


Whethe 
\-grip hon 





With Speedmatic Saws there’$ no 
twist...no tilt...no tip! | 





Balanced when you lift it! 
Balanced when you hold it! 
Balanced when you use it! 


- PORTER-CABLE Machine Co. 


1764-1 N. Salina St. Syracuse, N.Y. 
Manufacturers of SPEEDMATIC and GUILD Electric Tools 


jreednile 
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NEW Beautifully Styled MARQUETTE Refrigerators for You to Sell 


These solid, well built Marquette Refrigerators ROLL-A-GRIP LATCH .. . pulls the door tightly shut .. . He" 
have that extra smart appearance on your display actually compressing the gasket. Trigger action, easy to que 


floor. Marquette "eye-appeal" and fine construction orm lowest | 


wins quick customer approval. Quality the highest, FULL WIDTH CRISPER PANS with 18 quart copecity. He 
yet prices are competitive. ICE CUBE TRAYS . . . New type Flexible aluminum trays with 
plastic grids. Each tray holds 14 ice cubes which are easily re- not onl 


Check each of these Marquette Selling Points: leased as needed. 81/2 Ibs. of ice cubes! but unl 


LARGE FROZEN FOOD COMPARTMENTS ... Model AT8D SHELVES . . . Hardware men will recognize the high quality 
with across-the-top 1.2 cu. ft. frozen food compartment holds of these sturdy steel shelves with their brilliant finish. 
42 Ibs. of Frozen Food. Model U85D with its eye-level com- HERMETICALLY SEALED UNIT. .. protects from air, moisture 
partment holds 28 Ibs. of Frozen Food. and dirt. Freon refrigerant. Permanently lubricated. 


WRITE TODAY FOR DEALERSHIP DETAILS 


5 MODELS... Quality the Highest DISTRIBUTED BY 
yet Prices are competitive! America's Leading Wholesale Hardware Houses 


a MARQUETTE APPLIANCES, Inc. 


i MINNEAPOLIS 14, MINNESOTA 














alsa Ranaes and Hot Water Heaters 
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We are a fortunate people . 


The Key to Better Living 


. when we combine nature's gifts with man's ingenuity. Yes, 





America's most bountiful larder is to be found in our own back yard. You can bring these good things 


right into your own home to be enjoyed the year ‘round. There is no want . . . no "off-season" when 


you own a Marquette Home Freezer. 


Marquette Freezers are guarding the health and 
pocketbooks of people all over the world. Thousands of 
farms and homes all over America have learned that “Mar- 
quette" stands for top quality and performance at the 
lowest price. 

Hardware men who do a little extra selling NOW will 
not only reap immediate Marquette Home Freezer sales, 


but unlimited future profits. Home Freezers will revolu- 


tionize American eating the way refrigerators did a quar- 
ter century ago. 

The Forward Looking Hardware Man is BUSY estab- 
lishing his Home Freezer Market Today! Set yourself for a 
Profitable business by Selling the Complete Marquette 
Line . .. there's a size for every need. 

MARQUETTE is the Fastest Growing Line of Appli- 


ances in America Today! 


WRITE TODAY FOR DEALERSHIP DETAILS 


Distributed by America's Leading Wholesale Hardware Houses 


MODEL 168, 16 cu. ft. Twin 
Doors, 500 to 600 Ib. capacity. 


MODEL 8B, 8 cu. ft. Table 
Top Height. 250 to 300 Ib. 
capacity. 





MODEL 4B, 4 cu. ft. Plastic MODEL "'C'' Self-Serve Freezers with ‘'Tuflex'’ 
"Utility-Top,"’ 150 Ib. capacity. 


lass doors. 


MODEL ''D"' Beverage Coolers for Dry Storage of bottle 


goods. 











the full AMERICAN LINE 


-+. @ top-profit attraction, coast to coast! 





Only American gives you these 4 top headliners. You get: 


WHAT YOU WANT: A complete line of fastenings . . . wood screws, machine screws, 
tapping screws, stove bolts. You can get them in steel and brass, in all sizes and all 
styles of heads . . . either slotted or American Phillips Recessed Heads. 


WHEN YOU WANT IT: Prompt delivery anywhere in the country is maintained 
by new streamlined plant equipped with new high-speed machines. And 
pipelines to American dealers are kept always full by American’s Chicago 
warehouse and nationwide coverage by stocking jobbers. 


HOW YOU WANT IT: Selective distribution, maintained by working personally 
with these stocking jobbers to keep continually improving distribution 
service to you, the dealer. 

HELP IN SELLING IT: The complete American slotted line is backed by 
four useful folders to be given away to your customers at the point of 

sale. These folders are yours for the asking ... as well as one on 
American Phillips Screws. How many can you use? 


AMERICAN SCREW COMPANY, Providence 1,R.1. 
Chicago II: 589 E. Winois St. Detroit 2: 502 Stephenson Building 





Here’s the Trade-Tested Package for STOVE-BOLTS! 


Users and dealers alike have put a big OK on this unique partitioned pack- 
age, originated by American. This box keeps bolts and nuts separate... 
helps dealers in stock-keeping ... frees users from chore of turning nuts 
off bolts. 
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BRONZE 
Screen Wire 


¢ Longer Lasting 
e Will Never Rust 
¢ Won't Melt or Burn 


16 Mesh $ 0 


Sizes: 24” — 26” — 28” — 30” 
a 36” — 42” — 48” pert 100 Sq. Ft. 


Hardware iii Galvani | 
‘ @ Firm Price nized 
Cloth Wire @ immediate Ser een Wir e ( 


Width Delivery 
oo © All rolls of —_ 


—<- ~ ll screen wire 
sa ee we _ 48” packed and 
shipped in 
100 lineal Ft. 
rolls and in 
stone-wall 


cartons 





24” 











Screen Wire 


— F 4 E E Available in 


w — 307 
24” i 26” = oe 4 i ' 
32” — 36” a 42" = 48” New 36 widths 


Square Footage 
CHART 








ACE WINDOW SCREEN CO. of America 
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QUIK FLAME SETS 


The same Quik flame wicking that has — ‘ 
ni . . 
popular in continuous lengths is now availa hil 
dard 8” range bu } 
imped sets to fit all stan one 
pep ert in sets of 4 oversize (1” wide) wicks. 


Se 





QUIK FLAME 
The most efficient kindler 
range burners. Patented Ope 
vides best possible results wit 

heavy wire core yarn keeps 
channel. Glass yarn at burnin 
carbon deposits, Packaged 6 ft. 


ever developed for 


n mesh construction Pro- 
h distillate oils, 





The extra- 
the kindler upright in the burner 
9 edge facilitates the removal of 
to the box, 7%” ond 1%” wide. 





didbhdidddbMdibisii 
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AN R/M WICK FOR EVERY RANGE OR HEATER _— jag 


Raybestos-Manhattan manufactures a variety of wicks for every type of oil 


folate] Mola al-Yo] 1-1 a 
Made of quality materials, made by one of America’s le 


ading processors of asbestos, R’M wicks 
will give your customers long, efficient service. Ask your jobber for R/M... the pick of the wicks. 
3 


WOVEN GLASS 


The acme of perfection in stove kindlers, assuring long life and maximum 
stove performance. The only glass wicking woven with a wire core 

in every strand to protect the burning edge. Packaged 512 ft., . 

6 ft., and 100 ft. to the box in widths of 7”, 1”, 14” and 144”. 





OMOEA ULLOOLEYL UU MYL 


LE 
KINDLERITE 


aw S. 
aoe oe RS . 


ty woven asbestos kindler, Ors a 


with wire core in both warp and filling yarn. Packaged 5% ft., 6 , te os 
and 100 ft. to the box, in widths of Ye”, 1", 1Y4"" and 13%” ‘ . ' 


R/M’s st i 
/ M's standard quali A sturdy long-lived wicking 


S 
re 
A > N * oo 
we 


3 


YORE: 


TRI-WYR 

This is an extra-sturdy woven asbestos wick, containing a eared wire core 
in every strand. There are also three heavy reinforcing wires in the lower 
half of this wick. Fits all range burners. 
Packaged 514 ft. to the box, 7” wide. 
Also 100-ft. rolls, boxed or unboxed. 













2 yy “YY byt Yt; y, Ya 
44 aia Vit Gun yj WAY) F Y yy 


y Uy Z 
. t4? 


WO: 4 Yy GUEM ATE: Ye; £44 GAG A AROGs Yer 7. EL. 
RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 


Factories: Manheim, Pa.; No. Charleston, $.C. 
RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles 
Mechanical Rubber Products Abrasive and Di 
Equipment 


©  Packings 
jamond Wheels « Rubber Covered 
¢ Brake Linings » Brake Blocks « Clutch Facings « Fan Belts 


Radiator Hose * Powdered Metal Products « Bowling Balls 


HARDWARE AGE, APRIL 21. 194° 

















HARD‘ 


Display Them 


And You'll 
Sell Them! 


Here is a brand new idea 
in a silent Rubber Roller 
Spring Catch by Amerock. 
And with it is a colorful 
eye-catching counter dis- 
play to make sales fast. 





SPECIAL No. 97 
INTRODUCTORY OFFER 


Complete with One Dozen 
2 strikes, E9710 Catches. .....$3.00 
screws, etc. oe oe One Extra Catch 
om Bleplay.......2... 28 


Total Retail Value. ..$3.25 
Dealer pays only....$2.00 


Postage Prepaid to any 
Dealer in U.S. and Canada 


HARDWARE 


AMERICAN CABINET HARDWARE CORP. 
Dept. 3AP, Rockford, Illinois 
( ) Please ship immediately, through my jobber, introductory offer No. 97 of 
one dozen No. E9710 Rubber Roller Catches with Free Counter Display. 
( ) Please mail this introductory offer to me direct, postage prepaid 
Send coupon now or ask Enclosed is $2.00. ( ) Check, ( ) Cash, ( ) Money Order. 


© 1949 your jobber. 


AMERICAN CABINET HARDWARE CORP. areas : 


ROCKFORD, ILLINOIS 
GEE B vcebessenticcstesinescessawmmenseasbenes oS eer eee 


My favorite jobber is 
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ATKINS 
ATKINS SAWS and YOU 
and a HOME 


NEW ATKINS DISPLAY 
ZOOMS SALES 


This Atkins display is now pushing sales UP 
and UP in thousands of hardware stores. It 
sells saws — but it does more than that. It sells 
Atkins ‘quality that increases your dollar unit 
of sales! Capitalize on the display and the 
national advertising Atkins has given it. Ask 
your Atkins Jobber about it—then order an 
ample supply of each of the saws featured. 





Atkins Advertising Brings the Cream 
of the Market into Your Store 


Month after month powerful advertising makes your cus- 
tomers think of Atkins when they think of saws. They know 
Atkins quality— know how users swear by them —know that 
they can be sure an Atkins is always quality-right. By sug- 
gesting Atkins value-right merchandise, hardware dealers 
have been building satisfied patronage for 93 years. 


Caer Stool’ SAWS 


E. C. ATKINS AND COMPANY 
Home Office and Factory: 
402 S. Illinois Street, Indianapoli 
Branch get he Portiand, oy 
Branch Offices: Atlanta « Ch ry * Los Angeles * New Orleans - “ 
New York * San Francisco avetes atware aneee 





9,1 Ai 








E DEALER’S PARTNER FOR 9 3 YEARS 
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“KLIPPER 


AMERICA’S HIGHEST QUALITY POWER LAWN MOWER 


Backed by an Unconditional and Unlimited Guaranty 


Tested and Proved 
by more than 


75,000 


Exclusive Patented Height 
SATISFIED USERS 


Cutting Adjustment 
Positive, Self-locking Clutch 
Timken and Oilite Bearings 


Convenient Lever Hand 
Throttle 


3 Section Roller for Easy 
Turning 


* BRIGGS & STRATTON 
4 CYCLE MOTOR 


*% Full 18” Cut 











Se ee | 


casa - | lb 
ee Oe 


COOPER MANUFACTURING COMPANY 4 
X 


409-411 South First Avenue 
MARSHALLTOWN, IOWA 









Distributors and dealers, write or wire for LIBERAL TERMS and DISCOUNTS 





to my Jobber 


LAVELLE stands for more than 35 years leader- 
ship in the Plumbers’ Rubber Specialty Field. 


LAVELLE leadership makes your sales job 
easier with distinctive packaging, colorful dis- 
plays—a constant reminder to your customers 
at the point-of-sale. 


Talk LAVELLE to your jobber, today. 


Acme = : 
FAUCET WASHERS a vant reagy inscd? 
“Self Merchandiser” } ee coun!) 


Most popular washer } 

assortment today, Col- ‘ ac me 
orful display holds 20 Chere MTROBETORY on 
“see-thru” cellophane “ toh So 
bags. Each bag con aa : 
tains 4 assorted size 

Genuine, World Re- 

nowned Acme Washers 

ond one brass screw. 

Can't be topped for 

real value and instant 

sales appeal, 


Fit One—Fit All 

No. 5 Lucky Strike — : TANK BALLS 

HOSE WASHERS <a é LAVELLE quality through and 
Colorful “on the spot" be r a through — with special tapered 
salesman — reminding seat for smooth operation on all 
your customers of their size flush valves. Tough, black 
needs in Garden Hose compound assures long life — 
Washers. satisfied customers. 


12 Garden Hose Washers 

in each envelope; 25 

labeled envelopes to a COLORFUL COUNTER UNIT. Reminds — 
sales-stimulating 2 color and sells your customers on this important 
display carton. need at a glance. Holds 12 individually 
packaged tank balls, 








420 North Wood Street — Chicago 22, Illinois 
TANK BALLS — FAUCET WASHERS — FORCE CUPS — HOSE WASHERS — BASIN STOPPERS — REPAIR ASSORTMENTS 
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Built to Protect! Priced to Se//! 


Curcaco Locks really do a job—for 
your customers and you. That’s because 
they’re engineered for maximum secur- 
ity, and sensibly priced to move fast for 
steady profits! 

Built to resist all known types of 
hazards and abuses. Stay smooth-func- 
tioning in spite of dust, frost, salt 
air and other unfavorable climatic 
conditions. Designed for quick, easy 
installation. 

Wide choice. Just name your need— 
you'll find a CHICAGO Lock for prac- 
tically every new and replacement use. 


BETTER BUILT— INSIDE AND OUT 


“Drawer, Locker, Cabinet Locks. 


Pad- 
locks with double-locking case-hardened 
shackles. Utility Cylinder. File Cabinet, 
Luggage, Switch Locks.., 

You even have a choice of locking 
mechanism on most models — single- 
bitted disc tumbler, double-bitted criss- 
cross tumbler, regular pin tumbler and 
the famous ACE 7 pin tumbler mech- 
anism. 

So for top protection—priced to sell 
—stock CHICAGO Locks. Ask your 
jobber or write for Catalog and Price 
Sheet HA. 
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2024 NORTH RACINE AVENUE 
CHICAGO 14, ILLINOIS 
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We like 
SHELTON TOOLS 


Because @ @ @ they are built to do the job right! The 


Planes have tool steel cutters, tempered and ground to hold a keen edge, 
ideal for hard, knotty wood. “Shelton” fine thread adjustments set the 
cutter exactly where you want it, and it stays there! Chips curl up smooth 
and easy, with no clogging when you take a heavy cut. 


Shelton Planes mean business—and satisfied cus- 
tomers. Each plane is handsomely finished, with lus- 
trous baked enamel on interior surfaces, brightly 
polished sides and bottoms. Individual packing for 
sales convenience. For high quality, and high turn- 
over, Shelton Planes deserve a place on your counter. 








No. 18 Steel Body Block 
Plane. 7” long, non- 
breakable steel. Low 
angle cutter seat, fine 
thread screw adijust- 







Below are some of the popular Shelton Tools 

















No. 04 Shelton ‘‘Patent’’ Smooth 
Plane. Simplified adjustment avto- 
matically positions chip 
breaker as well as 






No. 12 Shelton ‘‘Patent’’ 
Block Plane. Patented clamp 
speeds accurate and posi- 
tive adjustment. 


blade. Brass lock and 
adjustment screws. 


Shelton Braces have plenty of sales appeal. Ball bearing steel 
clad head — slip-proof handle collars — rugged ratchet mecha- 
nism — heavy steel chuck — forged steel jaws for accurate. cen- 
tering small and medium drills or taper shank bits — all these 
combine to make this Brace a top seller in its class. 








No. 14 Shelton ‘‘Stand- 
ard” Jack Plane. Ideal 
for heavy duty, professional 
work, 


No. 9 Shelton ‘Standard’ 
Smooth Plane. For skilled, 
professional craftsmen. 





SHELTON PLANE & TOOL MFG. CO. SHELTON, CONNECTICUT 
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5” Sander-Polisher Advertising! 
$99-95 — twin 
29 chochmonts } Split-Page Ads 

Sell it for fora 
Sanding + Polishing DOUBLE 
Waxing- oe WALLC 
Grinding - Cleaning in th 

ing in - 


MAGAZINES 


Dise Sanding Table 

.25 Revolutionary new 
$8 2s attachment sands 
difficult bevels, angles. Sharpens 


‘ae ee ae ee ae ae aE eS See ee ee ee oe 


Versatile Line 
of Drills and Accessories! 


————mmiied 
\ ore nt 


1" Drill _ A “ 
pte 


$35-95 









@ Reel Men's Gitr 
for FATHER'S BAY “i55 






FREE 
fomieriiry Store 
OOM oem rcet cates Meee TM Tbe Streamer! 





%," Electric Drill Kit 












$39-% FREE 
Vertical and Horizontal Drill Stands FREE National R 5 
ertising R t! adio Scripts! 
Buffing & Polishing Kit » Abrasive Kit Advertising Reprin (Raney Ae 
A Me pe a ae ee Po ge i 


ELECTRIC 


Se at 
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usE DuROS 1ZMlan 


and MULTIPLY Tool Profits! 





M.: buy tools where they know they can get what they want. That's 
why dealers are delighted by greatly increased profits when they use 
Duro’s ‘1-2 Plan’’. ONE, they feature the full Duro line, TWO, they 
put the handsome Dur > Display Boards to work getting fast turnover. 
That's the Duro ‘1-2 Plan’’ and it WORKS! Get started now on big 
tool profits, talk it over with your Duro Distributor right away. Mear 

while write for big colorful free Durc Catalc g—ea world of profit 


opportunity for alert dealers everywhere! 


DURO METAL PRODUCTS CO., 2649 No. Kildare Ave., Chicago 39, Il!. 


GET BIG COLORFUL FREE CATALOG! 


108 pages of profit for you! See how you seil 
matched and complete too] sets as well as single 
tools under Duro’s “]-2 plan’. 














ye igelel-Viilels atiala-etstAe) 


ast presents “KEILSON” 
WAVAN | at 31 OD, @ obs) 





Featuring: | ve |, = a 





Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 





Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
23 Ivory 8-17/64"" 6° or 7" 3 Ibs. 7 oz. 43 Ibs. 
28 Ivory 9%"" , wn 5 Ibs. 62 Ibs 
Packing—l! dozen per carton, | gross per case Pay oe Se a pe tag nae 





Order from Your Wholesaler, or Write Us for Reference 








J. L. CLARK MANUFACTURING CO. “ttinois 
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Fastening troubles disappear in a 


hurry when you specify REPUBLIC 


Upson Semi-Finished and Cold Punched 


Nuts. Backed by a 95-year reputation 





for top-quality headed and threaded 
products, they are made to turn up easily 


and hold tight indefinitely. Republic 


MHL 


Steel Corporation... Bolt and Nut Division, 


l 


Cleveland, Ohio, and Gadsden, Ala... Export 


| 


Dept.: Chrysler Bldg., New York 17,N.Y. 


TT 


| 
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! | HARGRAVE 
Tools. Each Hargrave Clamp, Chicel — Mee is individuclly Tested and “Teitid, Tools 


inspected before going into stock. Illustrated here are a few of the many Har- 
THE CINCINNATI 


grave Mechanics’ Tools. 

WRITE FOR CATALOG showing the complete line of Hargrave Individually 

Tested Clamps, Chisels, Punches, Star Drills, Brace Wrenches, File Cleaners, Saw TOOL COMPANY 
Vises, Washer Cutters, etc. ‘ , 


MONTGOMERY ROAD . CINCINNATI 12, OHIO 























NO. 640 IMPROVED “I" BAR CLAMP SPRING CLAMPS 


Openings: 2, 2/2, 3, 4, 5, 6 and 7 feet. la 8 convenient atnie 





ws BINNS 


gawd 
cow QMpant 
rT yi) yn 
Ss 
vine 














WARGRAVE™ 
QUICK CLAMPS SUPER JUNIOR CLAMP HARGRAVE #195 Assortment 
Instantly Applied we eT * CHISEL DISPLAY 


NO EXTRA CHARGE FOR DISPLAY STAND 


The Hargrave No. 195 Assortment makes 
an attractive counter, shelf and window 
display for fast-moving sale of chisels 
and punches. Includes 30 items. Packed in 
individual carton—set up, ready for dis- 
play. 





MARGRAVE 
STANDARD CLAMP 





NO. 600 CLAMP FIXTURES CARRIAGE CLAMPS 
F inch pi 
Also Clamp Fictves for Vo" pipe. ae pe Ae fe © & ™ 


<p ’ ——- TES 
BRACE WRENCH CLAMPS 


Standard square and hex- 
agon openings. 
CINCINNAT! TOOL CO. 





STEEL SPINDLE HAND SCREWS 
HARGRAVE #530 Assortment 


Standard Sizes, Hard Maple Jaws PLUGGING CHISEL CLAMP DISPLAY 
a DISPLAY COSTS NOTHING EXTRA 


The No. 530 Clamp Assortment is a small 
introductory dealer assortment consisting 
of 2 dozen each 3”, 4” and 6” No. 530 
Carriage Clamps—the best value offered 
in carriage clamps. 











BRICK CHISEL 


3 convenient sizes. 








a) 





IMPROVED FOLDING STEEL SAW VISE, STAR DRILL 
NO. 22 Trip-Hammer-Forged from high-grade FLOOR CHISEL 


For use with any standard saw set. special analysis steel. 2¥2 and 3 in. blades 


SEE YOUR HARDWARE JOBBER 
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SIMONDS CIRCULAR SAWS 
UP TO 16” IN DIAMETER 


are individually packaged and 

ONDS completely protected by tough 

oo corrugated board...can’t be 
SAW AND ST scratched or dulled. 


wood CUTTING 


NARROW BAND SAW 
pape 


ee 
SIMONDS simonns SAW ANOLE, 
NARROW wee ' 
BAND SAWS 
come in this bright 
red flat package 
protected —_— 
injury to blade, 
teeth, or weld. 


1 co. 


SIMONDS DADO HEADS 


in standard sets, are packed 

in a sturdy wooden case... 

fully protected against damage... 
ready for immediate use. 


SIMONDS is set up to give you delivery 
of Packaged Narrow Band Saws and 
Packaged Circular Saws... right now. 

These compact, colorful new Simonds 
packages are plainly marked with sizes 
v4 and specifications. They are easier 
and safer... both for you and your 
customers... to handle in and out 
of stock. And every saw goes onto 

the job as fit as it left the factory. 
What's more, you save packing time 
and cost. So get in touch with the near- 
est branch office... and ordez Simonds 

Packaged Saws today. 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. 
Green Street, Chicago 7, Ill.; 416 W. Eighth Screet, Los Angeles 14, 
Calif.; 228 First Street, San Francisco 5, Calif.; 311 S. W. First Ave., 
Portland 4, Ore.; 31 W. Trent Ave., Spokane 8, Washington. 
Canadian Factory: 595 St. Remi St., Moatreal 30, Que. 


es 


SAW AND STEEL CO. 


FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 


3 + Tas h< 
“ eg . : 
cate eh: pees 


y oe Se * = 3 : 3 a: ~ e - 
SIMONDS ALSO MAKES: “Red Tang” Files + “Red End’’ Hacksows * 
“Blue Tip’ Bits & “Red Circle’’ Shanks for Simonds Inserted-Point Saws 
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Aualther Neu Leigh Product 
adjustable GRILLE GUARDS 


for Screen Doors and Windows 


BUILDING 
PRODUCTS 


These attractive Grille Guards add the charm of custom 


wrought iron to the home — yet are surprisingly low in cost. 








They provide protection for all popular sizes of screen doors 
° : ‘ VENTILATOR 
and windows, and are adjustable from 16” to 33” wide, 


height varies with width adjustment. 


ventilators. 


Built of heavy round edge bar stock — 34” x 13 gauge. 


for WINDOWS 















Riveted construction — baked aluminum enamel finish — 912 PITCH 

‘ ‘ " — : 6-12 PITCH 
complete with installation screws — individually packed in 
attractive carton for over the counter sales. ———————__ 








403 TRIANGLE ATTIC 


Meets your demand for 
low cost, peak type 


MADE IN TWO SIZES 





Eliminates the threat of chil- | 
dren falling out of windows  ¥| 
— protects against prowlers, ,*@ || 
etc. Does not interfere with & . a 
screens or raising lower sash. FY ot 
Easy to install. § hop 400 ATTIC VENTILATOR 
Sa | eZ 
for SCREEN DOORS RRR BIS 





Protects a large area of the screen from being arian 
pushed out by adults, children or dogs. Their smart ite 
appearance dresses up any doorway. : 


ll 


| 
A 
all 





in 





DUST CHUTES 


Solves the housewife's problem of 


MILK AND PACKAGE 


CLOTHES CHUTE 
RECEIVER DOORS 











A necessity in every home. Pro- 
vides a convenient and sanitary 


method for deliveries. Insulated 
doors — smart styling — note 
holder — baked aluminum finish. 


Heavy gauge metal. Two sizes for 
frame or brick construction 
packed one per carton. 
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Eliminates the problem of carry- 
ing dirty clothes down stairs. 
Round opening with rolled edges 
— door swings inward —— spring 
tension holds door closed when 
not in use — white baked enamel 
finish. Built in 10" and 12" sizes. 
Packed one per carton. 


dirt and dust disposal. Located 
at floor level, the face springs 
open at a touch of the toe. Dirt 
is swept into chute in dust bin in 


basement. Complete unit, white 
enameled face, chute and dust 
bin. Easy to install. 


Write today for your copy of Catalog 47-L Showing the complete 
LEIGH Line. 


Styled and Built by 
AIR CONTROL PRODUCTS INC. 


Coopersville 


Michigan 











402 ROOF VENTILATOR 
SLANT ROOF TYPE 


BRICK AND FOUNDATION 


VENTILATORS 


ORNAMENTAL 
SHUTTERS 


e 


BUILT-IN MAIL 
BOXES 
. 


HOUSE SIGNS 
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®1T’S SOFT AND PLIABLE WHEN 
WET 


® TOUGH AND LONG-LASTING 


® SQUARE EDGES REACH ALL 
CORNERS 


® EASY TO STERILIZE—JUST 
BOIL IT 


® WON’T SCRATCH, CONTAINS 
NO GRIT 


® HOLDS LOTS OF WATER, YET 


FOR THE BATH 
IT FLOATS 
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VERYBODY WANTS 
A DUPONT SPONGE 







Your customers are buying Du Pont 
Sponges as fast as we can produce 
them. New production facilities will 
soon make more available. So, keep 
ordering genuine ‘Du Pont.’’ We’re 
doing our best to keep you supplied. 


PIN 


BETTER THINGS FOR BETTER LIVING 
..+- THROUGH CHEMISTRY 
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January Weekly Sales on 


In One Mid-Western Store 


@ You can have this kind of sales in your store also. Put in a Revere Ware department. Promote and met 


chandise it. Cash in on the demand for Revere Ware—The Original Copper-Clad Stainless Steel “Kitchen Jewels. 
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Revere W 

are Bui 

M vilds Bi 

ake It Work for YO “4 Profits 










Because people wantonly Revert e most stores 
ow that eit customers wil lo not accept 


substitute 

Because there's @ complete line --- and new 
items nstantly CO i ; 

Because Revere Ware 1S eautifu 
Because Revert War tically inde 
structib 

Because Revere Ware 1S so economical to 
use 


Because h rensil carries the name 
“Revere - 
Because Revere is a la arse and outstanding 4 7 } . ; i 
national 4 Royertiser © “of ¢ ae ng utensils. ff — _. a 
Because evere is pe piggest user of 


magazine $ space- 
Because Revere uses ; beautiful, lar Be four 
color ads that make people wa Be evere 











Keep ¥ counte stocked 
Revere Ware clean and parkling: 
et people w that y evere de 
Advertise We have ™ for yo" to use. 
See if y tie uP ;th local radio 
W cripts for 9° to use» 
and mer- 
Jewels.” 
21, 1949 





REVERE CO 
PPER AND BRASS INCORPORATED 
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you get more 
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Pittsburgh 
Fence and Fabric 


Satisfied customers keep on buying once they have 
used Pittsburgh Farm and Poultry Fence, Lawn 
Fence and Welded Steel Fabric. It will pay you to 
stock the complete Pittsburgh line of fence for farm 
and home. It is nationally advertised in American 
Home and Farm Journal to help you sell. 

For further information write Department HA, 
Pittsburgh Steel Company, Grant Building, Pitts- 
burgh 30, Pa. 


PITTSBURGH STEEL COMPANY 
Grant Building - Pittsburgh 30, Pa. 
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1%, hp. en 
24-inch cut 
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The Estate | 
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Chacobsen LAWN KING 


1% hp. engine—26-inch cutting width 
$290 f.0.b. factory—Riding Sulky $52.50 


Big, powerful, 
dependable, the 
Park 30 saves 
time and money 
on large scale 
grass-cutting jobs. 





— 
acobsen 
PARK 30 


3 hp. engine 
30-inch cutting width 
\ $425 f.0.b, factory 
“Riding Sulky $52.50 
*’ 


ESTATE 24, \ 
1%, hp. engine 
24-inch cutting width 
$290 f.0.b. factory 
Riding Sulky $52.50 
The Estate 24, with 
drive wheels in rear, 
cuts close to obstacles 
— excellent for 
lawns surrounded 

by shrubbery, 

trees, flower beds. 


LAWN QUEEN 
1% hp. engine 
20-inch cutting 
width 
$145 f.0.b. 
factory 


Pacobsen 
HAND MOWER 
18-inch cutting 
width, $33.50 


16-inch, $32.00 
f.o.b. factory 

















BANTAM 


1 hp. engine 
18-inch cutting 
width 

$122 f.0.b. factory 


HARDWARE AGE, APRIL 21, 1949 
















Often a person 
choosing his first power 
mower buys one too small for his 
needs. By helping him select the proper 
size, you not only increase your own profits but 
build customer good will. 


Jacobsen offers a size range to fit your customers’ require- 
ments. Take the Lawn King for example. Powered by a 
sturdy Jacobsen 13/, hp. engine, this rugged mower makes 
short work of large lawns — has ample reserve power for 
slopes or terraces. In addition, it can be equipped with 
a riding sulky for sustained mowing and operator comfort. 


For smaller city and suburban lawns — the mass market 
— there are the Jacobsen Lawn Queen and Bantam power 
mowers. These smooth shearing, dependable units are so 
simple to operate, youngsters handle them with ease. Noted 
for its fine quality too, is the Jacobsen all-steel hand mower. 
Precision built from the finest materials, this mower oper- 
ates with the quiet smoothness your customers demand. 


Some Jacobsen dealerships are now open; one may be in 
It will pay you to investigate the profit 


your territory. 
possibilities in an association with this pioneer manufac- 
Write us for further 


turer of grass-cutting equipment. 
information. 





MANUFACTURING COMPANY 


Racine, Wisconsin 
SUBSIDIARIES: 


WORTHINGTON MOWER COMPANY, STROUDSBURG, PENNSYLVANIA 
JOHNSTON LAWN MOWER CORPORATION, OTTUMWA, IOWA 
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VOLUME - PROFIT 












MAINTAINS YOUR 


LEADERSHIP 


The wise dealer learned long ago that it's not 


the first sale that counts. It's repeat sales that 
make a business profitable. And when you want’ 
to be sure that YOUR customers will be satis- 
fied—JACKMANCO products lead the way. 


WHEELBARROWS 
Superior 
Products 
Since 1876 


* 


law 
" R0lLERs 
MORTAR TUBS 
MORTAR MIXING BOXES 


saLaMANDERS 








JACKSON MANUFACTURING CO. 


HARRISBURG »= PENNSYLVANIA 


Moe 










LOOSE TINE FLEXIBLE 
GRAPPLE FORK No. 894-895 


Handles baled hay as well as 
loose hay. Four high carbon 
extra stiff tines. No. 894 has six 
foot spread—No. 895 seven and 
a half foot. Equipped with Mo- 
line positive action trip lock 
and heavy flexible steel chains. 


This 5% inch sheave is 1% inch thick, 
hard maple, kiln dried and oiled to pre- 
vent cracking and warping. Frame de- 
signed with large opening to allow knot 
to pass through, 





NOW is the 


Time to Order 


Hay Tools 


HEAVY DUTY 
HAY CARRIER No. 932 


The easiest operating, light 
est pulling, hay carrier onthe 
market. Extra strong con- 
struction assures long rope 
life, reduced pulling, years o! 
trouble free service. Doubs 
Swivel action—reversible 


DOUBLE HARPOON 
FORK No. 891 


The No. 891 is made to handle large 
loads. Tines are 31 inches long and 
17 inches apart. Also featured are 
No. 890 for smaller loads and the 
892 Husky, heavy duty fork for lift- 
ing extra large loads 


KNOT PASSING PULLEY 
No. 857 





Write Dept. HA today for prices 
and complete Hay Tool catalog. 


Over seventy years of service 


MOLINE 


1RON worRKS : 
mowing, WLINols. 0 s 
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Sickle 
Bar 


32” 


---a@ complete line 


kes °° £4 difference 
JOREMAsTER 


ONE WHEEL GARDEN TRACTOR and ATTACHMENTS 
BUG MOWER LINE 
> —_ 
BUG CULTIVATING LINE 


‘ LINE OF OTHER ~ | Aae 
S BG = USEFUL ATTACHMENTS [=== 


Weed and 
insecticide 


spraying 














This simple hitch ($4.00) 
makes a power mower out 
i of an old hand mower. 













Priced for 
FASTER TURNOVER 
MORE PROFIT 
LOW LIST PRICES 


$135.00 1 H.P. 
$149.00 2 H.P.* EXTRA 
with standard clutch PLUS FREIGHT 


*(Centrifugal Clutch $10.00 Extra) 


ATTACHMENTS 





Between- 
the-row 
cultivating 


RECISION-BUILT Choremaster is fast assuming leadership both as 

garden tractor and power mower. The items listed here are just 
a few of the complete line of Choremaster attachments. You'll find 
customers buy more Choremasters because they can get attachments 
for every type of job around the house, farm, yard or garden. 


During 1949, your customers are reading about Choremaster daily, 
in leading farm and home magazines — THOUSANDS OF IN- 
QUIRIES ARE BEING SENT TO OUR DEALERS. 


WRITE FOR DEALER FRANCHISE INFORMATION NOW. Get 
your share of this rich Choremaster business... get the facts today. | jope impLeMENT 
ra , SALES with 
% New 1 H.P. CHOREMASTER List Price ONLY $135.00. CULTIVATING ASSORTMENT 
Sell More Tractors at This New Low Price. PACKAGES... 


LOW PRICED cultivating 
tools for every purpose 
are conveniently packaged 
for you and your cus- 
tomers. You save handling 
costs and storage space. 
Increase sales by selling 
these ready packaged cul- 
tivating assortments. 


Primarily designed for mowing and cultivating. 
Same fine quality construction of 2 H.P. Chore- 
master. Display 'em — you'll sell ‘em! 





SPECIAL PRODUCTS DIVISION 
The LODGE AND SHIPLEY Co. 
828-4 Evans St. Cincinnati 4, Ohio 


Precision Machinery Manufacturers for Ouer 55 Years 
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sprinklers 
= ae and 
Accessories 





Here’s a line that has what it takes to ring up more 
sales. Allen Sprinklers and Garden Hose Accessories 
have greater eye appeal...and give extra-value. They’ve 
been top favorites for 62 years. Sprinklers are individ- 
ually packaged in colorful red and black display-type 
containers. Feature these fast-moving items! Cash in on 
the name value of this good profit, advertised line. 
Order an ample stock TODAY! 


Allen “MULTI-GRIP” Stamped Brass 
Clinching Hose Couplings and Menders 





Unquestionably, the finest clinching hose couplings and menders 
available. Tight connections are assured by heavily-plated, rust- 
resisting steel fingers that do not cut the hose, and the extra long 
corrugated brass tailpieces. Always a necessity for home owners! 


FREE NEWSPAPER MATS 
At the right is a miniature repro- 
duction of a 60-line newspaper ad 
for which a mat is available. Ample 
space is provided for your name and 
address. Free mats of this and 
similar ads for Allen Sprinklers and 
Garden Hose Accessories are yours 
for the asking. 

National Magazine Ad 
THAT HELP YOU SELL 
More home and garden magazines 
of national readership carry Allen 
ads in 1949. These include: Better 
Homes and Gardens, American 


Home, Flower Grower and Sunset 
—with a total circulation in excess 


of 6,425,000. 
Ask Your Jobber 


About Allen’s Garden Hose Accessories and Lawn Sprinklers 


Saue thad Hose 
with “MUL TI-GRIP” 


co 
UPLINGS and MENDERS 





Established 1887 


W. D. ALLEN 


MANUFACTURING CO. 


566 West Lake Street 66 Reade Street 
Chicago 6, Illinois New York City 7, New York 
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INSWELL PROOF COIL 





INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised...known 
and preferred by chain users in every type of business. 





LIBERTY COIL STRAIGHT LINK 


A REGULAR SELLER 


LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all standard 
welded chain types and sizes. 








LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, hooks 
and other accessory fittings make ours a “one-stop” 
chain supply service. 


| COLUMBUS McKINNON 


| CHAIN CORPORATION 


liated with Chisholm-Moore Hoist Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: NEW YORK ¢ CHICAGO e¢ CLEVELAND «* SAN FRANCISCO 


| Other Factories at Angolo, New York, St Catharines, Ontario and Johannesburg, S.A 
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Thousands 
of satisfied 


users say: 


“US THE 


BEST PUMP | 


MADE” 


FOR YOUR CUSTOMERS. Long- 
lived, compact, modern design that’s 
simple, safe, and fully enclosed. Never 
needs oiling or greasing. Can’t rust, 
corrode, or contaminate the water. 

Self-priming, positive pumping action. 
Uniform pressure without pulsation. No 
pipe or tank vibration. 

Quiet operation without gears, belts, 
pistons, or’ valves (except built-in check 
valve)—and without dangerous, exposed 
moving parts. Motor and pump form a 
single, light-weight unit. 

* World’s most capable pumping prin- 
ciple (@ helical rotor turning inside a 
double-helical stator), proved by more 
than twelve years’ use on industry’s 
toughest jobs. Remarkably resistant to 


ROBBINS 2 MYERS SHALLOW WELL PUMP 





"74 Good as ct ts Good- Looking 


wear. Needs no attention. Patented. 

Complete protection. Relief valve in 
pump prevents over-pressure. Thermal 
switch shuts off motor if overheated; 
starts it again when cooled. 

Simple installation. Pump mounts 
anywhere. Won’t leak or drip. Only one 
pipe goes into ground or cistern. No 
foot valve. 

Fully automatic. Furnished complete 
with all controls, and with or without 
pressure tank. 

Choice of sizes. Capacities from 250 
to 800 gallons per hour meet all house- 
hold and farm water needs. 


FOR YOU. Quick, clean “package” 


sales. This pump practically sells on 


sight. Now in its third year on the 
market. 

Profits and. prestige. When you dis- 
play and sell the Robbins & Myers— 
fastest-growing of all shallow well pumps 

you are keeping in step with the times, 

An eager and sustained demand on the 
vast number of farms, and in homes now 

or to be built—beyond the water 
mains. 

Ample advertising in leading national 
publications to stimulate interest in this 
competitively priced yet better kind of 
pump for home water plants. 

Full cooperation in every way from a 
long-established manufacturer with an 
excellent reputation for fair dealing. 
Write today for the whole profit story, 


“Profit grows when water flows” 








MAY IS NATIONAL WATER SYSTEMS MONTH 


Plan now to get YOUR share of added sales and profits 
* 
ROBBINS &@ MYERS, INC., PUMP DIVISION, SPRINGFIELD 99, OHIO 
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KITCHEN 


Gl. AwWtOUr 


is planned that way 


The modern step-saving placement 
of refrigerator, range and sink, the 
handy proximity of spacious kit- 
chen cabinets that afford finger-tip 
convenience, cheerful decorative 


if F g.\ color schemes, all help attain the 
44 — = unusual in kitchen beauty. 


} 
- 
; CABINET 
HARDWARE 


Sparkling, chromiun-plated cabinet hardware furnish the "jewel- 





hg 
i 
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} 
' 
ig 
ede 
var 
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3 
: 


eer 
ee 
oS ae 


aay : 


like"’ accessories for dressing up the kitchen. 








The artistic designs of National Hardware harmonize beautifully 


with modern housekeeping appliances and enhance their setting. 


Your trade will be enthusiastic, too, over the friction-free action 
of the cabinet latches and the attractive, styles of the door 


and drawer pulls illustrated. 


Better order your supply of 
these sales leaders now! 
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CUTS PAINTING 


MAINTENANCE COSTS 


"FO 


NEW DEVOE HOUSE PAINT MAKES 


What a spring-season 
profit booster for you! 


Yes, Sir! Devoe One-Coat House Paint is the 
answer to your Spring-Season profit problems! 
Because it’s the answer to your customers’ re- 
painting problems! 

Right now, when other costs are mounting higher 
and higher, it gives you a chance to offer a better 





First ” the market—there is no other product, that does a better job at a whacking big 
paint just like Devoe One-Coat White saving! That’s a proposition that has never yet 
House Paint! Its performance on 1,861 failed to sell itself to consumer and painter. 


Want the full story on this great profit-maker? 


brings substantial savings at no sacrifice Want to make sure your stocks are ample when 
the robins sing “Start painting’? Want an eye- 


in the quality -of the finished job! It gives ; : we 2 ; ites 

: : : ‘ opening demonstration of dazzling whiteness and 
the most dazzling, bright, white repaint- one-coat covering power? Phone your nearest 
ing job your customers have ever seen. Devoe Branch or write today to Dept. D-6. 
Its wonderful leveling, smooth-flowing 
performance makes a real hit with paint- 
ers. And its beauty is long-lasting be- 
cause the enamel-like gloss finish is fume HEVOE pal NT 


resistant and self-cleansing. 


jobs proves that this great new Devoe paint 





DEVOE & RAYNOLDS COMPANY, Inc. 
787 First Avenue New York 17, N. Y. 
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"MODERN HOMES 
“MODERN WINDOWS 


Yodern Hardware | 


‘iN League will 
NATIONAL’ 


Screen Products 





This Summer offers a vast market for National 
Screen Company’s quality screens. Their sturdy | 
construction and smart appearance at no extra | 
cost consistently win consumer approval. So 
swing into line for major profits—with National! 


No. 4703W 


Getty offers fine modern casement window operators with 
the exclusive Internal Gear construction, at a price within 
the most moderate budget for the small homes of today. 


Illustrated above is the Getty 4703W...combining the 
finest, strongest design of casement operator in low modern 
style, and a modest price. 


| omen 


GETTY MANUFACTURES aii 3 types of oper- 
ators...Internal Gear and External Gear Angle 
Drive and Horizontal Gear (reversible). 


GETTY OPERATORS ore ALL equipped with 





SCREEN DOORS heavy brass channel guides at no extra cost. 
WINDOW SCREENS, FRAMES GETTY SPECIALIZES in the manufacture of 
and VENTILATORS casement operators... your guarantee of quality. 


NATIONAL SCREEN COMPANY, INC. GETTY OPERATORS... Best in Any Case-Ment 


SUFFOLK, VA, Write for Descriptive Literature 
NEW YORK OFFICE, 200 FIFTH AVE. 


Southern Selling Agents: H. Ss. GETTY & CcO., INC. 


PETERSON & LOWE 
22 Light St., Baltimore, Md. | 3348 N. 10th ST., PHILADELPHIA 40, PA. 
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CHROMEDGE 


Reg. U.S. Pat. Off. 


Metal Trims 


Handy 5 and 6-foot Lengths . . . 15 Fast-Selling Shapes 


Your nearby CHROMEDGE 
quickly supply you with these sturdy, lustrous, 
durable Chromedge sections, specially packaged 
for your “carry-out” sales. The rich tone and firm, 
full-bodied “feel” of these easy-to-apply mould- 
ings are quicker to win approval of home me- 


distributor can 


chanics . . . bring speedier sales and more of ’em 
. . . give you faster turnover and more profits. 
Your floor merchandiser does a bigger job for 
you when it displays and sells the popular, ex- 
truded Chromedge Metal Trims. Available in 15 
highly popular shapes; 120 feet of 

each shape per tube. Write, wire or 

call your Chromedge distributor to- 

day — or send for his name. 


sgpotoe oe ae 


* 


ALL FLOOR- MERC 
FURNISHED IN 6’ ior 
EXCEPT NOS. 7. B, 91-B and 
201, WHICH ARE SUPPLIED 
IN 5’ LENGTHS ONLY 


SECTIONS 201 COVE STRIP 


3/4” WIDE 


5’ LENGTHS OF 
SECTION 201 HAVE 
ONE END FINISHED 
AS SHOWN 


FOR USE aS ff 
VERTICAL i 
UY] 3 


810 
WALL PANEL 


25/32 


141-XB DOOR EDeing 
OR CAP TRIM 


33 SEAM. BINDER 
OR PANEL TRIM 
g . ]-1/4 ee ee 


4 DOOR THRESHOLD 
OR SADDLE Ae 


a 


— 3/4 | 
32 EDGE BINDING OR CAP EDGE 


AL) 


1700 : 
SAFETY STAIR | 
LURAY TH wm ; A 


3/8 82 


\ CORNER 
BEAD 


364 
OUTSIDE 
CORNER 


UP a 
365 
LAY I3 
CORNER 





1-B OUTSIDE CORNER EDG 
EDG 
FOR ENAMELED SURFACE cH 


81-B CAP TRIM 
FOR ENAMELED 
SURFACE Coy 


9]- 
“ge connee 
FOR ENAMELED 
SURFACE Coy. 





h 1 ‘neil Co. 
ee B T Columbus 16, Ohio 
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| For New hind of Paint! 


Appeals to Consumers and Painters 
alike, say Dealers! 


Real washability, ease of application and wonderful hid- 
ing power—long featured in the ads for one coat finishes, but 
often missing in the products themselves—are today actually 
available in the sensational new Sapolin product, ‘‘Mel-Lux” 
Flat Finish. Although on the market only a short time, 
dealers report record sales for this amazing product, a genu- 
ine flat oil paint for walls and ceilings that seals, primes and 
finishes all in one coat. 


Consumers acclaim Mel-Lux’s extra durability 
and washability—its beautiful, velvety colors— 
its quick drying, its lack of the usual annoying 
“painty” odor—and the fact that it is ready for 
use—no mixing or fixing required. 





Fainters okay Mel-Lux because they find it helps 
them do a better, quicker job—thus letting them 
do more jobs. Just one coat of Mel-Lux com- 
pletely covers any kind of surface—wallpaper, 
} paint, brick, plaster, wood, woodwork. What's 
more, this paint goes on so easily—holds a long, 
wet edge. 








Dealers say they've hit the jack pot with Mel- 
Lux—because it has a whopping edge on similar 
type products—and because it’s advertised and 
promoted in a way that keeps consumers coming 
in to ask for it. 


An added merchandising plus offered by Mel- 
Lux is the line of perfectly matching colors in 
Sapolin Gloss and Semi-Gloss finishes. This 
puts the dealer in a position to meet—and profit 
from—the definite decorating trend toward paint- 
ing walls and wood in the same color. 


ae. : 
Mel-[u%- 


MAIL THIS COUPON TODAY 
FOR THE COMPLETE STORY ON MEL-LUX! 


— et et a a a a a a cn a ch ne eee cee cies cle ee cee mee antl 
SAPOLIN PAINTS INC. H-4 
229 East 42nd Street, New York 17, N. Y. 

Please send me without obligation, full particulars on your sensa- 
tional new Mel-Lux Flat Oil Paint. 








Name 
Address 


City State 
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He OO Co 


415 Tiffin Road, Willard, Ohio 7 







Profitable Self-Seller- 
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>" Guaranteed by > 
Good Housekeeping 
S to * 


45 aovearsto WS 


Housekeeping Gloves 


* Sell on Sight 
* Most Popular in America 
* Nationally Advertised 
* Extra Advantages for You 


Youcan really make money on Ebonettes, the only 
household gloves that have the features women 
want—satinized inside, slip right on; short fingers 
fit every hand to tips, no floppy ends; amazing 
non-slip fingers hold slippery things as if dry; 
made of DuPont neoprene for long life in house- 
hold liquids. 


Over 54 million Ebonettes ads in national maga- 
zines this year. Ebonettes are pre-sold to your 
customers. Display them for easy sales and repeats. 
Full profit at 59c MFT. Only 3 sizes to stock— 
small, medium, large. It pays you to sell the popu- 
lar leader—order Ebonettes from your whole- 
saler or write us. 






New Ebonettes—Bluettes 
Combination Display Unit 


1 dozen Ebonettes, '% 
dozen Bluettes, in all 
sizes, in a complete 
glove department that 
uses only a square foot 
and a half of counter 
space. Sells for the 
regular cost of the 
gloves alone! Order 
now—for extra profits 
through display! 


The Pioneer Rubber Company 


Los Angeles, California 


over 30 Years of Quality GLOVE MAKING 
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MEYERCORD 


DECALS 


THIS FAMOUS LINE NOW OFFERS 
NEW DESIGNS FOR NEW PROFITS 


Cash in with colorful, easy-to-use 
Meyercord Decals—the most famous 
name in home decoration, Dozens of 
new designs, all sales tested. A real, 
year-round money-maker! 


SPECIAL ASSORTMENT 
Order No. 12-14 Decal Assortment... 34 
sparkling new designs. 10c, 25¢ 39c sel- 
lers. Dealer cost—$20.98. (Retail $33.84) 


READY-PASTED 


TRIM BORDERS 


ORDER FAST-SELLING TRIMZ FOR NEW SPRING SALES 


Popular with housewives—to match 
or contrast with Meyercord Decals, 
on plain, or painted walls. Another 
popular “dip-in-water” decoration 
aid. An all-season sales stimulator! 









SPECIAL ASSORTMENT 


Order 152-53 Trimz Assortment—20, 25 & 35¢ 
rolls with display material. 18 beautiful new 


MAKE UP TO designs. Dealer cost—$35.71. (Retail—$57.60) 


DEC-O0-TAPE 


NEW, AMAZING SELF-ADHESIVE 
TAPE — LIKE HAND STRIPING 


Everyone wants Dec-O-Tape .. . a 
new, easy way to apply colorful tape 
for striping walls, cabinets, or for 
lettering, etc. Needs no water, Water- 
proof, washable, removable. 8 col- 
ors, 3 widths, 17 fe. rolls. 


SPECIAL ASSORTMENT 
Order No. BX-5 Dec-O-Tape Assortment of 
20, 30 & 50c rolls with 3-color counter dis- 
play. Dealer cost—$9.60. (Retail—$16.00) 


NEW 


DECAL 
REMOVER 


AT LAST! AN EASY, WORKABLE 
METHOD OF REMOVING DECALS 


Let the Magic Decal Remover work 
profit magic for you... bring new 


customers to your store... helps sell 
new decals. Moisten and place on 
old decal. In a few hours, it peels off. 
A strong 5c item, Order a gross! 


A MEYERCORD 
HOME DECORA- 
TION DEPT, 
MAKES MONEY! 





With counter and window 
display,1 gross, dealer cost 
—$3.60. (Retail—$7.20) 





ORDER TODAY 





oi 

wi Cu, ER . 

STOM | __ THE MEYERCORD CO., Chicago 44, Ill. Dept. HA , 

‘ Please ship immediately the merchandise assortments checked H 

Meyercord Decals, Trimz, Dec-O-Tape and the Magic De- i on the coupon to the undersigned—as follows: i 

cal Remover all go together. Sell them for combination 1 mare , 

use. Don’t miss this power-house line for 4-way profit. i C) No. 12-14 Decal Asst, () No. 152-95 Tete Aon, ; 

Up to 50%! Make your store “decoration headquarters.” i C 1 gr. Decal Removers (1 No. BX-5 Dec-O-Tape Asst. \ 
! 0 a eae re ae ee ee 

i I 

Mi EYE 8 C 0 8 of ! —— : : « ~ 

5 y Cher . State { 


$6323 W. LAKE STREET * CHICAGO 44, ILLINOIS ee ee 
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Your Customers want 
COLOR and 


LONG LASTING BEAUTY 


they gel balh with the ne | 


/Hlandtic 


LABORATORY TESTED 


PLASTIC TOILET SEAT. 











uavanteed — | 


Fully G 


wv NOT TO CRACK y NOT TO PEEL 


“NOT TO WARP YNOT TO FADE 


The only plastic seat made completely 
in one plant, from base chemical com- 
pound to finished seat. 


QUALITY 








gt eat cate te FEN _ 
Available in these bright clear-thru ps : 
YELLOW 
BLACK 
penned ROSE PEACH ORCHID 
GREE 








TLANTIC 


& RUBBER COMPANY 
ANUFACTURERS SINCE 1864 
RHODE ISLAND 


TUBING 


QUALITY M 
CRANSTON 5 ° 





BRAIDED GARDEN HOSE 
PLASTIC GARDEN HOSE 
GAS TUBINGS 


THROUGH 


WHOLESALERS 
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TOILET 
TANK TRAY 





Dealers everywhere are cashing in on NATIONALLY 
DRIPNOT profits! With national ad- ADVERTISED 
vertising to stimulate consumer in- F Consumer 
terest and acceptance, DRIPNOT sales yA nen 


will be faster, bigger than ever! 


DRIPNOT provides a sure-fire, low 
cost means to end bathroom messi- 
ness caused by toilet tanks that sweat 
and drip. Prevents discolored, loosen- 
ed, rotting bathroom floors. 


4 Models, all in gleaming white 
enamel on metal to blend with and 
to fit any standard toilet tank. Tray 
fits under tank, tube pipes moisture 
into toilet bowl. 


Low cost, inconspicuous, with simple 
“install-it-yourself" features. Com- 
plete units come individually boxed. 





Welte for catalog HA-2 and prices 


LAUFENBERG, INC. 


2229 SO. KINNICKINNIC AVE., MILWAUKEE 7, WISCONSIN 


A ES 


get” AND WATER SYSTEMS 














ge COMPLETE PROGRAM 
of merchandising helps ; 
store posters, direct mail fold- 
ers, ad mats, banners, booklets 
every piece packs a 
forceful sales punch 





DYNAMIC DEMONSTRATOR 
to increase sales, profits! 


Place this Perma-Prime Pump Dein- 
onstrator on your sales floor where it 
will show, tell, and sell your customers. 

SPECIAL—For month of May sales, 
ask your jobber how you can buy one 
Perma-Prime Pump and get the Dem- 
onstrator and all the promotional ma- 
terial free. This offer good to May 31. 


ln GYonn y) 14 / 


STA-RITE PRODUCTS, INC. 
DELAVAN, WIS. 
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BATHROOM. 91/4. _GABINETS 
) 











SCONSIN i j 
TF Surface model with Stor-In-Door tabinet 
Stor-In-Door feature without mirror — a 
SYSTEMS ond octogon top win- cabinet with many uses 
dow gloss mirror in and a price leader that 
white enameled frome. builds traffic. 
GRAM Grote makes a full line of recessed 
a ay and surface model cabinets —with 
il fold- and without Stor-In-Door. 
ooklets 
acks a Also Made in Lighted and Recessed Models. 
There are many needs 
% for these new and ; 
practical Stor-in- Door Only Grote makes the Stor-In-Door. 





cabinets .. . The extra 


+ Patent pending. 
cabinet in the busy bathroom . . . in the 


\ 

bi | : 
; - Here's the fastest selling feature ever introduced in bathroom 
TOR eran 4¢ pel! cabinets — the New Grote Stor-In-Door Cabinet. Extra 
ted, See shelves are recessed inside the door to allow more useable 
2 eet shelf space. Every article in the cabinet is plainly visible — 
every item conveniently within finger-tip reach. New, different 
and self-demonstrating, it is packed with visible selling 


omers. hi derl loth ° ° Le ° . 
oes, A D5] { | prot 3s pecs features. Customers recognize this high quality construction 
i Mee S 
ard? 


tts! extract cabinets in the 
kitchen and pantry — 
> Demn- 
here it the back porch for outside wash-up — for 


ly one pearance — they like this new Stor-In-Door feature. They'll compare 
Dem- - a. — and they'll BUY the Grote Stor-In-Door cabinet. 


al ma- 
ay 31. 


en! Speed up your Spring Housewares sales and profits. 
Write today for complete information. 


E THE 


», INC. 


MANUFACTURING CO.,-ING 
 ~ Grote Square - BELLEVUE, KENTUCKY 
Opposite Cincinnati — 
Established 1901 
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BECAUSE IT WORKS LIKE MAGIC 
ON HOME REPAIR JOBS, 


LIKE THIS > , SE 


CHIPPED BATH TUBS a 







@ OR THIS 


REFRIGERATOR DENTS 
OR CRACKS AND ALL 
PORCELAIN SURFACES 


QUICK TURNOVER—QUICK PROFITS 


You'll pick up plenty of extra sales —and profits—with 
this Magic Money Maker—MAGIC PORCELAIN GLAZE. 
Because MAGIC is “tops” for repairing ugly chipped 
spots on bath tubs, sinks, refrigerators, washing machines, 
stoves and other porcelain surfaces, customers buy it 





again and again. Pure white, waterproof, 
MAGIC PORCELAIN GLAZE dries rock- MP2 
hard — fast! Easy to use. Won't chip. ee | * 
“MAGIC” sells itself from an attractive 
display carton. Packaged in l-oz. (25c) 
bottles, 4-oz. and 8-oz. cans. Mail at- 
tached coupon today for added sales 
and extra profits in ‘48. 









OTHER MAGIC 
MONEY MAKERS 


iron Cement. White Tile 
Cement. Crystal Clear Ce- 
ment. Wood Putty. Wall 
Paper Spot Remover. Plas- 
tic Body Solder. Liquid 
Casein Glue. Crack Filler 
liquid Solder. Spot Putty 


MAGIC IRON CEMENT COMPANY 


1366 E. 34th STREET © CLEVELAND 14, OHIO 


I am interested in MAGIC PORCELAIN GLAZE and other 
Magic Money Makers. Send more information as to discounts 
and sales helps. 


NAME 





ADDRESS 


CITY ' STATE 
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FOR HOUSEHOLD LUBRICATION 
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you 
Ask your jobber or write 


direct for complete catalog data. 


AMERICAN GREASE STICK COMPANY 


Muskegon, Michigan 
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USE 4 TOP* No. 80 Jr. 


me 


ADVERTISED 


eo 
nn 


TO HOLD COSTS DOWN NATIONALLY 









Now light-weight garage doors 
can be fitted with low-cost equip- 
ment to bring ‘‘overhead” conve- 
nience to home owners everywhere. 
“Over-the-Top” Set No. 80 Jr. 
is designed specifically for doors 
under 150 pounds... accommo- 
dates openings up to 8’ wide and 
7’ high. Special features include: 
1. automatic opener; 2. powerful 
spring for self-lifting action; 
3. rigid angle iron lifting arms; 
4. steel weather stripping; 5. pos- . 
itive lock; 6. angle iron brace to 


* BREAK-PROOF 
SHOCK-PROOF 
Write for free Close-up showing simplicity of 


prevent _warpage. operating mechanism, which means 
descriptive catalog. less cost and easy installation. 























sre's N E MONEY in screw drivers for Vaco dealer 
Y THERE'S AN *“OVER-THE-TOP”’ SET There Si {ORE MC N y in scre « Cc CO adeaicrs 
so FOR ANY SIZE GARAGE DOOR because Vaco gives you everything you need to make a 
—s a : —————— => PROFIT. .. quality equipment, easily merchandised special 
Hdwe.  s_No. Width Might Wst. of Door tools and kits such as those shown above for home and 
Light s 
Weight professional use, a full 409%" profit on every sale! 
Series a 80 Jr. 7’ to 8’ 6'6” to 7’0” 100 to 150 
74 7’ to 8 6'6” to 73” 100 to 150 ™ 
178 7’ to 8 68” to 73” 150 to 250 K THESE pROFIT COMPLETE 
75 7’ to 8’ 7'4” to 8’0” 100 to 150 CHEC TURES! ADVERTISING SUPPORT 
Medion 78 7’ to 8" 74” to 8’0” 150 to 250 NG FEA 
Weight 781 7’ to 8 7’4” to 8'0 200 to 300 MAKI — =— 
i , - Nn addition, the 5,900, 
Series 93 8’ to 14’ 6'8” to 7’3” 150 to 250 siting, especially te. le f the § 
94 8’ to 14’ 7'4” to 8'0” 150 to 250 e More fois ond kits than OMY readers of the Saturday 
782 8’ to 16’ 6'8” to 7’3” 200 to 300 signed 10 ; Evening Post are seeing 
783 8’ to 16’ 7'4” to 8'0” 200 to 300 line. ond nut driver cises ne st we npr ia Pome ; 
SRR _aeeeer = w F , aco 4 as oO as 
ay Ht te 13" a1" te yO" 300 “4 273 : twpew instock = twice gs ed halle te n 
16 40 137 I" to 90” ‘> uae. ieee, ce a ) > hu 
, , tan ‘" ther As: displey 
ay oe pees peti: isi pine . pent self-selling — pockage*, dreds of thousands of 
Series 718 8’ to 14 9'1” to 10’0” 180 to 375 counter disployt fi radio, television, automo 
718 8’ to 16" 8'1” to 90” 210 to 425 Late, than any oft guet informe ale * 
718 _ 8’ to 18’ 66” to 8’0” 240 to 475 @ More eoty om peautiful Voce 28 tive and industrial me 
Extra — #2 told’ 111" to 120” 300 to 600 tion (through Win any other om chanics are seeing other 
Heavy 912 J to 16’ 10°1” to 11’0” 335 to 650 poge ee penne engines sate ads in their favorite 
Series | —-«- 912s to 18’ 90 to. 100 375 to 720 @ More cents such af INS | ther vee ae 
Write for free illustrated catalog on *‘Over-the-Top'’ Door Equipment and eres handle, than © race paper. set your 
Complete Wood and Aluminum Door Units. Ambe' ding "2- share of this business by 
pence jontly ©xPOre built ] 
e pLus—A cons mpoig® featuring Vaco...Amer 


ising ¢® 
tional advertising, jucts for Voce 


: Honest Veco ica’s most complete 
F RA N T y : aa  caaaiae 


* Trade Mark Registered 


GUARANTEED BUILDERS HARDWARE 


Write for the NEW Vaco Catalog 


317 E. ONTARIO STREET 
CHICAGO 11, ILLINOIS 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS PRODUCTS co 
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FITLER ROPE 
FITS THE JOB 


Consult your Fitler Dealer 
on all rope requirements. 
Whether the need is purely 
for rugged strength or one 
that calls for whip flexi- 
bility, your Dealer is ever 
ready to guide you. For 
one hundred and forty-five 
years Fitler has supplied 
industry with dependable 
rope that is designed to 
fit the job. 








ena eee 


=} 
“—— } 
4 


“rm | 


Look for the Blue and Yellow regis- 
tered trade mark (No. 245091) in all 
Fitler Brand Pure Manila Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 
Manufacturers of Quality Rope Since 1804 








| For PROFITS it's 














HYDE SPEEDSTER 





BIG FEATURES 


Hyde now offers a complete line of Speedster 
Scrapers in four sizes for a wide variety of uses... 
scraping floors, stairs, cabinets, varnish, enamel. 
Four big features include (1) double edge steel 
blade for extra economy (2) blade extends sideways 
for hard-to-reach corners (3) patented blade release 
for simplicity of insertion (4) natural grip wood 
handle for comfort. Order your complete line today! 


HYD MANUFACTURING COMPANY 
SOUTHBRIDGE, MASS., U. S. A. 
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CONGRESS DRIVES 


The Congress merchandising plan is simple: 


1 High quality sheaves—V-belt, variable speed and 
step-cone. Also V-belts and flexible couplings. 


2. Individual 3-color packaging. 

3. A special assortment that means low inventory 
while covering all popular sizes and developing 
fast turnover. 


4. Use handsome 3-color counter display to tie local 
sales in with national advertising. 


WRITE FOR CATALOG 


CONGRESS °*:::::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 





KS 
WASHING MACHINE HOSE 


@ Approximately 5 feet of 54" 1.D. Hose. 
@ Brass Female Coupling attached to one end. 


@ Rolled edge rubber faucet attachment with 
brass fitting at other end of hose. 


@ Fits any size faucet. wth? 
5 uqyiAled 


Without — brass concn 
























HANCOCK MANUFACTURING, Inc. 


131-137 S. Second St. ° Philadelphia 6, Pa. 
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THE GRABLER 
MANUFACTURING 
co 


CLEVELAND, OHIO 


THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings * AAR 
Fittings * Unions « Rail Fittings * Cast Iron Steam and Drainage 
Fittings * Patented Drainage Fittings * Brass Fittings and Unions 
* Steel and Brass Nipples * Hangers * Copper Tube Solder-Joint Fittings 


Grabler Square “Gee” 
Package-Protected Fittings 
Cost You Not One Cent More 


Each fitting is clean, ready to use, salable 
and profitable because package-protected 
from rust, dirt and damage. Grabler Square 
“Gee” Package-Protected Fittings come one 
size and type of fitting packaged in a small 
carton; label plainly imdicates type, size and 
number of fittings in each carton. Small 
cartons are shipped in sturdy master con- 
tainers sized for convenience in storing and 
handling. Most small cartons can be shipped 
by simply attaching shipping label—no 
repacking necessary. They cost you not 
one penny more. Ask your wholesaler for 
Square “Gee” Package-Protected Fittings. 


THE GRABLER MANUFACTURING CO. 
6565 BROADWAY «+ CLEVELAND, OHIO 


RABLER 




















TeEGco BUILDERS HARDWARE 


Opens The Door To Finer Living .. . 
... for both you and your customers 


To You It Means a fast-selling line that you 
can sell against any competition—a complete, 
quality line on which you can make real money. 


To Your Customers It Means strength, reliabil- 
ity and all-motif gracefulness. True quality all 
the way! 


Ask your jobber about Tegco Hardware! 





TECHNICAL GLASS COMPANY, Inc. 
2050 E. 48th St. Los Angeles 11, Calif. 











AT LAST— 


A REAL ROACH KILLER! 


Black Flag Roach Spray Solves the Roach Problem— 
Recommend it to your customers with confidence 
Contains chlordane! . tr taannell 


a aed 


ee 


~~ Boach pray More 
Mer fective than DDT 


yur home of wy’ — 
h quickly and “ 
| places 6 ith Blac per 4 
It leaves an invis : 
1 contact. Doon 

terbugs, t?- x 
ecticide more “i 


ie 
















you can rid y¢ 
e-bearing roac 
y infeste 


Now 
disease-be 
Si )spra 
Simply SP — 
Special Roach Spray : 
fin ich kills roaches ¢ ; 
: ai gs and wa 
1 iracle ins é 
insc dane, miracie | ose gg 
Contain DDT for killing crawling 
rective that 
effective 
sects of all — — ‘ 
pans a thin 72 hours anc 


guara nteed to kill 
> feo 
| prevent 
every roach wi 
infestation for ee 
used as directed. : vont 
your home nee“ ee 
with Black Flag 3 one 
oh Spray ~ 
oy res every~ 


3 months, 


ie ° 
rd tinier ™ i ? inp 


4 rood sto 
ol Only 49¢ 4 pint. 


~~ 


Advertised in Saturday Evening Post + Look 
American Weekly + Holland's 


os 











~ BOYLE-MIDWAY INC, 27. 40th St., NY. 
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MAXIMUM STRENGTH 


And Uniform Quality Mean 
Satisfied Customers with 


SHEFFIELD 
OIL 
COLORS 


In BULK, 2 pint and Quart 
Cans as well as 3 sizes of 
Lithographed Tubes 


30 outstanding colors, 
triple ground in pure 
linseed oil to give 
maximum strength 
and cleanest colors. 
Highest uniform qual- 
ity assured because 






of our volume production and modern equipment. 
A beautiful metal display cabinet is available as a 
sales stimulator. Write for prices and further details. 


Shetficld Zroze 


PAINT CORPORATION 
CLEVELAND 6, OHIO 








ForRentalferwice— 


the , 


New ToRNADG* . 


Rental Floor Machine 


Exceptionally easy to use 
Does all types of Floor Maintenance 






Here is the ideal Floor Machine for your 
profitable Rental Service. 


Easy to control and handle 
Disassembles for transport 
Adjustable to any size operator 
Correctly balanced for better, faster work 
Sturdy and Serviceable 


Write today for details of our free trial offer so you can 
test the better floor machine yourself. 


*Trade Mark Reg. U. S. Pat. Off. 


FREE TRIAL OFFER 











BREUER ELECTRIC MFG. CO. 


5106 RAVENSWOOD AVE., CHICAGO 40, ILL. 
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watch your prtis soar witn Colona 


a 


The Colonial customers are first - 
# 










to get the benefit . . . for they know that 
Colonial always gives increased 
values at the lowest 


possible prices! 


Send for Our Catalog Listing 











can 


it. Off. 
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GROWING - ROWING » GROWING. 




















Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET e BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 


527 Canal Street 17 East 42nd St. 122 So. Michigan Ave. Southland Hotel 1590 Eudora Street 1051 W. Peachtree St., N.E. 
New Orleans 16, Louisiona New York 17, N.Y. Chicago 3, Illinois Dallas 1, Texas Denver, Colorado Atlanta, orgia 
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It takes 


OUTSTANDING Tools 


to make 


Plastering Trowel 





Dor 


Savabr 








OUTSTANDING Profits! 





Brick Trowel 





Schalk’. 


Schalk’s C 








a 
Bricklayers’ and 
Stone Masons’ Jointers 


Sidewalk 
Edger 















Goldblatt = 


Mason Tools 
Give YOU: 


. . « QUICKER TURNOVER Bricklayers’ Level 
. - » MORE PROFITS 














. . » REPEAT CUSTOMERS 


Give YOUR CUSTOMERS: 


. . FINEST QUALITY 
. - » GREATER VALUE 
. LONGER WEAR 


kd 


—_? 


.) Plasterers’ Hawk 











a =¢ Send Today For FREE Illustrated Catalog 


Write for your copy of Goldblatt’s illustrated catalog 
describing the largest and most complete line of masonry 


mIN = 
L tools and supplies. 








ATTRACTIVE 
DEALER DISCOUNTS 
Goldblatt sells direct to 
dealers, is therefore able to 
offer especially attractive 
dealer discounts. 






Goldblatt Tool Company 


1524 Walnut Street Kansas City 8, Missouri 





i 
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FIRST CHOICE OF THE TRADE FOR 64 YEARS 


In m 
Pet 


3 Pealk’s Ti 








1949 








Vile K fr 





Double X 
REMOVES VARNISH, SHELLAC, WAX, DIRT 
Savabrush Vu fg SAVE YOUR OLD PAINT BRUSHES WITH IS LIKE NOTHING ELSE IN AMERICA 
ola : BLEACHES FLOOR, READY TO REFINISH 
J 
i 
| W axoff GOOD BRISTLES ARE SCARCE, COSTLY WHISKS OFF WAX BEFORE REVARNISHIN 
i DOES IT ALL IN ONE EASY OPERATION 


Reeommended by Peter Putter. 
At paint, hardware, building 
supply, department stores. 
Made by Schaik Chemical 
Company, Los Angeles, Chicago. 


PROTECTS THE BRUSHES YOU HAVE MARES SURE THE VARNISH WILL DRY 


Schalk’s Wood Putty 


Recommended by Peter Putter 
At paint, hardware, bu‘iding 
supply, department stores. 
/ wi ' Made by Schalk Chemical o—. 
t Company , Los Angetes, Chicago oe 









= At paint, robe dass et van 
i supply, department stores 
j ecigeae iat deastien Cane 

Schalk’s Crack Filler 

- 
| 
Peter Putter’s Plaster Pencil 

rs i 
| THE, CAN 






BEKLY 





7 1in magazines like these 
Peter Putter’s Spot Remover 


J halk’s Tile Cement 


will register like this 








119,000,000 MESSAGES 


Schalk’s whole family of Quality Products! Ads that will stick up and out, that will 


sing out and sell...in such big-league magazines as The American Weekly, Saturday 





all through 1949...a hard-hitting campaign on 





Evening Post, Christian Science Monitor Magazine. It is only good sales-sense, 


Mr. Merchant, to tune in and cash in. Order from your jobber! Schalk Chemical 


RS Company. Factories: Los Angeles and Chicago. 


1, 1949 














HAND AND POWER 
MOWERS — BUILT 
FOR SERVICE AND 
DURABILITY — 
SOLD TO DEALERS 


THROUGH JOBBERS 
GRIPTROL ! 
The amazing, 
new Homko 
feature — fin - 
gertip control 
through the 
handle grips. 


TRULY A 

QUALITY 

PRODUCT 
' . 24" cuts 


Homko Products for Home Comfort 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. . Des Moines, lowa 


WITH THE LITTLE 


WONDER ELECTRIC 


HEDGE TRIMMER 













apr gk: 





DOES HOURS 
WORK IN MINUTES 


A sturdy hedge cutter, not a toy. 
Cuts across or down complete 
hedge at one stroke. Carries a 
] year guarantee. 


MADE IN THREE SIZES 


Model 27—27 inch cutting surface. 
Improved, sturdy, lighter 


weight, streamlined. ... $69.50 


Also 36 inch and 60 inch cutting 
sizes. 


Write for dealer information today 


SCHILLER-PFEIFFER MACHINE WORKS 


2128 EAST YORK STREET @ PHILADELPHIA 25, PA. 
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(- > 
MYERS DEALERS! 


Get set for a Big May and 
National Water Systems Month 


——~einete ng 


§ ,| It’s a special month coming up for every 
i} water systems dealer in America! And 
\\ } Myers is getting ready to pass you plenty 
of special ammunition—to help you cash 
Wy 


in on it! 





Take full advantage of the national water systems 
publicity. Spend an hour with your Myers Dealer-Aid 
Catalog right now . . . maybe you need a new indoor 
or outdoor sign to let folks know your store is wate: 
systems headquarters. Is there a better spot to dis 
play your com plete Myers line—and have you got 
plenty in stock? What about your supply of parts 
and accessories? 


Lay your plans and get set now to use any of the 
regularly available Myers aids that will help you 
sell more water systems in May... We'll be along 
with some special ones soon. 


remember—‘Profit Grows When Water Flows”’ 


The F. E. MYERS & BRO. CO., Dept. P-54, Ashland, Ohio 











1 YOURSELF SOME PROFIT! Sal meio ewe coo TranapotTalion 






THE PIONEER 
MOTOR SCOOTER 


4 \ DEALER FRANCHISE 
AVAILABLE 


SELECTED TERRITORIES 


Every thrifty American is a prospect for CUSHMAN 
Motor Scooters. And there’s a CUSHMAN Motor Scooter 
for every transportation need —in the factory and ware 
house, on the farm, for all kinds of commercial delivery and 
for HUNDREDS of personal uses. 

Vastly increased production facilities now make it pos- 
sible to appoint additional dealers in some selected terri- 
tories to sell this famous, nationally advertised line of 
CUSHMAN Motor Scooters, America’s best buy in low cost 
transportation. Low initial investment, operating costs less 
than '4c per mile, and low maintenance, are just a few of 
the reasons why every American with a transportation need 
is a prospect. Find out at once if your territory is available. 
Airmail your inquiry on your letterhead today. 

Write Dept. HA-39 


ESTABLISHED 1901 


Soe (USHITIAN MOTOR WORKS Inc. 


LINCOLN NEBRASKA USA 
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RELY ON THESE BRANDS FOR 
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NEW YORK WIRE CLOT cake 
445 Park Avenue New York 22, N. Y. 
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WITH PLENTY OF SALES APPEAL!” 


Richards - Wilcox 





Garage Door Hardware 






Modern living calls for modern conveniences. In step with 


today’s demands, Richards-Wilcox presents their new 999 






line—modern, new hardware, especially designed for eco- 





nomical conversion to overhead garage door convenience. 
Easy and profitable to sell—easy and inexpensive for 
the customer to install. 
R-W 999 Garage Door Hardware comes to you in one 
easy-to-handle carton, complete with everything needed 
for installation and operation; all hardware including 
tracks. Get all the facts about R-W 999 Garage Door Hard- 
ware today ...call your nearby Richards-Wilcox office or 


write for free folder containing full information about stead- 


ily expanding your profits with the new R-W 999 line. 








Richards-Wilcox Mfg. Co a 


“A HANGER FOR ANY OR THAT SLIDES” ; 18 W 
AURORA, ILLINOIS, U.S.A. 80 > an 1949 
Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C. Ae - 
Indianapolis St. Louis New Orleans Des Moines Minneapolis Kansas City lee. U.S. Pat. Of 
Los Angeles San Francisco Denver Seattle Detroit Atlanta Pittsburgh OVER 69 YEARS 





162 HARDWARE AGE, APRIL 21, 1949 HARD 



















SOELEASDPLIDOS 















nce. exclusive 
for I A 3-way signal! pi 


For the front door: a melodious 
chord continuing as long as en- 


one trance button is pressed. For the i 
ied rear door: a sequence of two styled by famous designer! 
symphonic notes. And one extra 

r cits single note — for the Lurelle Guild has designed CHOR- 
ling hie dee ao Gwe “paging” od — DETTE II with a classic simplicity that 

; hin i : _—~ blends perfectly with any decorative 
ard- inside the house! Oo : ge s 
2) scheme. Available in chrome and white 
2 or or mahogany and brass. . 
Size: 1114” high, 5” wide, 3” deep. 
ad - 
guaranteed 


purity of tone! consistent 











Every CHORDETTE is checked national advertising! 
for perfect pitch by Edwards’ 


5: : : Edwards pre-sells your best custom- 
exclusive electronic device — 


ers with consistent, hard-hitting na- 
the Sonoscope! 


That’s why this chime has no 
equal for tone purity! 


tional advertising. Display the 
CHORDETTE Il... and reap the ben- 
efit of this active sales help! 





Team up that chimes sale with an 
EDWARDS de Luxe PUSH BUTTON! 


These custom-styled push buttons ones 
are in the same smart-appearance, a 
quality class as the CHORDETTE III! 
Beautifully designed in solid, 

forged brass. Build extra profits with 
this related sale... it’s a natural! 
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FREE to hardware retailers and 


their sales staffs. 


USE COUPON (or letter) 


for request for individual copies or for 
such numbers as you can judiciously 
distribute among your employees. 


“PILE FILOSOPHY,” a practical guide in the art of filing, is 
an invaluable aid to hardware-store operators and sales assist- 
ants. It enables them to recommend The right file for the job. 
thus rendering good service to customers and building good 
will for the store. “File Filosophy” has become universally 
accepted as an authority in its field. Sixteen editions, totaling 
nearly half a million copies, have been printed — making this 
the most widely distributed book of its kind. 

This latest edition comes to you in up-to-the-minute form. 
with special thought given to specialization in files for 
different uses. It reflects the leadership Nicholson holds as 
the largest and one of the oldest and most progressive file 
manufacturers in the world. 


st, NICHOLSON FILE CO., Providence 1, R. I. -_. 
' i 


U.S.A (In Canada, Port Hope, Ont.) 
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48 interesting, instructive illustrated 
pages. Subjects include: 


¢ All representative regular-purpose files and rasps. 
© Saw files and filing. 
¢ Sharpening tools and implements. 


¢ The exclusive and radically different Nicholson 
Super-Shear and Machinist’s G. P. Files. 


© Special-purpose files for Brass, Lead, Aluminum, 


Stainless Steel, Foundry Castings, Die Castings, 
Die Making, Lathe Filing, Curved Tooth and 
Shear Tooth Filing. 


© Swiss Pattern files. 
¢ History and manufacture of files. 
¢ File terminology. 


¢ Filing methods and how to get the most out 
of files. 


© Precision filing. 


NICHOLSON FILE CO., 25 Acorn Street 
PROVIDENCE 1, R. |. 


Seer copies of the new 1949 edition of 
“File Filosophy.” 


Proprietor or firm name 


Address 


Title or Position) 
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By Charles J. Heale 


The Palm Beach Convention 
Got Down to Brass Tacks 


ORE important, I believe, 
than its record-breaking 
registration of nearly 

1400 delegates and guests, the re- 
cent Palm Beach Convention had 
an unusually significant program 
on basic American economic and 
political developments and prob- 
lems. 

No one hearing, or reading in 
this issue, starting on page 178, 
the story of this convention, could 
fail to appreciate the serious and 
thoughtful appraisal given to the 
encroachment of Communism on 
our American daily life. Nor could 
anyone fail to recognize the threat 
to the American way of life in- 
herent in the current high taxation 
program and the efforts for in- 
creasing governmental control on 
commerce. 

Typical of such thought-provok- 
ing (and I hope action-provoking) 
contributions to this joint session 
of Southern wholesalers and hard- 
ware producers, let me quote a 
paragraph from the lead story on 
this convention report based on 


the address of Arch N. Booth, 
manager of the U. S. Chamber of 
Commerce. This reads as follows: 


“He reviewed some of the pro- 
posed legislation which would 
increase Social Security costs to 
20 per cent of the nation’s pay- 
roll, continue rent controls, pro- 
vide for socialized medicine, 
higher pay and shorter hours, 
expansion of government-owned 
power projects as well as other 
ideas which would increase 
taxes beyond their present 
heights and greatly increase 
government control over com- 
merce. Mr. Booth declared that, 
‘It is obvious that we are fur- 
ther along the road to collec- 
tivism with its slackness, incom- 
petence, impoverishment, de- 
struction of individual incentive 
and freedom than most people 
suspect.’ He urged that we show 
more interest in those who are 
elected to serve in our govern- 
ment, and that all citizens exer- 
cise their voting franchise in each 


election. We should, he main- 
tained, keep in touch with can- 
didates and officials on all ques- 
tions on proposed and existing 
legislation.” 


Equally interesting and impor- 
tant were the practical talks on 
hardware distribution problems 
dealing with incentive plans, pack- 
aging problems, employee _rela- 
tions, stock control systems, credit 
controls, and a special meeting de- 
voted to the desirability of whole- 
salers expanding their . sporting 
goods activities. Even in these 
basically distribution discussions 
there were frequent references to 
the impact of socialistic tendencies, 
the need of tax reductions and the 
danger of further and/or con- 
tinued governmental controls on 
business operations. 

The story of the Palm Beach 
Convention, in this issue starting 
on page 178, is too important to 
read casually. It merits most 
thoughtful and careful, complete 
reading and actually re-reading. 
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“Tax the Untaxed First’—They Represent 
The Only Untapped Sources for New Revenue 


HE editorial under the above 

title (See HarRpWARE AGE, 
March 24, 1949, p. 101) has pro- 
voked considerable interest. Many 
readers have requested extra 
copies to send to their Senators 
and Representatives and some 
were thoughtful enough to send us 
copies of their letters which ac- 
companied the clippings. A few 
went a step further and sent us 
the original letters received in 
reply from their Congressmen. The 
latter replies varied greatly in com- 
plexion and reaction with no single 
promise of support for “taxing the 
untaxed first,” though there were 
several who designated the subject 
as one of definitely increasing im- 
portance and interest in arriving 
at any new tax legislation. A scant 
few requested additional data for 
their guidance. 

To sum it up, these samples of 
Congressional interest indicate 
clearly that the fight to “tax the 
untaxed first” still has a long way 
to go before sufficient favorable 
action can be expected in official 
Washington. 

A copy of the editorial, men- 
tioned above, has now been sent 
to every member of both houses of 
Congress and additional copies are 
available, upon request, to any 
reader interested in sending them 
to their respective legislative repre- 
sentatives in Washington with their 
own personal appeals to help this 
worthy cause along. And, believe 


|’ this issue, starting on page 
176, is a complete story on the 
Census of Business that will soon 
get under way based on 1948 ex- 
periences—the first since the 1939 
with which it will be compared 
when completed. 

Looking over an advance proof 


me, this battle needs all the help 
that can be obtained, as a victory 
is still not too close at hand to ease 
off on this fight. 

An important phase of this fight 
is the fact that “taxing the untaxed 
first” represents about the only un- 
tapped sources for new and addi- 
tional tax revenue now available. 
Also, as every present taxpayer 
knows, those who are paying full 
tax schedules presently in existence 
have been and are being taxed to 
the full limit—if not beyond that 
point. 


One of the worst setbacks in the 
fight to “tax the untaxed first” is 
read in an April 10th Associated 
Press news dispatch which reads 
as follows: 

“Co-operatives are the best 
defense of ‘the farmer and the 
little fellow’ against the ‘strangle- 
hold’ of growing monopoly, 
Senator Aiken (R.-Vt.) said to- 
night. 

“Aiken, in an address before 
the Co-operative League of the 
United States, tonight linked the 
co-operative movement with the 
long-stalled St. Lawrence sea- 
way and power project. He said 
both are ‘opposed by the vested 
interests.’ 

“*The railroads and the elec- 
tric utilities spearhead the op- 
position to this (St. Lawrence) 
undertaking which would add a 
fourth coastline to the United 


Census of Business 


of this story I have the opinion 
that the coming business census 
will be of outstanding importance 
and interest with very complete 
data on retail hardware opera- 
tions from almost every basic 
angle. 

For a long time it looked as 


States, thereby opening mid- 
continental North America to 
ocean shipping,’ he said. 

“A message from President 
Truman greeted the farm, labor 
and co-operative spokesmen at 
the opening of the league’s 
three-day meeting. 

**The subjects on your agen- 
da include some of those with 
which I am concerned and have 
submitted programs to Con- 
gress, Mr. Truman said in a 
letter to Jerry Voorhis, former 
California congressman and now 
executive secretary of the league. 

“* ‘Specifically, I share your 
immediate concern about more 
efficient distribution, expanding 
basic production and conserving 
natural resources. I will await 
with interest the results of your 
conference.’ ” 


Such public and well-publicized 
statements from high places can- 
not fail to be impressive on the 
wrong side of the ledger as far as 
tax-paying business operators are 
concerned. And most unfortunate- 
ly they come from both major 
political parties in this instance. It 
suggests that the political potency 
of the Co-ops is still greater, or 
more articulate than those who 
would tax them as their tax-paying 
competitors are taxed. This is 
further evidence that the fight 
must go on and with greater in- 


». tensity than ever before. 


though there would not be such a 
study made for some years to 
come, and so many businessmen 
will look forward to this investiga- 
tion as it is the first post-war cen- 
sus to be compared with the last 
pre-war census. 
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The balcony display windows are effective and easily visible from the street. 


Balcony Eliminates High 


A. H. Borman & Co's. new store had 15-ft. ceilings 
but a balcony made use of the wasted space and 
furnished a section where women like to browse 





Here is a long view of the balcony itself. Glassware and housewares 
are featured here and it's a popular section with women customers. 
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Wars Alfred H. 


Borman, of A. H. Borman & Co., 
St. Charles, Ill., purchased a large 
store building in the heart of that 
city’s downtown area, two years 
ago, he was faced with the prob- 
lem of handling an unusually high 
15-ft. ceiling. 

Former occupants of the store 
had used high shelving and dis- 
plays reaching almost to the top 
of the store, and ladders had to be 
used in order to reach the mer- 
chandise there. Desiring to have 
a modern store, Mr. Borman 
wanted to bring the top level of 
display shelves down where the 
customers could see and ask for 
the merchandise. 

The store building measures 22 
ft. in width and 90 ft. in length 
and, after studying the problem, 
Mr. Borman decided to construct 
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a balcony which would encircle 
the entire store interior, and thus 
afford additional display space. 
This was the only practical solu- 
tion he could think of for utilizing 
this extra space, without changing 
the ceiling levels. 


From floor level to the ceiling 
underneath the balcony now mea- 
sures 81% ft., while there is about 
614 ft. from the balcony floor to 
the store ceiling. 


Balcony Construction 


The balcony itself is 5 ft. wide. 
It has a fiberboard ceiling which 
lessens the weight of the structure 
over wood. Mr. Borman used 4 
by 4’s for joists in the balcony so 
that the floor would be strong but 
not too thick. A 1 by 4 steel 
channel laid along the entire length 
of balcony edge to face it, and to 


hold the edges of the joists. The 
store ceiling was also reinforced 
by a joist every 12 ft. Fluorescent 
lighting was used throughout the 
first floor and balcony area. This 
gives Mr. Borman a modern store 
which appeals to the trade. 

A center store stairway was also 
removed and the stairs placed at 
the rear, a move which affords 
considerable additional display 
space. Windows were also placed 
along the west balcony wall. 

This remodeling program also 
gives the establishment three addi- 
tional display windows at the front, 
and the merchandise displayed on 
the balcony level is easily visible 
from street levels. 

Mr. Borman says that the build- 
ing cost $20,000, while the re- 
modeling program amounted to 
$17.500, including the lighting 


and some new fixtures. 


The firm’s offices are at the rear 
of the balcony. From this spot, 
Mr. Borman and his son, Alfred, 
as well as the bookkeeper, can 
watch operations in at least three- 
fourths of the balcony and first 
floor area. This is an important 
factor in giving customers good 
service and eliminating waiting 
periods. 


Housewares Shown There 


Mr. Borman is more than satis- 
fied with the way in which the 
balcony area has attracted cus- 
tomers in this town of approxi- 
mately 6000 inhabitants. Most of 
the housewares stock is displayed 
on the balcony. The items can 
easily be seen from the first floor, 
and customers drift upstairs and 
browse about. 

“No one objects climbing those 


Ceiling-Shows More Goods 








ed 
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The interior of the store showing balcony construction before stock was installed. 
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Major appliances are ideally displayed under the balcony and 
there are two shelves above them where small items are shown. 


easy stairs,” says Mr. Borman. “In 
fact, a lot of women customers tell 
us they appreciate the opportunity 
of being left alone to browse about 
and inspect the stock. One day 
two women came into the store 
and asked for a washbasket before 
going up on the housewares bal- 
cony. Wonderingly we supplied 
them with the basket. Then they 
went along the balcony department 
picking out housewares they 
wanted to buy and putting the 
items in the washbasket. When 
they brought the washbasket to 
the office area the articles in it 
amounted to $88.50, which was 
quite a sale.” 


Related Sales 


Mr. Borman also states that by 
keeping houseware items together 
in a special area like this, he finds 
more related sales can be made, 
because women shoppers are not 
disturbed by other types of traffic. 

Having been in business more 
than 30 years, Mr. Borman has 
made it a point to develop the 
feminine trade in his store. Two 
years ago he was chairman of an 
annual Homemakers’ Day pro- 
gram sponsored by the St. Charles 
Chamber of Commerce, which 
featured the part which women 
play in modern life. 

As a highlight of the lively 
Homemakers’ Day program, wo- 
men from the trade area were in- 
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vited to a special dinner at a local 
hall. More than 200 women were 
dined and entertained at this din- 
ner, with Mr. Borman and the rest 
of the business men doing the 
serving. Clad in white aprons, 
they had an opportunity to wait 
on the women and develop much 
good will. 

“Women appreciate a neat, 
clean, modern looking store,” says 
Mr. Borman. “They like to see 
plenty of good merchandise well 
displayed, and they like to be 
treated courteously. That is what 
we are trying to do here.” 
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The Borman merchandising pro 
gram, plus the new store have com- 
bined to give this firm an annual 
volume approximating $250,000, 
says the owner. 

Mr. Borman, a World War | 
veteran, who went to work in a 
hardware store immediately afte: 
his service terminated, believes 
that every customer who walks 
into a hardware store for even a 
small item, represents a future sales 
possibility well worth cultivating. 


Go After Repeat Business 


He and his store staff do every 
thing they can to be courteous, 
friendly and helpful to every cus- 
tomer. They look beyond the im- 
mediate sale to repeat business 
year after year. As a result they 
have numerous customers who pur- 
chase $500 and more of merchan- 
dise every year. Not so long ago 
one prospect walked into the store, 
saying he had been directed there 
by a satisfied customer. This pros- 
pect purchased $1,100 worth of ap- 
pliances before leaving that day, 
and has since made other pur- 
chases. Mr. Borman points to this 
instance as a case of customer 
recommendation actually being 
represented in extra sales. 

“We carry a large stock of most 
items which our customers want,” 
says Mr. Borman. “We make it a 
point to see what our customers 

(Continued on page 261) 


The steel goods section on the first floor as seen from the balcony. 
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Shower Curtain Salon Solves 
Problem of Slow Movers 


Maxwell Hardware evolved novel and attractive 
interior and window displays that succeeded in 


turning 


| Maxwell Hard- 


ware store, San Leandro, Calif., 
recently had a large stock of 
shower curtains—and they were 
slow movers. In fact, they were so 
slow that Manager M. Howlett had 
just about decided to close out the 
items. However, before doing so, 
he made one last try. 


How It Was Done 


A small double-door width sec- 
tion of the main floor wall was 
given over to shower curtain dis- 
play. A heavy curtain rod was 
hung and the curtains in sets were 
threaded onto the rod. In the 
center of the space, at eye level, 
two 6-in.-wide plate glass shelves 
were put up. On these, mulli- 
colored bathroom glasses were dis- 
played—one shelf being devoted 
to glassware and the other to plas- 
tic glasses. 

A bath rug was placed on the 
floor in the space between the 
hanging shower curtains and the 
wall. In one corner was a clothes 
hamper and in the center a small 
upholstered stool. Against the 
wall and divided on each side of 
the two glass shelves, were hung a 
set of plastic window curtains. 

This set was featured directly 
opposite the houseware depart- 
ment on open top display tables. 


Window Display 


A similar set was used in one of 
the display windows and for four 
weeks a small display ad was run 
in the local paper. This ad car- 
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ried an illustration of shower cur- 
tains and read: “Visit Our New 
Shower Curtain Salon.” 

“Sales response was immediate," 
says Manager Howlett. “We sold 
more shower curtains in a month, 
with the salon display, than we 
had formerly sold in six months. 
And we have been pleased that 
sales have held up ever since we 


the trick and built worth while sales 


installed the wall display salon. 

“The display has also accounted 
for a substantial sale on hampers, 
stools, and bathroom glasses. 
These are all displayed in other 
sections of the store. but sales from 
the curtain salon on these items 
leads sales at the different depart- 
ments where the same items are 
shown.” 





Here's the display that sold shower curtains and many allied items. 
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Hardware Age Display 


Adjustable Shelf Table Unit for Point-of-Sale Displays 


————_____— 


/N MANY XTRA /MPULSE— 


SALES ~~... 











” 
* 
SPLLIALS FEATURE D/SPLAVED 


IN THESE END BNE WILL RESULT 








YODUN 7 FLW OF STEVES 
IN BALK PANE i= 

























Over-all illustration of the adjustable shelf table unit. 


Mans hardware 


dealers are now planning more 
point-of-sale store interior dis- 
plays to step up sales. 


The Purpose of Display 


The purpose of a window dis- 
play is to stop people who are 
passing on the sidewalk and 
bring some of them into the store 
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to shop. Then it is up to the store 
interior displays to sell the goods. 

The drawing on this page shows 
how merchandise can be pro- 
moted at the point-of-sale, in end 
feature bins and mounted on the 
center panel. Feature bins should 
be used on most of the tables 
throughout your store to promote 
and sell specials. The detail draw- 
ing shows how this panel and the 
shelves can be made out of ply- 


wood. Attach short lengths of 
metal key hole strip to the panel 
so that the shelves will be ad- 


justable. 


The Cost Is Low 


These shelf units can be installed 
on many tables in your store at 
low cost and in each case consid- 
erably more merchandise can be 
displayed on each table. 
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Ideas 


Some of the lines of hardware 
which can be open displayed in 
bins on this type of table shelf 
unit, are: screwdrivers (all types) 
auger bits, scrapers, pocket levels. 
plumb bobs, carpenters’ chalk. 
line, steel and cotton tapes, steel. 
boxwood and aluminum rules. 

One table could be devoted to 
a full line of sockets, drive sock- 
ets, flexible sockets, square point 
sockets, universal joints, spark 
plug sockets, etc. 


Show One Line 


It is always good merchandise 
presentation to display one com- 
plete line or a group of related 
items on one table so that the cus- 
tomer can make a quick and easy 
selection. 


“Plumbers' Tools" Table 


Another table could be set up 
for “Plumbers’ Tools” and each 
table should have a sign to iden- 
tify the line displayed on it. This 


To help those hardware dealers who do not have a professional 
display man HARDWARE AGE has arranged with a display con- 
sultant, having more than 20 years' experience in designing and 
building both window and store interior displays, to write a series 
of articles on these important phases of successful operation. The 
author of this series—which will appear in every other issue of this 
publication—has gained practical experience, in his own business, 
designing and building fixtures and displays for retail stores. 

Your comments and suggestions are invited as to the types and 
kinds of displays YOU would like to see featured, in these pages. 
Should you wish information as to sources of supply for hardware 
used in these display fixtures or about any other phase of these sug- 
gestions, please address your inquiries to: 

Display Editor, c/o Hardware Age, 100 East 42nd St., New York 
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could include gas and alcohol the amount of extra premium 
blow torches, tap wrenches, taps _—_ space picked up would be surpris- 
and dies, all sizes, soldering irons, ing and it would be secured with- 
salomaniac candles, solder (all out increasing the size of the 
types), caulking irons, babbit, store or paying more rent. 


paste, etc. 


A good plan would be to list Easy to Build 


all the items now displayed on 
tables in your store, and then 
draw up a scale floor plan show- 
ing all the various sub-lines suit- 
able for this type of point of sale 
displays. 

If an average of 50 per cent 
of all the tables in your store were 
equipped with these shelf units 
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The units can be built out of 
5% in. or 34 in. plywood by your 
local carpenter to fit whatever 
size tables you have available. 
The dimensions we list in the 
detail drawing are for two 30 in. 
wide by 6 ft. long tables but they 
can easily be changed to fit the 
tables in your own establishment. 








HE/GAT DF BACK PANEL 
DEPENDS IN +1E1GH 7 OF POOR 
COUN JERS — TOTAL HEIGHT FROM 
ZLOOR 72 7OP OF GALK PAVEL SHOULD 


Ba 56°AT WENAST 


1 
| 


faUR COUNTERS LE55 10°£ALH END FOR 








Detail illustration showing construction of back panel. 
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Business Census Takers 


Nationwide study of the 1948 business of the 
distributive and service trades will be the 
first since 1939. Will reveal credit 

practices of larger retail stores 
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All retail stores which had sales of $100,000 or more in 1948, as well as some selected smaller 
stores, will use the longer form, BC 21, which is partially shown here. Hardware business will use 
the section indicated by the large arrow to give the break-down of their 1948 sales. 


Wan IN the next 


couple of months all the retail, 
wholesale and selected trade estab- 
lishments located in the United 
States, Alaska and Hawaii—some 
three million firms—will be visited 
by enumerators of the Bureau of 
the Census. The census takers will 
leave at each place of business a 
reporting form to be used in sup- 
plying information for the 1948 
Census of Business. 

The forthcoming Census will be 
based on reports of 1948 business 
operations, and will provide data 
for comparison with operations in 
1939, the year last covered by a 
nationwide Business Census. The 
80th Congress authorized and di- 
rected the Census Bureau to con- 
duct a census of the distributive 
and service trades in 1949 and 
every fifth year thereafter. 
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The information collected will 
provide a basis for measuring the 
contribution made to the country 
today by hardware dealers and 
others engaged in the distribution 
and service trades in supplying 
goods, employment and wages. 
Emphasis will be laid on develop- 
ment of statistical information de- 
signed to furnish trade manage- 
ment with data to be used in ap- 
praisal of business operations. 
Business will use this information 
in its effort to reduce distribution 
costs and to increase stabilization 
in serving customers, 


What It Seeks 


The Census Act makes it the 
duty of business owners and man- 
agers of establishments covered by 
the Census to supply complete and 


accurate information, to the best 
of their knowledge, to the in- 
quiries on the Census report forms. 
Violation of this requirement is 
punishable by fine or imprison- 
ment, or both. At the same time, 
this law imposes upon the Census 
Bureau the responsibility of treat- 
ing in strictest confidence the facts 
reported by individual establish- 
ments. All data will be published 
only in such statistical combina- 
tions with reports from other hard- 
ware dealers as nondisclosure re- 
strictions will permit. Census 
Bureau enumerators are sworn to 
secrecy and are subject to fines 
and imprisonment if they reveal 
to the public any confidential in- 
formation about any establish- 
ment. Moreover, the information 
reported by hardware dealers may 
not be used for taxation, regula- 
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Will Soon Visit 
All Hardware Stores 


tion or investigation, and no other 
agency governmental or private, 
has access to the Census Bureau 


files. 


Requirements Reasonable 


Since the law imposes penalties 
for failure to furnish the required 
census reports, the Bureau had an 
obligation to design the report 
forms and reporting procedure so 
as to make the requirements of the 
law reasonable. In addition, such 
a procedure keeps the cost of con- 
ducting the Census at a minimum 
level since prolonged negotiation 
with the large number of business 
firms involved in the Census would 
require a substantial increase in 
expenditures. 

For this reason, a simplified 
retail trade form has been devised 
for the great number of small in- 
dependent retail stores, such as the 
little hardware store, the corner 
grocery, and so on. There are al- 
most a million and a half such 
stores in the country, with most 
of them possessing rather limited 
records for answering the ques- 
tions asked of the large establish- 
ments. 

A report has also been designed 
for use by all large independent 
retail stores as well as all units of 
retail chain organizations. To- 
gether these stores account for 
about 70 per cent of total sales 
by retail trade establishments al- 
though they represent only 15 per 
cent of the number of retail stores 
in the nation. Their more com- 
plete records will enable them to 
furnish the more extensive data 
requested. 

Many of the inquiries on the 
retail reporting forms can be an- 
swered without reference to any 
records at all. These cover such 
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factual items as identification and 
location of the business, its owner- 
ship, legal form of organization, 
and related information. For the 
remainder of the inquiries, refer- 
ence to records will be required 
to provide data on number of em- 
ployees, pay roll, and total sales. 
The small hardware retailer will 
be asked to itemize the dollar 
volume or percentage of total sales 
represented by the four principal 
merchandise lines handled by the 
store. The larger retailers will be 
asked for supplemental informa- 
tion on inventories, credit prac- 
tices, merchandise line sales (in 
greater detail), and similar tradi- 
tional retail Census subjects. 


Pattern Established 


In reducing the amount of in- 
formation requested of the small 
retail stores, the Bureau did not 
wish to run the risk of failing to 
measure any possible differences 
between small and large retail 
stores in the items which were on 
the large store report only. Con- 
sequently, a pattern which repre- 
sents the experience of the small 
stores will be established by re- 
quiring that a representative 
group of small retail stores pro- 
vide figures on the large store 
report. This group will be scien- 
tifically determined by the Bureau 
so that the final published figures 
will preserve the traditional Cen- 
sus standards of accuracy. Hard- 
ware stores will, of course, be 
included in this group along with 
other kinds of business. It is 
estimated that about 5.000 hard- 
ware stores in the country, out of 
an estimated total of about 40,000 
will be requested to fill out the 
more detailed report. (The Harp- 
warE Ace Direct Mail Lists 


showed a total of 37,88] retail 
hardware stores on March 10.) 


How are the results of the 
Census going to help the average 
retail dealer? Many of its bene- 
fits are indirect but are very im- 
portant to continuing success in 
business. For example, manufac- 
turers and wholesalers of hard- 
ware lines study the results very 
carefully to see whether their 
coverage of each area is as com- 
plete as it should be. This leads 
to competition between manufac- 
turers and between wholesalers 
(and to the benefit of retailers) 
in order to advance their sales in 
markets where they are under- 
represented. If a particular area 
shows an appreciable increase 
since the last Census for some 
type of store. the advertising of 
these lines in that area will be 
stepped up. and this increased ad- 
vertising can be of considerable 
help to the retailer. 


Can Bé Used Directly 


The Census results can be used 
directly by the retailer to deter- 
mine for example, whether he is 
getting his share of the available 
business in a particular area. If 
he is not, the retailer can see what 
lines of merchandise are usually 
sold by stores. similar to his, in 
similar areas. He may then de- 
cide that he too can carry these 
lines. 


The hardware retailer will be 
able to tell from the tabulations 
what combinations of merchandise 
lines are sold by hardware stores 
and related types of stores. such 
as retail lumber and building ma- 
terial dealers: building material 
dealers without lumber; paint, 

(Continued on page 256) 
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Airplane view of Palm Beach 


A Review of the Southern 


| * spread of Com- 


munism; the need for greater un- 
derstanding and co-operation be- 
tween management and labor; 
pleas for halting and reversing 
the long and steady upward trend 
of taxes, and strong protests 
against the Federal Govern- 
ment’s increasing regulation of 
commerce were the dominant 
matters discussed by keynote 
speakers at joint sessions at the 
Palm Beach, Fla., joint conven- 
tion of the Southern Wholesale 
Hardware Association and the 
American Hardware Manufac- 
turers Association, April 4 to 7, 
1949. It was the 96th semi-an- 
nual gathering of the A.H.M.A. 
and the 58th annual convention 
of the S.W.H.A. All sessions 
were held at convention head- 
quarters, the Palm Beach Bilt- 
more. 

A special sporting goods divi- 
sion session was held Monday 
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morning although the official and 
traditional joint opening session 
was held that evening in the Bilt- 
more Ballroom. The wholesalers 
held, in addition to the sporting 
goods meeting and joint sessions 
with the manufacturers, regular 
business sessions to consider a 
wide variety of problems incident 
to operation of their businesses 
as well as their annual business 
meeting and election of officers. 

Registration of 1359 members 
and guests broke all previous rec- 
ords for the joint annual conven- 
tion of the Southern Wholesale 
Hardware Association and the 
American Hardware Manufac- 
turers Association. Ninety-five 
of the 119 member companies of 
the S.W.H.A. were represented 
by 201 registrants, and 224 
manufacturing concerns, mem- 
bers of A.H.M.A. accounted for 
577 delegates. About 300 ladies 
registered at the convention. 

W. H. Terstegge, president, 


Stratton & Terstegge Co., Louis- 
ville, Ky., S.W.H.A. president, 
was reelected to that office as 
were all other officers. T. W. Mc- 
Allister, Orlando, Fla., of 
Southern Hardware, was reelect- 
ed managing director. Two new 
executive committee members 
were named. 


A.H.M.A. Executive 
Committee 


Although new officers of the 
American Hardware Manufac- 
turers Association will not be 
elected: until the October, 1949 
meeting of that association, the 
executive committee named a new 
vice president and a new member 
of the executive committee at a 
session during the southern con- 
vention. Herbert E. Megran, 
Starline, Inc., Harvard, IIl., a 
member of the executive commit- 
tee of A.H.M.A. was named a 
vice president of the association 
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Palm Beach Biltmore Hotel with Lake Worth in the foreground. 





(Gerecke) 


Convention in Palm Beach 


1 brant registration of 1319 wholesalers, manufacturers, manufacturers’ agents, their 
ladies and guests, broke all records for joint annual convention of Southern Whole- 
sale Hardware Association and American Hardware Manufacturers Association, at 
Palm Beach, Fla., April 4 to 7, 1949. Keynote speakers stress increasing threats of 
Communism, at home and abroad; the need for decreased taxation, and the dangers 
resulting from increasing governmental control of commerce. W. H. Terstegge re- 
elected S.W.H.A. president. Herbert B. Megran elected A.H.M.A. vice president and © 
R. H. Coleman a new member of executive committee. Was 58th annual convention 
of Southern Association and 96th semi-annual session for Manufacturers’ Association. 


to succeed the late B. E. Strader, 
Remington Arms _ Co., _Inc., 
Bridgeport. R. H. Coleman, sales 
manager, Remington Arms Co., 
was elected to fill the vacancy on 
the executive committee, his term 
to expire in 1950. 


Resolutions 


The A.H.M.A. Executive Com- 
mittee session passed two resolu- 
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tions. One, a memorial resolu- 
tion reads as follows: 


“Let this be a solemn pause 
in thoughtful reverence to 
keep alight the memory of our 
beloved friend and associate 
BERNARD E. STRADER, Vice 
President, American Hardware 
Manufacturers Association. 

“He was recognized as a 
leader who stood for the high- 
est in business integrity. He 


held the respect of competitors 
and customers alike, and will 
be greatly missed by all who 
were fortunate enough to have 
known him. 

“Beyond this, will be missed 
in even greater measure his 
cheerful and sympathetic dis- 
position, good comradeship and 
loyal friendship. 

“The memory of such a man, 
so faithful to the principles in 
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which he believed, will always 
be an inspiration. 

“In his passing we have suf- 
fered an irreparable loss and 
we would pay a tribute of last- 
ing affection and respect. 

“So BE IT RESOLVED: That 
with profound sorrow and a 
deep sense of loss, the Officers 
and Executive Committee and 
Membership of the American 
Hardware Manufacturers As- 
sociation present this expres- 
sion of their deepest sympathy 
to the family and associates of 
their friend and fellow officer.” 
At the same session the com- 

mittee also passed a resolution 
paying tribute to its former sec- 
retary-treasurer, which read, in 
part: 

“The membership of the 
American Hardware Manufac- 
turers Association wishes to go 
on record in expressing deep 
appreciation of the years of 
outstanding and loyal service 
of Charlie Rockwell as Secre- 
tary-Treasurer of this Associa- 
tion; 

“And, further, wants to re- 
cord that his genial and vi- 
brant personality has been 
greatly missed at this conven- 
tion.” 


Complete lists of all of the of- 
ficers and members of the ad- 
visory boards and executive com- 
mittees of both associations are 
listed elsewhere in this issue. 


Opening Session 


A musical program and then 
the invocation by the Rev. Tage 
Teisen, Bethesda - by - the - Sea, 
Palm Beach, at the opening ses- 
sion Monday evening in the Bilt- 
more, were followed by opening 
remarks of W. H. Terstegge, 
president, Stratton & Terstegge 
Co., Louisville, Ky., president, 
S.W.H.A., to which H. F. Sey- 
mour, president, Columbian Vise 
& Mfg. Co., Cleveland, Ohio, and 
A.H.M.A. president, responded. 

President Terstegge, in speak- 
ing of the gavel he was using, 
said in part: “I don’t believe the 
members of the association know 
very much about the gavel that 
I hold in my hand, but I want to 
read the inscription .. . ‘Pre- 
sented to the Southern Hardware 
Jobbers Association by visiting 
manufacturers, Old Point Com- 
fort, Va., June 15, 1900.’ That 
was one year before the Ameri- 
can Hardware Manufacturers 
Association was organized, and I 
think it is something of a relic 
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and a treasure to have in the as- 
sociation’s possession a gavel 
with that inscription and that 
history behind it.” 

Guest speaker of the evening 
was Dr. George S. Benson, presi- 
dent, Harding College, Searcy, 
Ark., on the subject “Our Ameri- 
ean Heritage.” He pointed to 
various trends noticeable today 
which are threatening our Amer- 
ican heritage and our individual 
freedom. He pointed particularly 
to the recent reenactment of rent 
control legislation and to Federal 





additional help. He said that it 
had been a necessary step in im- 
proving employee relationship, 
which was proved by a marked 
lessening in the turn-over of help. 
The five-day week also gave the 
company a greater degree of se- 
lectivity in hiring its personnel 
since prospective employees were 
more eager to work for the com- 
pany, and some at less pay than 
their previous places of employ- 
ment. 

Mr. Biar said that when the 
company switched from the 44 to 


esti serra 


(Frenchy) 


Looking across Lake Worth to Palm Beach. 


aid to education. Discussing Com- 
munism he said that in America 
there are a total of 564 organi- 
zations, classified officially as 
Communist or Communist Front 
organizations. These, he con- 
tinued, have been fathered di- 
rectly or indirectly by foreign 
propagandists, who have been 
busy here for 30 years. Dr. Ben- 
son called for 10,000,000 ardent 
evangelists preaching the Ameri- 
can way of life and told of the 
free services available from 
Harding College for combatting 
the threats against “Our Ameri- 
can Heritage.” 


S.W.H.A. Tuesday Session 


“The Five Day Week” was the 
topic discussed by Herman T. 
Biar, The Schoellkopf Co., Dallas, 
Tex., at the Tuesday morning 
session of the Southern Associa- 
tion. Mr. Biar related that his 
company has been on a five-day 
week for two years and that go- 
ing on such a work schedule 
could be accomplished without 


the 40 hour week, the wages of 
some were raised 10 cents an 
hour while those making more 
than 75 cents an hour took a cut- 
back. In all Mr. Biar remarked 
that now there was greater pro- 
duction in the company’s manu- 
facturing division and less waste 
of time in all divisions. 

Further, he said, periodic re- 
views were made in the industry 
and community to enable the 
company to maintain an average 
wage rate. Employee benefits in- 
clude paid vacations, life insur- 
ance, hospitalization and _ sick 
benefit policies and a Christmas 
bonus. There was no difficulty 
with customers occasioned by the 
five-day week, Mr. Biar com- 
mented, except in the appliance 
department where the company 
had to keep one man at call to 
take care of emergency repair 
calls. That man is not on duty at 
the office but remains at home. 

W. W. McManus, vice presi- 
dent and general manager, King 
Hardware Co., Atlanta, Ga., dis- 
cussed incentive plans, from vari- 
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ous angles—employer and em- 
ployee. He suggested that any 
bonus distribution plan should 
be substantially with some defi- 
nite relationship to profits but 
varying in accordance with in- 
dividual salaries, based on either 
individual performance or that of 
a relatively small group. He out- 
lined methods used by a number 
of concerns and declared that “no 
plan of compensation is a cure-all, 
nor a substitute for employee 
training and good management.” 

On the subject of “Returned 
Goods,” A. C. Siviter, Clarke Si- 





The S. B. Hubbard Co., Jack- 
sonville, Fla., said that a study 
of operating expenses is, or has 
been in the minds of most man- 
agements today; what expenses 
are essential, what expense if re- 
duced may impair sales. Mr. 
Kenny then outlined a working 
analysis of expenses starting 
with a comprehensive chart of 
accounts and including a com- 
parison of sales, gross profit and 
detailed expenses. He also told 
about the efforts of the National 
Wholesale Hardware Associa- 
tion and the mill supply associa- 
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Entrance of the Palm Beach Biltmore Hotel. 


viter Co., St. Petersburg, Fla., 
said in part: “Defective mer- 
chandise appears to represent 
the greatest difficulty we have 
to contend with. In many in- 
stances, it is difficult for the 
dealer or the wholesaler to fair- 
ly determine whether or not an 
article is mechanically defective. 
In most cases, the dealer finds it 
necessary to make replacement, 


and likewise the wholesaler finds . 


himself in exactly the same posi- 
tion. So in the final analysis, we 
make the item good, throw it in 
a corner and forget it—or we pay 
the transportation charges and 
send it to the manufacturer for 
«nal disposition. Then what hap- 
pens? Some manufacturers re- 
place the item with a new one 
which may be resold by us. 
Others make repairs and send 
the identical item back to the 
wholesaler—but, in this case, it 
cannot be resold as new mer- 
chandise.” 

In a _ discussion, “Expense 
Control,” T. J. Kenny, president, 
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tions to build a more valuable 
annual report of their members’ 
operating expenses. 


Our Foreign Policy 


Following discussions, from 
the floor, at the Tuesday morn- 
ing S.W.H.A. meeting that or- 
ganization and the A.H.M.A. met 
in joint session to hear Hon. 
Arthur Bliss Lane, who had been 
United States Ambassador to 
Poland, 1944-1947, who dis- 
cussed, “Our Foreign Policy— 
Right or Wrong?” He stated that 
our foreign policy, too often one 
of appeasement, has given an 
impetus to Russian expansion. 
He advocated a forceful and con- 
sistent policy which would serve 
to combat the threat of the So- 
viets. The only policy for us to 
follow, he remarked, is a costly 
one, a policy of strength with 
the strongest military forces and 
atomic might. 

He recommended that we 
should repudiate the Teheran 





and Potsdam type of agreements 
on the grounds that the Soviet 
government has already violated 
those agreements. Mr. Lane was 
also heartily in favor of the sign- 
ing of the North Atlantic Pact in 
Washington as being a most con- 
vincing and constructive coun- 
ter-step. It gives hope to the peo- 
ple of Europe that we mean 
again to follow the principles of 
the Atlantic Charter, he de- 
clared. 


Growing Collectivism 


The Wednesday morning joint 
session heard a thought-provok- 
ing address, “It’s Earlier Than 
You Think” by Arch N. Booth, 
manager, U. S. Chamber of Com- 
merce, Washington, D. C. He 
took issue with the slogan, “It’s 
Later Than You Think.” Stat- 
ing that, “no matter who you are 
or where you are or what your 
job may be, you can do some- 
thing to change this country for 
the better.” He urged us “to do 
some soul-searching about our 
own situation here in 1949, and 
about our willingness to do some- 
thing about this situation.” He 
made a strong plea that we heed 
the present state socialistic 
trends, since there are “too 
many people in this country... 
suffering ... from an indecent 
malady ‘gimme and grab’ . 
Too many people want something 
... a Pyramid Club to pay the 
bills.” 


Reviewed Legislation 


He reviewed some of the pro- 
posed legislation which would 
increase Social Security costs to 
20 per cent of the nation’s pay- 
roll, continue rent controls, pro- 
vide for socialized medicine, 
higher pay and shorter hours, 
expansion of governnient owned 
power projects as well as other 
ideas which would increase taxes, 
beyond their present heights 
and greatly increase government 
control over commerce. Mr. 
Booth said that, “It is obvious 
that we are further along the 
road to collectivism with its 
slackness, incompetence,  im- 
poverishment, destruction of in- 
dividual incentive and freedom 
than most people suspect.” He 
urged that we show more in- 
terest in those who are elected 
to serve in our government, and 
that all citizens exercise their 
voting franchise in each election. 
We should, he maintained, keep 
in touch with candidates and of- 
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Some of officers of the Southern Wholesale Hardware Assn. re-elected at the Palm 
Beach Convention, April 7, are seated left to right: H. B. Horsey, Sharp-Horsey 
Hdwe. Co., Atlanta, Ga., treasurer; Fred C. Barksdole, Brown-Roberts Hdwe. & Supply 
Co., Alexandria, La., first vice-president; W. H. Terstegge, Stratton & Terstegge Co., 
Louisville, Ky., president; Charles E. Nash, Nash Hdwe. Co., Fort Worth, Tex., second vice- 


president; T. W. McAllister, Southern Hardware, Atlanta, 

Standing, left to right: E. F. Flato, Corpus Christi Hdwe. Co., Corpus Christi, Tex., new 

executive committee member: R. H. Baker, Fones Bros. Hdwe. Co., Little Rock, Ark., 

advisory board; R. M. Miller, Railey-Milam, Inc., Miami, Fla., executive committee; W. A. 

Parker, Beck & Gregg Hdwe. Co., Atlanta, Ga., advisory board, and A. C. Rankin, 
Teague Hdwe. Co., Montgomery, Ala., advisory board. 


ficials on all questions on pro- 
posed and existing legislation. 

Warren Whitney, vice presi- 
dent, James B. Clow & Sons, Bir- 
mingham, Ala., in his address, 
“The Future Starts Today” 
strongly emphasized that it is the 
spirit of competition that has 
been responsible for the progress 
of this country. We are going to 
have to keep it ethical, he stated, 
if we are to continue progres- 
sively. He said we would have to 
learn to make our system mean 
more to Americans. 

Apply a little spiritual con- 
trol to business activities and go 
out and make our opportunity 
system mean more by giving 
values, said Mr. Whitney. Then 
we would get value in turn. 
Start in your home, he said. Get 
into politics, for “those who 
would ruin your system are in.” 
Speak to your preacher about 
the opportunity system and 
spread it in your office and fac- 
tory. 

The Southern Wholesale Hard- 
ware Association’s final session 
and annual meeting was held, 
Thursday morning in the Coral 
Room of the Biltmore. 


Seek Better Service 


President Terstegge, in his 
annual report told of the growth 
of the association and of the 
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wholesale hardware trade in the 
South. He cautioned that “we 
should never be satisfied. We 
must constantly seek better ways 
to serve both the manufacturer 
and the retailer.” 

Mr. Terstegge said that the 
most important factor affecting 
business today is government, 
“which is grasping for an ever 
increasing portion of our re- 
ceipts, is bearing down heavily 
on our employee relations, is 
affecting every phase of our 
operations.” Commenting on the 
present Congress, he said he 
thought that it would reflect 
public opinion pretty accurately 
and that it would no longer be 
willing to enact radical new leg- 
islation. But he said that busi- 
ness men must no longer turn 
their backs on Congress. Rather, 
they must take an active part in 
trying to influence legislation. 


Secretary's Report 


T. W. McAllister, Orlando, 
Fla., of Southern Hardware, 
managing director, Southern 
Wholesale Hardware Association, 
reported on the association’s 
progress, during the past year. 
New members of the association 
are: Jernigan Hardware Co., 
Augusta, Ga.; Philips Hard- 
ware & Supply Co., Augusta, Ga.; 
Hall & Co., Spartanburg, S. C.; 


Ga., managing director. 


National Hardware & Stove Co., 
Paris, Tex.; Findlater Hard- 
ware Co., San Angelo, Tex., and 
Mitchell-Powers Hardware Co., 
Bristol, Va. 


Legislative Responsibility 


Fred C. Barksdale, vice presi- 
dent, Brown-Roberts Hardware 
& Supply Co., Ltd., Alexandria, 
La., and first vice president and 
chairman of the National Affairs 
Committee of the Southern 
Wholesale Hardware Association 
emphasized the increasing need 
for interest in government ac- 
tivities. He said in part: “Our 
legislative responsibility tran- 
scends in importance everything 
else discussed at this convention. 
It is more far-reaching in its 
implications. It promises greater 
rewards for our efforts. It points 
to both a duty and an oppor- 
tunity—a duty to the whole peo- 
ple and an opportunity to fortify 
our economic and political se- 
curity. Acceptance of that re- 
sponsibility is a ‘must’ if we 


are to continue to enjoy the full, 


benefits of the American kind of 
government— indeed, if that gov- 
ernment as we know it, is to sur- 
vive. So today, face to face with 
‘Operation Socialism’ while com- 
munism seeks to administer its 
deadly anaesthetic and take over, 
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we can’t afford to miss a single 
chance to preach Americanism. 
At this time of political frustra- 
tion and economic confusion, 
while we yet can claim the right 
of free speech, let’s talk on every 
corner and fight at every cross 
roads to defend the traditions 
and preserve the blessings of this 
land of ours. 


A Dangerous Threat 


“Public indifference is a dan- 
gerous threat to our safety. Di- 
vision on issues of minor im- 
portance must not cause us to 
lose sight of the need for unity 
in the major effort to restore a 
safe, sound economy. 

“We are being divided into two 
factions—the tax payers and the 
tax eaters. When the recipients 
of something for nothing (but 
votes) increase beyond the abili- 
ty of taxpayers to produce, then 
will totalitarianism take over. It 
was once said that when com- 
munism comes to America it will 
come in the name of liberty. 

“What are we going to do? 
We are going to accept the chal- 
lenge and fight those, in public 
office who use their freedom as 
a weapon to kill our freedom. 
We’re going to repudiate those 
who hide in the folds of Old 
Glory while they try to rape the 
Goddess of Liberty. We’re going 
to condemn those who preach 
the doctrine of totalitarianism 
while they cuddle under the pro- 
tective wings of the American 
Eagle. ... We’re going to fight— 
not each other, but the agitators. 
And we’re going to fight the tax- 
raising, share-the-wealth, some- 


thing-for-nothing, doctrine of 
miss-deal socialism with its im- 
possible pensions and bonuses, its 
vote-courting doles, socialized 
medicine, revival of OPA, tax ex- 
emption for Co-ops, etc. 

“There is only one way to win 
—the American way. We must 
accept our legislative responsi- 
bility. Call it getting into poli- 
tics if you wish. We are already 
in politics up to our necks wheth- 
er we know it or not. We’re sunk 
unless politics is pitched on the 
high plane intended by the 
founders of this government, and 
officials from bottom to top, are 
chosen for their honesty, integ- 
rity and ability rather than for 
personal political gain. We must 
contact our Congressmen when 
American institutions are threat- 
ened. Some of them may be gul- 
lible, some selfish, a few even 
rotten, but, thank God most of 
them still are sincere, hardwork- 
ing public servants. We can help 
them do a better job. They need 
and invite that help. They want 
our views whether we happen to 
vote for them or not. 

“I wish more of our friends 
from northern states were in this 
room ... I’m sure they have 
learned that ... those in Georgia, 
Alabama and Texas are Ameri- 
cans too... We can’t afford to 
let agitators divide us. The para- 
mount problem is the same in 
Pennsylvania as in Mississippi, 
in Minnesota as in Carolina. 
That problem, to use the words 
of Henry J. Taylor, is the pres- 
ervation of ‘your land and mine.’ 

“The opposition is well or- 
ganized, abundantly financed and 
grimly determined. Time is run- 
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ning out. What are we waiting 
for? You probably couldn’t iden- 
tify it as such but this is a re- 
port of your National Affairs 
Committee.” 


Packaging Report 


S. D. May, president and chair- 
man of the board, Bluefield Hard- 
ware Co., Bluefield, W. Va., in 
his report on “Progress in Bet- 
ter Packaging” told of a ques- 
tionnaire sent to members by the 
Southern association in which 
wholesalers were asked to list 
troublesome items. Some 51 
items were listed by the whole- 
salers, 100 per cent of them list- 
ing enamel and aluminum ware; 
60 per cent named paints and 
enamel in quarts and smaller; 
60 percent named incandescent 
lamps; 40 per cent listed car- 
riage and machine bolts; 40 per 
cent listed small arms ammuni- 
tion; 40 per cent named pipe fit- 
tings while 30 per cent named 
fluorescent lamps. 

Wholesalers replying to the 
questionnaires made the follow- 
ing recommendations: enamel- 
ware, items now packed in two 
dozens, to be packed in one dozen 
lots; those now packed by the 
dozen to be packed by the half 
dozen. 

Paints and _ enamels, _half- 
quarts now packed in dozens, to 
be packed half-dozen lots; pints 
now packed 24, to be packed 12; 
half-pints now packed in lots of 
48 to be packed in units of 12 
or 24; quarter-pints, now packed 
48 to be packed in units of 12 
or 24, 

Incandescent lamps, now 
packed 120 to be packed 60 and 
those packed in units of 60 be 
packed in units of 30. 

It was also recommended that 
smaller sizes of carriage and ma- 
chine bolts be packéd not more 
than 300 to 600 in a shipping 
carton and that small arms am- 
munition be packed in units of 
5,000 or 2,500 instead of in units 
of 10,000. 

Pipe fittings, one inch or 
smaller, to be packed not in bulk 
but in 50’s or 100’s. 

Fluorescent lamps, the pack- 
age quantity to be cut practical- 
ly in half. 

Reporting on the “Progress in 
Standardization of Catalogs” A. 
C. Rankin, general manager, 
Teague Hardware Co., Mont- 
gomery, Ala., commented on the 
fact that sporting goods manu- 
facturers were cooperating in 
distributing catalog pages and 
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suggested that such manufac- 
turers be written letters of ap- 
preciation. His report also sug- 
gested the use of photo offset 
processes, by wholesalers in com- 
posing their catalog pages as a 
means of effecting savings in 
time and costs. 

O. H. Mann, vice president, 
general manager and treasurer, 
Higginbotham-Pearlstone Hard- 
ware Co., Dallas, Tex., told how 
his company set up and how it 
utilizes its stock control system. 
He said, “After we installed this 
system and were operating it cor- 
rectly, we reduced our inventory 
and at the same time increased 
our sales year after year. In 
1948 our sales were a little more 
than five times what they were 
in 1930, and we did not have as 
large an inventory anytime in 
1948 as we carried in 1930.” 

J. N. Williamson, Nelson Hard- 
ware Co., speaking on “Credit 
Controls” outlined procedure 
used by his organization. He 
said that his company never, ex- 
cepting as a last resort, uses its 
salemen as collectors and that 
“we put all the stress we can on 
cash discounts as a premium for 
prompt payment of invoices.” 
Outlining his company’s pro- 
cedure he said, in part, “Our 
first precaution is to have every 
order approved by the credit de- 
partment before it goes to the 
shipping department. These or- 
ders must be stamped and ini- 
tialed by the credit department 
before they are entered for ship- 
ment. Most of our ledger sheets 
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are marked with a financial re- 
port on the customer. 

“If the customer is behind in 
payment of his account, the or- 
der is held up until payment is 
made. We do not hold up ship- 
ment until the account is 30 to 
60 days past due, which time is 
based on our idea of the strength 
of the account from our ledger 
records and from our personal 
knowledge of the customer. This 
method sometimes is to the de- 
light of the credit department, 
though most distasteful to the 
sales force. We have found up to 
this time that only a small per- 
centage of our accounts are not 
paying as well as usual... we 
believe that each account should 
be watched closely and... also 
know that the condition of a 
man’s credit can change as quick- 
ly as a shortage of a certain item 
of merchandise can be succeeded 
by an overstock of it.” 

Mr. Williamson further said, 
“It is a matter of bookkeeping to 
know how much money is on 
the books at the close of business 
each day and we have this in- 
formation readily available. If 
we find this total increasing in 
proportion to our sales, we are 
increasingly careful about watch- 
ing the individual accounts.” 


Entertainment Program 


First of the series of enter- 
tainments arranged for the dele- 
gates from the Southern whole- 
salers and American associations 
and their ladies during the four 
day meeting at Palm Beach was 
an informal dinner-dance given 
under the auspices of the Cen- 
tral States Hardware Club in the 
Fiesta Room of the Palm Beach 
Biltmore. 

On Tuesday, April 5, the ladies 
were shown the latest in fashions 
at a special showing staged in 
the Biltmore Gardens, courtesy 
of Branson’s of Palm Beach. In 
the evening, following the joint 
opening session of both associa- 
tions, the conventioneers wit- 
nessed a floor show. 

On Wednesday afternoon the 
ladies were taken on a tour 
through Palm Beach in special 
buses. The points of interest 
visited were the Norton Art Gal- 
leries and the gardens of several 
of the more magnificent estates, 
among them that of Joseph E. 
Davies, former U. S. Ambassa- 
dor to Russia. 


The same afternoon, a golf 
tournament was held for the men 
at the Palm Beach Country Club. 
There were more than 50 play- 
ers in the tournament which was 
under the direction of W. W. 
French, Moore- Handley Hdwe. 
Co., Birmingham, Ala. Winners 
were H. W. Jernigen, Jr., Jerni- 
gen Hdwe. Co., Augusta, Ga., 
with a low gross score of 74. A 
like score card was turned in by 
Charles M. Sutlive, Gary Screw 
& Bolt Co., Gary, Ind. First low 
net card, 69, was that of W. L. 
Knowles, Birmingham, Ala., The 
Lamson & Sessions Co. Forbes 
McKay, Progressive Farmer, had 
second low net, or 6914 points. 
A. Payson, American Thermos 
Bottle Co., Norwich, Conn., won 
the putting game with 26 putts 
for 18 holes. 

A formal dance was the con- 
cluding entertainment feature 
and was held in the Biltmore 
Ballroom on Wednesday night. 

The entertainment committee 
for the convention consisted of 
R. M. Miller, C. W. Carroll, J. L. 
Lawrence, F. M. Cooper, J. B. 
Yerkes, I. W. Phillips, T. J. 
Kenny, Robert Siviter and E. W. 
Drody. The ladies reception com- 
mittee consisted of Mrs. W. H. 
Terstegge, Mrs. Charles E. Nash, 
Mrs. I. W. Phillips, Mrs. Mark 
Lyons, Jr., Mrs. Ben G. Cox, 
Mrs. R. M. Miller, Mrs. Dan C. 
Swander, Jr., Mrs. Stanley J. 
Birge, Mrs. P. W. Embury, Mrs. 
Walter B. Dodge, Mrs. R. B. 
Plumb, Mrs. W. F. Symonds. The 
golf committee included W. W. 
French, J. C. Erwin, Stanley 
Woodward and L. S. Pickup. 


CONVENTION 
SPEAKER 





J. N. WILLIAMSON 


HARDWARE AGE, APRIL 21, 1949 





sessi 
Divi: 
day | 
presi 
Co., | 
assoc 
Col. 
dent, 
cago. 
coacl 
activ 
indu 
lems 
ing 
from 
told 
in of 
thei 
war 
unne 
sour 
men 
who 
to st 
coml 
prev 
ther 
tion 
“Tor 
spec 
I be 
spor 
imp 
educ 
shot 
our 
greg 
tion 
as a 
and 
hart 


tivi' 
and 
lion 
our 
of | 
star 
The 
and 


HAI 


golf 
men 
‘lub. 
lay- 
was 


1we. 
ners 
rni- 
Ga., 
L A 
1 by 
rew 
low 


The 
‘bes 
had 
nts. 
nos 
von 
itts 


irk 





Sporting Goods Division Meeting 
Discusses Better Sales Methods 


Nation-wide promotional efforts of the Athletic Institute and discus- 
sions of methods used by S.W.H.A. members provide data for use in 
building greater interest activities in communities throughout the South 


A: the special open 


session of the Sporting Goods 
Division of the S.W.H.A., Mon- 
day morning, W. H. Terstegge, 
president, Stratton & Terstegge 
Co., Inc., Louisville, Ky., and the 
association’s president presided. 
Col. Theodore P. Bank, presi- 
dent, The Athletic Institute, Chi- 
cago, Ill., and a former athletic 
coach, told of his organization’s 
activities in promotions of that 
industry. He outlined the prob- 
lems, in the Armed Forces, dur- 
ing World War II, resulting 
from lack of physical fitness, and 
told how ahtletic participation 
in other nations helped prepare 
their men for both peacetime and 
war period living. ‘What an 
unnecessary waste of human re- 
sources comes through sending 
men to war who cannot swim, 
who have not physical fitness 
to stand up under the rigors of 
combat. I believe that there is a 
prevalent but false idea that 
there is great sports participa- 
tion in America,” he declared. 
“Too many of our youth are 
spectators, not participants . . 
I believe that the teaching of 
sports skills should be the most 
important objective of physical 
education and that all youngsters 
should be taught these skills in 
our schools.” Col. Bank urged 
greater activity in the promo- 
tion of sports participation both 
as a builder of American health 
and as a-business creator for the 
hardware trade. 


Promotion 


He outlined promotional ac- 
tivities of The Athletic Institute, 
and said, “There are over 30 mil- 
lion young consumers found in 
our ... schools, with a new crop 
of approximately three million 
starting school, each year. . 
They are your customers, today 
and tomorrow .. . we either sell 
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them sports participation when 
they are in this receptive stage 

.. Or We wait until they arrive 
at maturity and then, at a great 
expense of money and effort try 
to sell them off of other recre- 
ative activities into our particu- 
lar sports program.” 

Charles E. Nash, president, 
Nash Hardware Co., Fort Worth, 
Tex., told his audience about the 
importance of sporting goods in 
the South; discussed the increas- 
ing importance of the South as 
a mecca for tourists and empha- 
sized the favorable position in 
which southern wholesalers were 
for capturing the sporting goods 
market. 


Better Distribution 


Mr. Nash quoting from a sur- 
vey made by the U. S. News 
said that it was found that 58 
per cent of the population of the 
South live in towns of 2500 peo- 
ple or less. He also said that 
current estimates indicate that 
better than 70 per cent of the 
total population resides in towns 
of less than 25,000 and that ac- 
cording to financial agencies, ex- 
clusive sporting goods stores are 
seldom particularly successful in 
towns of less than 25,000. Then, 
Mr. Nash pointed out, that if 
this great sporting goods mar- 
ket was to be properly tapped. 
some sort of distribution must 
be developed that will be success- 
ful in operating in small towns 
and areas. It was his point that 
more retail hardware’ stores 
should be in that field. 

Neal O. Jones, Moore-Handley 
Hdwe. Co., Birmingham, Ala., at 
the sporting goods session on 
Monday, told his audience that 
the wholesaler must convince the 
manufacturer of his ability to 
perform a wholesale operation in 
sporting goods by setting up a 
sporting goods department. A 
man must be found and trained 


to head the department and to be 
responsible for its success. A 
good man for that would natu- 
rally be one who was fond of 
sports as either a participant or 
a spectator. 

The sporting goods depart- 
ment manager, Mr. Jones said, 
should have the present sporting 
goods lines turned over to him; 
be allowed to fill them out with 
the various equipment and acces- 
sories, such as picnic goods, 
power tools, cutlery, etc. He 
should also engage in research— 
shopping sporting goods stores 
and other hardware dealer carry- 
ing sporting goods. 

Mr. Jones also recommended 
that all sporting goods manufac- 
turers be impressed with the 
necessity of setting up a whole- 
saling policy so that wholesalers 
would not be in competition with 
manufacturers selling directly to 
retailers. 

In his discussion of sporting 
goods specialty salesmen, John 
F. Hunter, Orgill Bros. & Co., 
Memphis, Tenn., told the as- 
sembled wholesalers, that sport- 
ing goods was a real big busi- 
ness and that they should get in 
the business, establish a full- 
fledged department and work for 
their portion of the business or 
give up and get out. Specialty 
salesmen, he said, play an im- 
portant part in improving a 
sporting goods department be- 
cause they can best familiarize 
themselves with the type of 
sporting goods best suited to a 
particular locality and are in a 
position to instruct the dealer 
in the merchandise. 


Specialty Salesmen 


Specialty salesmen, Mr. Hun- 
ter commented, will also have 
the time to cover a wholesaler’s 
sporting goods department thor- 
oughly. But, he cautioned, spe- 
cialty men must be co-ordinated 
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with the general line salesmen. 

James F. Shackelford, presi- 
dent, Wimberly & Thomas Hdwe. 
Co., Inc., Birmingham, Ala., de- 
scribed in detail the mobile dis- 
play unit his company uses in 
selling sporting goods to dealers. 
Mr. Shackelford contended that 
it was necessary for his company 
to construct a mobile display in 
order to be in a favorable posi- 
tion to retain its nice volume of 
sporting goods. He said the dis- 
play had been most favorably re- 
ceived by the-trade and sales 
have been most gratifying and 
that in the opinion of the com- 
pany, its operation of the mobile 
unit had been a profitable opera- 
tion from a financial point of 
view. 

W. A. Parker, president, Beck 
& Gregg Hdwe. Co., Atlanta, 
Ga., followed the discussions of 
the use of specialty salesmen and 
special equipment for the de- 
velopment of a sporting goods 
business by telling how his com- 
pany has developed its sporting 
goods business without any of 
those means. He explained that 
his company was not opposed to 
using specialty men or equip- 
ment but just had not gotten 
around to doing so. He made 
the point that one of the most 
valuable assets a company could 
have was a man in charge of 
sporting goods who either knew 
the lines or loved hunting, fish- 
ing and sports so that he could 
be capable of learning the sport- 
ing goods business. Two things 
had to be emphasized, he said, if 
selling sporting goods was to be 


186 


T. W. McALLISTER 
Southern Hardware 
Managing Director 





H. B. HORSEY 
Sharp-Horsey Hdwe. Co. 
Treasurer 


successful. One was the proper 
buying or selection of mer- 
chandise and the thorough train- 
ing of salesmen by imbuing them 
with sporting goods knowledge. 

It was Mr. Parker’s sentiment 
that if wholesalers generally 
begin doing a real distribution 
job for the sporting goods manu- 
facturer and can do a real job 
of helping the hardware dealer 
to do a better job of sporting 
goods selling, it can become a 
more valuable line than before. 

Following the special sporting 
goods meeting, the session was 
thrown open for a general dis- 
cussion. A question was asked 
as to how the expense of spe- 
cialty salesmen is handled. One 
of the wholesalers present said 
that it is charged back to the 


general line men. The specialty 
selling costs are added up and 
divided among the general lines 
men since they receive the sales 
credit. The specialty men are on 
straight salary and expenses and 
have the possibility of receiving 
a bonus. 

The general discussion also 
brought out that keeping a sepa- 
rate record for the sporting 
goods department is desirable 
for it acts as a stimulus for the 
department head to keep the de- 
partment growing; to tighten up 
sags, and also lets the depart- 
ment head see what is being ac- 
complished. 

A question was raised what 
was being done about certain 
name brand sporting goods 
manufacturers who distributed 
their lines directly to the dealer. 
Some wholesalers reported that 
they did not handle such lines 
and would not “carry the ball” 
for such manufacturers. The use 
of manufacturers’ missionary 
men to travel with wholesalers’ 
salesmen was favorably looked 
upon. 

On the subject of the expense 
involved in operating trailers or 
buses, while no figures were 
cited, it was said that the operat- 
ing cost was offset by the ad- 
vertising value of the mobile 
units; the ability to display 
more goods in a favorable sell- 
ing atmosphere. 

Major portions of most of the 
addresses and some of the dis- 
cussion papers delivered at the 
convention appear elsewhere in 
this issue. 
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S.W.H.A. Thursday Session 


President's Report 


DESPITE higher taxes and other costs, combined 
sales volume of all S.W.H.A. members approxi- 
mates a half billion dollars annually, says Mr. Ters- 
tegge. Know your representatives in government 
and let them know your reactions to proposed and 
enacted legislation, he suggests. He deplores gov- 
ernmental direction of commerce. 


By W. H. TERSTEGGE 
President, Stratton & Terstegge 
Co., Inc. 

Louisville, Ky. 

S. W. H. A. President 


I. this association the 
wholesale hardware trade of the 
South, from the Virginias to 
Texas and Oklahoma, is now 
thoroughly organized. The 120 
member companies in our asso- 
ciation distribute approximately 
a half billion dollars’ worth of 
hardware and allied lines annu- 
ally. And one prime purpose of 
our association is to encourage 
the more efficient handling of 
this half-billion-dollar business 
and to develop better, more effi- 
cient ways of serving the retail 
trade. 

Our combined operations have 
gone into the category of “big 
business.” The volume now han- 
dled by our member companies 
is in itself eloquent testimony 
to the efficiency with which their 
important functions are per- 
formed. Though we are handi- 


capped by higher taxes, higher 
wages and higher costs of every 
kind, along with a shorter work 
week, the cost of distribution 
through the hardware whole- 
saler has not increased. 

But we should never be satis- 
fied. We must constantly seek 
better ways to serve both the 
manufacturer and the retailer. 
And in this constant effort to 
render more efficient service to 
both branches of the industry, 
our association can and will play 
an important part. This is indi- 
cated by some special work the 
association has been doing, re- 
cently along the lines of better 
packaging, standardization of 
catalog pages, and the effort to 
have more adequate attention 
given to sporting goods. 

Among all the various factors 
affecting our business today, per- 


"... the heavy hand of government is now grasping for an 
ever-increasing portion of our receipts, it is affecting every 


phase of our operations." 


“By turning our backs on politics, as most of us have done, 
under the delusion that politics and business don't mix, we 
now find that the politicians have mixed business and politics 
for us and have brewed up a mess of stew that we don't like." 
"The government no longer regulates commerce. It directs 


commerce." 
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haps the most important is gov- 
ernment. For the heavy hand of 
government is now grasping for 
an ever-increasing portion of our 
receipts, it is bearing down heav- 
ily on our employee relations, it 
is affecting every phase of our 
operations. So, no effort at intel- 
ligent appraisal of our business 
problems could overlook this 
none-too-silent partner in our 
operations. 

Since our last annual meeting, 
we have held a national election, 
and on the face of the returns, 
the Democrats won. But last 
year’s election determined very 
little—and, in fact, many Demo- 
crats and some Republicans don’t 
know now just which policies the 
majority favors and what ideas 
are to be rejected. 

My opinion is that this Con- 
gress is going to pretty accu- 
rately reflect public opinion— 
perhaps more so than any Con- 
gress we have had in the past 
16 years. Our Congressmen are 
beginning to think for them- 
selves; and although labeled a do- 
nothing Congress by our Presi- 
dent, they did little last year be- 
cause they thought very little 
was necessary. They are no 
longer willing to enact radical 
new legislation. Party lines are 
being crossed. And in fact, from 
party platforms, it is hard to tell 
a Democrat from a Republican. 


Avoiding Politics 


Business men, by training and 
tradition, have generally avoided 
politics, yet more money is going 
out of your bank account for gov- 
ernmental purposes than for al- 
most any other expense in your 
business. By turning our backs 
on politics, as most of us have 
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done, under the delusion that pol- 
itics and business don’t mix, we 
now find that the politicians 
have mixed business and politics 
for us and have brewed up a mess 
of stew that we don’t like. 

If we are going to get the 
heavy load of government regula- 
tions off our necks and the big 
paws of the tax collector out of 
our cash drawers, we, collec- 
tively, have to do something 
about it. And when I say do 
something about it, I mean more 
than making a party contribu- 
tion. We must, for instance, find 
out what kind of men are work- 
ing in our respective wards or 
precincts. Maybe we'll have to do 
some of that kind of work our- 
selves. 

And unless we, individually, 
take a more active part in trying 
to influence legislation, we may 
ultimately find that we are living 
under a completely socialistic re- 
gime. 

What about prices, volume of 
business and inflation under our 
present administration? Let’s 
consider prices first. 


Price of Labor 


I have always thought of the 
price of an article as being the 
price of labor. That is by far the 
principal ingredient in the price 
of hardware. True, the manufac- 
turer who makes a tool or other 
hardware item uses raw material 
as well as labor and overhead. 
But the steel, which he calls raw 
material, is the finished product 
of the steel mill, and is the prod- 


"My opinion is that. .. Congress 

is going to pretty accurately re- 

flect public opinion — perhaps 

more so than any Congress we 

have had in the past 16 years.""— 

W. H. Terstegge. 

ca, ea 

uct of labor in the coal mine, the 
ore field, in transportation and in 
the steel] mill. Other commodities 
can be traced back to their raw 
materials—and every time you 
come to raw material, you find it 
is the finished product of another 
manufacturer who has used both 
raw material and labor in pro- 
ducing it. So it is an endless 
chain, but it all starts with labor. 

Now, with an administration 
which is primarily concerned 
with pleasing labor and putting 
minimum prices on labor, we are 
doing just about everything pos- 
sible to insure labor against any 
set-backs; while labor leaders to 
hold their positions must produce 
ever-increasing wage rates for 
their followers. The long-range 
result will be higher labor costs. 

Of course, competition may 
pinch some of the profits indus- 
try has been making and tempo- 
rarily this will give the appear- 
ance of declining prices. I be- 
lieve, however, that labor wage 
rates will continue going up in 
1949 and that, as they do, price 
declines that have been made in 
the interim will be cancelled and 
prices will revert to the approxi- 
mate level prevailing at the end 
of 1948. 

Volume of business is very im- 
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Chairman 


portant to all of us. It would 
seem as though volume of busi- 
ness could be accurately gaged 
if we knew the combined earning 
power and amount of money 
available for buying purposes. 
First, let me remind you that 
there are still sizable backlogs 
of orders in many businesses. 
Our basic steel industry still 
faces the necessity of capacity 
operations. The huge automo- 
bile industry—even though now 
able to supply the demand for 
some of the higher priced cars— 
is still trying to increase its out- 
put. The amount of unemploy- 
ment at present was considered 
normal prior to the war. So it 
seems to me we are safe in draw- 
ing the conclusion that labor is 
fully employed and at very sat- 
isfactory remuneration. 


Healthy Readjustment 


One other big segment of our 
society, the farmer, is pretty well 
asured of a good income for 
1949. The administration which 
went into office last November is 
certainly not going to let the 
farmer down. Regardless of the 
soundness of the theory, or of 
economics, this administration is 
pledged to support farm prices 
and to see that the farmer makes 
a good living. So if I were to 
predict, my prediction would be 
that the dips in volume in certain 
industries during the last several 
months are a readjustment, and 
probably a healthy one, but that 
it will not continue nor take on 
dangerous proportions. In fact, 
my expectation is that the vol- 
ume of business for the year of 
1949 will make a very satisfac- 
tory comparison with 1948. 

My discussion of our present 
government, price trends, and 
business volume is the result of 
a deep-seated conviction that our 
government is pursuing a delib- 
erate policy of inflation. 

The purpose of government, as 
outlined by our forefathers in 
the Constitution of the United 
States, was “to establish justice, 
insure domestic tranquillity, pro- 
vide for the common defense, 
promote the general welfare, and 
secure the blessings of liberty to 
ourselves and our _ posterity.” 
Since 1933, under the guise of 
promoting the general welfare 
and of regulating commerce 
among the several states, we 
have seen the invasion of the fed- 

(Continued on page 241) 
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_— S.W.H.A. Sporting Goods Session ly evident that our lack of physi- 
aged cal fitness in America was caus- 
ning ing an unnecessary loss of life, 
oney p ts & th an unnecessary loss of planes 
ses. and other mechanized military 
that romo ion in e equipment, because of the ac- 
logs cumulation of fatigue and lack 
3ses. ° of endurance on the part of the 
still operators, and was a factor in 
city Sporting Goods slowing up production because of 
ymo- excessive absenteeism due to 
now sickness, fatigue and lack of all- 
for around strength and endurance 
_ In ustry of many of our war workers. 
loy- 
red Recreation Illiterates 
O it , ee ; My assignment during the 
aw- RGING greater promotion of participation in war was Chief of the Army 
st sports, for national welfare as well as for bet- Athletic and Recreation division 
| ter business, Col. Bank, former Chief of the Army _ Korg go Pye andra Sal 
Athletic and Recreation Division, urges greater a aan or cae one 
interest in athletic goods distribution by hardware beck foun thigh commmedess 
_ trade. The recreation people provide for them- overseas and also to talk with 
vali selves as part of their national life determines the officers and enlisted men on vari- 
for kind of society they build and the kind of national ous “~ I ‘pee ve overseas 
ich ’ areas. us, I early became con- 
—" culture they form vinced that we in America had 
the not emphasized enough the im- 
the By COL. THEODORE P. BANK portance of physical education 
of President, The Athletic Institute ce gg aaron 00 
l 1S ad De A 
hom Chicago, Ill. draftees were recreation illiter- 
ben ates and had no skills whatso- 
na ever in sports or other recrea- 
in tional activities. 
ie The Army and the Navy found 
all | cies confronting the American out that those draftees who had 
, ‘ public at the beginning of World a background of participation in 
- niin Po pa wap ego War II, there gradually devel- _ recreation were much better able 
a iach ax sities einer pecan oped a national consciousness of to withstand the rigors of war, 
ot ing a ger, pane ld the importance of physical con- and I mean all types of recrea- 
“a. a oa po herd one sot werd od ditioning in the development of —tion—athletics, music, theatri- 
of 7 t i a Ma a — ided American manpower. You all are cals, hobby crafts, etc. The 
es. pr ge wd i a peri te familiar with Selective Service morale of*such men was much 
pte . i _ wed +o 2 an statistics and the Army and _ better and they were not as sub- 
pmb, nary — Navy findings relative to the lack ject to psycho-neurosis. It was 
nt ai “4 td eae th sade of physical efficiency of so many the individual who never de- 
nd ee We e emergen- of our draftees. As the war veloped normal recreational 
of progressed it became increasing- habits that could not “take it” 
ur 
b- 
"What an unnecessary waste of human resources comes 
as through sending men to war who cannot swim, who have not 
- the physical fitness to stand up under the rigors of combat.” 
e, "Man for man, our athletes compared favorably with the 
0- Japs and Germans, but the average condition of our man- 
e, power in Service at the start of the war was not equal to 
d that of the German or Jap Army. We made the mistake of 
LO providing programs for the few, not the majority." 
if “Our objective in this project is to increase sports partici- 
“ pation in America. Our philosophy behind this is that sev- 
ao eral million additional youngsters would participate if taught 
- the fundamental sport skills at an early age." 
i- : 
COL. THEODORE P. BANK 
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and ended up in our Army and 
Navy hospitals as psycho-neu- 
rotics. 


Competitive Sports 


A large percentage of the first 
million men returned from over- 
seas as casualties, fall under the 
classification of neurosis. It 
seems safe to assume that had 
we had adequate programs of 
physical fitness through competi- 
tive sports and recreation for all 
these men while they were in 
their formative years, a large 
number of this neuropsychiatric 
group would have been able to 
stand up under the strain of war 
and still be fit for combat ser- 
vice. Ag it is, thousands will be 
an expense to the taxpayers for 
the next 30 to 50 years. 

Both the Army and the Navy 
deplored the fact that so many 
of our young men entered the 
Service without the ability to 
swim sufficiently to save their 
own lives, without the leg 
strength to allow them to jump 
combat obstacles, without the 
arm and shoulder strength which 
would enable them to pull them- 
selves up over ledges or save 
their lives by climbing up or 
down ropes and rope ladders or 
pull themselves out of the cock- 
pits of falling planes, etc., and 
without the agilities developed 
by competitive sports that would 
increase their chances of stay- 
ing alive in various combat sit- 
uations. In some landing opera- 
tions we lost more men by drown- 
ing than by enemy bullets. 

What an unnecessary waste of 
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J. G. GEDDES 
H. K. Porter, Inc. 


GEORGE F. WRIGHT 
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human resources comes through 
sending men to war who cannot 
swim, who have not the physi- 
cal fitness to stand up under the 
rigors of combat. I believe that 
there is a prevalent but false 
idea that there is great sports 
participation in America. Let 
us compare other countries with 
the United States. 


German Athletes 


Germany’s program before 
World War I consisted largely 
of calisthenics and gymnastics. 
High German commanders in 
this war acknowledged that they 
became convinced after World 
War I that the American and 
British system of competitive 
sports had been an effective in- 
strument in providing them with 
an efficient manpower for win- 
ning that war. So they thought 
if a non-militaristic nation, like, 
America, could accomplish so 
much in a short time, what could 
a militaristic nation, like Ger- 
many, accomplish if they sys- 
tematically developed the na- 
tion’s youth physically. Athletic 
sports and games were accord- 
ingly elevated to a primary role 
in the German physical fitness 
program. 

We obligingly loaned Germany 
billions of dollars, some of which 
went into this program. Athletic 
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"| believe that there is a prev- 
alent but false idea that there is 
great sports participation in 
America." — Col. Theodore P. 
Bank. 


clubs by the hundreds sprang up 
all over Germany, and a Na- 
tional Office of Physical Educa- 
tion and Sports was established, 
with a Director in the Cabinet. 
You all know the results, what 
a competitor Germany was in the 
Berlin Olympics. 

Before World War I, Japan 
never had a national program of 
physical training and sports. Fol- 
lowing World War I, Japan 
studied our methods and hired 
American coaches and physical 
educators. You all remember our 
“good-will” tours te Japan with 
our athletic teams. The Japs 
went all-out for a program of 
competitive sports for their 
youth. You know the results; 
Japan was a close competitor in 
the last Olympics, prior to the 
war, and took most of the swim- 
ming events. 


France Copied America 


France also copied American 
methods and programs in order 
to regenerate the French race. 
For a period of five years, France 
maintained a good program, with 
a Director of Sports in a Cabi- 
net position. Then through in- 
ternal dissension its national 
program of physical fitness and 
sports was allowed to deterior- 
ate. France became a decadent, 
soft nation. 

Pre-World War I, Russia was 
a non-athletic nation. Sports 
were practically unknown to the 
majority of the Russian people. 
After World War I, Russia in- 
vited American and British 
coaches and physical educators 
to teach their methods and prin- 
ciples to its youth. Today Rus- 
sia has most probably the larg- 
est mass physical training and 
sports program of any nation. 

Imagine a footrace drawing 
140,000 contestants—a_ cross- 
country competition attracting 
six million competitors, or their 
national ski tournament having 
ten million entries in 1941 and 
dropping off to a mere six mil- 
lion in 1942. 

China has now become con- 
vinced that competitive sports 
and physical fitness must be an 
important part of their educa- 
tional program. They are at- 
tempting right now to secure 
American coaches and physical 
educators to conduct leader or 
teacher training courses. to 
Chinese in order to introduce 
American methods and sports in 
China. 
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What about America? Yes, we 
are still a nation of champions. 
Our top athletes are still break- 
ing records. But our sports pro- 
grams are not for all, only for 
the specialized few. Physical fit- 
ness is not an overall require- 
ment in our educational system. 
Only about 50 per cent of the 
high school students of America 
have any physical education pro- 
gram, and the percentage in 
grade schools runs way lower. 

Man for man, our athletes 
compared favorably with the 
Japs and Germans, but the aver- 
age condition of our manpower 
in Service at the start of the war 
was not equal to that of the 
German or Jap Army. We made 
the mistake of providing pro- 
grams for the few, not the ma- 
jority. Too many of our youth 
are spectators, not participants. 

You might ask—how come we 


HE Old Guard’s dinner was 

held Monday evening in the 
Coral Room of the Biltmore, and 
its annual meeting, Tuesday, in 
the Board Room of the head- 
quarters hotel. Eighty-one mem- 
bers and guests attended the 
banquet. Guests included: Dr. 
George S. Benson, president, 
Harding College, Searcy, Ark., 
who had addressed the Monday 
evening joint session; President 
Terstegge of the Southern asso- 
ciation and President Seymour 
of the Manufacturers’ associa- 


- our sports programs are not 
for all, only for the specialized 
few."—Col. Theodore P. Bank. 
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won the war? After all we de- 
feated the two strongest mili- 
taristic nations the world has 
ever known. I can name at least 
five good reasons why we won 
the war: 1. We had some help— 
our Allies did a pretty good job. 
2. American productive power. 
3. Superiority of American mili- 
tary equipment. 4. Time to par- 
tially condition our service men. 
5. The Germans and the Japs 
failed to copy our sports ideol- 
ogy. They used sports in a regi- 
mented program without regard 
to the rights of individuals. Con- 
sequently, their manpower did 
not develop the initiative, lead- 
ership and competitive spirit 
that we find among Americans. 


The Old Guard 


tion. At the group’s annual meet- 
ing C. R. Eaves, C. R. Eaves & 
Co., Chattanooga, Tenn., was 
elected president to succeed M. 
G. Lipscomb, Cavert & Lipscomb, 
Dallas, Tex., manufacturers’ 
agents. C. L. Peterson, Peterson 
& Lowe, Baltimore, Md., manu- 
facturers’ agents and R. S. Bai- 
ley, R. S. Bailey & Co., Nash- 
ville, Tenn., manufacturers’ 
agents, were elected first and 
second vice presidents respective- 
ly. A. H. Deveney, A. H. Deveney 
& Co., Atlanta, Ga., was re- 


As you most probably can 
gather, I’m a strong believer in 
the value of sports participation 
for all. I believe that the teach- 
ing of sports skills should be the 
most important objective of 
physical education and that all 
youngsters should be taught 
these skills in our schools. 

However, other recreational 
skills should also be taught. I 
am convinced that the leisure- 
time problem in America is be- 
coming increasingly important, 
not only for youth but for the 
entire population of the country. 

What people do with their 
time and their money is an im- 
portant item in the total com- 
munity and national picture. The 
kind of recreation people pro- 
vide for themselves as a part of 
their national life, determines 
largely the kind of society they 


(Continued on page 235) 


elected secretary-treasurer. L. S. 
Pickup, Stanley Works, was 
elected chairman of the execu- 
tive committee and Julian C. 
Scruggs, Julian C. Scruggs & 
Co., Nashville, Tenn., manufac- 
turers’ agents, was elected a 
member of the executive com- 
mittee of The Old Guard. Ar- 
rangements were in charge of 
George H. Harper, Baltimore, 
Md., National Enameling & 
Stamping Co., chairman of the 
advisory committee of the Old 
Guard. 





Part of the group of members and guests who gathered for the Old Guard's 
dinner Monday evening in the Coral Room of the Palm Beach Biltmore Hotel. 
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S.W.H.A. Sporting Goods Session 


Our Place in the Picture 


Y virtue of climate and tourist business the 
southern retail dealer and wholesaler is a 
"natural" for distributing sporting goods. Mr. Nash 


explains why. 


By CHARLES E. NASH, President 
Nash Hardware Co. 
Fort Worth, Tex. 
Second Vice President S.W.H.A. 


EVERAL years ago 
W. M. Huie, of the Beck & Gregg 
Hdwe. Co., Atlanta, Ga., con- 
ceived the idea of a sporting 
goods division of the Southern 
association. Two years ago here 
in Palm Beach Bill Parker 
brought the matter up, and a 
committee was appuinted under 
his very able chairmanship to 
investigate the matter. 
Mr. Parker’s committee spent 
a year making a careful study 
of the subject and at the South- 
ern convention in Cincinnati in 
1948 recommended that the 
Sporting Goods Division be cre- 
ated. The committee’s report 
was adopted unanimously and 
the sporting goods division of 
the Southern Wholesale Hard- 
ware Association was born. One 
of the first activities of the new 
division was to conduct a mar- 
ket survey which brought to 
light many interesting facts. 
For some reason or other, this 
veritable paradise, the South, 
for sporting goods was never 
properly developed prior to World 
War II. Your committee made 
quite a study on this and came 
back to the association with a 
very simple reason. The South 
was then, and is now, primarily 
rural. A recent survey by U. S. 
News states that 58 per cent of 
the population of the South lives 
in towns of 2500 people or less. 
The current estimates indicate 
that better than 70 per cent of 
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the total population reside in 
towns of less than 25,000. Dun 
& Bradstreet and other financial 
agencies report to us that ex- 
clusive sporting goods stores 
are seldom particularly success- 
ful in towns of less than 25,000 
people. 

Obviously, if this great sport- 
ing goods market is to be prop- 
erly tapped, some sort of dis- 
tribution must be developed that 
will be successful in operating 
in small towns and rural areas. 
A careful study of marketing 
conditions brought the com- 
forting conclusion that the re- 
tail hardware store could un- 
questionably be used to fill this 
gap in rural distribution for the 
following reasons: 


Southern Dealer 


First, the hardware store has 
probably the lowest mortality 
rate of any store operating in 
rural areas 

Second, it is, generally speak- 
ing, the best housed store in 
the community. 

Third, it is, usually, the best 
rated financially. 

Fourth, it has the greatest 
knowledge of how to display and 
merchandise goods, particularly 
where the lines are long and 
where the prices vary widely. 

Fifth, the hardware store has 
had the greatest experience in 
selling sporting goods. Most of 
them have handled guns, am- 





CHARLES E. NASH 


munition, and fishing tackle 
over a period of years. 

Next came the problem as to 
how the hardware stores in the 
rural areas from 500 to 2000 
miles away from their sources 
of supply were to secure the 
goods they needed and get the 
necessary promotion material 
and sales training in order to 
become a real factor in the 
sporting goods field. 

The answer, of course, lay in 
the field of local distribution. 
The wholesale hardware compa- 
nies of the South have many 
facilities that would qualify 
them for this job, and I would 
like to repeat a few of them to 
you. This information was se- 
cured in a recent survey spon- 
sored by the Sporting Goods Di- 
vision. It shows: 


Southern Wholesaler 


First, that the hardw are 
wholesalers of the South are 
adequately capitalized to do the 
job. Their total capitalization 
amounts to more than $104,- 
000,000. 

Second, that they are willing 
to carry adequate stocks. Their 
average investment in inven- 
tory during 1948 ran over $86,- 
000,000. 

Third, that they are in posi- 
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business. Their sales in 1948 
were a little less than a half 
billion dollars. 

Fourth, that they maintain 
adequate sales forces. They em- 
ploy over 2100 well-trained 
salesmen, calling on their cus- 
tomers on an average of once 
every two weeks. 

Fifth, that they have the 
warehouse facilities to carry 
sporting goods. They occupy 
nearly 13 million square feet 
of warehouse space. 

Sixth, that they have had the 
experience in selling the retail 
hardware trade for many years. 
They have salesmen calling on 





every hardware store in the area STANLEY WOODWARD ARCHER HAGER 
. ’ W. F. BARNES C. Hager & Sons 
and already have the retailers New York Wire Ruberoid Co. ianey Uite, So. 


confidence. Cloth Co. 

Seventh, that the wholesale 
hardware businesses of the 
South have the unique and un- 
usual ability to distribute any 
line that has a multiplicity of 
items and a wide price range. 

Eighth, that the large ma- 
jority of the members are vi- 
tally interested in the selling 
of sporting goods and during 








kle the last few years have ma- 

terially increased their effi- 
to ciency in the merchandising of S.W.H.A. 
he these lines. EXECUTIVE 
100 COMMITTEE 
eS Sales Potential noo 
« In summing up, we believe 
-al that: 
be First, as far as the South and 
he Southwest are concerned, the g. F. FLATO 

district has tremendous possi- W. D. STUART Corpus Christi 
in bilities for the promotion of the Richmond Hdwe. Co. Hdwe. Co. 
oy sale of sporting goods. 
i. Second, the hardware store is 
ny sacongr ig the — oy 

outlet for sporting goods in the 
WA te. A.H.M.A. EXECUTIVE COMMITTEE 
to Third, the hardware whole- 
e- salers can be of immense value 
n- to both the manufacturers and 
)i- the dealers alike in the distribu- 

tion of sporting goods. 

Will Develop Market 
Therefore, we of the Southern 

e Wholesale Hardware Associa- 
re tion propose to do everything in 
1€ our power to develop this great 
n market. We are here in Palm 
> Beach to exchange ideas and to 

learn more about the merchan- 
1g dising of sporting goods. We 
ir sincerely hope that all the fac- 
i tory representatives present 
il will enter freely into all our dis- R. H. COLEMAN B. B. WOOD T. D. VANDERVOORT 
’ cussions. We need and want Remington Arms Wood Shovel & Tool Clemson Bros., Inc. 
i- their advice and counsel. Co., Inc. Co. 
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S.W.H.A. Sporting Goods Session 


Sporting Goods 


Specialty Salesmen 


UCH specialty salesmen familiarize dealers with 

the sporting goods lines and help both dealers 

and wholesalers increase their volume, Mr. Hunter 

believes. Wholesalers must establish sporting 

goods departments and do some type of special 

sales promotion, if they are to grow as a factor in 
the sporting goods industry, he says. 


By JOHN F. HUNTER 


Orgill Bros. & Co. 
Memphis, Tenn. 





JOHN F. HUNTER 


| BELIEVE the use of 
specialty salesmen is necessary 
if we are to establish ourselves 
as principal suppliers of arms 
ammunition, fishing tackle, hunt- 
ing supplies, sporting goods, etc. 
The average hardware salesman 
is prone to consider fishing 
tackle and sporting goods just 
another item in his already load- 
ed catalogs and a good many of 
them will by-pass these items 
because they are not familiar 
with them and their uses nor are 
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they able to give your customers 
reliable information regarding 
these items. 

Fishing tackle, arms ammuni- 
tion, hunting supplies and sport- 
ing goods items that the whole- 
salers can handle can make a 
very important and profitable de- 
partment of your organization, 
and should be considered as such. 
This part of your organization 
is not a plaything. This is real 
big business and we should make 
a full-fledged department out of 
it and get in the sporting goods 


business and work for our por- 
tion or give up and get out. 

You will never do a job that is 
satisfactory to you nor sell your 
customers on the dependability 
of your ability to supply their 
needs unless you departmentalize 
and enter into the sporting goods 
business wholeheartedly. 


Dealer Education 


In improving the _ sporting 
goods department specialty sales- 
men play an important part by 
familiarizing themselves with 
the tackle, arms ammunition, 
etc., that is suitable for your 
particular locality and they are 
in position to make recommen- 
dations to your customers. I 
find many customers want to 
sell fishing tackle and kindred 
items but are not well posted as 
to which items to handle. Here 
is where your specialty salesmen 
can render a valuable service 
both to your customer and to 
you. We have some customers 
in our territory who practically 
left their purchases to our spe- 
cialty salesmen because they 
were not familiar with the mer- 
chandise to start with and were 
willing to trust the specialty 
salesmen’s judgment. These cus- 
tomers have learned their mer- 
chandise as their sales have in- 
creased and we have rendered a 
service and cemented this cus- 
tomer just a little closer to our 
organization. 


Thorough Coverage 


Specialty salesmen will have 
time to cover your sporting 
goods section thoroughly. If 
this part of your catalog is left 
to general line men they are 
likely to skip it through lack of 
knowledge of the items and also 
there are enough hardware items 
in their catalogs to demand a 
large percentage of their time 
and efforts. 

In looking through several 
wholesalers’ catalogs, I find one 
1949 fishing edition list 2124 
items; another 1949 fishing edi- 
tion list 1851 items. Our spring 
fishing tackle catalog which will 
be ready about April 15 will have 
a similar number of items. Re- 
member these are spring items 
only and do not include arms 
ammunition, hunting accessories, 
etc. You can readily see that 
general line men cannot devote 


(Continued on page 320) 
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S.W.H.A. Sporting Goods Session 


Selling Without Specialty Men 
Or Special Equipment 


Mie: PARKER outlines the methods used by his 

company in building up their sporting goods 

department; being careful in selection of mer- 

chandise and training salesmen. A man who loves, 

knows or can learn sporting goods is a prerequi- 
site to success. 


By W. A. PARKER 
President 


Beck & Gregg Hdwe. Co., 
Atlanta, Ga. 


S.W.H.A. Advisory Board 


F esr let me say in 
discussing the promotion of 
sporting goods without the use 
of specialty salesmen or other 
specialty devices that we cer- 
tainly are not opposed to their 
use. To the contrary we are em- 
barrassed that we have never 
gotten around to using any of 
them. 

Undoubtedly if we had used 


them we would be further along - 


in our sporting goods volume 
and frankly we are a little jeal- 
ous of those of our neighbors 
who have bestirred themselves 
sufficiently to go after the busi- 
ness so aggressively. 


Decisions Made 


We first decided we wanted 
to get into the sporting goods 
business. We next decided if 
we were to get anywhere with 
the department we would have 
to have a man to head it up, and 
that the man selected would 
have to be not only a good man 
but would have to either know 
sporting goods or love hunting, 
fishing and sports and be ca- 
pable of learning sporting 
goods. We were fortunate that 
Bill Huie, the man who came 
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with us to handle the depart- 
ment, proved to be the right 
man. He is now one of our vice- 
presidents. 


Small Beginning 


When Mr. Huie started in he 
found us selling very little 
sporting goods merchandise— 
shotgun shells, .22 cartridges, 
a few single-barrel guns, a few 
staple fish hooks and lines and 
a little staple baseball merchan- 
dise. We did not consider our- 
selves in the sporting goods 
business and were not recog- 
nized as being in it. Altogether 
our volume outside shot shells 
was insignificant. 

Today our sporting goods 
sales, not including our bicycle, 
wheel goods and toy volume 
which we classify separately, 
are responsible for nearly 15 
per cent of our total volume. 
This, we think, is a mighty fine 
illustration of the opportunity 
which exists for any hardware 
wholesaler in the sporting 
goods field and of what can be 
done by trying just in the usual 
way to get it. 

It may seem silly for a whole- 
saler like ourselves to be up here 
painting a pretty picture of the 
sporting goods opportunity be- 





W. A. PARKER 


fore a group of competitors, but 
frankly we feel we have more 
to gain by encouraging our com- 
petitors to accept sporting 
goods as a line belonging to 
the industry and by encourag- 
ing them to get into it with all 
four feet than we have to lose. 

Sporting goods as a line is 
pretty well chopped up now— 
goods move from manufacturer 
to consumer through too many 
devious routes. Our feeling is if 
we distributors generally can 
begin doing a real distribution 
job for the sporting goods manu- 
facturer, and can do a real job 
of encouraging and _ helping 
the hardware retailer to do a 
better job of sporting goods sell- 
ing, then sporting goods as a line 
can be pulled back into our 
hands and composed and made 
a more valuable line than ever 
before. 


Sporting Goods a “Natural™ 


When I speak of distributors 
and dealers I do not mean hard- 
ware exclusively, although sport- 
ing goods is a “natural” for 
both. There are also some very 
fine exclusive sporting goods 
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DR. ARTHUR L. FAUBEL 


distributors and other types of 
sporting goods dealers. I am of 
course including these also. 

But to get back to the meth- 
ods Mr. Huie has used in build- 
ing and promoting this depart- 
ment, let.me break them down 
into two groups—(1) buying or 
selection of merchandise and 
(2) training and aiding sales- 
men. 


Buying Merchandise 


(a) We started off buying 
only the most staple goods and 
in small quantities, items regu- 
larly sold by most hardware 
dealers over their counters. 

(b) Where practical we 
bought accepted known factory 
brands—factories with whole- 
saler protection policies were 
favored of course. 

(c) We avoided “gadgets” 
and unproved items from un- 
known manufacturers. 

(d) Items requiring too much 
special selling were avoided. 

(e) Specials for promotional 
sales were secured as often as 
possible. 

(f) We expanded the number 
of lines and items carried as fast 
as conditions warranted, and of 
course followed the policy of 
dropping items that moved too 
slowly as promptly as_ they 
were recognized. 

(g) Of course, as time passed 
and as we became more and 
more recognized as a source of 
supply for sporting goods and 
as our salesmen got in the 
sporting goods selling groove, 
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we naturally loosened up some 
on these rather rigid beginning 
buying policies. 


Training Salesmen 


(a) We started off with the 
advantage of having our sales- 
men in a receptive frame of 
mind. They were anxious for 
us to get into the sporting 
goods business, which was a 
most helpful condition. 

(b) We held sales meetings 
as frequently as practical, using 
samples, displays, factory men, 
etc., as a medium of training. 

(c) Every time an individuai 
salesman came into the house 
Mr. Huie would give him all the 
information and _ instruction 
possible. 

(d) Mr. Huie also made occa- 
sional short trips with each of 
the salesmen. These had a two- 
way benefit. The salesman bene- 
fited through the information 
and coaching Mr. Huie could 
give him and Mr. Huie secured 
first-hand information about 
the needs of the trade direct 
from the firing line. Mr. Huie 
really acted as a part-time spe- 
cialty salesman in the begin- 
ning. 

fe) Sample kits and cases 
were used pretty liberally. 

(f) Catalog _ illustrations 
and information were of course 
supplied as each new line or 
item was added, and samples 
were liberally used. 

(g) As soon as the sporting 
goods lines expanded to the 
point where it was warranted, 
a complete departmental cata- 
log was published and _ dis- 
tributed and of tourse supplied 


H. J. ALLISON 
Allison-Erwin Co. 
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to the salesmen to sell by. Mr. 
Huie now says if he had it to 
do over again he would publish 
or secure a complete catalog 
much sooner. He feels this is 
one of the most important things 
to do. It helps establish you in 
the business as well as giving 
your salesmen pictures, illus- 
trations, etc., to sell by. 


Kept Close Watch 


(h) Of course, Mr. Huie 
watched very closely, as all of 
us should do in every line, to 
make sure seasonal information, 
booking information, datings, 
what to sell currently, and simi- 
lar information was always sup- 
plied on time or ahead of time 
and that prices were competi- 
tive, etc. 

This is the story. It has been 
just a case of a good man work- 
ing hard and consistently and 
making a success of a job. 


Can Be Done 


Our feeling is that any hard- 
ware wholesaler who is desirous 
of doing the same thing can de- 
velop a real sporting goods 
business with no extra expense 
or equipment other than the 
services of a capable man who 
loves and knows or can learn 
sporting goods. On the other 
hand, however, we also believe 
such a business cannot be well 
developed without the services 
of such a man who loves and 
knows or can learn sporting 
goods and whose primary re- 
sponsibility and interest is the 
development of such a depart- 
ment. 


W. W. FRENCH 
Moore-Handley 
Hardware Co. 
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S.W.H.A. Sporting Goods Session 


Operation of 
Sporting Goods 
Trailers and Busses 


HE operation of a mobile display has been 
financially profitable to the Wimberly & Thomas 
Hdwe. Co. and has been well-received. Mr. 
Shackelford describes the mobile unit operated 
by his company and driven by a specialty salesman. 


By JAMES F. SHACKELFORD 


President 


Wimberly & Thomas Hdwe. Co., /Inc., 
Birmingham, Ala. 


M, company had its 


first experience with a mobile 
sporting goods display in the lat- 
ter part of 1939, at which time 
we were using a two-wheel house 
trailer drawn behind a specialty 
salesman’s automobile. Based on 
the experience obtained from the 
use of our pre-war sporting 
goods trailer, we had contem- 
plated putting a new mobile dis- 
play on the road since about Sep- 
tember of 1946. However, we had 


been enjoying a very substantial 
volume of business, a large part 
of which we were not able to 
handle because of our inability 
to secure items which were in 
short supply. Therefore, we did 
not consider it feasible to make 
an additional investment in dis- 
play equipment until it became 
necessary due to a more competi- 
tive market. 

It was difficult for us to deter- 
mine which type of equipment 
would best meet our require- 





Bus used by Wimberly & Thomas to take sporting goods story to its dealers. 
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JAMES F. SHACKELFORD 


ments. After attending the ses- 
sion on “Promotion of Sporting 
Goods,” held in connection with 
the Southern Wholesale Hard- 
ware Convention in Cincinnati, 
Ohio, last April, we decided that 
it would jbe necessary for us to 
construct a mobile display in or- 
der that we might be in a favor- 
able position to retain our nice 
sporting goods business. 

The idea for our construction 
of a deluxe motor coach type of 
display bus originated with the 
late B. E. Strader, who was at 
that time vice-president and gen- 
eral sales manager of the Rem- 
ington Arms Company. Bernie 
Strader was thoroughly con- 
vinced that sporting goods should 
properly be distributed through 
the medium of hardware whole- 
saler installations. He also advo- 
cated that if you were going to 
“ride” when it came to mobile 
display equipment, that you 
might just as well ride first-class. 

We purchased our bus, a 25 
passenger one, as 4 used unit 
from a public carrier operating 
in and out of Birmingham, Ala. 
It is equipped with a standard 
Chevrolet truck engine, GMC 
transmission, Timken axles and 
bearings, and Westinghouse-Ben- 
dix air brakes. Driving mecha- 
nism is of the pusher type, ar- 
ranged with the engine behind 
the rear axle. Fuel consumption 
is comparable to that of a fully 
loaded heavy duty 1% ton Chev- 
rolet truck, being from 8 to 10 
miles per gallon. Fuel tanks are 
located on each side of the truck 
below the floor and contain 45 
gallons each which gives a nor- 
mal cruising range of 600 miles. 
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General view of the interior of the company's traveling show room. 


Our bus has an inside display 
area 71% ft. wide and 22 ft. long, 
with storage space and power- 
plant equipment located in a rear 
compartment 714 ft. wide and 9 
ft. long, giving an overall length 
of 3114 ft. Steel counters and cab- 
inets with recessed tops of heavy 
plate glass for display of mer- 
chandise are finished in gray gun 
metal enamel with monel metal 
trim to match the floor trim which 
edges the rubber tile floor cover- 
ing. Cabinets vary in length 
from 281% in. tu 54 in. and are 
removable. The top drawers con- 
tain the displays which show 
through the counter top. 

The bus is equipped with a 34 
ton air-conditioning unit and also 
a 3000 watt 110 volt automatic 
lighting and power unit located 
in the storage compartment. This 
power unit furnishes electric 
power to operate the air-condi- 
tioning unit, the fluorescent strip 
lighting and also a shallow well 
water system, 

A specialty salesman drives 
the bus and is responsible for its 
maintenance. All of our terri- 
tory salesmen work on a commis- 
sion based on a percentage of the 
gross profit. The company pays 
all expenses and the salary of the 
specialty man who operates the 
bus, which is scheduled into a 
salesman’s territory on a pre- 
arranged itinerary and credit for 
all sales made accrue to the terri- 
tory salesman. 

Our display has been most fa- 
vorably received by the trade and 
sales have been most gratifying. 
In this connection, however, I 
would like to emphasize the fact 
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that we have not been able to 
realize fully the potential which 
this type of equipment provides 
due to the fact that present 
sources of supply on sporting 
goods and fishing tackle, espe- 


cially brand name manufactur- 
ers, have not been in a position 
to furnish goods in quantity. 

It is the opinion of our com- 
pany that our operation of mo- 
bile display equipment since the 
15th of October, 1948, has been 
a profitable operation from a 
financial point of view. Of course, 
we do not have any way of deter- 
mining the amount of intangible 
profits which accrue to us 
through the medium of advertis- 
ing. Thus it remains to be: seen 
as far as we are concerned, as to 
whether or not this type of equip- 
ment will pay dividends over a 
sustained period of time. We are 
sure of one thing, however, that 
this type of equipment has little 
or no value when its use is not 
sponsored by the regular terri- 
tory salesmen whose attitude and 
cooperation either makes the 
project a success or a failure. We 
are using this equipment to sup- 
plement the efforts of our regu- 
lar salesmen and not for the pur- 
pose of eliminating them. 





OFFICERS 
of the 
SOUTHERN WHOLESALE 


HARDWARE ASSOCIATION 
Reelected at Palm Beach, Fla., April 7, 1949 


President 
W. H. Terstegge, Stratton & Terstegge Co. 


First Vice-President 
Fred C. Barksdale, Brown-Roberts Hdwe. & Supply Co. 


Second Vice-President 
Charles E. Nash, Nash Hdwe. Co. 


Treasurer 
H. B. Horsey, Sharp-Horsey Hdwe. Co. 


Managing Director 
T. W. McAllister, Southern Hardware 


Executive Committee 
Edmund Orgill, Orgill Bros. & Co. 
W. D. Stuart, Richmond Hdwe. Co. 

R. M. Miller, Railey-Milam, Inc. 
Ralph Speer, Jr., Speer Hdwe. Co. 
*J. W. Hasson, House-Hasson Hdwe. Co. 
*E, F. Flato, Corpus Christi Hdwe. Co. 


Advisory Board 
Mark Lyons, McGowin-Lyons Hdwe. & Supply Co. 
L. M. Stratton, Stratton-Warren Hdwe. Co. 
R. H. Baker, Fones Bros. Hdwe. Co. 
A. C. Rankin, Teague Hdwe. Co. 
H. J. Allison, Allison-Erwin Co. 
W. A. Parker, Beck & Gregg Hdwe. Co. 
W. W. French, Moore-Handley Hdwe. Co. 
R. R. Witt, Builders Supply Co. 
Edmund Orgill, Orgill Bros. & Co. 


(* Newly elected.) 
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HERE'S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 





They resist 
OXIDATION by cir, oxygen, ozone— 
have outstanding resistonce to aging. 





They resist 
HEAT—are exceptionally stable at 
temperatures up to 250° F. 


a 


\ 





They resist 
SUNLIGHT AND WEATHERING—in a 
class by themselves in resistance to 
tubber's worst enemies. 


They resist 
OILS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 





They resis? 
ABRASION, CUTTING, CHIPPING —ore 
tough and durable under severe serv- 
ice conditions, 





FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories... new, unusual applice- 
tions of neoprene. Write E. |. du Pont de 
Nemours & Co. (Inc.j, Rubber Chemicals 
Division M-4, Wilmington 98, Deiaware. 
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Garden hose with tough neoprene cover has 
long life... gives your customer better value 


Don’t overlook this point when you’re 
selling garden hose. The cover, or out- 
side layer of rubber on the hose, has to 
take most of the wear and abuse. It 
should be able to stand broiling sun, 
heat, weather . . . dragging through 
grease and oil, or over driveways and 
other rough surfaces. 

When the hose you sell has a neo- 
prene cover, you really have something 
to talk about. For neoprene, the chem- 
ical rubber made by Du Pont, resists 


cracking from sun and heat . . . doesn’t 
soften and get sticky from contact with 
grease and oil on garage floors . . . keeps 


its toughness and elasticity despite 
rough handling. That’s why leading 
manufacturers put a neoprene cover on 
their top grade lines... why many fur- 
nish a tag with each length which tells 
your customer the many years of serv- 
ice he can expect from it. 


So make sure your top quality line of 


garden hose has a neoprene cover. Ex- 
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plain its advantages to your customers. 
They’ll buy more readily. And they’ll 
tell others about this better hose, too. 
Ask your supplier today about neo- 
prene covered garden hose. If you can’t 
get it from your regular source, we’ll be 
glad to put you in touch with a sup- 
plier. E. I. du Pont de Nemours & Co. 
(Inc.), Rubber Chemicals Division M-4, 
Wilmington 98, Delaware. 


NEOPREN 
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S.W.H.A.-A.H.M.A. Joint Opening Session 


Our American 
Heritage 


A UNIQUE factor in our American Heritage, 

says Dr. Benson, is our great system of mass 

production which provides the necessities and luxu- 

ries of life at a price the masses of people can 

afford to pay. He points up the threats to that 
system. 


By DR. GEORGE S. BENSON, 
President 
Harding College 
Searcy, Arkansas 


F.. 15 years our na- 
tional income has been equal to 
that of the next highest six na- 
tions combined. Our laboring 
men, our farmers, and our white- 
collar workers can each buy with 
his wages two times as much in 
food, clothing, housing, enter- 
tainment, travel and education 
for his children as can workers 
at similar jobs in England, 
Sweden, or Switzerland; and five 
times as much as in Russia. With 
one-fifteenth of the world’s pop- 
ulation we send more young 
people to high school and college 
than does all the rest of the hu- 
man race. Our one-fifteenth of 
the world’s population drives 
four times as many automobiles 
as all the rest. During the last 
two years of World War II 


America produced more arma- 
ments than her enemies and her 
allies all combined. What is the 
secret of such unequaled achieve- 
ment? What is the unique factor 
in Our American Heritage? 

The one unique factor in our 
American Heritage is our great 
system of mass_ production, 
which provides the necessities 
and luxuries of life at a price the 
masses of the people can afford 
to pay. As a,result we have the 
highest wages for workers, the 
best opportunity for farmers, 
and the highest standard of liv- 
ing for the general public ever 
experienced by any segment of 
the human race at any time in 
the world’s history. 

But what is the secret of this 
wonderful productive capacity, 
which all the world admires and 


"The secret of this wonderful productive capacity, which all 
the world covets and admires is based upon freedom of indi- 
vidual opportunity. Freedom to own property, to create a 
business, freedom to expect a profit if it is earned, freedom 
to live where one chooses, freedom to work at one's chosen 
occupation, and freedom to join or not to join a labor union. 
Freedom of speech, of press, and of religion. Those are the 
freedoms that have made America great." 
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covets? It is based upon free- 
dom of individual opportunity. 
Freedom to own property, to 
create a business, freedom to 
expect a profit if it is earned, 
freedom to live where one 
chooses, freedom to work at one’s 
chosen occupation, and freedom 
to join or not join a labor union. 
Freedom of speech, of press, and 
of religion. Those are the free- 
doms that have made America 
great. 

Four thousand years of writ- 
ten history testifies that freedom 
of individual opportunity and 
human progress have always 
gone hand in hand, while regi- 
mentation and poverty have like- 
wise gone hand in hand. 

Just how has our American 
freedom translated itself into 
food to eat, clothes to wear, 
houses to live in, and tools and 
machines to use? The answer is 
clear, forceful, and inescapable. 


A Forceful Answer 


Freedom of individual oppor- 
tunity offers the only possible 
way for any nation to draw on 
the total brain power of its en- 
tire population. 

Monopolies always hinder 
progress. Private monoplies are 
bad and’ state monoplies are far 
worse. Our freedom of individual 
opportunity has permitted others 
to follow the trail blazers and 
compete with them. This has 
brought to our economy keen 
competitions in virtually all 
fields. On my files at Harding 
College are the names of 1600 
different companies formed dur- 





DR. GEORGE S. BENSON 
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Geren M. Baird, Sr., Memphis. Charles W. McKnight, Dallas. 1. W. Williams, Nashville. 
23 years with Cleveland Chain. 22 years with Cleveland Chain. 20 years with Cleveland Chain, 


4 southern representatives 
Offer 75 years of 
Cleveland Chain experience 


YPICAL of Cleveland Chain representatives throughout the country Geren M. Baird, Jr., Memphis. 
are Geren M. Baird, Sr., Charles W. McKnight, I. W. Williams and 10 years with Cleveland Chain, 


Geren M. Baird, Jr. 
Combined chain experience of these men totals 75 years. 





From the vast store of knowledge accumulated during this period, 
they are equipped to serve your every chain need . . . to advise you rela- 
tive to stocking, merchandising, display and proper chain applications. 

We of Cleveland Chain are indeed proud of these four men and the 
entire Cleveland sales organization. We know that our representatives 
are capable, experienced and, above all, friendly. Our one desire is to 
serve you better, more efficiently—and constantly! 


Vice Pres., Charge of Sales 


CLE VELAND ([HAIN 





Lhe Cleveland Chain & Mf Co. The Cleveland Reel Salesman is 
Cleveland 5, Ohio typical of modern merchandising 
z tools which will boost your chain 






oe . a ~ . . ° 
a ifi XQ Associate Companies: David Round & Son, : 
Coemirind Cleveland 5, Ohio ¢ The Bridgeport Chain & Mfg. ? DR sales. It holds 4 reels or their 
CHAIN INSTITUTE Go eenres t, Com. * Seattle Chain & Mfg. Since Extste 1869 equivalent in % or Yreels... 
¥ 8, ’ i i a i ee ” 
0., Seattle ash. © Round California Chain Co News ua sells chain “right off the reel. 


Member 
—— 





So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J. A-2144 


Security In Every Link 
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ing the past 52 years to make 
automobiles. 

The keeness of American com- 
petition automatically developed 
that traditionally efficient Amer- 
ican management, which is 
praised round the world. But in 
all fields, those succeeding are 
the ones who did the best job of 
pleasing the American public— 
those who gave the best value 
for the price. 

In its:struggle for survival, 
efficient management resorted to 
higher and higher investment in 
tools. Consequently, the Ameri- 
can workman not only has his 
labors directed by the world’s 
most able management but he 
also has the world’s largest in- 
vestment in tools per worker. 
The average is about $7000 in 
plant, inventory, and tools for 
every industrial or agricultural 
job created. In the automobile 
industry the investment is $9000 
per job, in the railroad industry 
it is $20,000, and in the utilities 
it is about $60,000. 

These are the steps through 
which freedom translates itself 
into food to eat, clothes to wear, 
and things to use—making this 
the grandest place in the world 
in which to live. 


Freedom's Retreat 


The tragedy is that in spite 
of our glowing record of achieve- 
ment we are today rapidly re- 
treating from the principle of 
individual freedom. We are al- 
ready desperately near the point 
beyond which there is no turn- 
ing back. At a quickening pace 
we are treading the road to state 
socialism, which is only a resting 
point on the way to Communism 
and ruin. 

An indication of how far we 
have gone is the renewal of rent 
controls, passed by Congress, 
and eagerly signed by the Presi- 
dent, the last week in March. In- 
stead of a rent control bill it 
should have been called a bill to 
perpetuate a shortage of hous- 
ing, and to create an excuse for 
government participation in 
housing. It indicates to me that 
certain powers that be are more 
concerned about the votes of 12,- 
000,000 rent families than about 
solving the housing problem. 

The only way to obtain ade- 
quate housing through natural 
means is to allow rent to seek 
its own level, and allow owners 
of rental properties to control 
their property. Otherwise we 
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"The tragedy is that in spite of 
our glowing record of achievement 
we are today rapidly retreating 
from the principle of individual 
freedom.""—Dr. B 4 





LJ 


jeopardize the principle of pri- 
vate ownership of property and 
continue a housing shortage. 
When our government failed to 
release rent controls under con- 
ditions so favorable as the pres- 
ent, I am doubting that we shall 
ever again see free housinginthis 
country. Ten percent of the votes 
in the rental houses is a bigger 
margin than President Truman 
carried in the last election. I 
cannot but wonder if it was with 
an eye on that margin that he 


What he called the “real estate 
lobby” might more properly have 
been called the home owners of 
America. He might much better 
have called it a crushing defeat 
for freedom loving people in a 
freedom loving nation. The prin- 
ciple is awfully important. It 
strikes at the right to own prop- 
erty. In reality it meant that a 
man’s property is no longer his 
own if he rents it to another to 
live in. He can’t evict the renter 
and he can’t determine the 
amount he will rent for. 

I fear we have gone down the 
road so far we will never jeop- 
ardize the votes of the 12,000,- 
000 rent families by allowing the 
comparatively smaller number of 


landlords to have ever again free 

control of their own property. 
In the field of federal aid to 

education we are now proposing 


signed the recent rent control 
bill with a declaration that it 
represented “a crushing defeat 
for the real estate lobby.” 
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$300 million for aid to teachers 
salaries, $300 million for build- 
ings, and $35 million for aid to 
health in the elementary and sec- 
ondary schools. Then in higher 
education the President’s Com- 
mission is recommending $120 
million this year, to be increased 
to $1 billion a year by 1960 in 
scholarships alone, with another 
$53 million to be divided among 
the states this year, but to be in- 
creased to $265 million by 1960, 
with continuation of an amount 
similar to present G. I. aid, and 
growing to $210 million a year by 
1960, and aid for buildings, 
growing to $216 million by 1960. 
With a proportionate increase 
in the expenditures for primary 
and secondary education as is 
now projected for higher educa- 
tion present proposals would 
lead to an expenditure of some $6 
billion a year of federal funds 
in public education by 1960. 
Should we start down that 
road we should be aware that we 
could never turn back. It would 
terminate in a federally sup- 
ported and federally controlled 
system of public education. 


A Dangerous Road 


The free tuition and fees ad- 
vocated in the first two years of 
college, and the lower tuition and 
fees in the next two years, to- 
gether with the blighting effect 
of the higher and higher taxes 
on all of the public would lead to 
the final extermination of our 
private schools which have con- 


"It is my firm conviction that if 
present trends continue, we are 
just one more crisis from the day 
men can run for our highest offices 
on a ticket for nationalization of 
American industry and agriculture, 
and be elected."—Dr. Benson. 


stituted our best sources of re- 
search and which still constitute 
our greatest bulwark of strength 
against statism. Here again, we 
have advanced far along a dan- 
gerous road. 

I need barely mention the ad- 
vances being made in the field of 
socialized medicine, and toward 
government ownership of utili- 
ties. 

England, having taken govern- 
ment ownership and control of 
her big industries found it nec- 
essary to pass legislation per- 
mitting the government to tell 
all men and all women, (with 
certain exceptions) where to 
work and what to do. No man 
there can hire any worker, ex- 
cept through the government 
work office, and with government 
approval. Now the government 
has a plan for taking over all 
businesses, and even agriculture 
by 1952. 


Communism 


Working to make private cap- 
italism unpopular in America are 
a total of 564 organizations, 
classified officially, as Commun- 
ist or Communist front organi- 


zations. These have been father- 
ed directly or indirectly by for- 
eign propagandists, who have 
been busy here for 30 years. Ac- 
cording to Tom Clark, Attorney 
General of the United States, 
there are 1300 Communists here 
from behind the “Iron Curtain.” 
There are said to be 800 Amer- 
ican communists here who have 
been trained in Moscow for the 
destruction of our way of life. 
There are thought to be 80,000 
members of the Communist 
party, and there are said to be 
at least 800,000 ready to do the 
bidding of the party. 

It is thought by many that the 
Communists. and their fellow 
travelers have orders from Stalin 
to start violence here upon the 
arrival of any national crisis. In 
the meantime they are striving 
to create all the disorder, strife 
and confusion they can for the 
purpose of facilitating an early 
crisis. They have confused our 
younger generation, and a lot of 
our teachers and preachers. Ap- 
parently a lot of our Congress- 
men are either deceived or scared 
about votes and threats of de- 
feat. 

It is high time we take our 
stand together in defense of our 
freedom. 

Hear the words of J. Edgar 
Hoover, “One of the two great- 
est problems facing America is 
the subversive propaganda aimed 
at the destruction of our way of 
life.” 

Former Secretary of State 

(Continued on page 321) 


John S. Tomajan Elected Chief-X of Hardware X Club 


HE Hardware X Club, which 

is comprised of past presidents 
of the American Hardware Man- 
ufacturers Association, National 
Wholesale Hardware Association, 
the Southern Wholesale Hard- 
ware Association, the Old Guard 
and the Texas Hardware Jobbers 


Association, held its annual meet- 
ing at a luncheon party in the 
Coral Room, Tuesday. Officers of 
both the Southern and Manu- 
facturers associations were 
guests at the luncheon room. Ar- 
rangements were in charge of 
George H. Harper, Baltimore, 


Md., National Enameling & 
Stamping Co., the group’s sec- 
retary-treasurer, who was re- 
elected to that office. John S. 
Tomajan, The Washburn Co., a 
past president of A.H.M.A., was 
elected Chief-X of the Hardware 
X Club. 





Some of the members and guests who attended the Hardware X Club's luncheon party. The club is com- 
prised of the past presidents of the American Hardware Manufacturers’ Association, National Wholesale 
Hardware Association, Southern Wholesale Hardware Association, Texas Hardware Jobbers' Association 
and the Old Guard 
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Stop Faucet Leaks Easier to Install than Washers 
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stemmed faucets. 
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HERE’S HOW SUPERIORS WORK 


The SUPERIOR Faucet Replacement Insert is a complete faucet 
mechanism that provides a new stem, new seat and new threads. It has the 
exclusive feature of a new “non-turn” compression shutoff whereby all of 
the turning action is concentrated on the floating bronze bearing. This bear- 
ing is forced up by water pressure when handle is “on”... then forced down 
as handle is turned “oft”, sealing the water flow. The lower 


surface of the rubber washer serves only as a stationary 
“f idesthe PUT SUPERIORS 


gasket on the old faucet seat, the upper surface provides the 

new valve seat. The washer will last indefinitely as it never 

rotates, thereby eliminating all friction wear. Superior ON DISPLAY 

handle lock in stem fits virtually any faucet handle. Watch Them 
Sell Themselves! 


Each insert is mounted on an attractive display card and contains simple 


Ss i PER 2 oO 4F installation instructions. One dozen inserts packed in sturdy carton 
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S.W.H.A.-A.H.M.A. Joint Tuesday Session 


Our Foreign Policy— 
Right or Wrong? 


PPEASEMENT as the keystone of our foreign 

policy in the past has led Russia to swallow 

satellite countries, Mr. Lane believes. He urges 

military preparedness as a prerequisite to a strong 

and consistent foreign policy such as is now being 
put in force. 


By ARTHUR BLISS LANE 
United States Ambassador to Poland 
1944.1947 


Wis I was in 


Polanf I oftentimes wondered 
why it was that in 1945 when we 
had the strongest Army, Air 
Force and Navy in the world, we 
were not in a position to state to 
the Soviet Union, “We will not 
stand for the violation of the 
agreements which we_ have 
made.” On the contrary, it was 
always a question of trying to 
find what more we could do to 
please the Soviet Union. 

Robert E. Sherwood, who was 
one of the late President Roose- 
velt’s ghost writers, has written 
a most interesting book based 
largely on the private papers of 
Harry Hopkins. Mr. Sherwood 
points out that at the Quebec 
conference of August, 1943, be- 
tween the British and ourselves, 
to determine a future strategy 
in the war with Japan, Mr. Hop- 
kins had before him a document 
prepared by high military stra- 
tegists which was the fundamen- 
tal policy controlling our position 
at that conference. It was also 
going to control our foreign 
policy at Teheran in December, 
1943, and in Yalta in February, 
1945. 

That document stated that the 
controlling policy, to which all 
others should be subordinated, 
was that we must maintain at 
all costs friendship with the 


206 


Soviet Union, and, secondly, it 
was essential for us in winning 
the war with Japan to have that 
friendship; furthermore, that a 
negative attitude on the part of 
the Soviet Union must lose the 
war with Japan. 

It is very easy now, five or 
six years afterwards, with the 
aid of hindsight, to point out 
how unwise that policy was. 


Appeasement 


This policy of appeasement 
was actually implemented at the 
secret meeting of Teheran a few 
months later. That was the first 
meeting between Roosevelt, 
Churchill and Stalin. Stalin ob- 
tained all the concessions at 
Teheran he wished, but two of 
those concessions were all im- 
portant, because those are the 
concessions which made a new 
blueprint for the map of Europe 
and, unfortunately, a sorry blue- 
print for the peoples of Europe. 

The two important decisions 
at Teheran related, first, to 
Poland and, second, to Yugo- 
slavia. With regard to Poland, it 
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"| think that we should repudiate 
the Teheran quality and the Pots- 
dom quality of agreements on the 
ground that those agreements 
have already been unilaterally vio- 
lated by the Soviet government.” 
—Arthur Bliss Lone. 


was agreed that 70,000 square 
miles of Polish territory, an area 
equal to that of the State of Mis- 
souri, should be ceded to the 
Soviet Union. As to Yugoslavia, 
it was agreed that Tito, a coali- 
tion communist, should be recog- 
nized as the authority in com- 
mand in Yugoslavia. 

I wish to emphasize that when 
Roosevelt, Churchill and Stalin 
agreed to these two decisions, 
all three of them violated the 
principles of the Atlantic Char- 
ter, and once we violated those 
principles we automatically gave 
the green light to Stalin to go 
ahead. 

Those principles have too often 
been forgotten. I would like to 
remind you of those principles 
so you will appreciate what the 
violation of the Atlantic Charter 
has meant to millions in Europe. 


Atlantic Charter 


What were those principles? 
First, that the nations would not 
follow the policy of aggrandize- 
ment, territorial or otherwise; 
second, that no territory should 
be taken from any nation with- 
out the consent of the govern- 
ment or the people concerned, 
and, third, that every nation had 
the right to live under the form 
of government of its own choice. 

What did this mean with re- 
spect to Poland and Yugoslavia? 
As far as Poland was concerned, 
the second principle was violated 
in that we took Polish territory 
without consulting the Polish 
government or the Polish people. 
By ceding this territory on the 
east to Russia, we made it pos- 
sible for Russia to create a com- 
munist government in that ter- 
ritory; the government of 
Poland. 

In Yugoslavia, we did not con- 
sult the Yugoslav government in 
exile before giving the nod to 
Tito, nor did we, of course, con- 
sult the Yugoslav people. 

In my opinion, those two de- 
cisions which were made at 
Teheran are the actual reason 
for the gradual aggressive action 
by Stalin in absorbing other 
peoples and in being a threat to 
the United States today. 

The culmination of the policy 
of appeasement came at Yalta 
when, in addition to the con- 
firmation of the secret Teheran 
agreements, agreements were 
made secretly with respect to 
China which have a direct bear- 
ing on the situation in China to- 
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Roosevelt, Churchill and Stalin... 


all three of them vio- 


lated the principles of the Atlantic Charter and once we 
violated those principles we automatically gave the green 


light to Stalin to go ahead.” 


“There is only one policy for us to follow today. It may be 
very costly; it may mean rises in taxes, but it is the only one 
that can be effective. It is a policy of strength . . . the 
strongest Army, Air Force, Navy and Atomic might . . . 
a strong foreign policy and a consistent foreign policy." 


day. It was agreed, without con- 
sulting China, that Port Arthur 
would be turned over to Russia, 
and it was furthermore agreed 
that Outer Mongolia was to be 
under Soviet influence. 

Once the Soviets got their foot 
in between the door at Yalta, 
they never withdrew it, although 
they later promised the Chinese 
government that they would. 


Polish Elections 


Following Yalta, it was agreed 
that free and unfettered elec- 
tions were to be held in Poland 
at once. Those elections were 
not held free and unfettered, but 
it is interesting to know what 
the Soviet technique was in this 
case. It was agreed at Yalta that 
a commission was to be set up 
in Moscow to determine what 
Poles would be invited to Moscow 
to formulate a new government 
within Poland. It had _ been 
agreed at Yalta, too, that Poles 
of the government in London 
should be included in the new 


government. But once this com- 
mission met in Moscow, Mr. 
Molotov, whose _instructionist 
tactics were later to make him 
famous, refused even to con- 
sider that any of the Poles in 
London should be invited. In 
other words, he wanted this gov- 
ernment to be entirely com- 
munists. 

Finally the meetings of the 
commission broke up because of 
the failure to reach an accord. 
The deadlock with Russia in 
1945 during the San Francisco 
conference came about because 
of the Polish question, when at 
the San Francisco conference 
Molotov announced one day that 
16 Polish political leaders had 
been arrested and taken to Mos- 
cow for trial. Some of their 
names, had been suggested by 
the United States and British 
governments as possible mem- 
bers of the new Polish govern- 
ment, 

In the latter part of May, 
1945, according to Sherwood’s 
book, Harry Hopkins went to 
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ARTHUR BLISS LANE 


Moscow under the orders of 
President Truman to reach a 
compromise with the Soviet 
Union to break a deadlock on 
the Polish question. Remember 
that we had insisted at Yalta as 
a cardinal policy in our rela- 
tions with Poland that members 
of the Polish government in Lon- 
don should be included in the 
new government in Poland. 

Hopkins, however, according 
to his own memoranda published 
in Sherwood’s book, states: “I 
told Stalin that the United States 
Government has no _ interest 
whatever in having any members 
of the Polish government in Lon- 
don included in the new govern- 
ment of Poland.” 

Of course, that broke the dead- 
lock. You can always break the 
deadlock by surrender. 

The counsel of the State De- 
partment a few weeks ago in a 
speech before the New York 
State Bar Association in New 
York Cit} stated that he had 
served under four Secretaries of 
State and he could assure his 
audience that our policy towards 
the Soviet Union during the ad- 
ministration of those four secre- 
taries was one of consistency 
and continuity. I do not propose 
to review the administrations of 
those various secretaries, but I 
shall merely review a few events 
which have taken place within 
the last year and let you judge 
whether our foreign policy has 
been one of continuity and con- 
sistency. 


Austrian Peace 


In December, 1947, just a little 
bit over a year ago, Secretary 
Marshall, as representative of 
the United States, was meeting 
in London with the representa- 
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tives of the Soviet Union, Great 
Britain and France to discuss a 
treaty of peace with Germany. 

The Soviet Union made a con- 
dition of discussing that treaty, 
the formulation of a treaty with 
Austria which would give the 
Soviet Union a _ predominant 
position in Austria. Secretary 
Marshall realized that this would 
mean the end of Austrian inde- 
pendence, and so to his eternal 
credit, stated that rather than 
compromise on principles to 
which the United States was 
committed; namely, the indepen- 
dence of Austria, he would 
rather take upon himself the 
blame for the failure of that con- 
ference. The conference did fail, 
and Secretary Marshall, by al- 
lowing the conference to fail, 
preserved the independence of 
Austria. 

I thought that this courageous 
attitude of General Marshall 
meant that the policy of appease- 
ment was finished, but three 
weeks afterward, probably with- 
out the knowledge of Secretary 
Marshall, I learned that the 
State Department had given the 
green light to the granting of a 
loan from the International Bank 
to the communist government of 
Poland for 60 million dollars for 


The Central States Club Dinner 


HE Fiesta Room of the Bilt- 

more was the scene, Sunday 
evening, of the pre-convention 
dinner dance of the Central 
States Hardware Club, attended 
by 282 members, their ladies and 
other guests. Honored guests 
were: H. F. Seymour, A.H.M.A. 
president; W. H. Terstegge, 
S.W.H.A. president; Edmund 
Orgill, Orgill Bros. & Co., Mem- 
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"We took Polish territory without 
consulting the Polish government 
or Polish people. By ceding this 
territory on the East to Russia, we 
made it possible for Russia to 
create a communist government 
in that territory, the government 
of Poland."—Arthur Bliss Lane. 


Ss 8 GB 


the purchase of coal mining ma- 
chinery in the United States. 

During the year of 1947 not 
only had the Polish government 
held four different elections, 
contrary to the terms of the 
Yalta and Potsdam agreements, 
but, furthermore, they had kept 
in prison 100 American citizens 
and refused permission to the 
American embassy to see them 
in jail in accordance with the 
provisions of the treaty which 
we have with Poland. 


Vilify the U. S. 


Furthermore, they had nation- 
alized American-owned property 
without giving any compensation 
to the American owners, and 
they vilified the United States 
continually in the government- 
controlled press. Yet we were to 
give them 60 million dollars to 
increase the output of coal, to 
increase the output of steel and 





phis, Tenn.; past president, 
S.W.H.A.; Dr. Arthur L. Faubel, 
secretary - treasurer, A.H.M.A.; 
T. W. McAllister, managing di- 
rector, S.W.H.A. 

Rollin B. Plumb, Eagle Lock 
Co., Terryville, Conn., vice-presi- 
dent of the club headed the com- 
mittee in charge. Others on the 
committee were: Andrew R. 


FRANK J. KOCH 


BEN LEVE 


to increase the output of arma- 
ment. Fortunately then mem- 
bers of the House of Representa- 
tives made scathing speeches on 
the floor, denouncing this loan 
and stating that it was as crim- 
inal to grant this loan as it was 
to send scrap iron to Japan in 
1941. 

At this time Czechoslovakia 
was taken over by the commu- 
nists, and then the armament 
factory in Skoda, the most pow- 
erful factory in Europe, came 
under the control of the Soviet 
government, and it was plain 
then what the plea of Poland 
meant for an increase in the out- 
put of coal. President Truman 
in a forthright declaration de- 
nounced this communist coup 
d’etat, stating it was contrary to 
the Three Power provisions. The 
United States at last insisted 
that the Soviet Union desist in 
its policy of aggression. 

It was an excellent, forthright 
statement, a strong statement, 
but what good did that state- 
ment do when a few weeks after- 
ward the President, in perhaps 
a jovial mood, stated that Joe 
Stalin was a good fellow. 

There was one person in 
Europe who must have had the 


(Continued on page 210) 


-Dance 


Meyers, General Hardware Co., 
Milwaukee, Wis., president of 
the club; Ben Leve, Chicago, The 
Carborundum Co., secretary of 
the club; J. A. Billings, The Pay- 
son Mfg. Co., Chicago, treasurer 
of the club; Frank J. Koch, Chi- 
cago, McKinney Mfg. Co. and 
George H. Beaudien, Chicago, J. 
Wiss & Sons Co. 





ROLLIN B. PLUMB 
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Dogs, and rodents too, can’t share the enthusiasm of WITT cane EB 


WITT Can owners who find all the better things in 
these sturdy Cans. A picture of strength, WITT Cans pave te 
stand up under weather, wear, even abuse. Snug- fitting 
lids stay tight because the WITT Can holds its shape 
better than a camera-conscious model. 






The underlying reasons for WITT Can superiority are 
simple, but so important. Heavy gauge steel is deep- 
rolled into the strongest corrugations known, reinforced 
with shock-absorbing steel structura/ bands, top and 
bottom, and then hot-dipped galvanized by hand, adding 
the heaviest possible coating of pure zinc. 

This greater strength and resistance to weather and STRAIGHT SIDES Pro- 
abuse is the reason why WITT ‘makes no bones”’ about vide Rugged Strength... 


guaranteeing 3 to 5 times the service life of ordinary Greater Resistance to 
Rough Handling .. . 


Cans. Sell Quality . . . Sell WITT Cans. Longer Wear! 


Oniginators of the Corrugated Can 


Offrr ous Te AT conanes commaey 
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greatest satisfaction when he 
heard it, and that was good old 
Joe Stalin, because Stalin must 
have realized that this state- 
ment completely made negative 
the previous strong declaration 
as to Soviet aggression in 
Czechoslovakia. 


Our Alternatives 


What alternatives have we got 
to that policy? Are there practi- 
cal policies, constructive policies, 
which we can follow, which, be- 
sides giving us security, will also 
bring peace? 

As I see it, there is only one 
policy for us to follow today. It 
may be very costly; it may mean 
rises in taxes, but it is the only 
one that can be effective. It is < 
policy of strength, and I do not 
only mean physical strength, the 
strongest Afmy, Air Force, 
Navy and atomic might. I also 
mean strong foreign policy and 
a consistent foreign policy such 
as we are now putting into force. 

I can think of no step more 
constructive and more convinc- 
ing than the signing of the 
North Atlantic Pact in Wash- 
ington. The North Atlantic Pact 
can be expanded to include other 
democratic nations which will in 
time virtually give us an armed 
United Nations based on inter- 
national morality. 

I also think that we should 
repudiate the Teheran quality 
and the Potsdam quality of 
agreements on the ground that 
those agreements have already 
been unilaterally violated by the 
Soviet government. 

Perhaps there would not be 
much practical effect in repudi- 
ating those agreements, but it 
would have a great moral and 
psychological effect. It would 
give hope to the peoples of 
Europe, and particularly those 
peoples who are enslaved, to 
know that the United States had 
gone back to the position which 
had made us great internation- 
ally; that we were once again 
supporting the principles of 
the Atlantic Charter; that 
we were once again espous- 
ing the principles of _ inter- 
national law. By repudiating 
those agreements we would be 
serving notice on Stalin that the 
policy of appeasement was over 
once and for all. 

The suggestions that we 
should have a federal union are 
receiving the most sympathetic 
consideration throughout’ the 
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United States during the ques- | 
tion periods which follow my 
talks. I have noticed with great- | 
est encouragement the interest | 
which the American people have | 
in uniting the democracies of the 
world. 
Cardinal Spellman, made a | 
particularly telling argument in | 
a speech he made in Boston in | 
1940, and I am going to end my | 
remarks with Cardinal Spell- | 
man’s argument: 
“It is better to have protection 
and not need it than to need pro- | 
tection and not have it. We really 
cannot afford to be moles who | 
cannot see or ostriches who will | 
not see. We Americans want | 
peace, and we will strive for | 
peace, but not for a peace whose 
definition is slavery and death.” | 


Questions and Answers 


At this point Mr. Lane invited 
questions. Some of these queries 
and his answers were as follows: 


Politburo 


Question: What is the sig- 
nificance of the recent change in 
the key personnel, of the Soviet 
foreign office? 

MR. LANE: I suppose, also, you 
have in mind the changes in the 
Soviet Government and other 
changes. I think that we made 
a mistake if we regarded those 
changes as being too significant. 
Some commentators have tried 
to interpret them as indicating 
that the Soviet government is 
now going to embark on the 
policy of appeasing us. If they 
were to appease us, I do not un- 
derstand why Vishinsky, who is 
the toughest negotiator that the 
Soviet Union has, should be ap- 
pointed as the Minister of For- 
eign Affairs. Furthermore, Mi- 
koyan, the Minister of Trade, 
has been replaced by Menshikov, 
whom I happen to know person- 
ally. He comes to Poland as the 
head of the UNRRA Commis- 
sion. It was he who made the 
argument so that all of the 
UNRRA supplies which the 
United States furnished should 
be divided, and 72 per cent 
should be distributed by the 
Polish government. It was a 
communist plan to see that the 
communist governments should 
obtain virtually entire credit for 
the other supplies. Further- 
more, it seems to me that Molo- 

(Continued on page 243) 
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Have you seen the King Cotton Line? 
Quality Cotton Cordage in new 
“self-merchandising” packages! 
King Cotton items are packed to sell 
... sell your customers on the many 
uses to which this finest quality 
cordage can be put. 


Order from your jobber . . . cash in 
on a fast selling line, in its new 
modern package. 


CORDAGE 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 

















S.W.H.A.—A.H.M.A. Wednesday Session 


“It's Earlier 
Than You Think’ 


W/ARNING of the present socialistic trends of 

government, in this country and of their effect 
on business, Mr. Booth said, "We don't have to 
look very hard to see that we are being pushed 
along rapidly toward an omnipotent state .. . 
Socialism is being cooked up for us, and socialism 
is what we are going to get unless we do something 
about it." 


Urges citizens to vote, know their candidates 
and elected officials and what they stand for. He 
deplores efforts to redistribute income and out- 
lines the implications behind proposals tending 
toward more "planned economy” in this country. 
Urges efforts to defeat the proposed Spence bill, 
House Bill 2756, on the grounds that it would 
"shackle private industry and .. . implement social- 
ism in America." 


By ARCH N. BOOTH, Manager 


U. §. Chamber of Commerce 
Washington, D. C. 


i= organization 


which I have the honor of repre- 
senting has nothing to do with 
the government of the United 
States, except to be cooperative 
and helpful, as some of you and 
your local Chambers of Com- 
merce try to do. 

The national Chamber of Com- 


merce is a federation of 2500 
state and local chambers of com- 
merce, like some of those you be- 
long to, and rnore than 500 trade 
associations like these two which 
are in session here today. 

Now, my assignment this 
morning is to talk to you about 
what is going on legislatively 
in Washington and to try to in- 


"Too many people want something for nothing. They want 
higher pay in terms of shorter hours and easier work and 
they want security without effort, profits without any risk." 
"Many people . . . fanatically believe that the nation’s in- 
come should be redistributed so that everybody receives a 
certain minimum and that each citizen's income, excepting, 
of course, government officials, should be determined . . . 
simply by his need.” 

"The estimated budget for the fiscal year 1950 is $41,900,- 
000,000 . . . more than 10 times the average, annual budget 
through the 1920's following World War I." 





terpret what it means to busi- 
ness people, but I am going be- 
yond that assignment. I am go- 
ing to ask you to do something. 
I know you are busy and don’t 
want anything else to do, but 
there is something you must do 
if you expect to stay in business. 
At least that is my opinion, and 
the whole burden of the message 
that I will give to you is simply 
this: That no matter who you 
are or where you are or what 
your job may be, you can do 
something to change this coun- 
try for the better. You count. 
Now, that is the whole message, 
and let me see if I can explain 
it to you a little more concretely. 

Perhaps I could set the stage 
for what I want to say by tell- 
ing you something that I ob- 
served recently in Washington. 
I was visiting the National Mu- 
seum in Washington, and I dis- 
covered there, among other 
things, a perfectly amazing col- 
lection of bones, the skeleton re- 
mains of prehistoric animals. 
Scientists have dug these bones 
out of the earth, painstakingly 
pieced them together, and have 
reconstructed the frameworks of 
gigantic animals that roamed the 
swamps and jungles of the world 
hundreds of thousands of years 
ago. 

The various species have been 
given some jaw-breaking names, 
of which perhaps the simplest is 
the dinosaur. The dinosaur—at 
least the one whose skeleton I 
looked over—had been an enor- 
mous creature. Biologically, he 
and his kind had had mass pro- 
duction down pat. But where is 
the poor dinosaur now? He is 
just a bunch of dry bones riveted 
together in a museum. 

He is an experiment that na- 








ARCH N. BOOTH 
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BY TAPPING YOUR OIL 
HEATER CUSTOMER LISTS! 


Extra Sales from “Check-Backs” for 


fip) AUTOMATIC OIL CONTROL 


Like good oil stock, 


your customer lists g 
cankeepthose ~ 
dividends flowing ‘ 


in. Andhere’s <2 
a simple 
merchandising 
formula to help 
you pump new life 
into ‘‘dead” files: 


A 


EVERY OLD CUSTOMER A NEW 
PROSPECT FOR ONE OR ALL THREE 


aan alan ats 


~ A-P OILIFTER 


Automatically lifts fuel oil 
from remote storage to all 


A-P THERMOSTAT COMFORT KIT A-P FUEL OIL TRAP-IT 


Adds AUTOMATIC temperature con- 
trol convenience to any heater made 
since 1939 and equipped with A-P 
Model 240-D, U or Y series Man- 
val Controls, 


vaporizing oil burning ap- 
pliances. Ends oil handling, 
Spilling, waste. 





Improves heating efficiency 
by trapping all dirt, sludge, 
gum and moisture in oil 
lines. Saves service expense. 


ACCESSORIES 


# Check over all customer files dated 
back as far as 1939. 


2. Give them to your office girl with 
instructions to check addresses against 
current city or phone directories. 


3. Call a sales meeting. Give your 
salesmen the corrected lists and A-P 
Automatic Oil Control Accessories ‘‘sales 
ammunition.” 


4. Watch for results in new sales to 
old customers. Some of them will buy 
new heaters, too! 





















Folders for mailing 
Direct mail -broadsides 


Oil control tags 


“Album of Famous Vaporizing 


Oil-Burning Appliances”’ 


7 
* 
oe 
@ Newspaper ad mats 
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& 


15-minute slide-sound film 
available for dealer and 
salesman showing 





AUTOMATIC PRODUCS COMPANY 


DEPENDABLE 





NAME... 

Od Coutroles Wow. =—Ss avoress.. 

Meme ciy 

DESIGNED TO ELIMINATE SERVICING Today! Signed by...........-.... 


Our jobber 
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AUTOMATIC PRODUCTS COMPANY 
2442 North Thirty-Second Street, 

Please send us immediately all sales ammunition featuring 
A-P Oil Control Accessories. 


Milwaukee 10, Wisconsin 


























SCREWS are Business Builders, too 


If you've ever checked the “traffic pattern” customers 
make in your store, perhaps you've discovered that 
your “bread and butter” items — like screws, nuts, 


and bolts — are your real traffic builders. You've 


kind of store where fasteners belong—the hardware 
store. And while they're shopping, they're apt to 


buy other things, too. 


More than just traffic builders, Corbin Screws are 
business builders, too. When you sell a few — or 
several boxes — you're sure your customers will be 
satisfied. Corbin Screws stay sold because they must 
pass the famous Corbin uniformity test before they 
reach your shelves. That means they're always uni- 


form—in material, finish, size, head style, and quality. 


Keep your screw display alive—to help build traffic 


— and business. To be sure, stock Corbin Screws. 


CORBIN SCREW 


DIVISION 


THE AMERICAN HARDWARE CORPORATION e NEW BRITAIN, CONN. 
Warehouses: New Britain « New York e Chicago 
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found that people like to shop for fasteners in the ~ 


"It (House Bill 2756) would make 
the President virtually a dictator 
over production, supply, prices 
and wages, in this country.” 

Arch N. Booth 


Cj Cj O 

ture tried and eventually de- 
cided to abandon because he had 
one fatal flaw. The dinosaur 
weighed about thirty-five tons— 
a lot of life in one package. His 
difficulty was that he carried 
practically all of this tremendous 
bulk below his ears. This led to 
his downfall. 


The dinosaur perished from 
the earth because his size and 
productivity far outran his brain 
power. He perished because he 
lacked intelligence to adapt him- 
self to changing times, and, it 
goes without saying, that he 
lacked the capacity to direct the 
changes to his own good. 


Parallel Not Perfect 


The parallel between the dino- 
saur’s world and ours is not 
perfect. But it is sufficiently ac- 
curate to cause us to do some 
soul-searching about our own 
situation here in 1949, and about 
our willingness to do something 
about this situation. 


It is Intriguing to wonder 
wheré. American business may 
end, say, 10 years from now, if 
the present sharp, socialistic 
trends are allowed to run their 
course unhampered and un- 
checked, and that is the way they 
are running today. 

Now, let’s take a look at what 
is happening in this country and 
see if you want to do something 
about it or whether you are go- 
ing to wind up one of these days 
a bunch of dry bones, riveted 
together in a museum, with a 
rod under your chin to hold it 
up, with a sign saying: “This is 
what the Southern Wholesale 
Hardware Association and the 
American Hardware Manufac- 
turers Association looked like 
back in 1949.” 


We don’t have to look very 
hard to see that we are being 
pushed along rapidly toward an 
omnipotent state or that an 
omnipotent state is being forced 
upon us, whichever way you care 
to express it. 


Within recent weeks we have 
been given a very detailed pro- 
gram, a good concrete one that 
anyone can understand, for set- 
ting up a welfare socialistic 
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state here in America. Now, I 
know that you feel a little com- 
placent about that and say: “So 
what? That is what Dr. Benson’s 
talk was about the other night; 
I have read editorials on it, and 
it has been on the radio. After 
all, only a quarter of 1 per cent 
of the voters in the last election 
voted for the Socialist candidate. 
I’m not a socialist; I don’t even 
know a Socialist, so what is all 
this rubbish about?” 

Let me show you a few things 
about what it is all about, how 
this thing is working by night 
and by day, creeping up on us 
and being brought upon us by 
you and people in labor unions 
and teachers and preachers and 
farmers and folks in almost 
every walk of life, while you cry 
out against the principle of the 
thing. 


State Socialism 


Let me say, too, that it could 
be that neither those public of- 
ficials who are presenting this 
program nor those who voted the 
officials into office really want 
socialism. I don’t think they do. 
Nevertheless, socialism is what 
is being cooked up for us, and 
socialism is what we are going 
to get unless we do something 
about it. 

Now, this direction of affairs 
is not something that is left to 
our imagination. It is clearly in- 
dicated in such documents as the 
President’s inaugural address, 
the President’s State of the 
Union message, the recent report 
of the President’s Council - of 
Economic Advisers and the bud- 
get message, all of which went 
to the Congress in January of 
this year. 

Well, you will conclude, I am 
sure, that we no longer have 
here in America the capitalistic 
economy of former years. There 
is no use kidding ourselves about 
that. It has gone. We have more 
of what some people call a labor- 
istic economy, and I am not sure 
that is an accurate term at all. 
I don’t think it is. We have what 
might, for want of a _ better 
name, be called a “grabistic econ- 


ao 


"It is obvious that we are further 
along the road to collectivism 
with its slackness, incompetence, 
impoverishment, destruction of in- 
dividual incentive and freedom 
than most people suspect." 


Arch N. Booth 
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--. for long-time, accurate performance 


on a wide variety of work 


+ 
Every time you sell a GREENLEE Chisel or 


Gouge you sell top performance . . . for a long, 
long time. Blades are of special-analysis, high- 
grade steel . . . for uniform toughness and 

long-lasting, fine-cutting edges. Each tool is 
expertly formed and heat-treated, highly- 
polished, perfectly balanced. In short— 
whenever you sell a GREENLEE you 


sell a tool of highest quality. 





AHISELS AND GOUGES 


TOOLS FOR CRAFTSMEN 


GREENLEE 





STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions ¢ Bell Hangers’ Drills « 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., | 804 Herbert Avenue, Rockford, Illinois, U.S.A. 
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S$. HORACE DISSTON 
Henry Disston & Sons, 
Inc. 


omy.” Too many people in this 
country seem to be suffering 
these days from an indecent mal- 
ady, “gimmie and grab.” 


Something for Nothing 


Too many people want some- 
thing for nothing. They want 
higher pay in terms of shorter 
hours and easier work, and they 
want security without effort, 
profits without any risk. They 
want a Pyramid Club to pay the 
bills, and too many people would 
rather sit around and divide up 
the existing wealth and income 
rather than to create new wealth 
to add to the existing supply. 


This could be said to be a state 
of mind of the times, and I sup- 
pose that is what it is. Politicans 
and office holders (not all of 
them, of course, but too many 
of them) are taking advantage 
of it. 

“O.K.,” the government official 
says, those who believe this way, 
“so you want something for 
nothing. Well, we’ll give it to 
you. 


“We will give you security 
from the cradle to the grave. 
We'll give you free medical care, 
low-cost housing, low-cost food, 
social insurance, ultra-modern 
schools, cheap electricity, super 
highways, abundant steel, recla- 
mation projects, recreation — 
whatever your heart desires— 
and it won’t cost you a cent, ex- 
cept in taxes, and the other fel- 
low, of course, in the rich part 
of the country will pay most of 
the taxes.” 
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Well, why do government of- 
ficials make such promis& as 
these, do you suppose? Why do 
they develop and _ promote 
schemes which they say will 
make these promises come true? 
What do they have to gain by 
setting up and pushing a “grab- 
istic” economy? 

Well, in the first place, it is the 
popular thing to do. Many peo- 
ple want them to do it and urge 
it upon them, and then most of 
them more or less seriously he- 
lieve what they say. They fa- 
natically believe that the nation’s 
income should be redistributed 
so that everybody receives a cer- 
tain minimum and that each 
citizen’s income, excepting, of 
course, government officials, 
should be determined not by his 
initiative, ability or earning ca- 
pacity but simply by his need, 
and that is the theory that is 
sweeping the world today and 
threatening to engulf this coun- 
try, too. 

The government officials who 
are back of this new socialism 
think that the state is more in- 
terested in you and your welfare 
than you are yourself. They 
think that the state can run your 
life and your business better 
than you can. The belief persists 
that the benefits of the welfare 
state are free and that, there- 


ogo 2 


"Strange as it may seem, the 
people in this country who are 
forever cussing the government 
fail to vote when elections come 
around." 


Arch N. Booth 











fore, one cannot have too much 
of them. 

Well, government officials don’t 
mind doing the job in behalf of 
the state, because it gives them 
bigger and better jobs for them- 
selves. It gives them power. It 
gives them billions to spend, and 
it gives them more control over 
the lives of more people. 


Behind the Scenes 


It gives them the personal sat- 
isfaction of being able to put 
their own ideas across and of 
making their influence felt in a 
big way in the world. For this, 
they are willing to work pa- 
tiently and tenaciously, even 
though often they work quietly 
and without fanfare—behind the 
scenes. 

It would take far more time 
than we have here on this oc- 
casion to tell about all the 
schemes the social planners in 
Washington have devised and 
are now pushing to redistribute 
wealth and income and to make 
America into a welfare state, 
but I will touch on a few of 
them. 

Don’t forget that you haven’t 
seen a socialist, and you may not 
have voted for one. You don’t 
believe in nationalization of 
hardware manufacturers or any- 
one else. This is repugnant, too, 
and yet that is the last thing 
these folks are thinking about, 
because the bright, new plan of 
this day is to let you and the 
owners of business continue to 
own the business. You go ahead 
and own the assets, those pieces 
of paper which represent your 
ownership, plants, tools and ma- 
chinery, and the socializer will 
simply socialize and redistribute 
the income. That is the program, 
and let me show you just a few 
examples of it. 

The first is expanded social 
security. None of these things 
come at midnight of any certain 
day. They are creeping up on us 
by day and by night. This in- 
sidious scheme of social security 
is a baby giant. Most people 
think of social security as a mere 
1 per cent of their pay. They 
don’t always remember the em- 
ployers are already paying on 
the average an extra 3 per cent, 
making a total of 4 per cent. 


20 Per Cent of Payroll 


Under existing law, social se- 
curity will come to cost 10 per 
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cent as the present program ma- 
tures. Under the proposals cur- 
rently considered by Congress, 
social security will cost a full 
20 per cent of this country’s 
payroll, and, in addition, federal 
grants to states for doles, old 
people, needy children and the 
blind will cost a billion dollars 
a year by 1950. 

Those things are already in 
bills and are in the hopper wait- 
ing for discussion in the Con- 
gress of the United States. 

The second technique for re- 
distributing income from the 
wealthy to the poor is public 
housing. Now, the government 
reports say that building costs 
must be reduced, but the idea is 
to lower costs by charging them 
up to Uncle Sam and to your tax 
bill rather than by insisting on 
modifications of the make-work, 
slow-down and stand-in practices 
of the building trade unions, 
which have raised wages enor- 
mously and reduced production 
per man to a new low. 

Today there is a multi-billion- 
dollar housing program ready 
for discussion whenever the ma- 
jority Democratic leaders are 
ready to call it before the Con- 
gress. It will call for 810,000 
housing units in the next five 
years, slum clearance, rural 
housing and public housing al- 
most without end. 

The third device for redistrib- 
uting income is rent control. No- 
body loves the landlord. He is the 
forgotten man of inflation, and 
so the official view is that the 
proportion of rental housing 
must be increased, and so to 
tempt private enterprise to build 
more rental housing, they go on 
and say, “Rent control must be 
extended and strengthened,” and 
they have done part of that at 
least for the next fifteen months. 


Rent Control 


Well, the thing is wrong in 
principle. Control of rent has 
been maintained long after all 
other wartime controls have been 
abandoned, with the result that 
the owner of real estate is get- 
ting a negligible return on his 
investment, compared with what 
the manufacturer, the store- 
keeper, the worker or the farmer 
receives today in the form of 
profits, prices or wages. 

We know from the experience 
in France how this process is 
likely to end. When there is no 
return on the investment, there 
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"It is probably one of the mos? 
profitable jobs you can take in 
this fight for survival of our bus- 
ness system. It is going to take 
a lot of your time and thought, 
but | sincerely believe if more 
of your time and energy were 
spent on good human relations it 
would result in a better under- 
standing of our business system 
and why it is necessary.” 


Arch N. Booth 
Oo O 


is an understandable unwilling- 
ness on the part of private capi- 
tal to build homes, and once the 
private building of homes has 
been discouraged by discrimina- 
tory controls, the demand for 
public housing grows by leaps 
and bounds, and so rent control 
is the third effective device for 
taking income from one group 
and handing it over to another. 

The fourth step for socializing 
income is the strong drive now 
under way for socialized medi- 
cine. We have here in America 
the best doctors, dentists, nurses 
and hospitals in the world, the 
best medical care, and yet we 
now face the theory that our 
medical care can be improved if 
we socialize it, as was done in 
France and England where it is 
terrible. 


Socialized Medicine 


Socialized medicine and com- 
pulsory health insurance would 
cost the taxpayers a mere 4 bil- 
lion dollars to 10 billion dollars 
a year by 1960. You would pay 
your share partly through a 
higher payroll tax and partly 
through income taxes, and in ex- 
change you would get, if you are 
eligible, free medical and dental 
care, hospital service, drugs, 
hearing aids, spectacles, crutches, 
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aspirin, pink pills, anything you 
need. 

I wish I had time to point out 
to you some of the many cruel 
pitfalls of socialized medicine, 
and I would like to read you one 
comment on the subject. This is 
what Dorothy Thompson had to 
say in her column recently about 
how socialized medicine will 
wreck medical service as well as 
the treasury: 

“Almost no human being, over 
a certain age, is perfectly well,” 
she pointed out. “As a result, 
the experience of public medi- 
cine, in every single country 
where it has been adopted, is 
that doctors’ offices and clinics 
are thronged with persons who 
are as well as their years justify, 
but whose demands can wreck 
the treasury. 

“Public medicine,” Dorothy 
Thompson adds, “runs into in- 
finity. It is as impossible to com- 
pute the necessary number of 
doctors as of patients. Constant- 
ly mounting demands force a 
breakdown of medical standards, 
beginning with training.” 

She quotes a famous New Zea- 
land physician who said recent- 
ly: “Public medicine in New 
Zealand is a disaster. It is turn- 
ing our people into a race of 
hypochondriacs.” 

That is a pretty strong medi- 
cine and a potent way to social- 
ize incomes. Everybody is for 
better health and medical care, 
but the question is, “Can the 
Federal Government provide 
perfect health for you free?” 


Share the Wealth 


Well, there are a number of 
other devices in operation or in 
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the planning stage for redistrib- 
uting income from those who 
have it to those who have less 
of it. For instance, there is the 
progressive income tax, estate 
and inheritance taxes, the ex- 
cess profits tax, which take from 
the efficient to give to the others. 

There are the so-called vari- 
able grants-in-aid which gives 
to the poor areas. For example, 
there are bills to provide from 
300 million dollars to 1 billion 
dollars a year in federal aid to 
education. Then there is the 
school lunch program, the fcod 
allotment program which is now 
pending in Congress, and so we 
go on and on through the illus- 
trations of how the new type 
American socialism is creeping 
up on us, or rather is being 
pushed onto us. 

Well, those are critical issues, 
and these are days when Con- 
gress is busy in a critical month 
doing other things of far-reach- 
ing importance, too. Some are 
socialistic maybe, and some are 
not. 

For example, there is the 
North Atlantic Pact which was 
signed Monday in solemn cere- 
mony. The treaty will now be 
submitted for debate to the 
United States Senate and to the 
legislative bodies of the eleven 
other signatory powers. 

Well, it appears it will be ap- 
proved by a substantial major- 
ity. The principal debate will 
come on the problem of military 
aid to the 11 signatory powers. 

Then there is the administra- 
tion labor bill, which has been 


approved by labor committees 
in both houses. No date has 
been set for the debate in either 
house, and no doubt the debate 
in the Senate is going to take 
about four weeks after they get 
started on it. All indications 
seem to point to Senate reten- 
tion of large portions of the 
present law. 


Then there is wage-and-hour 
legislation which, by the way, 
is another method of passing 
money from one group to an- 
other, by which the minimum 
legal wage would be raised from 
40 cents an hour to at least 75 
cents. There is great opposition 
to it, of course, not only to the 
proposed increase but to the in- 
creased coverage of the Act. 
Southern Democrats may very 
probably hold the key to both of 
these labor endorsed measures. 


Then there are bills to provide 
for the development of river 
valleys, for power, irrigation, 
navigation and flood control by 
applying the Tennessee Valley 
experience to other great river 
basins, and these projects would 
cost hundreds of millions of 
dollars. « 


Public Power 


There are legislative plans to 
develop public power projects 
far beyond anything this coun- 
try has ever seen. The dficiency 
bill with funds for a Tennessee 
Valley steam plant has already 
been passed in the House and 
will come up in the Senate this 
week. 
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The Duo-Therm Heater with exclusive 
POWER-AIR BLOWER Saves 
up to 1 Gallon of Fuel Oil in Every 4 


POWER-AIR—A BLOWER, NOT A FAN! Makes heat 
move faster, penetrate farther, work harder for complete 
home comfort. Actual field tests in a cold northern 
climate have proved that a Duo-Therm Heater with 
exclusive Power-Air saves up to 25% on fuel! 


Extra Heat Where You Need It with the 
Duo-Therm POWER-AIR BLOWER... 


¢ Moves up to 300 cubic feet of air per minute. 


¢ Gives more heat at the living level . . . forces lazy 
ceiling heat down where it’s really needed . . . keeps 
floors warmer . . . maintains uniform comfort. 


¢ Forces warm air in any desired direction—up, down, 
right or left—by means of directional grille. 


¢ Operates with heater turned off to provide a cool- 
ing, 27 mile-an-hour breeze for summer comfort! 


¢ Has adjustable velocity control to coordinate exact 
amount of air output with the size of the flame. 


¢ Works at the turn of a switch. Small, quiet, heavy- 
duty motor is mounted on a resilient rubber cushion 
outside the heater for better cooling and accessibil- 
ity ... no radio interference . . . and the operating 
costs are no more than a 40-watt light bulb! 


AND HERE’S A HOT TIP: Some of your old customers 
bought Duo-Therm Heaters without Power-Air. Sell 
‘em a Power-Air unit mow for installation on their 
present Duo-Therm. Easily installed on either side of 
most models. 


Power-Air’s Only Part of the Picture! Every Duo- 
Therm Heater is a beautiful furniture piece, finished 
in light blond, glowing mahogany or walnut, designed 
to blend with either modern or traditional room 





HARDWARE AGE, APRIL 21, 1949 








What gives Duo-Therm a big edge 
over every other space heater? 


OUP Terns 


schemes. Every Duo-Therm Heater has the exclusive, 
the one-and-only Duo-Therm Dual Chamber Burner. 
It squeezes more heat from every drop of oil . . . with 
no moving parts to get out of order! 


MORAL: Duo-Therm Heaters with Power-Air are 
highly efficient money-makers, too. Which makes it 
hard (if not impossible) to figure out any reason for 
not featuring them! Get all the details about the profit- 
able Duo-Therm franchise now. Write, wire, or phone: 
The Duo-Therm Division of Motor Wheel Corporation, 
Lansing 3, Michigan. 


DUO-THERM 


FUEL OIL HEATERS 


More than a million satisfied users! Always the leader! 


OUO-THERM IS A REGISTERED TRADE MARK OF MOTOR WHEEL CORF., COPYRIGHT, 1948 
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IT'S BEEN 


VAUGHAN 


SINCE 1869 


For those master craftsmen to 
whom quality in their tools means 
everything, the choice is over- 
whelmingly V & B. They like 
the built-in balance that relieves 
fatigue—the ring of carefully 
tempered steel — the smooth, 
shock-absorbing handles. 


Yes—with men who know tools, 
for 80 years there’s never been 
but one choice — VAUGHAN & 
BUSHNELL, makers of fine ham- 
mers, hatchets, axes, chisels and 
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What about taxes, you are 
wondering? Senator George has 
said that the United States 
would be faced with a sizable 
depression if Congress approves 
Mr. Truman’s tax program. He 
warns that this country will 
have to choose between a deficit 
or tax increase if it is unwilling 
to cut spending. 

Almost at the same time, Sen- 
ator Taft, of Ohio, has proposed 
a 10 per cent cut in the second 
year’s appropriation for the Eu- 
ropean Recovery Program, and 
that was voted down the latter 
part of last week. 

Then there is the important 
Hoover Commission, and no 
progress has been made for the 
enactment of the Hoover Com- 
mission’s recommendations for 
reorganizing the government in 
the interest of efficiency and 
economy. All of the 18 highly 
important reports have been 
presented to Congress, and un- 
der the reorganization plan be- 
fore the Senate, the President 
could submit to Congress plans 
for regrouping these govern- 
ment agencies, which would be- 
come effective in 60 days, unless 
both the House and Senate 
voted to set them aside, and so 
you see the extent of govern- 
ment is ever increasing, and the 
cost will be increasingly higher. 


$312 Per Capita Tax 


The estimated budget for the 
fiscal year 1950 is $41,900,000,- 
000. That is more than 10 times 
the average annual _ budget 
through the 1920’s following 
World War I. It figures out to 
an average federal tax of $312 
on every man, woman and child 
in America for just one fiscal 
year. If you and your wife have 
two children, it will cost you 
$1,248 in federal taxes, and 25 
cents cut of every dollar of the 
people’s income will be going to 
pay for government. One day 
out of four you work not for 
yourself or anything you gain 
but for the government, and 
this is only the beginning, un- 
less you who see the light and 
do everything possible to apply 
the brakes. The way to apply 
the brakes is not an easy way. 
It is to stop asking for more 
spending. It is to hold down on 
requests for appropriations, and 
it is to make economy in gov- 
ernment politically popular back 
home. 










There’s More to it 
than the BALL 


Complete 
Assortment 

in 64-Box 
Display Carton 


It’s the PACKAGE that SELLS 


How much profit do you make on the sale of a few 
loose steel balls...counting handling? Not much! 
But when you put the PAK-BAL Assortment on 
your counter your sales soar and your selling cost is 
virtually nothing. 

PAK-BALS, packaged in small quantities, sell for 
one uniform price of 25¢c a box. Sizes range from 
Yeth inch to Yeth inch by 32nds. And the most 
important thing ... you need only reorder PAK-BALS 
in the faster selling sizes. 

PAK-BALS are high quality, high carbon-chrome, 
thru hardened steel, precision ground to close tol- 
erance. Never touched by human hands, there is no 
loss from rust or corrosion from handling. 

Order from your jobber or write direct for prices and discounts, 


Sap the Packaged Ball Co. 


LANGHORNE, PENNSYLVANIA 










( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 
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Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard. 
Water Putty keep 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many oe materials may shrink 
fall out or c ip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. © Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial usérs, 
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Well, now, in speaking of 
trends here comes the part 
which, as the dentist says, is go- 
ing to hurt just a little bit. You 
probably heard about House 
Bill 2756, or the Economic Con- 
trol Bill, as it is commonly 
known. 

Now, this truly extraordinary 
bill was introduced in the Con- 
gress by Representative Brent 
Spence of Kentucky. It is de- 
signed, as Presidential Adviser 
Keyserling says, as a moderate 
implementation of the program 
sent to the Congress by the 
President in January. 

Well, if this one is moderate, 
it is to be hoped nothing will 
ever be devised which could be 
called stupendous, sensational, 
colossal, or even big. Let me 
tell you about it. 


Here's the Story 


“The authorship of _ this 
Spence bill,” says Felix Morley 
in the April Nation’s Business 
magazine, “is attributed to a 
small White House clique in 
which spokesmen for the CIO 
and the leftist Farmers’ Union 
are dominant.” And here is 
something that will startle you. 
“The actual phraseology of the 
Spence bill,” Mr. Morley points 
out, “gives more than a little 
evidence that the bill was mod- 
eled after the Soviet law which 
set up ‘The Great Stalin Five- 
Year Plan.’ ” 

“Even in Russia an enabling 
act had to be adopted before 
centralized planning could really 
take over,” Mr. Morley says. 
The Spence bill is purely that 
sort of preparatory legislation. 
It runs 42 pages, and if it be- 
comes law it would center almost 
unbelievable authority in the 
White House. It would make the 
President virtually a dictator 
over production, supply, prices 
and wages in this country. 

It would give the President 
at least 46 broad, specific pow- 
ers, and it gives Congress none. 
So, hold onto your chairs a min- 
ute, and I will tell you two or 
three things it will do. The 
President would have the power 
to designate materials or facili- 
ties with respect to which he 
feels a shortage is affecting or 
threatening to affect the coun- 
try. Then he would have the 
power to develop and adminis- 
ter federal programs at home 
and abroad as he may deem 
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SALES BOOM 
PROFITS MULTIPLY 


with THREADWELL 
MUN-E-MAKER MERCHANDISERS 


Get your quality taps and drills out in the open where customers 
can see, handle and buy them. Mun-E-Makers are compact, require 
less than two square feet of counter space. Complete assortment of 21 
fastest selling items. Labelled with easy to read price and size tags. 

Package comes freight prepaid complete with merchandiser, either 
carbon or high speed taps or drills, price and size tags, drill gage, 


literature, and Threadwell’s handy sales envelopes. 


THREADWELL 
MUN-E-MAKER 
TAP 
MERCHANDISER 


21 sizes of popular 
best-selling taps 
ranging from 6-32 to 
4" NPT carbon or 
high speed steel. 
Carefully selected for 
quick turnover. 





THREADWELL 
MUN-E-MAKER 
DRILL 
MERCHANDISER 


Carefully screened 





assortment contain- 
ing 21 popular quick 
selling sizes from ‘«" 
to 2 Jobbers carbon 
or high speed twist 


drills. 


MINIMUM PROFIT 33%% 
ON RETAIL SELLING PRICE 


Write for complete list of 
sizes and discount sheet. 





THREADWELL TAP & DIE COMPANY, Greenfield, Massachusetts 


tes © Gages ® Pipe Threacers 


Taps @ Dies @ Drills © Counterbores ® Keyway Broaches ® Screwpla 





NEW— 
ACCESSORY DISPLAY CASE 


Put it on your counter and ring up many 
profitable sales. Three each of the most 
popular accessories are dr2matically dis- 
played in this dustproof, theftproof case 
which is 23” high 16” wide 12” deep and 
has easy-sliding shelves and plenty of room 
in back for literature. 

Customers see your varied, clean stock— 
make their own selections—sell them- 
selves! 

THERE'S MONEY IN 


ACCESSORIES 


This new case will attract year-around 
repeat business that means steady income 
and profits. There are 500 accessories in 
the Chicago line—the finest and largest 
line available—and made to fit all portable 
power tools. 


HANDEE TOOL OF 1001 USES 


The choice of home craftsmen, mechanics, 
hobbyists. Speed 25,000 r.p.m. AC or DC. 
First tool of this type and today’s finest 
for work on metals, alloys, plastics, wood, 
horn, glass, etc. Grinds, drills, polishes, 
engraves, routs, sands, saws. Weighs only 
12 oz. and fits the hand comfortably. Na- 
tionally advertised with 40 accessories in 
case for $27.50. Handee with 7 accessories 
(no case) $20.50. 


PLASTIC-CRAFT KIT 
Contains everything needed for internal 
carving and coloring of plastics. For use 
with Handee or other portable tools. Re- 
tails for $6.95. 


DEALER AIDS—Free mats, electrotypes, radle 
scripts, circulars and display material. 
Write for discounts and Special Offer on free 
Accessory Case. 

CHICAGO WHEEL & MFG. CO. 
1161 W. Menroce St., Dept. HA, Chicago 7, Ill. 
ea ee ee 4 4 4 a 4b 4h 4h ah 4h 4 


Send details of Free Accessory Case plan. 


Name 


Address 








necessary to supplement the ef- | 


forts of private enterprise. 

Then he would have the power 
to contract for research work, 
designed to improve the use of 
your materials and facilities. 
He would have the power to con- 
struct and operate new plants 
or expand and rehabilitate exist- 
ing plants to increase the pro- 
duction. 


Nor is that all. The Presi- 


dent would have the power to 


dispense with public hearings, 
and he would have the power, 
at the same time, to subpoena 
witnesses and company books and 
records. 
power to require the seller of 
any commodity to give 60 days’ 
notice of any intended price in- 
crease, and then this little gem 
is added. An increase in wages 
granted by an employer would 
not be considered an increase in 
cost of production until six 
months after the wage increase 
had gone into effect. Now, that 
is neat bookkeeping, if you can 
do it. 

Listen, the avowed purpose of 
this Spence bill is—and I am 
quoting — “to implement the 
established national policy of 
promoting employment, produc- 
tion and purchasing power.” 
You couldn’t have said it better 
yourself, could you? Its real 
effect, as you must know, would 
be to shackle private industry 
and to implement socialism in 
America, and it is a surrepti- 
tious flank attack on competitive 
enterprise. It is like a floating 
balloon in the air. If it is bad, 
it can be shot down, and if it is 
good nobody pays too much at- 
tention to it, and already we will 
vote it into being. 


Planned Economy 


It is a reckless attempt to get 
legislative authorization for the 
establishment of a _ planned 
economy in America planned on 
the Russian model. 

You are probably wondering 
how anyone in America could 
have the audacity to frame a 
bill such as this, let alone in- 
troduce it. Jt is obvious that 
we are further along the road to 
collectivism with its slackness, 
incompetence, impoverishment, 
destruction of individual incen- 
tive and freedom than most peo- 
ple suspect. 

Now, I think there is some- 
thing you ought to do about it. 
The question that the thinking 


He would have the | 
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SKOTCH 


A Steady 
Profit Puller 





8” « 10” carton display 
* printed in red and vlack 
or on cards for bin display 






Here's a wood joiner that really 
HOLDS ... and holds without | SCREENS 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for tight 
strong joint. Works equally well 
on square, mitre, ''T", split or dado 
joints. Perfect for repairs, making 
screens, etc. Easily displayed on 
counter or in self-service bins. 


Free Sales Helps... i. 


Sample wood joints that show uses “4 
of SKOTCH Wood Joiners plus a new 

counter folder are yours FREE. Ask 

your Jobber or write direct for 9@n- | cHairs 


erous supply. Dept. HA-!. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE., CHICAGO 18, ILL. 
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How many 5¢, 10¢ and 25¢ sales did 
you lose this month . . . the kind 

of sales that quickly add up to im- 
portant money? How many dollars are 
you losing yearly because you al- 
ways seem to be out of a certain 
size screw and a certain type of bolt? 


If you're tired of carrying a huge 
inventory that costs too much money 
and takes up too much space, ask 
your jobber about SHARON 
REFILLABLE ASSORTMENTS or write 
direct to us. Once you've tried them, 
you'll join hundreds of dealers who 
tell us that the Sharon idea is the 
most practical, money-saving, money- 
making merchandising idea in years! 


x. Ds 
Shavot Bolt aude. Screw Co. 


BOSTON 10, MASS. 
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businessman is asking himself 
these days is, “What in the 
world can I do where I am and 
with my resources to meet this 
threat to the American way of | 
life, and how can I clear up the | 
meddled thinking which leads to 
voting people into office and put- 
ting the pressure on them which 
results in the mess we are get- 
ting into?” 

We need not be idle. There is 
much that each of us can do, and 
it is not too late for us to face 
up to our responsibilities. All 
have heard the saying, of 
course, that it is later than you 
think. You have seen these 
words on sundials from Maine 
to California, and this idea of 
the lateness of the hour seems 
to be deeply etched in the minds 
of many worried Americans, 
and it plays right into the hands 
of these men who want to bring | 





social progress in a hurry. 

For some reason, this illogi- 
‘al slogan seems to have an 
amazing appeal in this critical 
hour. It seems to comfort peo- | 
ple as they feel their once-so- | 
firm foundations crumbling be- | 

| 





neath their feet. Instead of 

acting as a spur to our patriot- 

ism and courage to stand up for | 
the free republic of our found- 
ing fathers, this phrase seems | 
to provide an excuse to conclude 
that it is just too late to do any- | 
thing. | 


America Not Finished 


that, and I hope you don’t. One 
thought I would like to leave 
here with you this morning is 
that it is earlier than you think. 
America is not finished. We 
have, by no means, reached our 
productive limit in any sense of 
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} 
Personally, I don’t believe 
| 





When you sell “AMSWISS” Files and Rasps, you 


| 
’ | can conscientiously recommend them as being per- 
the word. , “ : : 
d The Twentieth Century Fund | fect in every respect, with deep sharp uniformly 
‘ made a thorough study of Amer- | hardened teeth, and long-wearing. 
on ica’s needs and resources re- | 
cently and gave us three or four | These high-quality tools are made in every standard 


encouraging predictions. From 


1951 to 1960, our population | shape, size and cut, and carry a guarantee on which 
e will increase by perhaps 10 mil- | you can rely, for we have stood squarely back of 
ne ; ro = . “4 = 
oi lion persons. By 1960, our in- | all of our products for half a century. 
dustrial output could be 30 per- 
fe cent greater than it was in the | Write for our “AMSWISS” Catalog, with complete 
em, boom year 1948, and there | : 
should be 64 million people gain- | descriptions and listings. 
“dl fully employed by 1960, the 
aaal study shows. 
Well, yes, America has a fu- 
; ture, and that future is worth 


saving, and on the theory that 
what is worth saving is worth 
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A Complete 
Wrench Department 


in One Small Box 

















SIX SERVICEABLE SETS 
PRICED TO SELL — FAST 


‘The General’ consists 
of 14 wrenches, rang- smaller sets .. . These 
ing from 3/16” to tough, quick-fit socket 


3/4", a ratchet wrenches are made 
wrench and two for hard service— 
offset handles — all and priced to fit every 


snugly packed in a pocketbook .. . Mail 
handsome metal case. coupon below today! 


Sells 6 Ways 


A Handsome Profit 
in Every Sale 


Breaks down into five 


Dept. W-210 


CORP 
ee 


Send Wrench Folder, Prices! 





oh 


MAIL COUPON BELOW NOW! ¢-— 





fighting for, we businessmen of 
America should roll up our 
sleeves and start swinging. For 
example, you can become active 
politically. Did you ever stop 
to think about it? What does 
that mean? Let me show you 
three or four things. You don’t 
have to run for office, and one of 
the encouraging things in Amer- 
ica today is that businessmen are 
willing to do that if they see the 
way, and they are willing to quit 
trying to direct and let the fel- 
lows who run it do the leading. 

The first thing you can do is 
register as a voter. I am not go- 
ing to ask you how many are 
registered. I am afraid to. 
Many elections are won or lost 
on registration day, so get your 
name on the dotted line. The 
second thing you can do is be- 
come acquainted with political 
leaders and public officials. That 
is just good salesmanship, and 
you are good salesmen, and it is 
good politics. 

One dependable way to get bet- 
ter men in office is to convince 
the leaders that better men are 
needed and can be elected with 
your support. Too few business- 
men are personally acquainted 
with their Congressmen and 
their Senators. That is always 
a tragic observation, I find. 
Worse still, a good many don’t 
even know the names of their 
Washington representatives, and 
so I say to you that every busi- 
nessman of any standing should 
know these people, at least 
through correspondence, and, if 
possible, through close personal 


acquaintance. They are your 
people on the greatest Board of 
Directors in the world. 


How They Stand 


Next, it is important to know 
what various candidates stand 
for. You can perform a real pub- 
lic service by insisting that each 
candidate and office holder be ex- 
plicit about his position on all 
public questions, and that is par- 
ticularly necessary on legislation 
affecting our way of doing busi- 
ness or our form of government. 

Then it is the duty of every 
businessman to be thoroughly 
familiar with current public is- 
sues, not all of them, of course. 
You couldn’t possibly know about 
all of them, but the ones which 
affect your way of doing busi- 
ness or our governmental proc- 
esses. 

What I am saying to you is 
that it is easy to obtain depend- 
able information, so get your 
name on the mailing list. Keep 
yourself posted on political de- 
velopments, and be prepared to 
express a real, reasoned and well- 
informed point of view, and you 
will become a very valuable citi- 
zen. 

Then remember, too, that your 
employees are willing to listen to 
what the boss thinks about pu:- 
lic questions. Did you know 
that? The men and women who 
work for you are influenced by 
your ideas and your political 
views. Oh, you get a little dis- 
couraged, of course, because il 


(Continued on page 248) 
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McGowin-Lyons 
Hardware & Supply Co. 


L. M. STRATTON 
Stratton-Warren 
Hardware Co. 
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TABLE TOP RANGE 
5-burners — No. 4805 

De luxe model. Full white por- 

celain exterior, on rigid welded 

steel frame, each panel hung 
separately to relieve strain. Sci- 
entifically spaced burners, por- 
celain enamel lined, insulated 
oven. Oven heat indicator. 
Two accessible 1-gal. fuel tanks. 











TABLE TOP RANGE —?> 


4-burners — No. 4914 
Perfect for small family. Low 
price. Spacious, well-constructed 
oven. Oven heat indicator on 
drop-type oven door. Welded 
steel frame. Enclosed top burn- 
er control handles. Recessed 
“toe-room” base with adjust- 
able leg levelers. 


4— CONSOLE RANGE 
5-burners — No. 6115 


tor on oven side. 
















NS, SR. 
Lyons 
upply Co. 











ECONOMICAL SHORT 


Cook ao full meal for 
family of four for only 
2%2¢. Generate own gas, 
burn with a clean bive 
flame. Flame focused on 
bottom of utensil. 


Every model has these two superior 


Nesco features! 





CHIMNEY BURNERS 
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EXCLUSIVE ELBOW- 
ACTION REGULATORS 
Provide smooth, 7-point 
flame control 
stick or jam, even after 
yeors of service. 
ratchets, cogs, gears or 
coms to get out of order. 
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NATIONAL ENAMELING 








A range with « waist- 
high, ‘‘no-stoop’’ oven 
at a very low price. Stag- 
gered surface burners for 
large kettles. One sur- 
face burner is Nesco 
DUBL-HOT—one of the 
hottest burners made. 
Porcelain enameled oven 
door. Oven heat indica- 
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| €-3-BURNER STOVE 


No. 4903 
Many quality features 
found only in higher- 
priced models. Two 
standard = short-chimney 
burners, one DUBL-HOT 
burner. Porcelain enam- 
eled outer chimneys. 1- 
gal. fuel tank. Adjust- 
able leg levelers. Splash 
back. Unusual stove value. 





3-BURNER STOVE 
No. 4013 

Compact cabinet-style stove 
for small homes, resorts, 
tourist cabins, cottages. Por- 
celain enameled outer burn- 
er chimneys. Large, 2-door 
storage compartment. 
Straight line top with splash 
back. One gallon concealed 
fuel tank. Leg levelers. 


AND STAMPING COMPANY 
EXECUTIVE OFFICES: 270 N. 12TH ST., MILWAUKEE 1, WISCONSIN 


‘Sales Offices: Merchandise Mart, Chicago +» Candler Bidg., Atlanta » 200 Fifth Ave. Building, New York 
Ambassador Building, St. Lovis - Western Merchandise Mart, Son Francisco 
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The Future Starts Today 


R. WHITNEY says we must begin to use our 
influence now as individuals to keep people 
from seeking security in change just for change’'s 
sake. He presents a story of the American Oppor- 
tunity System which can be spread to others. 


By WARREN WHITNEY 
Vice-president, James B. Clow & Sons 
Birmingham, Ala. 


W. must straight- 


en out our thinking and get 
away from inflationary thinking 
in this country of ours. If we 
can come back to a belief in a 
thing that God has smiled about 
for a long time and then go out 
and do some little thing about 
it yet today, the meeting will be 
worth while. It is a system that 
has a regard for the common 
man but yet lets the uncommon 
man come up through the group 
and get something for himself, 
for those he loves and the econ- 
omy that made him. 

It is a system that does not 
substitute anything for equality 
when it deals with the individ- 
ual, a system that believes in 
fair dealing, a system that does 
not segregate men from oppor- 
tunity, a system that the world 
needs as a plan. 


System of Equality 

We can temporize with the 
ERP, the ECA and all that, and 
feed these nations that malign 
our system, but we are only tem- 
porizing the situation. Our plan 
and our program is to develop 
further this system of Ameri- 
can opportunity and pass it on 
as a plan to the countries of the 
world that need it. It is the only 
plan that will rehabilitate those 
countries and their souls. If we 
let it get away from us for 
wanting a change for change 
sake in this period of inflated 
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thinking, we will have done 
something not only to our chil- 
dren and our children’s children 
but to the world that needs what 
we have, a plan. 


Security Through Change 


People are looking for secur- 
ity, and they are looking in the 
wrong direction. There are peo- 
ple in this country who would 
change it just for change sake. 

As these people seek security 
through change, it is our duty, 
as leaders, as civic leaders, as 
business people, as those who 
live in and profit from and be- 
lieve in this American opportu- 
nity system, to do something now 
about changing them away from 
seeking change just for the sake 
of a change. 

It is the influence we‘ have 
that we must put to work as in- 
dividuals and now, and it is a 
very simple job if we go at it. 
That is what we are going to 
have to do, turn this thing 
around and make it workable. 
I would like to talk to you about 
some of the things you can do. 

It seems to me that, first, we 
are going to have to keep our 


O Qa 


"It seems to me this system of 
opportunity, the thing the world 
needs, is just as powerful for right, 
but we must keep it in ethical 
hands and now and then add a 
little spiritual control." 

—Warren Whitney. 
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business practices ethical. The 
heart and soul, the center of the 
opportunity system of this coun- 
try is built around industry, in- 
dustrial plants, business, barter 
and trade. It built the country. 

The spirit of competition is 
responsible for the progress of 
this country, and we have got 
to come back into a spirit of 
competition and keep it ethical, 
if we are to go on to continue 
to make this country progres- 
sive and show it to the world as 
a plan that will work. 


Spiritual Control 

It seems to me this system of 
opportunity, the thing that the 
world needs, is just as powerful 
for right, but we must keep it in 
ethical hands and now and then 
add a little spiritual control. We 
who are in business, manufac- 
turers, retailers, or whatever we 
may be, with the regard people 
have for us and with employees 
under us, with civic and social 
positions, have the obligation to 
keep our practices ethical, so the 
opportunity system really means 
something. 

It seems to me the next thing 
we are going to have to do in 
the straightening out of our own 
‘thinking and getting back to 
“disinflation,” is to reinstate the 
god of work in this country and 
not act as a man who is afraid to 
ask someone to work. 

We are going to have to be 
firm about that. If this country 
is to succeed, if we are to save 
the system, we are going to have 
to convince people that it was 
work that built it. It is work 
that will keep it together. Then 
we must turn around and add 
our share so we will not be ask- 
ing for more than we give. We 
must go back to work, and the 
sooner we start teaching that 
to people the sooner we will be 
doing our job. 

Another thing we are going 
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"The spirit of competition is responsible for the progress of 


this country and we have got to come back to a spirit of 
competition and keep it ethical, if we are to go on to make 
this country progressive and show it to the world as a plan 


that will work." 


"We are going to have to learn to make the opportunity 
system mean more to those who actually run it." 


to have to do and learn to do is 
to make the opportunity system 
mean more to those who actual- 
ly run it. 


American Youth 


I heard Dr. Gaines of Wash- 
ington and Lee University tell 
this story. He was coming down 
through the hills of Virginia. 
There was a friend with him, 
and as they came down the 
country highway, they stopped 
at a sign which said “School 
Crossing.” They needed to stop, 
because there were 10 children 
walking across the highway 
from the school, possibly to a 
bus stop. As they sat there wait- 
ing for the children to pass, Dr. 
Gaines turned to his friend. 
He said, “My friend, there are 
10 children. There is America. 
Let us assume all 10 are in the 
fourth grade. What will happen 
to them?” 

This friend said, “Dr. Gaines, 
I don’t have it in my mind, but 
I have the statistics in my of- 
fice, and I will send them to 
you.” So he received a letter 


not long after that from this 
friend which said simply this: 

“Assuming that those 10 chil- 
dren in the hills of Virginia are 
all in the fourth grade, here is 
what will happen to them. Out 
of the 10, three will go to high 
school. Out of the 10 and out 
of the three, one will go to col- 
lege.” 

And Dr. Gaines was very 
much cheered up about that. He 
thought, “Well, here is an en 
lightened leader. Here is one 
well-trained individual who has 
had access to the laws of eco- 
nomics and the fundamental les- 
sons that come out of history. 
an educated man who will have 
two good assistants, also sub- 
jected to the economic forms 
and the history of this fine coun- 
try of ours. America is in good 
shape. It is in good hands. 
Where in industry do you find 
one enlightened leader and two 
enlightened assistants for seven 
workers ?” 

Dr. Gaines was cheered up. 
Then this thought suddenly 
struck him. Under the repre- 
sentative form of government, 


A.H.M.A. ADVISORY BOARD 





SPENCER T. OLIN 
Western Cartridge Co. 


HERBERT P. LADDS 
National Screw & 


JOHN S. TOMAJAN 
The Washburn Co. 


Mfg. Co. 





HARDWARE AGE, APRIL 21, 1949 




















WARREN WHITNEY 


the form we love so well, that 
we wouldn’t give it away for any- 
thing we have found yet, our 
destinies are in the hands of 
the seven and not the three. Our 
destinies are in the hands of 
the seven children and not in 
the three. 


Opportunity System 


So, it seems to me if we are 
going to go about the business 
of protecting the American op- 
portunity system, we must keep 
our practices ethical and apply 
a little spiritual control now and 
then. We must learn to work 
and to ask for work and not 
consider that we are giving 
someone punishment by asking 
others to work. 

Then it seems to me that we 
are going to have to make op- 
portunity mean just a litth bit 
more to those who rule us, to 
those in whose hands our des- 
tiny lies, to give values and to 
get values. 

You know, that is not always 
easy. You get yourself all 
crossed up every once in a while. 
You do with your employees. 
We are talking about our in- 
fluence over employees. Some- 
times you get pretty disgusted, 
but I guess you have to put up 
with that, too. 

I would like to review with 
you these things. Keep your 
business practices ethical wheth- 
er in hardware, ladies’ readyo- 
wear, or whatever it may be. 
Let’s keep our practices ethical 
in business. It represents the 
opportunity system to those who 
are under us and to whom we 
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Styled to sell! 
Butte to sell! 


Fuced to sell! 






OSCILLATING 
FANS 


New improved guards add 
extra beauty and safety. New 
strikingly beautiful finish of warm 
Persian Grey. Still far ahead 

.. in styling ...in quality...in 
performance... 






12” Model N-128 
Heavy Duty 


in price. 





16” Model N-163 10” Model N-101 
DeLuxe Heavy Duty Deluxe Heavy Duty 








16” Pedestal Model 12” Model N-121 10” Model N-103 
N-165. Adjustable Standard Standard 
in height—4 to 7 ft. 


| NEW! FASCO 
LO-LEVEL AIR 
CIRCULATOR 





Truly beautiful. Exquisitely designed and finished, 
Above average air circulation... without drafts... 
without blasts @ . without noise. Priced to sell at only 
$39.95 retail. (Slightly higher Denver and West.) 


VENTILATORS 


Meet today’s demand for cool, clean comfortable 
kitchens in every new and existing home. Used as 
standard equipment by America's largest builders. 





can order from your jobber promptly. 





Formerly F. A. Smith Manufacturing Co., Inc. 


ROCHESTER 2, N. Y. 








WRI TE! Get complete information now so you 


"We are going to have to make 
opportunity mean just a little bit 
more to those in whose hands our 
destiny lies, to give values and 
get values.""—Warren Whitney. 
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have to make opportunity mean 
more. 

Let’s begin now to give a 
day’s work and ask for one and 
not be ashamed of it, and let’s 
apply a little spiritual control 
and go about this job of teach- 
ing this story of America, tell- 
ing it to Americans. 


Spread the Word 


Start with your wife. She 
spends 85 per cent of your 
money, which is 110 per cent of 
what you earn. She is very in- 
fluential. She casts 55 per cent 
of the votes, as has been the 
case in the last three national 
elections. She has a wonderful 
power of distribution. 

Get into politics: those who 
would ruin your system are in. 
What are you waiting for? Get 
on the school board and have 
something to say about what 
and how your child is taught. 

And speak to your preacher. 
He has been talking to you long 
enough, and whether your pres- 
ence supports him or not, you 
support him with your money. 
He is an influential man. Tell 
him what the opportunity sys- 
tem means. You don’t have to 
go far to look for an audience. 
They are right under your feet, 
and I think I can tell you in a 
few words how to explain this 
system. 

Take your’ office boy, a kid 
who was out over the Pacific, 
flying a plane 600 miles an hour, 
a jet job. You wouldn’t even go 
up in it. He is a potential Amer- 
ican. He’s got a lot of power 
and guts. He proved it, but he 
has to know about a system he 
has not experienced. He has 
been living at a time when 
America was not America due 
to inflated thinking and due to 
the trend for a change when a 
change is the last thing we want. 

Start telling him about indus- 
trial America and what it means. 
You can do it easily. Take him 
down to the drug store and buy 
a Coca-Cola. Get him one. When 
you are about half way through, 
hold it up and say, “Son, this is 
America. This glass, for in- 
stance, is America. Someone a 
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long time ago thought of a 
method and machinery by which 
glasses could be pressed out and 
at a cost so that you and I 
could afford them. I can have 
three or four dozen in my home, 
and this druggist can have 60 
dozen, and everyone can have 
them. 


This Is America 


“And this fellow who thought 
of this machine went to the 
American patent system, which 
some people would destroy, and 
got the patent on it so he could 
protect his ingenuity and the 
effort he put into this thing. 
Then there were investments 
made in the machine and in 
making glasses. People from 
one side of this country to the 
other profited by investing in 
the machine and in the glasses 
and in the business. That is 
America, and wealth was pro- 
duced, and the opportunity sys- 
tem took hold of it and made 
things better in this country. 

“And son, in the ice of that 
glass there is America. You 
don’t have to wait until a pond 
freezes over any more and pack 
your ice in sawdust and lose 
half of it or be deprived of it 
completely in the South. Some- 
one thought of a device by which 
ice could be made in the home 
and at a cost where everybody 
could get the healthful values 
from refrigeration. This fellow 
patented his idea and every- 
where across the country invest- 
ments were made and factories 
were built, and ice houses and 
trucks and tires and gasoline 
went into it, and wealth grew, 
and the opportunity system went 
to work. That is America. 

“And, son, in that simple 
syrup in that drink is America. 
Some fellow thought of a formu- 
la by which he became wealthy. 
He had it patented so nobody 
could copy it exactly and those 
who have tried to duplicate it 
too have added wealth. Across 
the country people have invested 
in this thing and not only just 
in the syrup and the money 
made, but in the trucks, tires, 


ao Oo 


“Let's begin now to give a day's 
work and ask for one and not be 
ashamed of it, and let's apply a 
little spiritual control and go 
about this job of teaching this 
story of America, telling it to 
Americans.'"—Warren Whitney. 
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glasses and everything it takes 


bottling plants, caps, bottles and , 


to serve a public that wants | 


something like this, and they 


have added profit to themselves. 


“And, son, remember this, 
that in that glass and in that ice 
and in that syrup there is a 


profit. There is a profit in the | 


cement of the floor upon which | 
we walk and the marble slab on | 
top of the counter and in the | 


girl’s linen uniform and in all 


the 60,000-odd items this drug- | 


gist has on the shelf there is a 
profit. Thank God, son, there is, 
because when you take the profit 
out of an opportunity system 
you will have none. Competi- 
tive? Yes. It adds wealth, but 
keeps a profit. It built this coun- 


try, and that, son, is America.” | 


It seems to me a significant 
thing that the secret of nuclear 
energy was first released to a 
Christian people where the op- 
portunity system prevails, a 
system that has a regard for the 


common man, but yet lets the | 
uncommon man come up through 


and get something for himself, 
for those he loves and for the 
economy that made him. 

“God, give us the courage to 
change what must be changed, 


serenely to accept what cannot | 


be helped, but the insight to 
know the one from the other.” 
Now to be sentimental and re- 


peat it, I want you to wrap up | 


this story of the opportunity 
system and take it 
and use it and talk about it and 
begin to unsell those people who 


would change for change sake. 





S.W.H.A. RETIRING 
EXECUTIVE 
COMMITTEE 





E. E. GIBBS 
Summers Hardware & 
Supply Co. 
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SAFETY 


Handsome 

style door kn e 

Ideal for private 
homes Colors: Brass 
or chrome finish 
Actual size: 35 8x7, 

Other styles from 
$3.95 Slightly 
higher west of 
Rockies 


Retail Price 


°4.95 


@ Pry proof safety back 














EASILY INSTALLED IN ANY WOOD OR 
METAL DOOR OF ANY THICKNESS... 





@ Individually gift boxed 


@ Built-in 2 way speaking slots 


@ Factory guaranteed 


write for literature and dealer and jobber prices 


——— 
~c_HOM E SAFETY 


U ENGINEERS 


20 million people have read about it 


The two way MAGIC MIRROR permits home occu- 
pants to see all callers without being seen, while the 
caller sees only his own reflection in a shiny mirror, 
Available in apartment or private home models. 


*Patent Pending 


ee 


Tel. MU 7-1034 


Magic Monn A inaiale Src 


687 THIRD AVENUE, NEW YORK 17, NEW YORK 
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,30 MILLION PEOPLE WILL 
SEE CARLSON ADVERTISING IN '49 





ts 
* SATURDAY EVENING POST 
* FARM JOURNAL 
* POPULAR SCIENCE 
* POPULAR MECHANICS 
* GOOD HOUSEKEEPING 
* CARPENTER 
OTHERS 


TO SELL ’EM, YOU GOTTA TELL ’EM... 


and in 1949 more people than ever before will want to buy Carlson rules 
at your store. Every Carlson ad in more than 12 national magazines will 
tell readers about Carlson’s replacement blade economy (quick change) 
automatic friction brake, coil control and other superior features of the 
famed Chief, White Chief, Hobby and the new Buddy rules. Check your 
stock now —then call your jobber —’49 is the rush to Carlson! 


CARLSON & SULLIVAN unc. 


1714 CALIFORNIA AVENUE e MONROVIA, CALIF. 








S.W.H.A.—Tuesday Session 


Incentive Plans 


UTLINING various types of employee incen- 

tive plans, Mr. McManus suggests that any 
bonus distribution plan should be substantially in 
some definite relationship to profits and varying 
in accordance with individual salaries. He would 
have them based on either individual performance 
or performance of a relatively small group. 


By W. W. McMANUS 
Vice President and General 
Manager 
King Hardware Co. 
Atlanta, Ga. 


M, company has in- 


centive plans, but only for sales- 
people. However, that does not 
mean that we do not think well 
of the merits of such plans and 
we are now searching for help 
on this subject. 

There is very little practical 
information available as to in- 
centive plans in the hardware 
industry for the reason that 
relatively few hardware con- 
cerns have what might be 
termed real incentive plans. 

Webster’s Dictionary says: 
“incentive — inciting — stimula- 
tive—That which incites, or 
tends to incite—incites to per- 
formance—motive. That within 
the individual, rather than with- 
out, which incites him to action. 


Plan—to devise or project a 
method or course of action.” 

Our government defines an 
incentive wage plan as a method 
of wage payment by which work- 
ers receive extra pay for extra 
production. Basically, an _ in- 
centive plan enables workers to 
increase their earnings by ex- 
ceeding specified standards of 
output. 

Many unions are traditionally 
opposed to incentive wage plans, 
but there are many differences 
in union attitudes toward them. 
Unions usually appraise the sit- 
uation and the problems they 
find usually. reflect their posi- 
tion. Much of this opposition is 
due to past experiences with 
rate cutting and the speed-up. 
Unions claim that when workers 


"Many unions are traditionally opposed to incentive wage 
plans but there are many differences in union attitudes to- 


ward them." 


"To the employee . .. the money he makes from his job de- 
termines his attitudes as well as the amount of knowledge 
and skill he may accumulate to perform the details of his 


work.” 


"No plan of compensation is a cure-all, nor a substitute for 
employee training and good management." 
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become proficient and increase 
their output and earnings some 
employers would re-time the 
job and cut the rate so that the 
higher output resulted with no 
increase in pay. Also, they dis- 
trust the nature of time study 
methods—fear of loss of jobs 
with increased production, etc. 
However, some labor leaders 
recognize that they can press for 
higher wages and higher in- 
come. They want to eliminate 
the abuses which some plans 
have shown. One government 
agency analyzed 514 different 
incentive plans and decided that 
when a plan is properly set up, 
you could expect on an aver- 
age: 

1. 38.99% increase in produc- 
tion. 

2. 11.58% decrease in unit 
labor cost. 

3. 17.56% increase in em- 
ployee take-home pay. 

Out of 20 large firms in At- 
lanta — not hardware — not a 
single one was using an incen- 
tive plan other than for sales- 
people. One of the large supply 
companies told me it had in- 
stalled such a plan in its office 
during the war, but as they 
found it unsatisfactory it was 
discontinued as soon as possible. 

There are many of our mem- 
bers who have some kind of a 
bonus arrangement in effect 
whereby bonuses are distrib- 
uted to employees at the end of 
the year, perhaps in some defi- 
nite relationship to profits and 
varying in accordance with in- 
dividual salaries. It seems to 
me that a real incentive plan 
should be based, substantially 
at least, on either individual 








W. W. McMANUS 
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performance or the performance 
of a relatively small group; 
otherwise, particularly in a 
large organization, the individual 
employee may have an idea that 
his own individual performance 
is not a factor in determining the 
amount of his bonus or addi- 
tional compensation. 

Now, of course, it is easy to 
work out incentive plans for the 
sales organization and tie them 
right in with sales or profits on 
sales. 

In sales we hear about various 
firms using—Base salaries with 
or without commissions; base 
salaries with or without per- 
centage of gross profits; paying 
expenses, furnishing cars, draw- 
ing accounts, bonuses, quotas, 
and many other incentives. 

But to develop a practical in- 
centive plan for office or ware- 
house employees is a much 
more complex problem, probably 
involving job analysis or some 
method of rating the perform- 
ance of the individual em- 
ployee. 


Maximum Benefits— 

Compensation is a big factor 
from the viewpoint of the em- 
ployer, but to the employee it 
usually is the biggest single 
factor governing his standard 
of living, his reputation as a 
provider for his family, the ex- 
tent to which he can provide for 
emergencies and is the one very 
definite measure of his ability. 

To the employee, therefore, 
the money he makes from his 
job determines his attitudes as 
well as the amount of knowl- 
edge and skill he may accumu- 





JOSEPH E. STONE 
The Stanley Works 
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A.H.M.A. 
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BOARD 
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late to perform the details of 
his work. 

Compensation is the answer 
to the natural question in the 
mind of every warehouse or 


office employee. Why? Why 
should I work harder? Why 
should I learn to do more? Why 
should I try to do better? Why 
should I give better service or 
why should I sell more? It is 
interest in his own well-being 
that causes him to give his co- 
operation willingly to produce 
better results. No plan of com- 
pensation is a cure-all, nor a 
substitute for employee train- 
ing and good management. 


Time Study 


Some of the largest hardware 
wholesalers have a time study 
made of their different opera- 
tions and find out how many 
items should be worked per hour 
by an order clerk, packed by a 
packer, or put in order by a 
stockman and then pay a bonus 
on the operations in excess of 
those standards. In some de- 
partments an order clerk would 
be required to work 30 items in 
an hour, while in others, 40 or 
20 would be required. The same 
would apply to a stock man ora 
packer. 

The standard would probably 
be different in each wholesaler’s 
warehouse, based on space, lay- 
out, and how much territory a 
man would have to cover in the 
working of an order. Therefore, 
a time study is necessary. An 
engineering firm is sometimes 
used by these big wholesalers 
to determine the time facior, 
full package, broken package, 
tonnage, etc. 





CHARLES F. ROCKWELL 
Honorary Member 








On the same arrangements, 
billing clerks, general stenog- 
raphers, and other office em- 
ployees can be rated on stroke 
counters, on machines or line 
items. These people must be 
trained and usually start out 
on an hourly basis and are guar- 
anteed base pay whether the 
work is available or not. 

One of the North Carolina 
wholesalers uses this plan: 
“After making 20° on our com- 
mon stock, all additional profits 
are divided fifty-fifty between 
the company and the employees, 
up to a maximum of 10% of the 
employees’ annual salary to be 
paid at the end of the fiscal 
year. In good years, we boost 
this to 20%. This plan has 
proved very satisfactory except 
one phase of it. This defect is 
that the incentive is uniform 
on a_ percentage of salary; 
whereas, we would like to make 
it adjustable, because some em- 
ployees are more aggressive, 
more productive and entitled to 
a greater portion of the in- 
centive remuneration than 
others. This is an imperfection 
that we would like very much to 
overcome and correct but find 
it difficult indeed to find a way.” 


Profit-Sharing Plan 


We have the following profit- 
sharing employees’ plan offered 
as a good plan. All employees 
would share in the net profits 
of the organization on the fol- 
lowing basis: For example, with 
a group of 50 people, with a 
$50,000 net profit for the year, 
an employee with five years’ ser- 
vice gets 5/250 of $5000 or 
$100.00. An employee with 10 
years’ service gets 10/250 of 
$5000 or $200.00. An employee 
with one year’s service gets 
1/250 of $5000 or $20.00. The 
$5000 represents 10% of the 
net profit of $50,000. 

The 250, as used in the above 
example, was secured from get- 
ting the average number of 
years each employee had been 
with the company, which in this 
case was five years, or five times 
50 employees equals 250 total 
years of service. 

A very large corporation al- 
lied to the hardware industry 
pays a base salary and commis- 
sion. The base salary usually 
averages about 70% of the em- 
ployees’ compensation, with 
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3 GREAT CAN OPENERS PACKED WITH SALES APPEAL! 


Here are premiums that really spur action! These famous 
SWING-A-WAY Can Openers will corral herds of new custo- 
mers for you—then go on building good will month after month 
by their perfect performance. 


PACEMAKER — Model 107: The pacemaker in the low-price 
field. Ruggedly built—smooth operation. Many quality features 
usually found only in more expensive models. 


SWING-A-WAY — Model 507: The popular-priced leader —guar- 
anteed five years. Famed Double Synchro-Gears—cutting disc 
can’t skip or stick. Cuts cleaner, easier. Locked-on can can’t fall. 


SWINGMASTER — Mode! 600: The last word in can openers. All 
the features of Model 507, plus the revolutionary new lid-lifter 
thet automatically grips and holds.the severed lid. Ends “lid- 
fishing” and cut fingers. A premium with irresistable appeal to 
every housewife! 


ALL THREE MODELS 
FEATURE THE TRIPLE-POSITION SWING-A-WAY BRACKET 





COMMENDED 


PARENTS 
MAGALINE 







Phone, write or wire 


SWING-A-WAY 


MANUFACTURING COMPANY 


4100 Beck e Saint Louis 16, Missouri 
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BAD LUCK FOR MICE 
FAST SALES FOR YOU 





ERE’S the Black Cat, the sleek 
new addition to the Victor line 
of fast selling mouse traps. A bright 
and shiny jet black plastic mouse trap 
equipped with “silver” wire work, the 
BLACK CAT is styled to sell . . . de- 
signed to kill mice. Safeguards chil- 
dren and pets from injury. 
Order a good supply from your 
wholesaler. The BLACK CAT will 
move quickly. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


Ants make the market. VICTOR ANT TRAPS 
make the profit. Order from your jobber. 


It pays to sell 


VICTORS 


the TRAPS that people know 








commissions amounting to 
about 30°. This 30% can go up 
or down in good or bad years. 

One of our members uses 
length of service as the most im- 
portant item in determining 
bonuses. All employees who 
have been in the firm’s service 
five years or more get two 
months’ salary; one year up to 
five years, one month’s salary; 
six months to one year service 
gets two weeks’ salary, and all 
others two days’ salary. They 
pay their salesmen a percentage 
on sales with salary and ex- 
penses guaranteed but charged 
to them against their commis- 
sions. They deduct 1% of one 
per cent of all sales, which they 
credit to bad accounts or credit 
losses. This deduction is made 
whether or not the credit lIdss 
amounts to as much. Figuring 
that adjustments on merchan- 
dise which is really not defec- 
tive, credit memos, freight al- 
lowances, etc., will take up this 
amount. 

I have heard of insurance 
companies showing pictures on 
bulletin boards and in house 
magazines of any office employee 
who has done an outstanding 
job in handling house custom- 
ers or other outstanding feats 
in public relations—just another 
incentive to be recognized as 
being part of a good organiza- 
tion: 


One Firm's Plan 


One hardware firm uses this 
plan: 

1% bonus plan on monthly 
basis in lieu, of wage adjust- 
ment; establishes quotas for 
salespeople. Formula—Basic 
Wages sales factor = sales 
quota; sales minus sales quota 

bonus sales. 

Example—Wage 160  fac- 
tor of 4—quota 640.00. Monthly 
sales of 1600 minus 640.00 
1% 9.60 bonus. Factor runs 
from three to ten times wages. 

If he did nothing but sell, his 
factor would be ten times his 
wages. If he does other duties, 
his factor would be lower, such 
as three, four, five, six, etc., de- 
pending on how extensive those 
duties are. Then get the aver- 
age wage for month by dividing 
wages by number of salespeople. 
Get the average bonus by divid- 
ing bonus by the number of sales- 
people. Then average bonus di- 
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vided by average wage equals 
the bonus percentage. Add this 
percentage to the salary of all 
non-selling employees. The first 
year cost 13.9% and the past 
year, 15.4%. 


A Western Viewpoint 


A western wholesaler says: 
“Each man is given 1000 points 
each Monday morning. These 
points are taken away from him 
for errors he makes. Deduc- 
tions are made for Order Fillers 
as follows: 100 points, when an 
item is shorted when in stock; 
100 points, full cartons not 
marked with correct name and 
listed on back with weight and 
shipped; 50 points, merchan- 
dise not put together in ship- 
ping bins; 50 points, merchan- 
dise not filled correctly. 

“You can list others to suit 
your operations: 

“For packers—100 points, 
when merchandise is left off an 
order; 100 points, when mer- 
chandise is packed faulty, and 
75 points when merchandise is 
not marked right. 

“For checkers —150 points, 
when merchandise is subbed 
and not written plainly; 150 
points, when complaints from 
customers where it is proved the 
checker was at fault. 

“For shipping clerks — 150 
points, for incorrect writing of 
bill-of-lading; 100 points, leav- 
ing off items on bill-of-lading, 
and 150 points for not adding 
with other goods ordered to- 
gether. 

“If the man has any points 
left at the end of the week he 
earns a cash bonus. You can 
use any basis you desire. They 
pay 14¢ per point. So their men 
can earn $2.50 extra per week.” 

A chart has been placed in the 
shipping office so that each man 
can see it and compare himself 
with others. Our member says 
this has not eliminated all of 
the errors, but he thinks it is 
helping. Of course, you can see 
that it might slow down the 
filling and shipping of orders. 

1. Your incentive plan must 
be tailormade to fit the individ- 
ual needs of your operations. 

2. An incentive plan should 
be simple enough to allow the 
participating employee to calcu- 
late his own earnings. 

3. When you install an incen- 
tive plan, provision should be 
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made for adjusting grievances in 
regard to rates on standards. 

4. Job evaluation is the key 
to any incentive plan. 

The success of an incentive 
plan is dependent in no small 
measure on four fundamental 
conditions: 1. The plan must be 
based on definite performance 
factors which can be accurately 
compared with standard estab- 
lished for this purpose. 

2. Everything about the plan 
should be fully understood. 

3. The amount that can be 
earned should be sufficient to 
induce employees to put forth 
their best efforts. 

4, Payments should be made 
promptly without too much lag 
between the time the extra work 
is done and the date of pay- 
ment. 

The best plan seems to be to 
set it. up right, keep it up and 
to enlist the cooperation of all 
employees. 


Col. Bank's Address 


(Continued from page 191) 


build and the kind of national 
culture they form. 

To my mind one of the impor- 
tant jobs to be done in America 
is to arouse a community con- 
sciousness of the necessity of 
initiating or expanding of facil- 
ities, programs and leadership in 
athletics and recreation. I be- 
lieve it is important that there 
be close cooperation between lo- 
cal school authorities and other 
community officials dealing with 
recreation and that facilities be 
made mutually available. I be- 
lieve it important that local civic 
service groups assist in promot- 
ing recreation and do everything 
in their power to motivate or 
sell the entire community on the 
value of recreation. 

We know that there is an 
urgent need for greater sports 
and recreation participation in 
America and I believe we are all 
convinced that the people of 
America will have more and 
more leisure time on their hands. 
The problem then is how are we 
going to convert a large per- 
centage of this youth and adult 
leisure time into sports and 
recreation participation so that 
goods wholesalers and retailers 
handling sporting goods will 
benefit through increased sale of 
equipment and supplies? The 
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New! Important! 


Completely New 
PRICE DATA 
and Revised 

Descriptive 


Material 
Effective May 1, 1949 


If you want one 






Wwute your copy Veday / 


Up-to-the-minute price information 
is really important these days. And 
that’s just what you have at your 
fingertips when you get this new and 
revised Milcor Price Book. 


The complete Milcor line is pre- 
sented in this handy, pocket-size book 
— in sections which give you instant 
reference to the selling data you want 
on: Milcor Metal Lath Building 
Products; Gutters and Gutter Acces- 
sories; Roofing Accessories, Ridge 
Roll, and Roofing Trim; Furnace 
Pipe and Fittings; Stove Pipe and 
Elbows; Milcor Pick-up Carts; Com- 


For your copy of the 
new Milcor Price Book 


Tear out this coupon 
and mail today—or 
write on your busi- 
ness letterhead 





Ene 


Company.................. easasbansnnnaientnsnssnasnainntiene 


Kind of Business 


Company Address 


forteer Gas and Electric Space Heat- 
ers — and all the other products in 


the profitable Milcor line. 


This new price book is available to 
all established dealers. Mailing date 
is May first. To be sure you get a 
copy, write on your letterhead or 


mail the coupon below today! 


INLAND STEEL PRODUCTS COMPANY 
eeemitee writes — sttese Coaerany 
= 


MILWAUKEE 1, WISCONSIN 


Baltimore 24, Md. @ Buffalo 11, N. Y. @ Chicag 
Ill. @ Cincinnati 25, Ohio @ Cleveland 14, 0 
Detroit 2, Mich. @ Kansas City 8, Mo. @ Ls Ar 
23, Calif. @ New York 22, N. ¥ @ Rou t 
N. Y. @ St. Louis 10, Mo 
G-151 


em OE OE Eee ee ee ee Se 
INLAND STEEL PRODUCTS COMPANY, Milwaukee 1, Wis. 
Send me your new, revised (May 1, 1949) Milcor Price Book. we 


Position 









Another Ta-pat-co 





Here's the Story: Year 
after year, Ta-pat-co 
Stay-A-Floats have prov- 
ed that selling “safety 
for children’ means 
profit for dealers. 


Here’s the product: 
Patented child’s Stay-A- 
Float filled with New 
Java Kapok. Can’t leak, 

_ can’t puncture. Sizes for 
children from 2 to 12 
years. Attractive prints 
or solid colors. Individ- 
ually boxed if desired. 


Here's the market: A 
record crop of over 
25144 million children 
born since 1940. Moth- 
ers want to keep them SAFE. 


It pays to handle Ta-pat-co. Write us 


or see your jobber for details. 


The AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 


ANADIAN BRANCH. CHATHAM, INTARIO 











Order through distributors 
EMBURY MFG. CO., WARSAW, N. Y. 
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answer is through increased pro- 
motion. 

The sporting goods industry is 
extremely fortunate in that it 
obtains a great deal of free pro- 
motion and publicity through 
newspaper sports pages, radio 
sports broadcasters and through 
the efforts of certain social and 
private agencies that are pro- 
moting youth participation in 
sports and recreation. In addi- 
tion, certain professional mem- 
bership groups such as_ the 
American Association for 
Health, Physical Education & 
Recreation; College Physical 
Education Association; Nation- 
al Federation of State High 
School Athletic Associations; 
the American Recreation So- 
ciety and others have awakened 
to the need for more promotion 
and are exerting an impact on 


communities throughout the 
United States. 
However, promotion is also 


needed by the sporting goods in- 
dustry. That’s why in 1934 The 
Athletic Institute, a non-profit 
organization for the advance- 
ment of sports and recreation, 
was organized by a small group 
of leading sporting goods manu- 
facturers. 


Prior to World War II, its 
main efforts were directed to- 
ward reviving an interest in 
baseball participation, in ad- 
vancing interest in softball, a 
sport then in its infancy, and 
publishing and distributing bul- 
letins on tennis court construc- 
tion and the conduct of tennis 
clinics. 

At the end of the war, I was 
offered the position as President 
of The Institute, which I ac- 
cepted with the understanding 
that we would broaden the scope 
of activity and advance the en- 
tire field of athletics and recrea- 
tion in America. I’ll briefly de- 
scribe some of the projects that 
we have initiated during the last 
three and a half years. 


One of our first efforts was 
the publishing of a “Plan Book 
on Community Sports and Rec- 
reation Centers,” containing 
architectural drawings of such 
centers to meet the needs of dif- 
ferent sized communities. This 
Plan Book was mailed free to all 
state governors, and to mayors 
and civic officials of all Ameri- 
can cities and towns with popu- 
lations of 1500 and more. We 
were deluged with ‘requests for 


"One of the important jobs to be 
done in America is to arouse a 
community consciousness of the 
necessity of initiating or expand- 
ing of facilities, programs and 
leadership in athletics and recra- 
ation.""—Col. Theodore P. Bank. 


further and more detailed in- 
formation concerning the organ- 
ization of community recreation 
programs. 

So we published another book- 
let, “Essentials for Developing 
Community Recreation,” which 
outlined the 10 essential steps 
for a community to set up a 
recreation program. This re- 
ceived the same free distribu- 
tion as the Plan Book and in a 
little over two years, more than 
15,000 copies have been distrib- 
uted. This motivated hundreds 
of additional requests for assis- 
tance. 

Consequently we decided to 
go into the movie business. We 
produced two 16 mm color, sound 
films, “Playtown, U.S.A.” and 
“$1,000 for Recreation.” These 
films are for adult consumption 
—to civic and service clubs, 
Chambers of Commerce, PTA’s 
and similar groups, and are de- 
signed to motivate such groups 
or individuals to initiate or ex- 
pand sports and recreation facil- 
ities, programs and leadership. 
A large quantity of prints was 
given to Association Films, the 
old Y.M.C.A. Motion Picture Bu- 
reau, on the understanding that 
they would service community 
requests on a moderate fee basis. 
In addition, we gave prints on a 
long-term loan basis to any state 
that had set up an agency on a 
state level with a responsibility 
for community recreation. 

We received hundreds of let- 
ters of commendation. After 
nine months of distribution, we 
had a survey made as to the 
effectiveness of the films. Ques- 
tionnaires were sent to 500 com- 


munities, selected at random, 
where the pictures had _ been 
shown. The replies indicated 


that the films were either wholly 
or partially responsible in 63 
per cent of the communities for 
the initiation or expansion of a 
sports and recreation program, 
the hiring of a recreation direc- 
tor, the passage of a recreation 
tax, etc. 

Now, only two years after 
these films have been out, they 
have been shown in over 4900 
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Mole! 


fer Fast Sales — 
Quick Profits —_ 
-.. Steady Turnover 










Multi-Line 
CLOTHES DRYER 





Gives full 50’ of dry- 
ing space in floor 
space 2’ x 2’. Sets up 
in a jiffy, weighs only 
12 Ibs. Easily moved 
from room to room 
for ironing, washing, 
drying baby clothes. 
Perfect for the apart- 
ment or home utility 
room. 





‘ 
HW1229 
Shipped 3 
Page sto i Look at these Features 
Fifty feet of drying 
space when open; 25 
feet with top collapsed. 
=n Snag-proof and warp- 
: proof — no splinters, 
=— nails or,screws. Fin- 
se ished in bright, rust- 
proof Kromolite finish 
for easy cleaning. Built 
for lifetime service. 











Folds down to 
space 7” deep 










Sure-fire with every 
picnicker or camper 





HW: 300 
Shipping weight, 
10 tbs. ea. 
Cooks complete meal HOTTEST! 
without pans. Four heat HOTTER! 
levels broil, fry, grill or HOT! 
il. Easy as home-cook- WARM! 


ing. Complete with sturdy 
carrying case. " 
Sell-on Sight 


RUBBISH BURNERS 


“FOLD-FLAT" 


“ZIPPER TOP" 
Unique! — with non- 
loseable, “‘push- pull” 


Easy to sell, easy to 





top and stronger, sag- 
proof “Volcano” bot- 
tom that gives power- 
ful draft — complete 
burning. Galvanized 
finish. Heavy duty, 
HW303; Price Leader, 
HW1270. Shipped 12 
to bundle. 


UNION 


stock! Folds flat to 
313%,” x 28” x 114”. 
Quick-Burn ‘“‘tunnel’’ 
draft gives faster 
burning. Non-loseable 
top opens at a flick. 
Galvanized finish. 
Catalog No. HW1310. 


he BS 


PRODUCTS COMPANY 
Alblon, Michigan 
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; communities, to approximately 
5,000,000 people. And the de- 
mand for showings is still strong. 
Bookings have to be obtained 30 
days in advance. 


Film Guide 


Our film guide, containing a 
source listing of all available 
films in the field of sports, physi- 
cal education and recreation, has 
enjoyed a wide distribution of 
almost 30,000 copies, mostly 
complimentary. 

Another important Institute 
| project was the financing of a 
_ national conference of experts, 
| which brought together 60 school 
and college athletic men and 
physical educators, community 
| recreation directors, architects, 

engineers and city planners. 


| They worked day and night for | 


| two weeks, which resulted in the 
| production of “A Guide for Plan- 
ning Facilities for Athletics, Rec- 
reation, Physical and Health 
Education.” This Guide sets up 
standards for the building of all 
types of facilities from the tot 
| lots to gymnasia, field houses, 
stadia, etc. It also sets up mini- 
mum requirements as to num- 
ber and sizes of such facilities, 
and this suggested minimum has 
not in the past been attained by 
any community in America that 
I know of. It also recommends 
the use of school facilities for 
youth and adult recreation dur- 
ing and after school hours. 
During the past year over 6000 
school boards, school administra- 
tors and community recreation 
officials have purchased copies, 
which are being sold on a cost of 
printing basis. It is now also 
being used as a textbook in many 
university physical education 
training courses, and a reprint 
has been necessary. This Guide 
| cannot help but be instrumental 
in increasing sports facilities in 
| America, which is one of the bot- 
tlenecks that must be overcome 
before we can have widespread 
participation. 
Another recent conference, 
financed by The Athletic Insti- 
tute, brought together 60 leaders 
| in the field of health, physical 
| education and recreation and re- 

sulted in a publication which is 

being widely used by teacher- 
training colleges and universities 
| to improve teaching in these par- 
| ticular three areas. The eventual 
| result will be better leadership. 


(Continued on page 248) 
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-SoutH Beno Croquet! 


TITS a STR 


Families with a reason for using 
their yards are more likely 
prospects for outdoor items. 
And a popular reason for yard 
activity is the great family 
game — South Bend Croquet. 

So, build your window and 
interior displays of yard equip- 
ment around South Bend Cro- 
quet. This tie-in can furnish 
a wealth of suggestions to cus- 
tomers and more sales for you. 


Show This Book. 


16 page, 2-color book— 
“How To Play Croquet” 
—describes complete his- 
tory and rules of game — 
25c list. Quantity dis- 
counts to dealers. 









SALES REPRESENTATIVES 


Eastern — Julius Levenson, 7 E. 17th St., N.Y. 

Southern — Louis Williams, Nashville, Tenn. 

Midwest — South Bend Toy Mfg., So. Bend, Ind. 

So. Calif. & S. W.— Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 

No. Calif.— Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 

Denver & Pac. N. W.— Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 

SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 











S.W.H.A. Tuesday Session 


Returned Goods 


THe problem involved in finding a satisfactory 

arrangement for the handling of defective mer- 

chandise, from the divergent viewpoints of the 

dealer, jobber and manufacturer, is discussed by 

wholesaler who dislikes the role of "middle man" 

when it comes to the point of absorbing the costs 
of handling returned merchandise. 


By A. C. SIVITER 


Clarke Siviter Co., Inc. 
St. Petersburg, Fla. 


- problem of re- 


turned merchandise appears to 
be growing more serious from 
the standpoint of the retail 
dealer, the jobber and the manu- 
facturer. 

It presents a matter which de- 
serves careful consideration in 
an effort to eliminate at least a 
small portion of overhead ex- 
pense, and the leaks in a business 
which occur through the han- 
dling of returned goods. 

Some of the reasons leading up 
to the return of merchandise are 
as follows: 

First: Incorrect writing of 
orders by our own salesmen. 

Second: Lack of knowledge of 
merchandise on the part of our 
own salesmen. 

Third: Errors in our shipping 
department. 

Fourth: Substitutions which 
are not acceptable to the retail 
dealer. 

Fifth: Inexperience on the 
part of the buyer. 

Sixth: Merchandise damaged 
in shipment. 


Seventh: Defective merchan- 
dise. 

Eighth: The creation of over- 
stocks caused by a buyer order- 
ing merchandise already in stock. 

Let us first approach this prob- 
lem from the standpoint of the 
retail dealer. We, as jobbers, are 
vitally interested in the success 
or the failure of our dealer ac- 
counts, and they have their prob- 
lems to meet in dealing with the 
consuming public, inasmuch as 
they are continually placed in a 
position of either holding poten- 
tial future business or losing po- 
tential future business. 

We, as jobbers, must handle 
this problem fairly with the re- 
tail dealer who does not habit- 
ually make returns. When mer- 
chandise is in good condition and 
in original cartons, it is a real 
service to accept it for credit 
when possible. But to accept 
merchandise which is shopworn, 
damaged, marked up with codes 
and prices, is absolutely unjusti- 
fied, and, furthermore, unfair to 
our own competitors due to the 


". ..Jobbers deserve a greater degree of protection, as we 
are the medium through which the retail dealer, in turn, 
anticipates protection. The majority of manufacturers are 
entirely satisfactory to deal with in this respect—but those 
few who have certain definite policies which do not tend to 
protect the dealer and the jobber are causing uncalled-for 


expense and losses.” 


fact that it sets a precedent 
which many of us are inclined to 
attempt to follow. So what is the 
result? It comes down to the 
point where we do not have the 
courage to handle the matter of 
returns according to good busi- 
ness principles, and do not op- 
erate this division of our busi- 
ness properly. 


Know Their Business 


Fortunately, the majority of 
hardware dealers know their 
business and do not abuse the 
services of jobbers. However, 
during recent years, many inex- 
perienced men who know nothing 
to speak of about the hardware 
business are the ones who are 
causing us our greatest annoy- 
ance and expense in handling the 
unjustified return of merchan- 
dise. Then there is that minority 
of older established retail deal- 
ers who habitually return mer- 
chandise for every conceivable 
reason, and in most instances un- 
justified. 

Those of today’s hardware 
dealers, who are inexperienced 
unfortunately do not have a 
thorough knowledge of the mer- 
chandise they are attempting to 
handle and sell. You can take, for 
example, one item such as an 
electric drill. Inexperienced deal- 
ers are inclined to sell an item 
of this kind, which is designed 
and built by a manufacturer for 
ordinary and occasional use, to 
a mechanic who intends to use 
the tool commercially — and we 
all know that there is trouble 
ahead for the dealer, the jobber 
and the manufacturer, as it will 
simply not take the place of the 
drill the mechanic should have 
bought originally. 

We, as jobbers, are faced with 


A. C. SIVITER 
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THE NEW CORY 
RUBBERLESS COFFEE 
BREWER— 


. The best coffee is brewed 
busi- in glass—and CORY 
ot op- gives you the only glass 
busi- coffee brewer with no 


SURE Sos 
WAYS 
TO 
ATTRACT 
feature 


GIFT 
these Coy MOTHER'S DAY! 


elaae Ghee, "aces 


JUNE WEDDINGS! 
T0 ANNIVERSARIES! 






























THE NATION'S NEW 
“GIFT” SENSATION— 
CORY ELECTRIC KNIFE 
SHARPENER! 
A gift natural for cus- 
tomers looking fora gift 
that’s 'different."’ Fea- 
ture it on the Cory Self- 
Demonstrator. Sharp- 
ener retails at $11.95. 


AN IDEAL GIFT FOR COF- 
FEE LOVERS—CORY ELEC- 
TRIC COFFEE GRINDER! 


Stores full pound of whole 
bean coffee—grinds just 
the amount needed at the 
flick of a switch! A clever 
gift of wide appeal. Re- 
tails at $19.95. 


‘ouble 
obber A STRIKING GIFT ENSEMBLE 
FOR BREWING FINE COFFEE 
i ci e tee Paee] AA it ial iia 


COFFEE BREWER! 


YOUR 
STORE! 


The famous Cory Rubberless 
Coffee Brewer with no rubber 
parts to tug or twist—plus Cory 
2-heat Electric Stove to brew 
coffee and keep it warm. Re- 
tails at $12.00. 


WHEN THE OCCASION CALLS 
FOR AN IMPRESSIVE GIFT— 
CUSTOMERS GO FOR THE 
CORY BUFFET QUEEN! 





Here's a gift item that means 


it pays to concentrate on Cory... 
“Big Ticket" sales for you. 


Brews up to 16 cups of delicious 
coffee and keeps it at serving 
temperature. Retails at $27.75. 


for better living and gift giving 


CORY CORPORATION Executive and Sales Offices: 221 North LaSalle Street, Chicago 1, III 
Sales and Display Offices: New York «+ Chicago * Los Angeles «+ Toronto 
Export Sales: The A. J. Aisdorf Corporation, Chicago 1, Ill. 
Also makers of the famous Fresh'nd-Aire electric fans, air circulators and hu.nidifiers. 
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For cure-tire Sales! 


TELL YOUR 


CUSTOMERS... 





FEED 


VIGORO 


TO EVERY 


GROWING THING! 


e@ LAWNS 
@ VEGETABLES 
@ FLOWERS 

@ TREES 
@ SHRUBS 



















The home beautification movement ... a 
continued interest in vegetable garden- 
. the most powerful Vigoro adver- 
-all these are 


ing . 
tising campaign ever run — 
your assurance of bigger Vigoro profits 
Make the most of this 
anusual opportunity by displaying Vigoro 


than ever before. 


in your windows and in your garden- 
supply department. Mail out the colorful 
Vigoro folders. Put up the Vigoro dis- 
play material available without charge. 
Above ail, explain to your gardening cus- 
tomers that Vigoro is the ideal plant food 
for every growing thing. That’s the sure 
way to reap those extra sales and profits. 


VIGORO is the trade- 
mark for SWIFT & 
reac BOR COMPANY'S complete, 


\ balanced plant food. 


SWIFT & COMPANY 
Plant Food Division 
U. S. Yards 
Chicago 9, Ill. 


Sell those profitable 
companion products 
EndoPest-EndoW eed 





















| gay, 


a certain degree of competition | 
which revolves around this prob- | 
lem of returned goods. We are 
influenced to a great extent by | 
what our own salesmen tell us 


. . | 
concerning the leniency of com- | 


petitors in making everything 
good and taking back for credit 
any and all merchandise without 
question. Personally I do not be- 
lieve that there are many of our 
salesmen who have the judgment 
to handle, for the jobber’s best 
interests, the return of merchan- 
dise. How many of us leave these 
matters up to them with com- 
plete authority? Figuratively 
speaking, how many of us have 
had salesmen report to us and 
bring back an electric drill and 
“We had better replace this 
for Mr. Smith, or else.” They 
then go on to argue the point of 
what the competition is doing in 
such matters. 


Defective Merchandise 


Defective merchandise appears 
to represent the greatest diffi- 


| culty we have to contend with. 


In many instances, it is difficult 


| for the dealer or the jobber to 
| fairly determine whether or not 


an article is mechanically defec- 
tive. In most cases, the dealer 
finds it necessary to make re- 
placement, and likewise the job- 


| ber finds himself in exactly the 


same position. So, in the final 
analysis, we make the item good, 
throw it in a corner and forget 
it—or we pay the transportation 
charges and send it to the manu- 
facturer for final disposition. 
Then what happens? Some man- 


| ufacturers replace the item with 
| a new one which may be resold 


by us. Others make repairs and 
send the identical item back to 
the jobber—but, in this case, it 
cannot be resold as new mer- 
chandise. 

We realize the many difficul- 
ties which manufacturers have 
experienced in recent years from 
both a labor and material stand- 
point. However, we, as jobbers, 
can hardly afford to be placed 
in the position of a “middle 
man” for the purpose of absorb- 
ing the costs of handling defec- 
tive merchandise. Jobbers de- 
serve a greater degree of protec- 
tion, as we are the medium 
through which the retail dealer, 
in turn, anticipates protection. 
The majority of manufacturers 
are entirely satisfactory to deal 


RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates © Sheets 
Tubing © Allegheny Stainless © Alloy 
Steel © Safety Floor Plate © Babbit? 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plonts: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 



























AUTOMATIC WATER 
FOUNTAINS FOR 
BABY CHICKS AND 
ADULT BIRDS ARE 
BIG PROFIT MAKERS 
.FOR HARDWARE 


BABY | CHICKS GROW FASTER! 


This specially designed fountain is shel- 
low and hung low, with space beneath 
for sanitation ond easy cleaning. !t is 
completely automatic and provides clean, 


on fresh water at all times. 435 os 
/ sturdily as adult fountain, 
e é with a 7 in. diameter bowl. $ 
Retails at e we 
Life Guard Cap, 60¢ extra. STAND 


CLEAN, FRESH WATER INCREASES 
EGG PRODUCTION! 


Operates from gravity or pressuit 
water systems. It is up off the 
floor and easy to keep clean 
Needs no attention. Saves time, 
labor and water. No parts 1 
wear out. Has 7 in. diameter 
bow! and is built of brass ond 
hard plastic. $ 


Retails ot . 







PSEND FOR ADVERTISING AND 
DISPLAY MATERIAL TODAY! 


AILLER MANUFACTURING COMPANY 


Dopt. 6, 251 W. Kellogg Bivd., St. Paul {, Mins. 
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with in this respect—but those 
few who have certain definite 
policies which do not tend to pro- 
tect the dealer and the jobber 
are causing uncalled-for expense 
and losses. 

Every member of our organi- 
zation will no doubt welcome the 
opportunity of discussing the fol- 
lowing pertinent matters: 

First —Is it possible for the 
members of our own organiza- 
tion to decide upon a more de- 
finite policy? 

Second—Can our organization 
bring some influence upon those 
manufacturers who may not now 
realize the problems of the dealer 
and the jobber in respect to de- 
fective merchandise? 

Third—Would a program of 
cooperation handled through the 
retail dealers’ associations assist 
in this matter? 

Fourth — Could not all of us 
create a better system for han- 
dling returns and demand per- 
mission requirements? 

All of the difficulties revolving 
around this entire problem are a 
vicious circle and a very hard 
one to solve. 


W. H. Terstegge's 
Address 

(Continued from page 188) ; 
eral government into contracts 
between employer and employee; 
for purposes of taxation it has 
delved into every phase of our 
business; while it has even gone 
so far as to usurp certain rights 
formerly believed to belong ex- 
clusively to the individual states. 


Directing Commerce 


The government no longer reg- 
ulates commerce, it directs com- 
merce. It endeavors to exercise 
full control over our economy, 
even when its own economists 
cannot agree upon the ultimate 
effect of its rules and regulations. 
The principal effect which I want 
to point out is, of course, infla- 
tion. 

Too long have we in America 
thought that our country was 
basically different from Euro- 
pean countries—that we could 
follow unsound ideas but that our 
country was so great, so big, so 
powerful, that we would come out 
all right. But let me point out 
that no country, in all history, 
that has followed an inflationary 
policy has ever turned back from 
that policy until the situation has 
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Carded Forged 
Steel Assortment 


SHARP KEEN EDGES..FORGED STEEL..UNMATCHED VALUE Lomrrarene ¥ Smbae 


Order No. 2401 





Attention-attracting card in magenta, 
dark green, white and yellow. 


Featuring 


@ High Grade Forged Steel 

@ Hand Ground Blades, Points and Edges 
@ Long Life Full Nickel Finish 

@ Smooth Running — Easy Cutting 


Contains 1 Dozen Scissors Assorted 


3 pairs 6” Sharp Points 
4 pairs 5” Semi-Sharp Points 
5 pairs 5” Sharp Points 


3 AACME suear co. 


Bridgeport 1, Conn. 


WORLD'S LARGEST MANUFACTURER 
OF SCISSORS AND SHEARS 














The COMPLETE Garden Tractor Line, 
Stocked and Sold by Responsible 
Dealers Everywhere. 


crane 5 
Reach ALL Markets with ALL- Season 
a BOLENS HUSKI Tractors 


, Four great models meet all requirements for light farming, 

po commercial growing, lawn and garden care, snow plowing 
4 and ‘'odd-job"’ service like insecticide or paint spraying. 
There's a BOLENS HUSKI Tractor for every market... a 
“packaged implement'' for every job. 





BOLENS HUSKI 
Your prospects see BOLENS advertising in the Saturday 
Power-Ho Evening Post, Better Homes & Gardens, Country Gentleman, 
WA h. p. Successful Farming and a dozen other important publica- 
tions. Make this your advertising by offering the fastest- 
selling garden tractors in America—the COMPLETE line, 
wa stocked and sold by _ responsible 
dealers. Write for information about 
the good dealerships still available. 






BOLENS HUSKI 
Handi-Ho, 
1h. p. 


BOLENS HUSKI 
Gardener 
3h. p. 


BOLENS PRODUCTS DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION “A 
283-4 Park Street, Port Washington, Wisconsin S 


your best buy is BOLENS. 








Retter performance, better price . . 


ALLIGATOR 


ATT] 
EL] TOR 


Rag 


[~ 
410” ECONOMY '& 
DISPLAYS 


°F Alligator Belt Lacing is dependable merchandise 
easily sold as packaged units ,.. no need to 
break boxes. 
Attractive, 3-color, sales stimulating display .. . 
compact and complete. 
Contains the 4 popular sizes—Nos. 15, 20, 25, 27. 
Refill by ordering “E” Cartons of the sizes needed. 
“Just A Hammer To Apply It.” 
Order From Your Jobber. Ask for Bulletin A-60. 

FLEXIBLE STEEL LACING CO., 4616 Lexington St., Chicago 44 


‘ALLIGATOR BELT LACING 
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become so chaotic that the gov- 
ernment was overthrown. I will 
agree that right now we may be 
doing a pretty good job of retard- 
ing the rate of inflation; but, 
gentlemen, we have not stopped 
it, and I do not believe that our 
present administration in Wash- 
ington has either the courage or 
the desire to stop it. 

There are various theories as 
to how we, individually, can es- 
cape loss during times of infla- 
tion. However, the pattern of 
inflation is never the same in any 
two countries. To my way of 
thinking, there is no precaution 
any business man may take 
which will guarantee him from 
loss or make him immune from 
the effects of inflation. 


Inventories and Dollars 

Many of our inventories, ex- 
pressed in dollars, are double 
what they were pre-war; yet, if 
you gage your inventory by, 
units, by tonnage, by warehouse 
space occupied, you know that 
you have made no progress mate- 
rial-wise. You don’t have more 
hammers, saws, nor miscellane- 
ous hardware items than you pre- 
viously had; you have merely 
inflated the price tag on those 
items. So I submit that, even 
though the dollar figures on our 
annual statements have been 
gratifying, no real progress is 
being made. 


Oo Oo 


"If we are going to get the heavy 
load of government regulations 
off our necks and the big paws 
of the tax collector out of our cash 
drawers, we collectively, have to 
do something about it . . . We 
must, for instance, find out wh«t 
kind of men are working in our 
respective wards or precincts.''— 
W. H. Terstegge. 


uw 


Of course, we all enjoy looking 
over a_ satisfactory operating 
statement; but we get that sat- 
isfaction by reason of the fact 
that we still think of a dollar 
from the viewpoint of its old 
value. The 1940 dollar should no 
longer be used as our measuring 
stick; a large part of its value 
has disappeared. What its value 
is today, I don’t know; but I do 
know that if we wish to measure 
our real progress, we should 
have some formula to use pri- 
vately for discounting the dollars 
in our profit and loss statements. 
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Hon. Arthur B. Lane's 
Address 


(Continued from page 211) 
tov’s retirement as Minister of 
Foreign Affairs merely makes 
him eligible to be appointed as 
Premier at such time as Stalin 
relinquishes the post or dies. 

One thing I would like to em- 
phasize is the power that is 
vested in the Politburo. The per- 
sons who left their positions still 
remain members of Politburo, a 
body of 138 men who control the 
destiny of the Soviet Union. In 
the case of Hitler, Nazism crum- 
bled, but should anything hap- 
pen to Stalin tomorrow, the 
Soviet policy would remain the 
same, because the Politburo 
would still be there. 


North Atlantic Pact 


Question: Mr. Lane, I just 
wanted to ask you one question, 
sir, about your opinion of the re- 
cent North Atlantic Pact. I don’t 
see in the Pact any guarantee 
that has a stronger foundation 
than the Pact between the Rus- 
sian-dominated countries. I don’t 
think it has any guarantees in 
personal liberties. I don’t under- 
stand why Portugal was led into 
the pact of democratic nations; 
also Spain. I don’t see how we 
could change the pact and form 
it into a federated union. 

Mr. LANE: The question is 
—and it is a very good one— 
as to why there are not some 
kind of guarantees in the North 
Atlantic Pact regarding per- 
sonal liberties. The gentleman 
cites the case of Portugal, for 
instance. Well, I think that the 
North Atlantic Pact is primarily 
a defensive pact to prevent the 
Soviet government from going 
further and to protect those lib- 
erties that we now have. I do 
not condone any more than the 
gentleman does certain practices 
of totalitarian states. We have 
quite a number of states border- 
ing on dictatorship on our very 
continent, but from a practical 
standpoint, unless the United 
States is going to pretend to be 
the policeman of the world, I do 
not see how we are going to 
change those forms of govern- 
ments. 

I think the first think we 
should do is to try to control the 
spread of dictatorships and com- 
munistic elements, and for that 
reason I was very much in favor 
of the Truman Doctrine to bring 
aid to Greece and Turkey. 
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New home construction plus 
house cleaning and redecorat- 
ing makes spring a Big Fire- 
place Furnishings selling season 
for those advertising and at- 
tractively displaying Royal. 

Show Royal ... Sell Royal and 
you can boost your sales and 
profits! This fast selling line is 
a good profit maker for you. 












SPRING 
IS A BIG 


FIREPLACE 
FIXTURE 
SEASON 





Order from your jobber today 
or write today for complete in- 
Ad mats and in- 
serts available. 


formation. 





CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 


CHATTANOOGA, TENNESSEE 





FOR INCREASED SALES 


UNIVERSAL 


is the best line for you 











G-33 SQUADRON Si =| 
$135 ts 
a 


h 








T-32 BOMBER 
PLUS 
$ a O2 J! / FREIGHT 








G-34 ACE 
$177 















AND PROFITS TOO 





When you.get a product to sell with a 
high rate of turnover and a fat margin 
of profit, you've got a real money 
maker! The Universal line of hand and 
compressed air sprayers are tops in 

their field on- this score. They 
sell faster because they're 
better designed—better made 
—better performing. They pay 
a bigger margin of profit 
because the — 





er RETAIL PRICES 


ASSURE DEALERS A 


Fu. 509% mark-up 


For Field — Orchard — Garden — or 
Household use, Universal's wide range 
of compressed air and hand sprayers 
are by LONG odds the best line of 
sprayers to handle! 


UNIVERSAL METAL PRODUCYS CO. 


SARANAC 


MICHIGAN 








S.W.H.A. Tuesday Session 


Expense Control 


A STUDY of operating expense is in the minds of 

management today. The starting point of such 
an analysis is a comprehensive chart of accounts, 
Mr. Kenny says. Next step is a comparison of 
sales, gross profit and detailed expenses. 


By T. J. KENNY, President 
The S. B. Hubbard Co. 


Jacksonville, Fla. 


A VERY good friend 


of mine told me years ago how 
his father built his financial in- 
dependence through the means 
of a comparatively small general 
store, located in a small town in 
Illinois. 

For years, his sales averaged 
from $36,000 to $40,000. He 
owned his store and home. Real 
estate taxes were low. He grossed 
about 25 per cent on his annual 
sales. His expenses were few and 
small. He had no hired help, no 
delivery service, or telephone, no 
income or social security taxes; 
heated the store with coal or 
wood and used kerosene for the 
lights. His operating expenses 
averaged around $4,000 per year 
which gave him $5,000 to $6,000 
annually to invest. Over a period 
of 20 years he had built a sizable 
fortune for that period of time. 

His bookkeeping consisted of 
a record of the accounts due him 
and his checkbook reflected his 
cost of purchases and expenses. 
He never worried about a chart 
of accounts, general ledger or a 
monthly balance sheet and profit 
and loss report. Business meth- 
ods and practices then were en- 
tirely different from the methods 
and practices that prevail today. 

During the period from the 
close of the war, the hardware 
wholesaler has been favored 
with unusual sales volume, rec- 
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ord-breaking turnovers and earn- 
ings so liberal as to allow for 
many extravagances. Rebuilding 
and training a post-war organi- 
zation has involved considerable 
expense, and with a downward 
trend in sales, it brings very 
forcefully to light the much 
talked about “high breaking 
point” of profits. 


Operating Expenses 


A study of operating expenses 
is, or has been in the minds of 
most managements today—what 
expenses are essential, what ex- 
penses if reduced, may impair 
sales. It seems to me that the 
starting point of an analysis of 
operating expenses must first 
start with a comprehensive chart 
of accounts. A chart of accounts 
is the selection of the general 
ledger accounts that a manage- 
ment feels will best furnish the 
monthly information to enable it 
to accurately and minutely main- 
tain a control of expenses in 
proper proportion to sales and 
gross profit earned. 

Sometimes it is felt that a de- 
tailed chart of accounts substan- 
tially increases the work in an 
accounting department, but 
frankly, if the operating portion 
lists 30 or 55 accounts, there is 
little additional work, with the 
exception of the preparation of 
monthly reports. A comprehen- 
sive chart of accounts very fre- 





T. J. KENNY 


quently eliminates many special 
analysis reports that manage- 
ment has to ask for to obtain 
badly needed additional details. 

The second step in the control 
of expenses is a comparison of 
the sales, gross profit and de- 
tailed expenses for the month 
this year compared with the 
same month last year, and the 
year to date figures of this year, 
compared with the same period 
last year. This comparison can 
bring to light many trends in the 
business that can be corrected. 
In some comparisons it may show 
the period where diminishing re- 
turns in proportion to sales went 
into effect. It is the starting 
point for an intimate study of 
what makes the business “tick” 
—the trend in departmental 
sales, the direction of gross profit 
and the close study of all items 
of expense. It even brings to the 
front jobs created because of 
conditions that existed some time 
ago that do not exist today, and, 
while sales compensation, sala- 
ries and wages may contribute 
60 to 75 per cent of the overall 
expenses, it is surprising to as- 
certain what money can be saved 
by a careful constant scrutiny of 
all expenses, other than payroll. 


Operating Budget 


After the above comparison 
has been made, many companies 
find that by going one step fur- 
ther, they bring about a more 
rigid control of expenses, and 
that is in the preparation of an 
operating budget, developed after 
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the PLYMOUTH P-3 
Packed 2 doz. 
per metal-edge box 





For ACTION SALES — 
SEE YOUR JOBBER IMMEDIATELY! 








“Engineered Quality at POPULAR PRICES” means volume sales! 





ehacksaws ehandsaws © keyhole saws © hack saw frames 

© panel saws mitre saws © coping saw frames © coping saws 

© pruning saws @ wood chisels © screw drivers © compass saws & nests 
© block planes © fore planes © jack planes © smooth planes 


GREAT NECK saw mers..inc. Mineola, NewYork | Sa 
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This attractive blue and yellow 
Laco merchandiser tells your 
customers that you have utility 
brushes. Contains 6 quality 
brushes with natural hardwood 
handles. Staple set Tampico fibre 
bristles are dyed an attractive 
red for greater sales appeal. 


Tell "em you’ve got ‘em, with 
this Laco Window Washing 
Brush merchandiser. Contains 6 
top quality brushes with natural 
hardwood blocks and staple set 
bristles of long lasting Tampico 
fibre. Everyone a sales builder. 


Ask your Jobber or write: 





AITNER 


BRUSH COMPANY 


2000 Brooklyn Ave. ¢ Detroit 26, Mich. 


BRUSH MANUFACTURERS SINCE 1855 

















making a careful selection of 
the operating expenses they plan 
to make to support the sales vol- 
ume and gross profit income they 
believe they see ahead. This 
budget turns out to be the “blue 
print” of their business opera- 
tion. It serves as their “par” for 
all items of expenses. A monthly 
comparison of the expenses budg- 
eted, with the actual expenses for 
each month, immediately shows 
up all excesses. 

There is still one more com- 
parison left, as to a guide for a 
company’s operating expenses. It 
is the annual report of overhead 
expenses prepared by the Na- 
tional Wholesale Hardware As- 
sociation. In connection with this 
annual report of operating ex- 
penses, the National Supply and 
Machinery Distributors’ Associa- 
tion has followed a similar form 
for years, and several years ago 
the Southern Supply and Machin- 
ery Distributors’ Association 
adopted relatively the same form. 

A year ago both associations 
came to the conclusion that the 
annual operating percentage re- 
port would be of far greater use, 
and also a more accurate guide 
if the members of both associa- 
tions adopted a uniform chart of 
accounts, and if the published 
association reports had a greater 
breakdown of expenses. The 1946 
association report listed 15 clas- 
sification groups, the total of 
four classification groups com- 
prised 74 per cent of the total of 
all 15 groups. With the leveling 
off of sales, and operations mov- 
ing closer to the breakeven point, 
it was felt that there was a need 
of more minute breakdowns if 
members were to fully benefit by 
a comparison of their expenses 
with the national average for 
business of like volume. 

Both associations selected a 
committee to develop a recom- 


mended uniform chart of ac- 
counts. The committee met, 
drafted a preliminary chart, 


which was submitted to the ex- 
ecutive members of both associa- 
tions. Suggestions and recom- 
mendations were invited and 
many responses were received. 
One recommendation made by 
both boards of directors was to 
invite a representative of the 
wholesale hardware association 
to join the committee with the 
purpose in mind to develop a 
chart that may make it possible 
for the same chart of accounts to 
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THE PRODUCT—Test-0. 
Lite is the only pocket-size 
electrical tester with a pat- 
ented safety feature... 
the favorite of engineers. 
TWO resistors in Test-O-Lite 
make it SAFE for electrical 
tests from 100 to 550 volts 
. . . AC or DC. It's built of tough, sturdy 
bakelite, guaranteed to last a lifetime, 
and is the only tester designed for use 
with one hand when ladder work or con- 
fined quarters make trouble-shooting diffi- 
cult. And the handy vest-pocket clip holds 
the Test-O-Lite where you want it when 
you need it. 


THE PACKAGE—The 
Test-O-Lite Carton, designed 
for wall or counter display 
holds 20 Test-O-Lites color- 
fully boxed and coated with 
plastic lamination. It catches 
the customer's eye, and tells 
the whole Test-O-Lite story 
at a single glance. Actually 
turns browsers into buyers. 
Helps tie Test-O-Lites to other 
sales as well. 


NATIONAL ADVERTISING —Through 
the years advertising in such 
widely circulated magazines 
as POPULAR SCIENCE, 
POPULAR MECHANICS, 
MECHANIX ILLUSTRATED, 
RADIO NEWS, and leading 
trade publications has made 
Test-O-Lite a byword for find- 
ing and solving electrical 
troubles. Helps create sales 
even before customers step 
into your store. 


THE RIGHT PRICE keeps 
Test-O-Lite moving like 60! 
Increased volume and ex- 
panded production facilities 
have cut the price of the 
Test-O-Lite down 1/3 below 
its pre-war cost. 





mi sans) 


Order a supply of Test-O-Lites from your 
jobber now. Take advantage of these 
extra helps which mean a bigger Test- 
O-Lite turnover for you. 


L. §. BRACH MFG. CORP. 





‘200 Central Ave., Newark 4, WN. J. 
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provide the necessayy infurma- 
tion annually for both the sup- 
ply associations as well as the 
wholesale hardware association, 
this, in view of the fact that in 
the Southern Supply Association, 
22 per cent of the members are 
members of the Southern 
Wholesale Hardware Association. 


also 


Chart of Accounts 


Norman Luekens, treasurer of 
The Geo. Worthington Co., 
Cleveland, consented to join the 
committee, and six weeks ago, 
the committee held its second 
meeting, reviewed all criticisms 


and suggestions that had been 


received, entertained views of 
the wholesale hardware distribu- 
tors’ requirements, as viewed by 
Mr. Luekens, and drafted a re- 
vised chart of accounts which 
will be submitted to the members 
of both supply associations for 
their consideration at their con- 
vention in Cleveland the latter 
part of April. If such a chart is 
adopted, it will automatically 
place in each classification the 
exactly same expenses for all 
members, and then, an annual 
comparison of a member’s ex- 
pense percentages with the asso- 
ciation’s annual report, will rep- 
resent something of great value, 
in the competitive days ahead. 

The Chart of Accounts now 

recommended consists of the 
number of accounts in addition to 
Sales, Cost of Sales and Gross 
Profit: 

Merchandising Expense which 
includes outside selling, 
sales and purchasing de- 
partment’s advertising and 
catalog expenses 

11 Accounts 

Delivery Expense 5 Accounts 

Warehouse Expense 

7 Accounts 

This includes three sub-di- 

visions of warehouse sal- 

aries and wages, inserted 
for the wholesaling of hard- 
ware. (1) Order Pickers; 

(2) Packers and (3) Traf- 

fic (Receiving, shipping 

clerks and stock clerks.) 
Office Expense 6 Accounts 
Administrative 
General 
Other Income 
Other Deductions 
Federal Income 
Tax 


18 Accounts 
6 Accounts 
6 Accounts 


1 Account 


Total 63 Accounts 
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The Fasteners that add 


EXTRA sales and profit 
opportunity 
through their 


EXTRA wide range of sizes 


/ 
, 


Reutnen Cold-Forging Processed 
Cleveland 

High Carbon Heat Treated 

Cap Screws 


@ You can fill more orders with this Cleveland Line 
of extra tough Cap Screws because our range of 
sizes is unusually wide. Even in large diameters, you 
can get up to 1% inch, and lengths to 10 inches in 
a hurry. And you assure your customers extra values 
due to Kaufman Process manufacture—extra strength 
and uniform accuracy without extra cost. It pays 
you to stock and sell Cleveland High Carbon Heat 
Treated Cap Screws. The Cleveland Cap Screw 
Company, 2917 East 79th Street, Cleveland 4, Ohio; 
Warehouses, Chicago and Philadelphia. 


ORIGINATORS OF THE 


KAUFMAN Nass PROCESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 
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Col. Theodore P. Bank's Address 


(Continued from page 224) 


We, of course, also co-operate 
and work through other organi- 
zations and groups. An outstand- 
ing example is the U. S. Junior 
Chamber of Commerce Junior 
Sports Program. We are financ- 
ing that organization’s National 
Sports Committee and they are 
housed in our offices. Last year 
their National Junior Golf 
Tournament was the outstanding 
youth promotion in the country. 
They had over 10,000 young 
golfers competing and, in all, 
can point with pride to the fact 
that over 201,000 youngsters 
competed last year in their vari- 
ous sports programs. 


Other Planned Projects 


There are many other neces- 
Sary promotional projects that 
we have in mind, but lack of 
funds will prevent their immedi- 
ate undertaking. One expressed 
demand from many sections of 
the country is for a National 
Conference on Rural Recreation, 
to be followed by a promotional 
rural recreation movie similar 
to “Playtown, U. S. A.” 

We must remember that this 
youth market that we are trying 
to build up through our various 
promotions is your market to- 
morrow. There are over 30,000,- 
000 young consumers found in 
our public, parochial and private 
schools, with a new crop of ap- 
proximately 3,000,000 starting 
school each year. They are in the 
formative and receptive period 
of their lives. They are your 
customers, today and tomorrow. 
From an economic point of view 
we either sell them sports par- 
ticipation when they are in this 
receptive stage so they will con- 
tinue to be good customers, or 
we wait until they arrive at ma- 
turity and then, at a great ex- 
pense of money and effort, try 
to sell them off of other recrea- 
tive activities into our particular 
sports program. 

All wholesalers and retailers 
handling sporting goods equip- 
ment also have a part to play in 
promotion. You should be active 
in the promotion of local pro- 
grams, sports tournaments, etc. 
Try to get local newspapers or 
civic groups to inaugurate or 
sponsor various summer sports 
tournaments for youth. Have 
your sporting goods salesman en- 
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courage the retailers that he ser- 
vices to take similar action in 
their communities. 

If your community does not 
have a park and recreation de- 
partment or if the one you have 
is doing an inadequate job due 
to lack of finances, arrange to 
get prints of “Playtown, U.S.A.” 
and “Leaders for Leisure” for 
showing to civic groups. Your 
sporting goods salesman should 
encourage retail stores to use 
these films in their communities. 


Must "Sell" Wares 


I believe it would pay divi- 
dends if your hardware whole- 
salers would insist that your 
sporting goods salesman would 
do more than just take orders 
but would also give merchandis- 
ing assistance to the retailers 
that he sells. He should advise 
them that they must “sell’’ their 
wares; they must help create 
their own increased market; 
they must “promote” aggressive- 
ly; they must “merchandise.” 
Through window displays and 
proper advertising, take advan- 
tage of special selling events 
such as Father’s Day, Xmas, 
Baseball Week, Better Fishing 
Week, Parks and Recreation 
Week, etc. Local ads should oc- 
casionally be of the display type, 
not just a listing of supplies. 

Sporting goods equipment can- 
not be kept on shelves and in cup- 


boards. Retailers need adequate 
displays, including separate win- 
dow displays occasionally of 
nothing but sporting goods. 

If a dealer is going in for 
store modernization, he must re- 
member that ornamentation is 
not enough. It must be a ma- 
chine for selling. 

Sectional displays must alse 
be functional. A golf depart- 
ment should have room for the 
customer to take a club and 
swing it. A purchaser of a fish- 
ing rod requires space for “flip- 
ping” or getting the feel of the 
particular rod. 

Have them advise a dealer that 
if he wants to build up a large 
sporting goods business, he 
should get a man to head up that 
department who understands 
sports and who knows sporting 
goods equipment. Only a special 
salesman of sporting goods 
equipment can give proper ad- 
vice and guidance to prospective 
customers. 

If the size of a dealers’ sport- 
ing goods department warrants 
the expenditure, he should take 
out a membership in the Na- 
tional Sporting Goods Associa- 
tion, $25.00 a year, I believe. 
Then use the materials of that 
association and it will help them 
do a better job of selling. 
Through the new executive sec- 
retary of the National Sporting 
Goods Association, Marvin Shutt, 
members can obtain sample win- 
dow display material, sugges- 
tions for ads and consultant ser- 
vices. 





Arch N. Booth's Address 


(Continued from page 224) 


the propaganda reaches them, 
coming from another side of the 
fence, but they are interested, if 
you talk facts to them, and, on 
the other hand, one of the surest 
ways to encourage a hate-the- 
boss attitude is for the boss to 
keep quiet on political questions 
affecting the mutual welfare of 
the company and the employes. 


Express Opinions 


Then the next suggestion is 
that you make your political 
opinions available to the public, 
and most businessmen don’t like 
to do that. They are modest and 
shy about that thing, but you 
should never underestimate your 
ability to render a real public 
service by openly engaging in 


politics. It is astounding how 
many unthinking persons, who 
have depended upon the returns 
from industry as a livelihood, 
take the crackpots’ advice on 
public matters when the busi- 
nessman is too timid or busy to 
offer his suggestions. 

The next step is to get out and 
work for your political organi- 
zations, and give them some of 
your time. Practically every 
businessman is willing to con- 
tribute a little cash, but too 
many stop right there. 

It is this sacrificial effort of 
leaving your fireside and office to 
ring door bells that could make 
the difference between winning 
and losing against today’s strug- 
gle. 
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@ People who want the best go for Cyclone Catch-All Baskets in a big way. And after you’ve 
read the special features listed below, you’ll understand why these baskets are so popular— 
why they are such consistent sellers—why they are used by so many homes, stores, schools, 
parks and factories. 





SPECIAL FEATUR 

1. Crimped, woven and welded construction makes them extra strong and rigid. 

2. Each basket does double duty. As a large-capacity receptacle ... as a safe 
burner. 

3. Burning is made fast and safe. Raised bottom induces a draft . . . small, close 
mesh (1-’4” square) keeps burning fragments closely confined. 

4. Attached covers are quickly and easily opened or closed. 

5. They are priced right, and give extra-long, efficient service. 

6. They bear the well-known mark of quality—the famous “Red Tag” Label. 


Place Cyclone “Red Tag” Catch-All Baskets in a prominent spot. Then watch the way these 
strong-looking, bright-looking baskets stop customers... and convince’them. 


CYCLONE FENCE DIVISION 


( American Stee! & Wire Company ) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Wey CYCLONE ‘Red Tag HARDWARE PRODUCTS 


UW: i T&D > TA YT SS St se t 


LAWN FENCE GATES HARDWARE CLOTH FLEXIBLE STEEL MATS 


li 
li 
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w& Simplified Stock 
% Availability — Never 
*% V Pulleys and Bush. 
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0, 
MAUREY 


MULTIPLE-PURPOSE 
INTERCHANGEABLE 


BUSHING 


Offers These Many Features 

*% Greater Combina- 
tion of Bore Sizes 

* po Bushing — One 


rice 

* Elimination of In- 
vestment in Three 
Bushing Stocks 


Keeping 
Lose a Sale! 


ings Individually 
Packed and Labeled 


we Faster Turnover Than Any Other Interchange- 


able Hub or Bushing Line 


RUSH YOUR ORDER NOW 


MANUFACTURING CORP, 
2909 S. Wabash Ave., 
CHICAGO 


The next step is—guess what? 
The next step is to vote and help 
to get out the vote on election 
day. Strange as it may seem, 
the people in this country who 


| are forever cussing the govern- 


ment fail to vote when elections 
come around. 

Here is an example of what I 
mean: In the past presidential 
election, the winner received 24,- 
045,000 votes. As you know, he 
did not receive a majority of the 
popular vote. In fact, the other 
candidates for President re- 
ceived 24,444,000 votes, about 
400,000 more than were cast for 
President Truman. But that is 
only part of the story. On elec- 
tion day, 45 million voters stayed 
away from the polls. 


Public Servants 


Then the next thing is, no mat- 
ter how the election turns out, 
you can and should maintain 
close contact with your public of- 
ficials. It is nice to have your 
candidate win, but sometinies 
they don't win, so keep in con- 
tact with whoever is elected to 
public office. Remember, he is 
one of your employees, and you 
can show him you are looking to 
him for a good voting record. 

For example, do much to stop 
today’s muddled thinking, and do 
much to win this struggle for 
freedom, and you can do that if 
you deal realistically with the 
recognition that the people who 
work for you are human, with 
worries and desires and ambi- 
tions like all of the rest of us, 
and not just a name or a number 
of a payroll. 


Tell the Facts 


It is important that you tell 
the facts of your business and of 
the business system generally 
and to give him a sense of be- 
longing, of working with you, 
and to make him more produc- 
tive and to help him be a better 
citizen. And write up on your 
walls, if you will, in letters of 
fire about a foot high the old 
Chinese proverb that it is better 
to light one candle than to curse 
the darkness, and many of us are 
cursing the darkness in men’s 
minds today when it is within 
our easy reach to light one can- 
dle here and there which will dis- 
pel that darkness. 

Tell them what it means to be 
in business. Tell them what the 
company is doing and what its 


Every man 


(and woman, too) 


Is a prospect 
for this 
*1°° seller! 





HANDYMAN’S SET OF 
SCREW DRIVERS 


MECHANIC'S QUALITY 
Ort TEMPERED 


UNBREAKABLE 
AMBER 
HANDLES 


* Ground Tips 4} 
* A sine for i} 
every general | 
purpose 1 { 
j 
io 
» Shock proof \ ti 


+ Sure grit 








A necessity for every 
one of your customers. 
Smartly carded for 
quick sales, priced for 
profitable turnover! 


Complete set consists of: : 
@ 2%2” POCKET SCREW DRIVER WITH CLIP 
@ 3%” CLOSE QUARTERS ELECTRICIAN’S DRIVER 
@ GENERAL PURPOSE SCREW DRIVER 

@ MECHANIC’S SCREW DRIVER 


Mechanic’s Quality Oil Tempered Tool Stee! Blades; 
Fuller's famous Unbreakable Amber Handles. 


Order through your wholesaler 
We're telling the story of 
FULLER Quality every month, in 
“POPULAR MECHANICS” & “POPULAR SCIENCE” 


FULLER TOOL COMPANY, Inc. 


World's Largest Producers of 
Unbreakable Amber Handle Tools 


905 Faile Street Bronx 59, N. Y. 
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competitors are doing. Te)l them 
what the figures in the bookkeep- 
ing are all about, if you can fig- 
ure that one out. 

Tell them what happens to a 
dollar when a customer buys the 
product that you are making. 
What happens to the dollar? 
Where does it all go? A lot in 
profit, I guess. Tell them about 
the dollars in new capital you 
would like to have from the 
stockholders to buy more facili- 
ties and tools to make their jobs 
better, more productive and 
more continuous. 

We ought to recognize that 
there is a growing number of 
people in this country who be- 
lieve honestly that their indi- 
vidual interests will be served 
better through a radical change 
in our government. They want 
a welfare state society which 
would play a commanding part, 
controlling wages, prices, pro- 
duction and everything else, and 
when a majority of those who 
vote believe that such a system 
will serve them individually bet- 
ter than our present system, the 
change will be made in the bal- 
lot boxes, in addition to bring- 
ing on these creeping things 
which are now afflicting us. 


Government Power 





Now, this conquest of political 
tyranny has always been a great 
adventure, and it is a great con- 
tribution that America has given 
to the modern world, and you and_ | 
I should never lose sight of the | 
fact that the power of govern- | 
ment is always a dangerous 
weapon in any hands, and it was 6090 Cove Section 6290 Cove Section 6063 Reversible, Corner 6066 4%” Reversible Corner 
for this reason that the founders ; _— 
of the American republic intro- 
duced into the government the | 
greatest fundamental change 
which has been made in govern- 
ment since the dawn of time. It 
was a completely new idea with 
which we started over here, and 
P the new idea was this. 

DRIVER For the first time in known 
history, certain institutions and 
human relations were to be out- 


6050 Safety Stair Nosing 6044 















Sink Top Nosing 6030 Cap Strip 6411 Cap 





a side the authoritative govern- 
Handles. ment. That was brand new. The ' ; 
r government was specifically for- ee >. | 
bidden to infringe them or to ' R. D. WERNER CO., INC., 295 Fifth Ave., New York 16, N. Y. as ; 
in violate them. ; i Tell me how I can start a CHROMTRIM department : 
SCIENCE” These free people listed in , for as low as $39.95 and send additional informa- , 
their Constitution the specific i tion on all 3 CHROMTRIM merchandiser deals. 
Inc. functions they wanted govern- i NAME eae oa ' 
RN nN Ae AE yy eck NOE , 
‘ ment to perform and forbade i ' 
N. Y. government officials to do any- | Pence cscs ernisincereps coniessocevieceenceestnsenvenvapeonevnaneveovn penis | lenpaiaae 
thing not commanded of them in [EOI oocaccsosossnnseenesnesneennonesrne eee ern Wes STATE : 
a the Constitution. And then to | Oe eee ee ae ee a Dae a ee 
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be sure, just to be very sure, 

about it all and to make clear 

their ideas of human dignity and 

individual freedom, they added think the 

the Bill of Rights to the Con- ment sho 

stitution, and our forefathers vail. 

believed that was worth dying 

for. They and some of our 

nearer kinfolk have died all the 

way from Valley Forge to the 

beaches of the Pacific Islands for 

those principles, and today these cation. 

things must be defended. poorer 
There is no work in America communi 

more important than the task of time to 

arousing every citizen to the de- prove iti 

fense of his individual, political so-called 

and economic freedom. So to- dipped i 

day we must realize that because i 

of that kind of an adventure we so-called 

Americans possess our Bill of pay for 

Rights and the principle of un- “The 

limited government, which rep- 

resents a completely new idea in 

mankind’s long struggle for in- ting mo 

dividual liberty and progress. there? 
We are not overgrown dino- money, € 

saurs with no brain and no 

imagination and with no power you he ¢ 

to mold and direct the changing vice cha 

of our day. We need not be areas W 

pushed around and pushed out portion 

of existence by creeping so- “We : 

cialism by selfish individuals or tion. 

political groups who seek to merce © 

plunder our society ried on 


Yes, for all of today’s trends, eral aig 
it is earlier than you think. It ne 7 
is early enough to stand up and he Pp r 
be counted with pride, to reaf- peed ” 
firm our faith that our country ta 7 
is great because it was founded local b 
on principles of freedom that are 
elemental and profound. 

Perhaps we could sum up all 
our hope and determination by 
paraphrasing Winston Church- 
ill’s immortal words, “Let us 
gird ourselves to do our duty, so 
bear ourselves that if the United 
States of America shall live a 
thousand years, men will always 
say, ‘This was her finest hour’.” 


better. 
educati 
those a 
the wo 
sources 
levels, 
of livi 
On conclusion of Mr. Booth’s a 

address President Terstegge It v 

asked a question—propounded to ple, bu 

ella him by a reporter—as to the it with 
need for and wisdom of proposed So 

We increased Federal aid to educa- . 

McKINNE y , tion. In part Mr. Booth re- states 
ae gis | E- ’ | plied: ‘Nobody is opposed to in- the ki 

PT Trite ee al : =I | creasing the amount of educa- needed 


A Pertinent Query 


RES ge , ¥ Uncle 
PITTSBURGH 12, PENNSYLVANIA tion in this country or the men 


tal capacities of our people. The tional 
whole question comes as to 
whether those of us who are 
liberals and believe that educa- 


HARDWARE AGE, APRIL 21, 1949 





y sure, 
e clear 
ity and 

added 
e Con- 
fathers 

dying 
of our 
all the 
to the 
ids for 
y these 


merica 
ask of 
he de- 
litical 
So to- 
ecause 
ire we 
ill of 
»f un- 
1 rep- 
lea in 
or in- 
ess. 

dino- 
d no 
ower 
nging 
ot be 
1 out 
r s0- 
ils or 
k to 


ends, 
. Ot 
) and 
reaf- 
intry 
nded 
t are 


p all 
n by 
irch- 
ft us 
y, SO 
ited 
ve a 
vays 
ne.” 


ith’s 
ore 
d to 
the 
sed 
uca- 
re- 
.in- 
1ca- 
1en- 
The 

to 
are 
1ca- 





tion ought to be paid for in the 
communities and in the states 
will prevail or whether those 
people who are paternalists and 
think that the Federal Govern- 
ment should pay for it will pre- 
vail. There is a bill pending at 
the present time which will 
spend upwards of $300 million 
a year for Federal aid to educa- 
tion. 

“Everybody is for better edu- 
cation. We talk about those 
poorer areas and those poorer 
communities. I can’t take the 
time to show you, but I can 
prove itwith statistics that the 
so-called poorer areas have not 
dipped into their own resources 
per capita to the extent that the 
so-called richer areas have to 
pay for education. 

“The facilities, the resources, 
are there within the states. Now, 
there isn’t any secret about get- 
ting money from Uncle Sam, is 
there? He doesn’t have any 
money, except what he gets from 
you, and when he gets it from 
you he charges an enormous ser- 
vice charge to send it back to the 
areas which need it and to reap- 
portion it. 

“We are all for better educa- 
tion. The Chamber of Com- 
merce of the United States car- 
ried on a great progrem for sev- 
eral years, helping communities 
set up local committees and to 
help local businessmen get the 
view that Warren Whitney was 
talking about here of serving on 
local boards of education, to 
carry on a critical, constructive, 
continuous survey of the local 
educational facilities. 

Now, it is just good business 
to do that, if you want to put it 
on a selfish plane. It is just 
good business to educate people 
better. Economic levels rise as 
educational levels rise, and in 
those areas, in those countries of 
the world, which have poor re- 
sources but high educational 
levels, they have high standards 
of living and high standards of 
economic opportunity. 

“It will make us a better peo- 
ple, but the way to do it is to do 
it without paternalism and to do 
this we should dip into our own 
pockets in the communities and 
states that need it and provide 
the kind of education that is 
needed there instead of asking 
Uncle Sam to set up an addi- 
tional bureauocracy and charge 
an enormous charge to take our 
money and send it back to us,” 
he concluded. 
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GUESS 
what 


these fastenings 
are used for? 





Do you recggnize these HOLTITE fastenings? 
Guess what industry uses each of them, 
Check yourself by the list befow. 






CONTINENTAL makes them all and thousands more 


Of all the 400,000 varieties of fastenings that literally hold our indus- 

tries together, Continental makes a large proportion marketed under 
the famous HOLTITE trade name. \ Most of them are standard — screws, 
nuts, and bolts for every usein every (4/7 industry. Others like the well-known 
HOLTITE-Sems and HOLTITE- Phillips screws are patented specialties and the 
famous HOLTITE-Thredlock, Locktite and Tap screws were first designed and 
produced by HOLTITE. Sometimes a fastening engineered by “44 HOLTITE 
for one industry finds an unexpected use in another. Oftena — HOLTITE- 
Engineered fastening will replace several parts that a manufacturer is using. Why 
not discuss your fastening requirements with a Continental Sales-Engineer. He 
will focus on your requirements al! the broad industrial-fastening experience and 
ingenuity of Continental. <@\ Remember Continental is constantly improving 
HOLTITE products, lowering their cost and broadening service. 


ENGINEERED FASTENINGS FOR PRODUCT ENGINEERS 


A. HOLTITE-Phillips Type “H” Brass Tap (coarse thread— 

patented slotted point) Screw designed to eliminate taps and 

tapping operations in fastening polystyrene refrigerator 

assemblies. 

B. Hex-head lag screw, a special development for fastening 

metal to wood in aircraft assemblies. 

C. Special shaped screw to hold sections of home utensil in 

alignment by small lug at end of thread. Assures proper as- 

sembly of utensil after cleaning. 

D. HOLTITE-Phillips Set Screw, used in assembling glass 

: panel store fronts. Eliminates driver damage to costly pol- 

This Tredemerk ished panels. Screws made of Aluminum, Stainless Steel 


HOMTITE or Silicon Decne to prevent staining. 


T. M. REG. U-S. PAT. OFF. 


=" CONTINE NTAL ; 
vA SCREW COMPANY~—© 


1904 —_NEW BEDFORD, MASS., U.S.A. 











How fo Get the Most From Your 


Advertising and Art Services 


The Ad-Viser 


An advertising service will handle all of your promotions, 
will contract for space, handle all production, check your 
insertions and correlate and interpret advertising results 


By IRVING SETTEL 
Advertising Manager, 
Concord'’s, Inc., 
Instructor of Advertising, 
Pace Institute, New York City 


[. you advertise in any 
appreciable amount, you should 
deal with an advertising service or 
art agency. Even if you have your 
own advertising department, at 
some time or other, it is necessary 
to employ the services of an out- 
side organization. Following are 
the services which are available 
to you: 


Available Services 


Newspaper advertising depart- 
ment. 

Free lance advertising writer or 
artist. 

Advertising service company. 

Mat service. 

Advertising agency. 

There are others, of course. 
Chances are, however, you have 
been using one of the above. The 
question arises as to whether you 
have been getting the most for 
your money. 

The primary functions of an ad- 
vertising service are to perform 
your advertising work. Upon re- 
quest (and payment), the organi- 
zation will write your copy, do 
your art work and layouts, handle 
production for newspaper, radio 
and direct mail work. In addition, 
it will sometimes act as market- 
ing consultant and interpret cus- 
tomer reaction to certain sales 
stimuli. 
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We know that advertising is an 
important business necessity. We 
know, too. that we must get the 
most for our advertising dollar. 
Hence, it is wise to use the knowl- 
edge and experience of these spe- 
cialists to best advantage. Here are 
a few rules which may add to the 
efficiency of your service: 


Observe These Rules 


1. Work closely with your ad- 
vertising service. Your business 
experience is just as valuable to 
the agent as his advertising knowl- 
edge is to you. Don't just say, 
“Here’s how much I want to spend. 
Now you do the rest.” Close co- 
operation is essential. A free ex- 
change of ideas will benefit you 
both. Remember, no one knows 
your business as you do. You 
know your merchandise and your 
customers. Combine this with the 
agency's know-how of promotion 
and you have the ideal combina- 
tion. 

2. On the other hand. undue in- 
terference can result in havoc. 
Don’t force your own personal 
prejudices and preferences upon 
the advertising man. The best way 
to handle the situation is to allow 
the agency to formulate plans for 
your promotional material. Give 
it as free a hand as possible. Then, 
upon completion, examine the 
plans carefully. Make the agent 
justify doubtful or debatable ideas. 

3. Don’t ask the agency, “How 
much business will this advertise- 
ment bring me?” It is difficult to 








make accurate estimates of re- 
sults of any advertising material. 
Too many unforeseen factors may 
alter the picture. 

4. If the service requests, give 
it full access to your records. It 
may be necessary to check sales 
results of the last campaign to de- 
termine your future promotion. If 
vou hired the service to do your 
advertising, you should have some 
trust in its agents. The information 
requested will probably be used 
for testing purposes which can 
eliminate much waste advertising. 

5. Do not always expect im- 
mediate results from your adver- 
tising. Many promotions are de- 
signed to build reputation and in- 
stitution. 


Additional Functions 


There are many other functions 
which these services can perform 
upon request. Usually, the hard- 
ware dealer must manifest the de- 
sire for these tasks since they are 
“extras.” Following are a_ few 
which you might be able to use to 
improve your merchandising and 
promotion: 

1. Your service can analyze 
your market. You may believe 
that you are tapping every avail- 
able source for your business 
The service usually is equipped t 
make complete and_ thorough 
studies of potential markets. Re- 
sults may mean a complete change 
in your advertising plans. You 
may, for example, be advertising 
to the wrong people at the wrong 
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---A SENSATIONAL METAL 
PAINT THAT PAINTS OVER RUST 
AND WON'T PEEL OFF! 
ons, 
0 se: 
lt WITH TREMCLAD ALUMINUM 
YOU PAINT RIGHT OVER RUST. = 
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ard- @ Tremclad penetrates through rust particles, sealing them to OR NOT 
: = the surface of the metal. Protects surfaces with a long-wearing 
= coat of durable paint in one operation. Stops rust. Prevents 
and further rusting. Sold by Hardware and Paint Jobbers. Ask Available in 
lyze your jobber about Tremclad or write us for full information. Black one 
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: TREMmCO 
ugh ; 
Re- 
Inge 
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NO WAITING NOW 
FOR THIS FINE 
ENGLISH DRILL 





TYPE NW3c HEAVY DUTY. ¥%” STEEL 5” woop 
| also used as DRILL PRESS | used as | also used as DRILL PRESS | PRESS 


- and as a HORIZONTAL BENCH DRILL 





and as a BUFFER 






The design and fine 


craftsmanship of this 

Wolf drill insures your 

ae turning out a perfect 

job in less time at 

greater profit. Build 
your reputation with 


fine Wolf quality tools. 


LOWER YOUR PRODUCTION COSTS WITH 
THIS FINE ENGLISH TOOL. PROVED FOR 
HALF A CENTURY IN 50 WORLD MARKETS. 
NOW AVAILABLE FOR THE FIRST TIME IN 
THE UNITED STATES. 








OTHER WOLF 
PRODUCTION 
TOOLS COMING 
SOON 

Engine Servicing Kit 


VR5 Precision Valve Refacer 
NW6c 3/,” Standard Duty Ball and Roller- 
Bearing Electric Drill 


GK6 6” Ball Bearing Hand Electric 
Grinder 


VSM 7” Portable Electric Sander 
NWB Portable Electric Blower 
HD2 =e Electric Hammer Kits 


S$. WOLF & €O tTD 
LONDON 




















| time. You may be getting only a 


small portion of available busi- 
ness. Your advertising service can 
give you these figures by conduct- 
ing necessary surveys. 

2. Your service can formulate 
intelligent advertising plans for 
you. The right kind of agency will 
not permit its client to advertise 
unless it is convinced that the ad 
will bring results. After considera- 
tion of market potentials, the ser- 
vice can offer you a blueprint for 
your advertising. It will contain 
recommended media, appropria- 
tion, dates, etc. A plan of this 
nature is very helpful even though 
it is tentative. It provides a flexi- 
ble guide and waste is often elimi- 
nated. 

3. Your service can execute the 
above plan by performing the fol- 
lowing functions: 


a. Your service will lay out, 
write and illustrate your news- 
paper and direct mail promotions. 
It will produce your radio mate- 
rial. 

b. Your service will contract 
for newspaper space, for outdoor 
signs, car cards, etc. 

c. It will handle all production 
(at the lowest possible cost for 
you) for all advertising including 
newspaper ads, direct mail, cata- 
logs, displays, etc. 

d. It will check and verify the 
insertions of your ads. 

e. Your service will correlate 
and interpret results of your ad- 
vertising. 

You may find that for a small 
charge you can obtain extra ser- 
vices which will pay dividends, 
huge dividends . . . in increased 
store traffic and extra profits. 





Business Census Takers Will Visit Hardware Stores 


(Continued from page 177) 


glass and wallpaper stores; elec- 
trical supply stores, and heating 
and plumbing equipment dealers. 

The hardware stores will all re- 
port on the following merchandise 
lines (as they apply to their busi- 
nesses) : 

Hardware. 

Building materials, exclusive of 
lumber and lumber products. 

Paint, glass, wallpaper. 

Farm and garden supplies. 

Farm equipment, implements, 
and machinery. 

Major household appliances. 

Small appliances, kitchenware, 
and other housewares. 

Heating, plumbing, 
conditioning equipment. 

Lighting, electrical supplies (ex- 
cept household appliances). 

Other sales. 

If hardware stores in other 
areas of the country of similar 
size as his own are having success 
with some of these lines which he 
is not carrying, the carrying of 
such lines can be considered. 

It must be remembered that the 
goodness of any decisions depends 
importantly on the reliability of 
the information on which they are 
based. This points up the prime 
need for accurate reports to the 
Census Bureau as the accuracy of 
the Census hinges on them. 

The co-operation of all hardware 


and air- 


stores in the taking of this Census 
is necessary if the data for this 
trade is to be effectively presented 
at an early date. The hardware 
man’s time is valuable but so is 
that of the Census enumerator. 
Hardware dealers are urged to 
give the Census enumerator all the 
necessary information as expedi- 
tiously as possible. 


Credit Practices 


The extent and nature of credit 
practices throughout the nation’s 
distributive trades will also be de- 
termined in the Census of Busi- 
ness. 

Retail stores whose annual sales 
exceed $100,000 will be asked to 
report the amounts of net sales 
for 1948, subdividing the total 
into: 

a. Cash and c.o.d. sales. 

b. Charge accounts and open 
credit sales. 

c. Installment or deferred pay- 
ment sales. 

Data also will be collected on 
balances due from customers us- 
ing charge accounts and open 
credit, and from those who made 
their purchases on installment or 
deferred payment plans. 

Wholesale establishments will 
report: 

a. Amount of 1948 credit sales. 

b. Accounts and notes receiv- 
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able outstanding as of Dec. 31, 
1948, and Dec. 31, 1947. 

c. Number of credit accounts 
Dec. 31, 1948. 

d. Bad debt losses (receivables 
written off during 1948 as uncol- 
lectible). 

Statistics to be published upon 
completion of the Census will re- 
veal changes and developments 
within the credit structure that 
have occurred during a decade of 
business expansion augmented to 
unprecedented dimensions by con- 
sumer spending. Credit informa- 
tion will be available on a national 
scale, and for those states, areas, 
and county groups where business 
concentration is sufficient to pro- 
vide summaries that will not re- 
veal the activities of individual 
establishments. 

Other data to be compiled in 
the Census include number of 
stores and total sales, number of 
proprietors of unincorporated 
businesses, pay roll and employ- 
ment, sales analyzed by principal 
merchandise lines, and inventories 
of merchandise on hand at the 
beginning and end of 1948. 

Reporting forms, prepared by 
the Census Bureau in cooperation 
with representatives of more than 
50 trade associations and with 
other organizations operating in 
the interests of business, will be 
distributed and collected by some 
4.500 official enumerators. 

New legislation, Public Law 
671, enacted by the 80th Congress, 
marks an important change in fre- 
quency with which the nation’s 
distributive system is evaluated. 
In addition to authorizing the 
coming Business Census, it pro- 
vides for subsequent counts at five 
year intervals, and for annual and 
other surveys of the business field. 

Preliminary Census of Business 
results relating to selected cities, 
geographic areas, and to special 
subjects will be released late in 
1949. A continuing flow of sum- 
maries will be published through- 
out 1950. Early in 1951 final 
printed Census volumes will be 
available. These data will present 
a complete statistical picture of 
distribution and service in the 
nation as a whole, in each region, 
state, city, and county in the 
United States, and in the terri- 
tories of Hawaii and Alaska. 
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“This Sales-Making Package 
makes PLASTER-STIK our favorite’ 


says Lee Henry, owner, Henry Hardware, Des Moines 





“People see the Plaster-Stik display box the minute they walk 
into the paint department,” says Mr. Henry. “Then — the pack- 
age takes over the selling job and really produces results!” 
Lee Henry knows Plaster-Stik — five years ago he placed 
Order No. 1 while buying for a paint jobber. Today, operating 
his own hardware and paint store, he continues to place repeat 
orders. That proves the sound merchandising behind Plaster- 
Stik, the extra-profit crack-filling product. The new modern 
package keeps Plaster-Stik completely visible, yet fully protected; 
each stik can be examined without breaking seals or spoiling stock, 
The label-tube wrapper keeps the stik clean, usable to the end. 
Plaster-Stik — packed 12 per box, costs the dealer $1.80 per 
dozen, retails at 25c each. Stock up now for spring painting! 


--and for EXTRA sales, EXTRA profits 
PIPESEAL PAINTER’S PAL 





. .. pipe joint compound in con- retails at 
venient stik form. Holds any J Al 
liquids normally carried in pipes Wifi 






— yet joints can be reopened 
without damaging fittings. Indi- 
vidually carded, packed 12 per 
box. Retail at 15c each. 


25¢ 
A 


. the only 
efficient tool for | |} 
painting hard-to-reach 
check rails, around 
door and window | 
frames, and other 
narrow surfaces. 
Adjustable 
aluminum 
handle. Packed 
12 per box—deal- 
er cost $1.80 per dozen 














IMMEDIATE DELIVERY FROM YOUR JOBBER 


The LEONARD COMPANY “62"sa8073' 


Des Moines 9, lowa 











Marshall-Wells Duluth Branch Planning Board: Left to right, standing, Paul Gardiner, Fergus Sanders, 


Seth Marshall, George McQuade, Seattle branch manager; John Moore, Harold Pittz, and W. G. Mhyren. 
Front row: H. Hertz, Ben Quirt, R. Lendved and Carl Johnson. Not shown are Art Johnson and J. Lageson. 


“Thar's Gold to Mine 
Theme of Marshall-Wells 


shall - Wells Co.. wholesale 
hardware distributors, Du- 
luth, Minn., attributed the nearly 
LOO per cent dealer registration at 
the company’s recent 21st annual 
Stores Merchandising Congress, to 
the determination of the dealers to 
keep abreast of market develop- 
ments that affect their business. 
He stated, “They know that we are 
due for a return of real competi- 
tion and the 1949 Congress was 
geared to prepare them for it.” 
The Congress, the theme of 
which was “Thar’s Gold to Mine 
in °49.” actually included four 
meetings. In its trading territory, 
from Michigan to the West Coast, 
separate meetings were held during 
March at Duluth: Billings, Mont.; 
Spokane, Wash. and Portland, 
Ore. The Seattle and Portland 
branches met jointly. 
A group of top executives, 


headed by Seth Marshall. chair- 


J H. MOORE, president, Mar- 
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man of the board, attended all the 
meetings. The sessions were de- 
voted to merchandising talks and 
demonstrations by branch office 
personnel with whom the dealers 
in their respective territories are 
in contact the year ’round. 


Keynote Addresses 
Mr. Marshall, who made the 


keynote address at each meeting. 
predicted that “1949 business is 
going to be good, but not good 
enough to satisfy all manufac- 
turers, wholesalers, or retailers.” 
He added, “Consumers are going 
to shop and will have to be sold 
value.” He advised the dealers that 
customers are entitled to find a 
proper selection of seasonable and 
staple merchandise in stores. Mr. 
Marshall emphasized that the more 
consumers shop the better does 
good advertising pay and the more 
necessary it is that dealers follow 
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in '49,” 
Congresses 


every step of the fundamentals of 
successful merchandising. 

Sandy Oie, advertising and 
sales promotion manager, pre- 
sented plans ‘for the year with 
kodachrome slides. They included 
increased use of radio, farm 
papers and newspapers. At the 
Duluth meeting. the first and larg- 
est, 50,000 sq. ft. of floor space 
was devoted to displays of new 
merchandise, with manufacturers’ 
representatives on hand to explain 
details. The model 
store also enjoyed a heavy volume 
of traffic. Fourteen merchandising 


company’s 


clinics, covering the entire field of 
hardware store stocks, were con- 
ducted at Duluth and repeated at 
the other meetings. ‘“Recesses” 
were spent among the merchan- 
dise displays and “shop talk” 
tapered off at the end of the day 
at dinners and at the concluding 
banquet and floor show. 
Planning boards of dealers meet 









—) 


( 








DOUE 
enti 


Here’s the | 
business tod: 
You can n 
identically N 
high-gloss. | 
for walls, w: 
Here is a 
unity to sel 
BPS FLATI 
ldentically M 
if one! You 
ame identic 
paint FLATL 

Double yo 
Get double 
thises are a’ 
coupon toda 


look at thes: 


* Three dif 
in identical ¢ 


match colors 
& Nothing | 








Ing to go wr 





« A. y iS) ! 


"] —l 
Wm ie 


DOUBLE PAINT SALES WITH ~ 


Here’s the biggest profit opportunity in the paint 
business today ... a quick, easy way to double your sales! 

You can now offer your customers three finishes in 
identically Matched Colors—flat-wall, semi-gloss and 
tigh-gloss. It is Perfect Color Matching! No Mixing! 
for walls, woodwork and furniture! 

Here is a definite tie-in sales plan—a real oppor- 
unity to sell a related product every time a can of 
BPS FLATLUX crosses your counter! With BPS 
ldentically Matched Colors—you make two sales instead 
if one! You offer SATIN-LUX or GLOS-LUX in the 
ame identical color as the sensational one-coat wall 
paint FLATLUX! You make the second sale with the first! 
Double your sales with Identically Matched Colors! 
Get double profits! Do it now! Exclusive sales fran- 
thises are available in some territories. So—mail the 
coupon today! You'll be glad you did! 


leok atthese selling features of identically Matched Colors 


* Three different finishes © Makes modern decorat- 
in identical colors ing easy at low cost 


* No messy mixing to ® Wide range of decorator 


match colors colors 
* Nothing to add—noth- @ Affinish for every kind 
Ing to go wrong of surface 





dentically Matched Colors” 





FLATLUX 


THE ONE-COAT WALL PAINT—MADE WITH OIL 


SATIN-LUX 


SEMI-GLOSS—-FOR WALLS AND WOODWORK 


GLOS -LUX 


HIGH-GLOSS—-FOR WALLS AND WOODWORK 


3 FINISHES IN IDENTICALLY 
MATCHED COLORS 


Don't sign for any line until 
you have complete details about 
“Identically Matched Colors”. 








VICA 
70045 


have electronically 
hardened edges 


—_———— 








Entire tool is hard- 
ened and tempered | 
—cutting edges 
are electronically 
hardened by 
patented multiple- 
turn coil. 








TOOL No. 41 
Electrician's 
Diagonal Pliers 
ae 


Sold Through 
Recognized 
Distributors 








1. Special alloy steel 

2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 
5. Complete variety of tools 

6. Hand-honed cutting edges 





UTICA DROP FORGE and TOOL CORP. 


UTICA 4, NEW YORK 
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periodically with Marshall-Wells 
branch management officials to re- 
view policies affecting retail oper- 
ations. Newly appointed members 
of the branch office planning 
boards, meeting with holdover 
members for the first time, ap- 
proved Mr. Oie’s advertising and 
sales promotion program for 
dealers. 

The Duluth board is composed 
of Rube Lendved, Clintonville, 
Wis.; Pau! Gardiner, Pine River, 
Minn.; Herbert Hertz, New Leip- 
zig, N. D.; Ben Quirt, Iron River, 
Mich.; Harold Pittz, Dodgeville, 


| Wis.; Fergus Sanders, Winona, 


Minn.; Julian Lageson, Fairmont, 
Minn.; William Mhyren, Rapid 
City, S. D.; Art Johnson, Yank- 
ton, S. D., and Carl Johnson, Sid- 
ney, Mont. 

Members of the Portland-Seattle 
board are: Ted Paulus, Grand 


Pass, Ore.; Murl Pettit, Coquille, 
Ore.; Morry Kelly, Springfield, 
Ore.; John Lockwood, Lebanon, 
Ore.; Jack Doherty, Tigard, Ore.; 
Art Badley, Portland, Ore. Cliff 
Fish, Gresham, Ore. Ray Baker, 
Redmond, Ore.; Walt Wood, 
Woodland, Wash.; Lloyd Baum- 
garten, Centralia, Wash.; Herb 
Lentz, Yakima, Wash.; Al Can- 
non, Baker, Ore.; Stanley Thames, 
Caldwell, Idaho; George Simons, 
Hoquiam, Wash.; Elmer Ander- 
son, North Bend, Wash., and 
Graeme Wilson, Snohomish, Wash. 

Representing the Spokane branch 
and working in conjunction with 
the Seattle- Portland planning 
board is Paul Schurman, Clarks- 
ton, Wash. On the Billings, Mont., 
board are Harry Richmond, Har- 
lowton, Mont.; Cecil Shue, Shelby, 
Mont.; C. B. Robertson, Lovell, 
Wyo., and R. K. Bates, Broadus, 
Mont. 





Hardware and Variety Store A 
Profit-Making Combination 


HARDWARE and _svariety 
store operated by E. Wessel 

(Our Own Hardware) New Hamp- 
ton, Iowa, for the past 15 years has 
attracted a heavy daily traffic, with 


| mutual benefit to both divisions of 


the business. Mr. Wessel main- 


| tains a neat store, has several 


women and a couple of men em- 
ployees seasonally, and likes to 
have all his store displays neat and 
orderly at all times. 


“The variety sections really 
bring in the women regularly,” 
says Mr. Wessel, “and once they 
are in the store they always wander 
over to the hardware section and 
make purchases. I consider the 
variety store a great asset to my 
hardware business.” 


At the present time, the hard- 
ware and variety departments 
share honors for the volume of 
business. About 50 per cent of 
the volume is attributed to hard- 
ware and a like amount to the 
variety store. 

The right side of the store and 
some of the center store space are 
devoted to variety items, while the 
left side, plus some center and rear 
space and a small balcony depart- 
ment. are devoted to hardware 
items. 


Mr. Wessel points out that many 
items which he classifies as va- 
riety items, such as lamp shades, 
book ends, gifts, stationery, etc., 
are regarded as hardware items in 
many stores. When this is taken 
into consideration, his hardware 
store stock probably exceeds the 
strictly variety items by a com- 
fortable margin. However, the 
candy, hosiery, lingerie, handker- 
chief and other departments are 
strictly variety store items, and 
they bring in a great deal of 
traffic. 

Mr. Wessel has an_ attractive 
paint department along the left 
wall toward the rear of the store. 
Accompanying this paint depart- 
ment is a sizable wallpaper section 
on the balcony. An excellent busi- 
ness is done on paints and wall- 
paper, and here again the heavy 
store traffic due to variety depart- 
ments helps Mr. Wessel get more 
customers for paint and wallpaper. 

Mr. Wessel and staff know a 
great deal about painting and wall- 
papering and are always willing to 
explain paints, colors and amounts 
of paint needed to prospects. This 
attitude helps materially in ob- 
taining more business. Prospects 
know Mr. Wessel and his sales- 
men know their merchandise. 
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ll Wallpaper patterns numbering , 
e, ° 
ld close to 100 are shown on a 
pi special, tilted display background, TR R 5 AD ‘ D F AST is N ERS 
a with more patterns in bins and eee 
if — — to choose had 
| rom, if they so desire. LA_} Z 
2 tre Stronger" 
? e a e \ 
-— Balcony Eliminates High They : ef 
arb Ceiling h = 
an- (Continued from page 172) They're Toug er 
es, like. We make trips to nearby 
ns, communities, and visit many homes 
er- where we have sold appliances and , 
ind other merchandise, just to make They fe 
sh. friends and learn what our cus- 
ich tomers want. This helps us build 
ith a stock which appeals to the trade.” 
ing The area between St. Charles 
ks- and Chicago—about 40 miles—is 
at., fast becoming a district of large 
ar- estates. Owners of these proper- 
by, ties have quite a bit of money to 
ell, spend for improvements and up- 
us, keep of property, many of whose 
needs can be fulfilled by an alert 
hardware store organization. Mr. 
Borman contacts as many of these 
people as possible, to let them 
know of his store’s stocks and ser- 
ny vices. As a result many of these 
va- owners come to the Borman store 
es, to buy. 
ic., To the south, north and west | 
in of St. Charles there is a mixed | 
en agricultural and industrial area, 
ire which also adds up to a high an- 
the nual purchasing power. Mr. Bor- 
m- man advertises to these groups also, 
the which helps to give him a fine all 
er- year around business. 
are Mr. Borman also owns a build- 
nd ing across the street in which he 
of operated his hardware business for 
many years. This building is be- 
ive ing remodeled at the present time 
eft and will be ready for occupancy 
re. by summer. If business continues , 
rt- promising during the spring sea- e@ TRIPLEX Cap Screws, Set Screws, Nuts and 
on son, Mr. Borman intends to use Bolts are made for just one purpose. That is to 
|3i- this store space himself for ap- hold tighter, longer. Of course, they are also noted 
ill- pliance and farm lines. . for speedy application because of their free-running 
vy Our store is open at 7 0 clock esieidin tat enee teee. 
irt- every week day morning, except ° 
ee Sunday,” says Mr. Borman, “and Turn to TRIPLEX if you want a turn for the better: 
er. it is surprising how much trade Write for free wall chart. It makes ordering easier. 
a we get from farmers, contractors, 
all- etc., during those early hours. This THE TRIPLEX SCREW COM PANY 
> 5317 Grant Avenue Cleveland S, Ohio 
Lo class of trade likes to make pur- 
nts chases early in the day and get to 
his work. Many customers know of fo 
»b- our early morning hours and they GOUGHNESS 
cts come here from considerable dis- | ‘ 
es- tances. This is just another way | . SOLTs, BOTS A400 Stee 
to be of service to the trade.” 
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Amerock Rubber 
Roller Spring Catch 


A silent rubber roller spring catch 
is offered by American Cabinet Hard- 
ware Corp.. Rockford, Ul. Available 


€& QUIET AS & mouse... 












also is an eye-catching counter display 
in color. Available in B strike for flush 
doors, A strike for overlapping doors. 
Suggested to retail for 25 cents, catches 
are complete with strikes and screws. 
Special No. 97 deal includes a doz. 
catches and one extra catch on dis- 
play. Total retail value, $3.25. Cost to 
dealer is $2. 


‘Flow-Master' 
Nylon Brush 


W hiting-Adams Co., Boston, Mass., is 
introducing its “Flow-Master”’ nylon 
long-stock mechanics tool. Nylon brush 
is said to be a true long-filament brush 
that will hold the paint, have proper 
flexibility and paint spreading qualities 
and stand up under service conditions. 
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In addition to its line of long-stock me- 
chanic’s tools, Whiting is soon to an- 
nounce a line of nylon brushes designed 
and priced for home users. 


Carborundum's 


Cut-Off Wheels 


Carborundum Co., Niagara Falls, N.Y ., 


is making a series of general purpose cut- 


off wheels designed for the home crafts- 
man and mechanical trades. Bears the 
trademark “MX,” which means they are 


made from cotton fiber, abrasive grain 
and resin bond. Reported to cut well 
yet possess flexibility and will not 
shatter. Available in 6, 7 and 8 in. diam. 
and one thickness, 3/32 in.; three types 
of arbor holes, 1 in. round, type A dia- 
mond shape and type S square shape. 
Metal bushings are furnished where it 
is necessary to reduce the round arbor 
hole size below } in. Packed in indi- 
vidual envelopes that list recommended 
uses, together with operating sugges- 
tions. May be mounted on bench saws. 
bench grinders, portable saws, etc. Said 
to cut all types of steel, aluminum, brass, 
bronze, copper, asbestos, transite, Bake- 
lite, Masonite, Celotex, Catalin Angle 
!ron and other materials. 
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Kem-Gio Color Chart 


Colors of the Kem-Glo finish have been 
applied directly to the paper of the new 
chart offered by Sherwin-Williams Co., 
Cleveland, Ohio. This finish for kitch- 






© Tic new miracle Sesh that hous soe 


odes fee baled cnamect' 
8" KEM-GLO 
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ens, bathrooms and woodwork is avail- 
able in nine shades that match the most 
popular of the Kem-Tone colors. Plas- 
tie chips on color cards show the finish 
as it will look in the home. Chart is re- 
plete with helpful product-use informa- 
tion covering the six Kem-Glo features. 
Also suggested the places where Kem- 


Glo serves best. 


Trimz Eight 
Wallpaper Patterns 


Trimz Co., Inc., Merchandise Mart, 
Chicago, IIL, is introducing eight new 
Trimz patterns, each which is backed 
by a guarantee not to fade. Maker 
says they can be washed again and 
again. Included in the patterns is rese 
bouquet, fruit plaid, pussy willow, 
gloucester, modern leaf, countryside, 
broche and stripe. Each box of ready- 
to-hang Trimz contains a roll 81 ft. 
long, 18 in. wide, which has paste on 
the back. Complete instruction for easy 
hanging in each box. 
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New PROFIT line 


for Hardware Dealers! 


Dayton offers a complete 
line of shallow and deep 
well systems, including 
jet type pumps. New 
models in some types 
will be available soon. 


















been 
new 
Co., 
itch- 





Dayton also manufac- 
tures a wide range of 
domestic water soften- 
ers in capacities from 
30,000 to 90,000 grains. 








Complies with specifications of 
Federal Government, Archi- 
tects, Contractors and Engineers 
for all types of construction. 
You do your customers a real favor when you Easily installed in old or new 
homes, factories, office build- 
ings, etc. Granulated (pellet), 
batts (semi- or full-thick) and 





vail- 
nost sell them Dayton Water Systems and Water 
?*las- 
nish 


Softeners as you then provide them complete 


am Water Service. You double your profits, too, loose wool shipped in straight 
res. so everyone benefits when you sell two Dayton or mixed minimum cars. 
— Products at one time. With a// Dayton Models Investigate the large profit pos- 
of Pumps and Softeners you sell maximum sibilities of the COMPLETE LINE 
service at minimum cost. of. Tensulate Insulation, tested 
and proven by 17 years use. 
hae. Write or wire— 
new Fe 
*ked ; 
aker 
and 
iene TENNESSEE PRODUCTS & 
ide, CHEMICAL CORPORATION 
ady- 


ft. 


on 






Ukiee chy NASHVILLE 3, TENN. 


THE DAYTON PUMP & MFG. CO., DAYTON, OHIO 
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REPEAT 


Satisfied users re-order MAGOR 
shovels, scoops and spades—why ? 


PRECISION BALANCE — 
easier handling 


NORMALIZED STEEL BLADES — 
non splitting — non turning edges 


SEASONED ASH HANDLES — 
greater lifting strength 


Stock the MAGOR simplified 
line for more repeat sales .. . 
more profit the year ’round. 


® 4752 


MAGOR 
CAR CORPORATION 


SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7,N.Y. 











Sn ee 


WHAT'S NEW 








Stanley Electric Drills 


Stanley Electric Tools, New Britain, 
Conn., is introducing a line of electric 
drills known as “Stanley-Handyman.” 
Line includes three drills: No. .04, %4 





in. capacity; No. .012, 14 in. capacity; 
No. .034, %4 in. capacity. Each is 
equipped with a key type Jacobs chuck, 
AC-DC motor and has a durable stain 
finish with orange trim. No. .012 drill, 
special offset of chuck spindle, is said 
lo permit operator to work in close quar- 
ters without removing either spade or 
pipe handle. Bench stands are avail- 
able to convert each size drill into an 
economical drill press. 


Hostess Set 
Floor Fixture 


Libbey Glass Division, Owens-Illinois 
Glass Co., Toledo 1, Ohio, offers a per- 
manent floor fixture for Hostess Set 
glassware line. Display provides sufh- 
cient space to show Libbey’s complete 
Hostess Set line and heat-treated items. 
Requires floor space 72 by 36 in. Made 
of wood cabinet construction with ex- 


Hotter Gel ty AA B BEY GLASS) jy 


B 
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panded metal grill work and adjustable 
glass shelving. Finished in bleached oak 
or walnut. Frame to hold reprints of 
ads is in center. Bronze plastic canopy 
over unit is equipped with fluorescent 
lighting and is lettered with the Libbey 
brand name. Features fluorescent il- 
lumination of base. Made so upper half 
alone may be utilized as table top mer- 
chandising fixture. Libbey offers dis- 
play to dealers, sharing about half of 
actual cost. 


Facts About 
Fishing Lines 

B. F. Gladding Co., South Otselic, 
N. Y., has issued a 32 page booklet, 
“Successful Fishing” which features 
the proper care of fishing lines, how to 
select bait casting or fly line, facts 
about tapers, and what to look for in 
a salt water line. Explains how dif- 
ferent types of line are made and de- 
fines many technical terms. Well 
illustrated with record 
catches. 


pictures of 


Kimble Glass Bars 


Line of 18 to 24 in. glass bars, crystal 
and opal, with smoothly rounded bent 


ends suggested to retail for from 15 to 





98 cents. Available in button end 
type, 10-C and 10-0, full 18 in. length, 
2 in. dia. with nickel-plated steel 
fittings. Also in 24 in. lengths, 24-C 
and 24-0. Kimble deluxe glass bar, 
in. diam. crystal glass, fitting of 


chrome plate permanently spun on 
bent bar ends. Each is individually 
packed with chrome plated screws. 
Models 70-C, 18 in.; 71-C, 24 in. Double 
purpose bar, 24 in. long, 11/16 in. dia.. 


Nickel-plated 


fittings are movable, leaving room for 


crystal with ball ends. 


Available in 
Model 62-C. Kim 
ble Glass, division of Owens-Illinois 
Glass Co., Toledo 1, Ohio. 


washcloths and towels. 
crystal glass only. 















'Feathe 


Americ 
Grafton, 
says make 
hard wate 
use. Out 





aluminum 
weighs ak 
shaped to 
Pre-tested 
a safety v: 
steam. Tal 
54 minul 
water is U 
dial mark 
and rayon 
among it: 
only, it m 
Has a pel 
Broad hee 
trushed | 
Cloth dan 


spots. Cl 
permit rt 
$18.95. 


'W hink 
Rex H« 
Rd., Scar 
rust remo 
off sinks, 
ing, ete. 
merely mc 
few drops 





Said to be 
that are si 
to a carto! 
aged inas 
Contains | 
Suggested 


HARDW: 






ustable 
1ed oak 
‘ints of 
canopy 
rescent 
Libbey 
ent il- 
er half 
yp mer- 
rs dis- 


half of 


Jtselic, 
ooklet, 
>atures 
how to 
. facts 
for in 
w dif- 
nd de- 

Well 
record 


crystal 
1 bent 
15 to 


. end 
ength, 
steel 
24-C 
ar, % 
g of 
n on 
lually 
Trews. 
ouble 
. dia.. 
lated 
n for 
le in 
Kim- 


linois 


1949 











Feather Way’ Steam Iron 


says maker, so that it is not affected by 
hard water and it distills water while in 
use. Outer casing is of chrome-plated 





aluminum. When filled to capacity it 
weighs about 5'% lbs. Bakelite handle, 
shaped to fit the hand, has a thumb rest. 
Pre-tested for 6 to 8 lbs. of pressure, with 
a safety valve that automatically cuts off 
steam. Takes 10 oz. of water and requires 
5% minutes to bring up steam if warm 
water is used, it is claimed. Clear view 
dial marked for linen, wool, cotton, silk 
and rayon and a thermostatic controi are 
among its features. Designed for AC 
only, it may be used as a dry iron also. 
Has a permanently attached 7 ft. cord. 
Broad heel rest simplifies renewing of 
trushed pile fabric when set on end. 
Cloth dampened in cold water removes 
spots. Chrome-plated finish will not 
permit rust. Suggested to retail for 
$18.95. 


'Whink' Rust Remover 


Rex Home Supply Co., 181 Ferndale 
Rd., Scarsdale, N. Y., offers “Whink” 
rust remover which is said to take rust 
off sinks, bathtubs, refrigerators, cloth- 
ing, etc. For the latter use, maker says 
merely moisten stained area then apply a 
few drops. Then rinse with cold water. 





Said to be safe on all colors and fabrics 
that are safe in cold water. Packed 12 
to a carton, bottle contains 2 oz. Pack- 
aged in a squeezable bottle which sprays. 
Contains 10 per cent hydrofluoric acid, 
Suggested to retail for 75 cents. 





HARDWARE AGE, APRIL 21, 1949 





American Thermo Appliance Co., 
Grafton, Wis., steam iron is designed, 











NO OTHER MOWER 


has all these 


The Philadelphia 





INDEPENDENCE 


You'll be far ahead of hand mower competition if you 
sell the Philadelphia Independence this year. Modern 
design and superior workmanship stand out all over it 
—from the streamlined tubular steel handle to the tear 
drop side frames. There’s no other mower on the market 
that has all of its features...no other mower gives you 
more ammunition to help you sell. Read about the 
features that have made the Independence one of the 
most popular of all hand mowers. Stock the Independence 
this season for more sales and more profits. 


Write for literature and name of nearest jobber. 





THESE FEATURES HELP YOU SELL 


(A) Die cast aluminum alloy wheels are light but strong. 
(B) Double flanged shouldered bronze Oilite bearings 
protect wheels from thrust wear. (C) Manganese bronze 
pinions and 59-tooth gears give long wear and smooth, 
“no-jump” operation. (D) Steel axles are hardened and 
ground for more bearing surface and easier operation. 
(E) Cutting reel revolves on ball bearings. Springs keep 
reel centered and free from play at all times. (F) Side 
frames are 1" pressed steel for great strength, drawn 
14" all around—designed to protect gear ring and 
pinions from grass is oan and dirt. 


cad out about the hi » hadel- , 
oy tential in the — 
phia pow! Line, 100 ich a : } 
pietfeP tor ever¥ mowing 
job. 





DIPINO OM. POR TOR VALUED 




















FREE SAMPLE 





new! improved! 


FLEXISEAL 


GLAZING 
COMPOUN D 


Try the new FLEXISEAL GLAZING 
COMPOUND. Send today for FREE 
sample and prices. Tests will convince 
you FLEXISEAL is better by far than 
putty for glazing or reglazing wood, 
steel or aluminum sash, for general 
maintenance, for pointing, filling or 
sealing crevices or cracks. FLEXISEAL is 
lower in cost than good putty. These are 
the reasons why more and more cus- 
tomers are demanding FLEXISEAL GLAZ- 
ING COMPOUND. It meons more profits 
for you — so write today. 

Proven Features of FLEXISEAL GLAZING COMPOUND* 
@ Easily applied Flexiseal, 


sets quickly, adheres 
tenaciously. 
@ Remains firm on surface \ 


— pliable underneath. i 

@ Doesn't crack, crumble, 
blister or wrinkle. 

@ Has longer string, im- 
proved workability at 
normal temperatures, 
better mobility than 
putty at low tempera- *Attested to by 
tures. Powdered Material 

@ Contains no mineral oil — Labora- 
or grease. 


BETTER BY FAR...THAN PUTTY 








LANDEN PUTTY WORKS, Malden, Mass. 
| Send free sample and prices to 


| Firm 








| 
| City State 


| Attention of 


iecahuinenmmenen 
FLEXISEAL 
GLAZING COMPOUND 
EST 
R 








1 

| 

| 

| 

| Street oi 
| 

| 

| 

mae ines laste an is a j 


BUY FOR YOU— 
CUSTOMER TOO 











WHAT'S NEW 








Electric Hedge 
Lawn Trimmer 


The Electric Sprayit Co., Sheboygan. 
Wis., is offering an electric hedge and 
lawn trimmer with adjustable three- 
position cutting head which provides 
flexibility for trimming hedges, lawns, 
vines, evergreens and shrubbery. Re- 
ported to cut fast, clean and without 
vibration by means of two hardened 
steel ll-in. cutting heads. Blades move 
in opposite directions. Features auxil- 
iary built-in handle which swings out 
at right angles to body for two-handed 





grip. Weighs 6 lb. Available also is 
a carrier attachment for ground or 
overhead trimming. Handle screws into 
carrier at two angles, for wheeling and 
trimming on ground and perpendicular 
overhead trimming. 





Gep Counter, 
W indow Displays 

To provide the prospective fisherman 
with an opportunity to feel a GEP rod, 
Gephart Mfg. Co., 1026 W. Adams St., 
Chicago, IIL, offers attractive counter 
and window display cards. Three are 
available, featuring bait casting rods, 
fly and spinning rods, salt water rods. 
Made of reinforced coated board, cards 
are 1414 by 15% in. and will hold two 
Gep rods. 
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‘Chem-Wood' Boats 


Line of Chem-Wood boats, name be- 
ing derived from the makers treatment 
of its boats by dipping in a chemical 
solution to waterproof and _ preserve 
the woods, is offered by Ben Pearson, 
Inc., Pine Bluff, Ark. Three models 
are available, the Portager, The Scot- 
ter and the Lakester, the latter illus- 
trated. Portager, available in 12 and 
14 ft. is a plywood craft with bent rib 
construction and featuring an _ im- 
proved chine. Both sizes have a 46 in. 
width and 15 in. depth. Bottom and 
sides are 4 in. five ply hardwood ply- 
wood. Light enough for top of car. 
Scooter, somewhat similar to the duck 
boat, has a bottom which is reported 
to give exceptional speed for motor up 
to 10 h.p. Pearson chine is used, sup- 
porting 14 in. five ply hardwood ply- 
wood. A 14 ft. cedar strip outboard 
runabout rounds out the line. Lake- 
ster, has a beam of 54 in. and depth 
of 22. 


Steelhead Folding 
Gaff Hook 


Hartbauer Mfg. Co., P. O. Box 2141, 
Portland 14, Ore., is making a steel 
head folding gaff hook suggested to re- 
tail for $2.50 for the 18 in. bank type, 
weight 5 oz., and $2.75 for the boat 
type which weighs 7 oz. Each is packed 
in Cellophane wrapper, 12 to box, dis- 
play card and folders enclosed. Snaps 
open and remains rigid until released. 
Sure-grip handle said to fit hand. 
Cadmium plated, duro-aluminum 
frame, heat treated spring steel hook. 
Point is enclosed, touches no metal. 
End of gaff when closed is a good hook 
remover, it is reported. 





FBI Register of 
British Manufacturers 


lliffe & Sons, Ltd., Doreset House, 
Stamford St., London, England, has is- 
sued the 1948/9 copy of F.B.I. Register 
of British Manufacturers containing 
6000 companies and their products and 
includes much information valuable to 
buyers. Featured is the products and 
services section with more than 5000 
product headings facilitating the rapid 
identification of supply sources. 
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Counter Merchdndiser 


For Wyteface Steel Tapes 
Keuffel & Esser Co., Adams and Third 


Sts., Hoboken, N. J., offers a compact 
counter merchandiser for “Wyteface” 





steel tapes and steel tape rules. Occu- 
pies 11% by 12% in. space. Displays 
easy to read tape lines. Glass front pro- 
tects tapes from handling. and loss. Has 
compartment for stock in back. Sales 
features and useful information printed 
on back. Merchandiser is available with 
either of two assortments of tapes. Case 
sells for $6 and in addition dealer is 
given an extra 50 ft. tape that can be 
sold for $7.30 or $7 according to the 
assortment purchased. 





Henry Disston 
Hardware Catalog 


Henry Disston & Sons, Inc., Philadel- 
phia 35, Pa., offers a new catalog and 
price sheets to its dealers. Book is 
completely revised and brought up to 
date. Many new items are offered. 
Complete section devoted to garden 
tools. New K-6%4 Keystone hand saw 
is shown on page 12 and the line of 
Disston hack saw frames on page 49. 


Plastic Garden 
Hose Package 


Atlantic Tubing & Rubber Co., Crans- 
ton, R. L., offers the “Aqua Lite” plastic 
garden hose, which is available in black, 
red, green or silver. Light in weight, 
maker claims it is unaffected by mois- 
ture, grease, mildew or sunlight. Avail- 
able in 25 and 50 ft. lengths with each 
length complete with cross-swedged 
ferrules, heavy duty couplings and 
hose washers. 
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AMERICAN GOLD STRAND INSECT WIRE SCREENING 


Protection against flies and mosquitoes need not be expensive. 
American GOLD STRAND Insect Wire Screening is made in grades 
to suit every purse and purpose. 

Request American GOLD STRAND from your jobber and give 


it a prominent spot in your store. 


AMERICAN WIRE FABRICS CORP. 
WICKWIRE SPENCER STEEL 


500 FIFTH AVENUE, NEW YORK 18, NEW YORK 
Boston + Buffalo + Chicago + Denver ~- Ft. Worth ~- Philadelphia 
Pacific Coast Subsidiary —The California Wire Cloth Corporation, Oakland 6, Cal. 
Other famous Wickwire Spencer Hardware Products include —Clinton Hardware Cloth, Clinton Hex Mesh Netting, 
Perfection Door Springs, Nails and Brads, Wissco Clothes Line, Coburn Sliding Door Hardware 
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Completely Practical, ip 





GAUGES 


SPEED & SIMPLIFY 
HANGING DOORS 


“I think these Gauges 
are the handiest tools for 
the purpose that have 
ever been put on the 
market,” says Hayes 
Short, Holmes Mill, Ky. 
Precision made. Drop- 
forged, heat-treated steel. 
Simple to use. Approved 
by master mechanics. 
E-Z Mark Butt Gauges 
make clean cut deeply 
etched profiles. Removal 
of chips on door and 
jamb are the only other 
Operations necessary for 
fast, simple, professional 
door hanging. Used and 
praised everywhere by 
master craftsmen and 
amateurs alike. 


E-Z MARK BUTTE 


































Leath- 
erette case 
protects each tool. 


3 sizes: 3”, 344” and 4”. 
Priced retail at: $1.75 ea.; $3.50 
pair, any 2; $5.25 for full set of 3. | 


CHECK YOUR STOCK — RE-ORDER TODAY 


Pictures show 
utmost sim- 
plicity tn 
use. 





From your local dealer, or direct from 


WES-KO DISTRIBUTORS, INC. 


2619 S. SANTA FE AVENUE 
LOS ANGELES 11, CALIFORNIA 








FINEST hand mower 
Blair ever made. The 
seventy years of 
experience behind 

every Blair mower 
is reflected in the 
satisfaction they 
guarantee your 
customers, 


The 
Pilgrim 





LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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WHAT’S NEW 


Dorby Infra-Red 
Cooker 


Unit broils, fries and bakes by ra- 
diant energy from specially designed 
General Electric infra red lamps. Uses 
two 500 watt lamps rated at 5,000 hrs. 
Lamps are suggested to retail for $3.75. 
Maker claims it takes but 14 or 15 
minutes to cook a 4 lb. roast. Equipped 











with doors just to keep glare out of 
Insulation is not required. Oper- 
ates on AC or DC and draws 1000 watts, 
or 1 k.w.; cost about two cents per hr. 
To use place food in heat 
resistant clear glass dish. Set dish on 


eyes, 


to use. 


the cooking rack and wrap food in 
cellophane. There are no exposed wire 
heating elements, no heating of the 
utensil or the air. Said to defrost and 
cook frozen foods in one operation. 
Not necessary to turn food. Cooker is 
15 in. high, 12 in wide and 12 in. 
deep; weighs 13 lbs. Finished inside 
and out in special white baked enamel. 
Lamp reflector plates,  triple-plated 
chrome finished. Unit made of heavy 
gage steel. Features built in switch 
and six ft. cord with plug. Fair trade 
for $41.95 incliding Federal excise 
tax. Individually packed, shipping 
weight 18 lbs. Dorby Co., Merchandise 
Mart, 222 W. North Bank Drive, Chi- 
cago 54, Il. 


Hillerich & Bradsby's 
Baseball Publications 


Hillerich & Bradsby Co., Louisville, 
Ky., is offering its 1949 edition of the 
“Famous Year Book” which 
is made up of 64 pages packed with 
baseball interest. Included are photos 


Slugger 


of the past season’s outstanding slug- 
gers, records hints on how to bat and 
highlights of 1948’s outstanding base- 
ball events. Features an article, by 
Joe DiMaggio, center fielder with the 
New York Yankees, entitled “How to 
Hit.” Also released is the 1949 edi- 
tion of “Official Softball Rules,” which 
also contains pictures of winning teams 
and records of the 1948 softball season. 





erw 


3 PAT OFF 


BELT LACING 


The all purpose belt lac- 
ing with the patented 
steel binder bars, that: 
(1) hold hooks perma- 
nently in alignment, (2) 
lap over and protect belt 4% 
ends, prevent fraying and 


add to belt life. 


Safety Belt Lacing can be 
applied by any standard 
lacing machine vise lacer 
or put on with a hammer 
if you have an inexpen- 
sive Safety TU-Way 


Hammer or Vise Lacer. 


Saki 


CK 


SAFETY VISE LACER 


Operating by any ordinary bench vise applies 
all standard make belt hooks. 





SAFETY BELT-LACER CO. 


5390 N. Menard Ave. Chicago 30, U. S. A. 


CHROME PLATED | 


WOOD SCREWS IN THE 
RE-FILL BOX 


% 8 sizes round head 
¥* 8 sizes oval head 
* Individually marked 


compartments 


Write for complete information on 
Sharon's 56 assortments. 


Newest of 
56 Sharon 
Assortments 


SHARON BOLT & SCREW CO. 


202 PURCHASE ST, BOSTON, MASS. 
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‘Frameless Tensidn' 
Aluminum Screen 


Keystone Wire Cloth Co., Hanover, 
Pa., offers an all aluminum frameless 
tension screen designed for double 


GET YOUR SHARE 
OF FISHING LINE 
SALES! 


Get your order in now for America’s fastest selling 
Cuttyhunk Lines: Sunset Marina & Primo Cuttyhunk! 

on't miss these important, profitable sales! Fishermen 
demand these super-strength and super-dependable, hard 
“‘cable-laid’” SUNSET LINES. Made of the finest Courtrai 
flax spun in foremost Irish mills to Sunset's rigid specifica- 
tions... highest quality in the world! Most popular, profit 
making fishing line in all history! 














rerlti titty 














For faster profit, sell these “triple-stretch” Nylon Lines—Made 
only by Sunset! Smart sporting goods dealers sell the lines smart 
fishermen want. All andesirable stretch has been eliminated by Sunset's 
exclusive ‘‘triple-stretch"’ process. Stock up now on the strongest, 
smoothest, smallest diameter nylon lines ever developed. Your 
customers will be looking for ‘em! 


hung windows. Width and height mea- 
surement insures screens of proper 
size. Sereens are snapped on upper 
blind stop and drawn taut at sill with 
| | dl om " 3 i Sunset “free-reeling” Fly Lines and Silk Casting Lines— mean 
thumb screw. Tension is maintained fast-sellers for you! Expert fishermen know that Sunset has set a stand- 
on sides by a five strand selvage edge ard for casting lines that no other fishing line maker approaches. These 

‘6 i Be tan r: men demand the best—buy lines that are precision built for perfect cast- 
and a “free floating” sill bar at bottom, ing in lakes, streams or salt water. Arrow Head Fly Lines are the acme of 
corrects out-of-square sills No rust perfection—recognized as America’s finest by expert fishermen everywhere. 

‘ ;- sy ; 


no painting or upkeep. See Your Jobber 








r 






Representatives 

ED. W. SIMON CO., 320 Broadway, New York 7, N.Y. 
JOHN W. BENTLEY, 201 N. Wells St., Chicago 6, Ill. 
M. D. CHALKLEY, 706 Gettings Street, Suffolk, Va. 


Painting With Nylon 
Color, Sound Film 


Plastics Department, E. 1. duPont de 
Nemours & Co., Inc., Wilmington, Del., 
is offering a 15 minute full color sound, 
motion picture, “Painting with Nylon,” 
presenting the factual story of nydon 


paint brush bristles. Primary purpose e - 

is to show clearly the distinction be- 17/4 az, 

tween nylon and other synthetics and ’ 
‘ e 


SUNSET LINE & TWINE CO. + 564 Sixth St., San Francisco 3 


to demonstrate the favorable compari- 
son between nylon bristles and natural 
bristles. Humorous episodes are based 


on typical problems faced by painters 
and contractors. Picture is available = 
without charge. 


Indoor Golf Trainer 






Parris-Dunn, Clarinda, lowa. has de- 


, ‘ ‘ J “ ¥ os " 
signed an “indoor trainer” through Oo we D & R N Oo W fo r ; ~ 
which golf players can practice indoors. 


This putt-trainer, nine hole golf game SPECIAL DISCOUNTS —IMMEDIATE DELIVERY 
includes an 1145 ft. green canvas put- 
ting mat with the original Parris-Dunn 
metal Rol-Back as the target. Mat is 
laid out for nine different marked 
“holes” or putting distances. White di- 
rectional lines help perfect the eyes on 
the ball follow-through. Rol-Back, 
which is sold separately if desired, has 
an adjustable slope so that ball rolls 
back to the play. Or it may be set so 
only the wide ones skoot back. 


Now, cash in on great back-log of farmer de- 
mand for Calf-Teria Nipple Pails! Unavailable 
during the war, they “‘sell on sight’ to calf 
raisers . . . Special 30 day offer! All orders 
received next 30 days guaranteed special dis- 
counts and IMMEDIATE DELIVERY. Write 
for sample pail, full details. 


The Calf-Teria Co., Dept. HA 
1613 Edgewater 
Fort Wayne 3, Indiana 


Name 




















Ae) o) ola} Salesmen! Dealers! 


———-SEND FOR SAMPLE---—- 


Send me, without cost gf obligation, full details, prices 
and discounts on Calf-Teria Pails. Also, how I can get 








Address 








[ 
| 
| 
l 
| 
| sample pail. 
| 
1 
| 
| 


Town State 
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WHAT'S NEW 








louvers are Armco aluminized steel, 
said to be permanently tarnish and cor- 
rosion resistant. Royal Super heat 
burner assembly is cast iron with drill- 
ed, raised ports. Standard Royal inter- 
changeable radiants are used. AGA 
approved and comply with requirements 
of AGA testing laboratories for use 
with natural, manufactured and all LP 


SSNS mm md 


yp 





gases, 


Plastic Wrap for 
“ei ‘Seal-Kraft’ Line 














: . Wilson’s Nurseries, Manchester, 
Heat Directing Louvers Conn., is offering an incorporated plas- 
In Royal Gas Wall Heater tic warp in its “Seal-Kraft” line of pack- 


aged rosebushes, flowering shrubs, vines 
and fruit trees. Material used is Plax- 
pak Layflat tubing, polyethylene film 
supplied by the Plax Corp., Hartford, 


Specially designed louvers built into 
the Royal model 202 recessed gas wall 
heater is said to provide quicker heat, 


better directed according to Chattanooga Conn. Plaxpak is used about the base 
Implement & Mfg. Co., Chattanooga. of the plant and was selected for its 
Tenn. Air is drawn in through lower moisture retaining qualities. Wrap 
louvers, heated and circulated out rapid- provides four color illustration on each 
ly into the room through upper louvers. package. Label is inserted between 
Helps to keep wall above heater clean. two walls of tubing and is sealed 
Frame fits flush to wall and unit is fin- against moisture, dirt and handling. 
ished with Dupont Dulux baked-on Top of wrap is tied with cotton twine. 
enamel, stays cool, white and is easy to Package is dipped in Seal-Kraft wax 
clean. Has safety dress guard across up to this closure. Wax has a high lustre 
heating surface. Entire inner unit and and does not chip or flake. 













with a 
“Trifle rtfpeat 
to 


Home Craftsmen (SY eesti 








Parker H-10 Hobby Saw — the 

saw with a triple appeal. Actually 
the H-10 is three saws in one. 

Uses (1) 6” standard tooth hack saw blade to 
cut heavy metals, pipe, etc; (2) 6” fine 
tooth hack saw blade to cut fine metals 
particularly in jewelry work; (3) 6” coping 


Sell your home craft customers the Parker manuracturinc CO. > Werserc’ me 





Automatic Dual Inner 
Control Electric Blanket 


Lostro, Inc., Cincinnati 2, Ohio, offers 
an automatic dual inner control electric 
blanket. Each sleeper’s body controls 
individual thermostat signals for heat 
when needed. Has one control and three 
for extra safety. Textile loop construc- 
tion is said to make wire almost un- 
noticeable, permits better manufactur- 
ing and provides one heated chamber. 
Plugs into any standard outlet. Oper- 
ates on 115, AC only. Has 200 watt 
available power. Measures 72 by 86 in. 
for single or double beds. Nine in. tuck 
at foot of blanket. Available in dusty 
rose, blue, green and peach. Textile 
consists of 25 per cent wool, 50 per cent 
rayon, 25 per cent cotton with 6 in. 
acetate satin binding. Washes easily. 
Packed in individual cerrugated car- 
tons, 12 to each master carton. Guar- 
anteed against defects in manufacturing. 
Underwriters’ Laboratories tested. 


Attached to card, complete with 6’’ hack saw blade 


and 6” coping saw blade, suggested retail price $1.00. 
e Also uncarded with hack saw blade only, 2 dozen 
) per box, suggested retail price 85¢. 






saw blade to cut all woods and plastics. Heavy 
duty master quality. Polished and buffed PA R K E R M A | U FA C T U R l | G C0 ° 


nickel plated frame. Clear lacquer finish WORCESTER 
hardwood handle. Overall length 1114”. 
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Southern Metal Stamping Co. Inc 
New Orleans, La. 





‘ HY ut CAN SELL IT 








ZEPHYR 500 SERIES 
Ya-Inch Electric Drills 


elise isc cae $29.65 
(With Jacobs Hex Chuck) 


oe $34.65 
(With Jacobs 
Geared Chuck) 


ZEPHYR 1950 SERIES 
Y-Inch Electric Drills 


No. 1950-G....$19.95 
(With Jacobs Geared Chuck) 
No. 1950-H....$17.95 
(With Jacobs Hand-Tite Chuck) 


Your best bet... either one or both 


These drills are the latest in proved, streamline design. 
In its capacity range, each represents a big advancement 
in the combination of high power, quality and refinement 
in construction, and long-life performance. Due to the 
shape, size, and light weight, each offers a new handling 
ease and convenience that readily appeal to the user. 
They are your best bet for maintenance, production, and 
utility drilling operations. 







Backed by a consistent advertising program in 
leading industrial and consumer publications. 


Write for new Booklet on Portable Power Tools and 
ask for Portable’s Complete Sales Plan and Discounts. 


ELECTRIC TOOLS, INC. 


Fractional HP Motors @ Electric Drills © Polishers © Saws @ Sanders 
Spin-A-Brush © Spraymaster 


260 W. 79th Street, Chicago 20, Ill. 












with 


fast selling.-- 


offen 


f - prin. 
Pear Pele ge 








. ? Big profit item 


© Sells itself 










4, e H 
by Perfect i 


--10toa 
| package 








(sales producing) 
displaybox 


pac 






Retails for 25¢ per 


DONAXE COMPANY 
305 N. W. 12th Ave. Portland 9, Ore 
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THERE’S GOLD 
IN GARDENS 


(ALUMINUM STRIPS) 


\ 


kage 


JOBBERS WRITE TODAY 


SCARE-AWAY 


WHAT'S NEW 














a Cellar 
Drainer 


Barnes Mfg. Co., Mansfield, Ohio, 
has introduced a cellar drainer which 
was designed for high capacity at high 
heads. Pump, says maker, delivers 
1950 G.P.H. at a 15 ft. head and 1475 
G.P.H. at a 25 ft. head. At a one ft. 
life, pump is reported to put out 2825 
G.P.H. S-14 is equipped with a float- 
less switch mechanism which is minus 
the ball and switch rod. Instead, bal- 
anced floats of solid Neoprene are 
connected to the operating switch by 
a stainless steel cable. Switch elimi- 
nates float balls jamming or perforat- 
ing and sinking it is said. This model 
has a brass suction screen on top which 
is easily cleaned by a broom. Other 
features claimed is the inclusion of a 
U-Cup Neoprene impeller seal which 











prevents re-circulation of water with , 


pump between suction and discharge 
sides and a_self-lubricating carbon 
bearing is used to keep pump shaft in 
true alignment at underwater assembly 
point. Brass column and solid bronze 
shaft are employed. Drainer has plug 
in wiring convenience. 


"Red Jacket’ 
Submergible Pump 
The Red Jacket Mfg. Co., Daven- 


port, Iowa, has announced the avail- 
ability of a pump known as the Red 
Jacket-REDA “Submerga-Pump.” Unit 
consists of a motor and pump combi- 
nation that is close coupled and is in- 
stalled into the well below water level. 
Complete unit is installed out of sight 
and does not have to be protected 
against freezing. No priming is neces- 
sary. Pump is lubrication free and 
pumps down to depths of 480 ft. Ca- 
pacities are up to 765 gals. per hr., 
pressures up to 200 lbs. per sq. in. 
Maker claims its efficiency is increased 





because it can never become over- 
heated. Entire unit is cooled by a 
water jacket in the well. Uses a single 
one in. pipe from the pump to the 


storage tank, making installation 
quick. Entire unit weighs 75 lbs. and 
is supplied with a 120 ft. special two 
conductor submarine electric cable, 
designed to resist moisture. 


Carbon Wood Bit Set 


Century Drill & Tool Works, 322 S. 
Green St., Chicago 7, IIl., is introducing 
a new bit set with 4 in. diameter round 
shank, type C-18. Individually packaged 
in illustrated box with six displayed. 
All five sizes from %4 to % in. diam. 
are 5 in long. Size, purpose and an il- 
lustration of the wood bit are shown 
on package. Suggested to retail from 
37 cents to $1.27. Also available is a 
five-piece wood bit set, sizes %4 in. to 
¥% in. Made expressly to drill holes up 
to % in. diam. in wood with 4 in. elec- 
tric drills. Packed in a drawer-type card- 
board box with individual compartments 
for each size bit. Suggested to retail for 
$3.95. 


To Distribute Brook's 
Baits Nationally 


R-Jay Industries, Inc., Cuyahoga 
Falls, Ohio, which introduced “Brook’s 
Baits” last year, is distributing the line 
nationally in 1949. Brook’s No. 4, 
shallow running, weedless lure, avail- 
able with and without spinner, and No. 
7, a deep running, weedless bait which is 
claimed to be good for river fishing are 
each offered in six colors. Baits feature 
a non-cocking attachment that keeps 
line and spinner off bait, preventing 
fouled lines, and a technique that fuses 
the decorations into the molded plastic 
body. 


a 
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2. “For small lawns and trimming I recom- 
mend the 17” Toro Sportsman hand mower. 
Built to championship golf course standards. 
Smooth and silent, precision engineered 
with molybdenum steel blades and bed- 
knife. S-h-e-a-r-s grass, never tears. Rigid 
construction. Chrome plated steel handle.” 


5. “Farmers, fruit growers, resort owners 
and other folks who have to cut weeds and 
tall grass are enthusiastic about the Toro 
Zipper sickle bar mower, 36-inch cutting bar 
and 114 h.p. 4-cycle engine. Self propelled 
traction drive. Strong steel construction. 
Cuts close to fences, buildings, trees.” 
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3. “For average lawns, I sell the Toro 
Homelawn. Lightweight, dependable, easy 
to operate. Cuts 21-inch swath. Voted out- 
standing for value and performance in 
independent consumer tests. Pressed steel 
construction, with rigid alloy-iron side 
plates. Continental 114 h.p. engine.” 





6. “There's a Toro distributor near you...« 
who specializes in mowing machinery. He’ll 
give you quick deliveries, parts, expert 
repair and overhaul service. This nearby 
assistance, plus Toro quality and compet- 
itive prices, make the Toro line the best 
choice by far!” 


“So good I’m buying 
one for myself!” 


says Louis A. Haselroth 
Hardware Dealer 
Bellflower, California 


“TAKE A LOOK and you'll see why this 
new 1949 Toro Sportlawn will be the year’s 
hottest seller. It’s packed with famous 
Toro features... built the Toro precision 
way by craftsmen with more than 25 years 
of experience in building the finest power 
mowers for home use, for championship 
golf courses, parks and institutions. And 
talk about selling points! The Sportlawn 
is self-propelled by a dependable Briggs & 
Stratton engine, with V-belt and chain 
drive. It has a 5-blade 17” reel and bed- 
knife of Disston steel, ball-bearing mounted. 
Lots of power for steep terraces, and light- 
weight, balanced construction . . . simple to 
operate, a joy to own. And best of all, this 
sensational new Toro Sportlawn 


SELLS FOR ONLY 


F.O. B. 
FACTORY 








4. “For estates I advise the Toro Starlawn, 
Heavy duty power mower with floating 
axle for smooth cut on uneven ground, and 
high-low cut angle adjustment. 24”, 27” and 
30” widths. Finest pressed steel construc- 
tion. Independent reel and traction con- 
trols. Easy to operate.” 





7. America’s most complete line of power 
mowing machinery ... the new 1949 Toro 
line. Everything from lightweight hand and 
power models to the finest of heavy-duty 
equipment for golf course, park and insti- 
tutional use. Write for particulars! Toro Mfg. 
Corp., Dept. HA-4a, Minneapolis 6, Minn. 
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THERES A SUPER 


CARBIDE TIPPED 


MASONRY DRILL 
FOR EVERY JOB! 


Extra length 
Aer 


Sicer [wee 


WRITE FOR NEW BULLETIN 
SUPER TOOL COMPANY 


21650 HOOVER ROAD . DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO. 


Notional Distributors 
NEW YORK 7 CHICAGO 
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tires. Uses a five blade, six in. reel 
| made of high carbon steel. Steel cut- 
| ter blade incorporates nickel and 
molybdenum for self-sharpening. 
Dutch Door Quadrant 

Standard Bronze Co., 6th St., and | 


wv ar's weW] 





Millar ‘Comet’ 
Power Mower 


Millar Bros. Mfg. Co., Hazel Park, 
| Detroit, Mich., is offering the “Comet” 
| power lawn mower which cuts an 18 
Suggested to retail for $99.50. 


in. mat. 





drive with 


chain 
safety belt from engine and mechanical 


Features positive 


clutch; 4, 1, 1/3 h.p. 4 cycle gas en- 


gine with sufficient power for climbing | 


knolls and terraced lawns, says maker. 
Positive wheel drive employing 
cision cut steel pinion gears; enclosed 
mechanism with precision ball bear- 
ings, lubricated at factory and sealed. 
Also offers an adjustable handle, drop- 
out reel for easy servicing, throttle 
control on handle, _ self-sharpening 
cutter blade, multiple-section smooth- 


pre- 


ing roller with oilite bushings turning | 
es . . . | 
on a % in. shaft and semi-pneumatic | 


Ave. A, Bayonne, N. J., 
to its line of builders’ hardware a Dutch 
Door quadrant. Available in dead 
black, HPI, bronze, nickel and chrome 


| finishes. 





is introducing | 


A STEADY 
SELLER 











THE PLASTIC 
PIPE JOINT 
CEMENT 


¢ 

i TRY A FREE 

! TUBE AND 

! YOU'LL SEE WHY 


When your customers want a 
superior pipe joint cement for pipes 
that must not leak, you can recom- 
mend Plasgon... 

Because Plasgon forms a tight, per- 
manent seal between any surfaces. 
Remains flexible ... will not dry 





! 

1 

| 

1 

1 

i] 

4 

q 

: out and crack. Proof against oil, 
1 steam, gasoline and other common 
a solvents. Withstands heat up to 
t 360° Fahrenheit and considerable 
' pressures. 

q Write Today for your free tube of Plasgon 
t and try it yourself. Plasgon is also ideal as 
1 an adhesive. It will join both porous and 
4 non-porous surfaces so as to withstand a 
1 shearing stress of over 200 pounds per 
i square inch! 

i 

' 

i 

| 

8 


Samuel Cabot, Inc. 
434 Oliver Bldg., Boston 9, Mass. 


Swe ewe eeweeeeeseess eo ees? 


Ke ee eee ee eee eee ee ee eee ee eee 








Stays Sold! 


A sale rung up from a Simplex pump 
leather is cash come to stay, and a cus- 
tomer well satisfied. 

Pressed into every Simplex pump leather 
is an easily-read size marking to tell you 
and your customer what you need to know. 
There is no cause for mistake or exchange. 

Say “Simplex” the next time you buy 
pump leathers. 

Ask your jobber or write us 
for price list. 


MANUFAC T HBF © 


AUBURS, &. 
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DEPENDABILITY 


Dependability sells ladders and 
Famous ladders have those construc- 
tion features which 
assure strength and 
safety. Sell your 
customers on the 
seasoned woods, 
strong steel braces 
ind hinges, smooth 
dean finishes of 
Famous ladders. 
Write for catalog 
and prices. 
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LADDERS 


A size, style and type 
for every job. 


IRONING TABLES 


A complete line, quality built, 
at a selling price. 


Leaders in Quality Woodenware over 47 years, 


GOSHEN CHURN & LADDER INC. 
GOSHEN, INDIANA 
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THE BOSS MFG. CO., KEWANEE, ILL., U.S.A. 
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Supplex Tuff-Ply 
Garden Hose 


Industrial Synthetic Corp., Supplex 
Division, Garwood, N. J., is introducing 
a plastic garden hose, with reinforced 
construction. Maker claims user can 
safely shut off this hose at the nozzle 


for weeks at a time under full pressure. 





Made of mirror-smooth Elastron, with 
a strong core of the non-rotting cord used 
in heavy-duty tires. Suggested to retail 
at the fair traded price of $1.95 per 100 
ft. 


Stainless Steel Copper 
Bottom Ekcoware 


Ekco Products Co., 1949 Cicero Ave., 
Chicago, Ill., has introduced a complete 
line of stainless steel copper-bottomed 
Ekcoware including 1, 144, 2, 3, and 4 
qt. saucepans, a 6 and an 8 cup perco- 
lator, a 7, 8, and 10 in. skillet, the latter 
two with covers; a 4 and 6 qt. saucepot, 
both with covers; a 6 qt. preserving 
kettle and a 4 qt. dutch oven, with trivet 
and cover, and a 2 qt. double boiler with 
2 qt. inset and cover. Available is a 3 
piece starter set, No. 7450, including a 
7 in. skillet, 1 qt. saucepan and 1% qt. 
saucepan with stainless steel wall rack 
in gift box, to retail for $12.95. Utensils 
feature sturdy one-piece handles, tight- 
fitting self-basting lids with air-cooled 
cover knobs for waterless cooking and 
copper bottoms as thick as the steel 
itself. Handles are hang-up style. 


‘Teko’ Tray 


United Specialties Associates, Inc., 
disabled veterans, Mount Vernon, N. Y., 
is offering the “Teko” tray made of 
Tekwood, and United States Plywood 


product. Designed primarily as 


Corp.. 





a bed tray, it can be used as a cocktail 
table, book rest, flewer or typewriter 
stand, child’s writing table, or an artist’s 
easel. 





-CHAMPION 


SCREEN 
DOOR LATCHES 





Tubular Screen and Storm Door Latch. 
No, 4150—Wrought Steel 
No. 4155—Wrought Brass 
Packed 1 in a box, 4 dozen in case. 


L When You Sell 
ChampionLatches 








No. 4120—Wrought Steel Rim 
Screen and Storm Door Catch 


L, You Sell Good 
Values... 
You Make a 

Good Profit 














No. 4110—Roller Action 
Rim Screen Latch 


You Have 
> Satisfied 
Customers 


The 
WIAWIMUAM IAL ALLL MBLs 





GENEVA. OHIO 

















@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


TWO 
STEPS TO 
SMOOTHER 
PROFITS! 


WHAT'S NEW 

















Divergent corrugations, saw style, drive across] 

or with grain. Available in tempered cold rolled 

steel, galvanized and solid brass. 

DEPTH: %”. %”. %2”, %”, %”, %”, 1” 

CORRUGATIONS: 2, 3, 4, 5, 6, 7, etc. 
—SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car- 
tons of 500 or 1000. 








Most Popular Wood Joiner— 


_ For Everyone! 


OW NATIONALLY ADVERTISED! 
See your jobber —or write direct! 
3 } 


«* 
“iNS OF Corrucatt? 
*REG. U. S: PAT. OFF. 





Independent Metal Strap Co., Inc. 
ESTABLISHED 1907 


232 Third St., Brooklyn 15, N.Y. 








‘Toni Doll’ 


Ideal Novelty & Toy Co., 184-10 Jamai- 
ca Ave. Hollis, L. I., N. Y., offers the 


“Toni” doll with hair that can be sham- 


pooed and given a semi-permanent wave 
with the Toni home wave kit. Produced 
by special arrangement with the Toni 
Co., Chicago, she has a wig of specially 
prepared nylon fibre. Her plastic body 
is molded in the proportions of a sub- 
teen age girl. She’s available in two 
dress versions, a regulation one suggest- 
ed to retail for $10 and another, in 
fancier costume at $12. Accompanying 
Toni play-wave kit, complete with 
papers, curlers, and rubber bands, in- 
cludes a harmless non-permanent type 
of wave solution, so “little mothers” can 
beguile themselves with more frequent 


waving. 


Indoor-Outdoor 
'Totsy-Table' 

Durham Mfg. Corp., Muncie, Ind., 
offers the  indoor-outdoor “Totsy- 
Table.” Of sturdy but lightweight 
construction it has such safety features 
as bevel-edged seats and tray and 
rounded frame corners. Red trap, deep 
enough to retain spilled liquid is re- 
movable. Bench like seat is attached. 


Frame is of tubular steel with baked-on 
white enamel finish. Trap top is 16 
by 26 in. wide and is 17% in. high. 
Wooden seats are enameled in red and 
are 10 in. high. Unit weighs 20 lbs. 
Packed one to carton, suggested to 
retail for $9.95. 


Huffy 'Pla-Mate'’ 
Stabilizer Bike Wheels 


Huffman Mfg. Co., Dayton, Ohio, 
offers the Huffy ‘Pla-Mate’ model 
which provides a chain drive, coaster 
brake bicycle proportioned to fit riders 
between three and seven and assures 
safe balance by addition of two detach- 
able wheels at the rear as stabilizers. 
Extra wheels provide a platform for 


extra passenger. Suggested to retail 


. 


for $39.95. When child no _ longer 
needs wheels. they are easily removed 
and mounted on an accessory trailer 
box with a coupler which attaches to 
bike. Second accessory is a push cart 
box and handle, when mounted on 
wheels, is a push cart. 


Milton Bradley 
Expanse Game 
Milton Bradley Co., Springfield 2, 


Mass., is introducing a- globe-trotting 
game of fun and fortune called “Ex- 
panse.” Involves a method of play which 
permits two, three and often all the 
players to move in turn on a throw of 
the dice. A board game, play action in- 
volves travel, finance and transportation, 
each player starting from his home port 
with a supply of cargo certificates which 
are increased or lessened according to 
his luck in reaching his destination. 
People from two to six in number may 
play. Playing pieces are plastic luxury 
liners, one each of six colors. Cover 
label shows typical scenes of places 
throughout the world. Board, 23 by 18 
in., is over a background of the world 
Suggested to retail for $2. 
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retail ; finishes including synthetics . . 
stays wet longer — does not 
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Non-inflammable 
remover 
. . heavy cream form — stays — 
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bristles (animal or nylon) . . 
no messy washing . . also re- 
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> port Savogran offers a complete line of proven 
removers for every purpose. Stock all ~< 
four and be ready for all your customers. 


HE SAVOGRAN COMPANY 


eld 25 Huntington Ave. 60 West Superior St. 
Boston 16, Mass. Chicago 10, Illinois 


YOUR REMOVER LINE FOR ’49 
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EVEN THE 
NEWEST CLERK 
FINDS IT EASY 

TO SELL A 
PEERLESS 


‘Travis’ Bike Motor 


A bicycle motor, the “Travis” that 
features easy installation and _ safety, 
the latter based on its speed claims of 
five to 25 miles per hr. Motor is mount- 








and flats, 4 
reeds for 

the beginr 
technique 
to the la 
cordions. 

20 keys ac 
of C on tl 
board. F< 
the 16 ree 
Fingerboa 
polystyren 
of plastic. 
to almost 

tail under 


Peerless Freezers continue to hold 
first place in modern, artistic ap- 
pearance; in quality; and in ease 
of operation. 


HOUSEHOLD SIZES: 2 TO 10 OTS. 
HOTEL SIZES: 12 TO 20 OTS. 
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ed on the front fork of the bicycle, away 
from the driver and there is nothing 
protruding which might catch on to 
the driver’s clothes. Suggested to retail 
for $69.95, plus tax, there is no instal- 














vila dsc SLB Es lation cost, as makers maintain, it can be Reo's L 

ASK YOUR JOBBER applied in less than 30 minutes to any 
THE PEERLESS FREEZER co. | WINCHENDON, MASS. J] hike, except front spring type. Said to ade 
average 150 miles per gal. Weighs 17 Reo Me 
rar i nen ee an i mt ad a Sad ad fa a dd as dS lbs. By turning gas completely off. sion, Lan 
+ TEPPER AID ER compression of engine is automatically its spring 
released, permitting ease of pedaling to with full 
start engine. This feature allows one to start this 
operate the bike motor smoothly, with- spring sel 
ountiiil: Meine ‘cords out any clutch for starting and stopping. light app 
Con be tulailacerefially for os Travis Products Co., 224 W. Huron St., red wago 
little as 98+ (slightly higher Chicago, Ill. 1% hp. 2 


west of Rockies) boy regal 


Family Size 
Plastic Pool Doll Si 











raucet NU-SEATER __ 

seine Bilnor Corp., 71-73 Baruch Place, New New Le 
York City 2, offers family-size Vinylite New Len 
plastic wading pools in marine blue. stroller w 
The 40 and 54 in. pools introduced last Toy is 2 
year for small waders now are joined of seat. 
by one that measures 72 in. across and stroller | 
holds 170 gals. of water. Reported to wheels a 


be deep enough for youngsters to float 





The O'Malley No. 2 Nu-Seater taps threads in old 
faucet seats for insertion of patented O'Malley brass 
Nu-Seats . . . screwed in or out with only a screw driver. 
Absolutely the highest quality, lowest priced tool of 
its kind on the market. Everyone needs this tool, which 
brings big repeat business on Nu-Seats . . . retailing for 


12c each with big profit margin for dealers! 
We recommend that the #2 Nu-Seater 











be used in conjunction with O'Malley No. * 
2X or No. 3 Drip Stoppers for reseating Advertised in the 
faucet valve surfaces to prevent water . ie : 
seepage. SATURDAY EVENING POST 
Write, wire or phone your jobber today! Ny. Seaters are made for each size of faucet .. . including the Be we ao tee. Famnanns infimted sides 
Ask us for details. 2 for basin cocks and the $3 for swing-type mixing fancets 4 with no wood or metal. Unit folds into 
4 ; SOP 8 2 compact package when not in use. All 
ls are emptied by pressing in walls Blue pla 
’ 7602 GREENWOOD AVE. Haw ee . 
EDWARD @) iyvaaad VALVE '¢ aurea! let Vcloin MIRE) loli; and permitting water to flow out. Large place, si 
‘ | pool is suggested to retail for $25. able. St 
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Chromatic Accordion 


Magnus Harmonica Corp., 439 Fre- 
linghuysen Ave., Newark, N. J., offers 
an all-plastic accordion. In addition to 
covering the chromatic scale of sharps 





and flats, 40 notes, the accordion has 16 
reeds for chord accompaniment. Thus 
the beginner can perfect the two-hand 
technique necessary before he advances 
to the larger, professional type ac- 
cordions. This chromatic accordion has 
20 keys actuating its 40 reeds in the key 
of C on the right-hand or melody key- 
board. Four left-hand buttons control 
the 16 reeds for chord accompaniment. 
Fingerboards, grill and ends are of 
polystyrene plastic and the bellows is 
of plastic-coated fabric. Bellows open 
to almost 19 in. width. Suggested to re- 
tail under $10. 


Reo's Lawn Mower 
Sales Campaign 


Reo Motors, Inc., Lawn Mower Divi- 
sion, Lansing 20, Mich., has started 
its spring lawn mower sales campaign 
with full color advertisements which 
start this month and run through the 
spring selling season. Theme is in a 
light approach showing pop riding a 
red wagon towed by the Reo Royale, 
1% h.p. 21 in. cut, with junior in cow- 
boy regalia trotting along side. 


Doll Stroller 


New London Metal Processing Corp., 
New London, Conn., is making a doll 
stroller with all steel body and frame. 
Toy is 24 in. high, 15 in. high to top 
of seat. Seat is 9 in. wide. Back of 
stroller is red, seat, footboard and 
wheels are ivory and frame is blue. 





Blue plastic belt holds any size doll in 
place, says maker. Footboard adjust- 
able. Shipping weight, 6 Ibs. 
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LECTRICAL 


: Y EMPIRE > 
oAPPELANCES 


For More Than A Quarter Century This Trademark 
Has Stood For “QUALITY AT POPULAR PRICES” 


EMPIRE Electric PERCO-DRIP 


@ Makes Better Coffee with- 
out boiling 


00000000) E 












®@ Beautiful Modern Design 
@ Brilliant Polished Aluminum 
@ Cool Thermoplax Handle 


@ Patented Direct-Heat 
Emersion Unit 


@ Listed Underwriters’ Labo- 
ratories 


@ Fully Guaranteed 





No. 1802 
Suggested Retail 


@ In 5-cup and 9-cup Sizes Price, $4.75 


EMPIRE Aristocrat ELECTRIC TOASTER 


@ Smartly Styled 

@ Lustrous Chrome Finish 

@ Toast-Warming Flat Top 

@ Turns Toast Automat- 
ically by flip of door 

@ Extra Wice Element 
Toasts Uniformly 

@ Cool Ebonized Handles 

@ Listed, Underwriters’ 


POCONO ODNODODD]DPBDS]P] 





Laboratories 
No. 769 @ Built for Long-Life Ser- 
Suggested Retail : 
Price, $3.95 , _wice 


EMPIRE Focal-Ray 
ELECTRIC LANTERN 


@ Handy for Sportsmen, Farmers, 
Motorists 


@ Focal Adjustment — Spot to 
Flood at turn of lens head 


@ All-Position Base beams light 
in any direction 


@ Sturdy, Precision Workmanship 


e@ Easy-Grip Reed Handle 





@ Waterproof 
RETAIL PRICE SLIGHTLY HIGHER IN WEST 


No. 900 
Suggested Retail 
Price, $3.25 


NON DDQDDDOLDVD SPOS BDO DDDOODOD])D> 


OOOOOOO000 
THE METAL WARE CORPORATION 


Educational Toys 


CHICAGO 


Manufacturers of Electric Appliances Lanterns 


NEW YORK TWO RIVERS, WISCONSIN 
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HERES A PROVEN 
“TEDDY WAY TO 


BOOST SALES 











Teddy Wax- 
ers and Teddy Sanding 
Grinding and Polishing Kits 
are both ideal related sales items. 
Display and suggest Teddy Waxers 
whenever and wherever wax is sold 
and watch your sales grow. Do the same 
with Teddy Kits. Electric Drill customers 
will appreciate your suggesting them. A 
Teddy Kit multiplies the drill’s usefulness. 
it makes drill sales easier too. y, 

4 


TEDDY WAXERS 


Constructed of top OVER 
quality hardwood 2 — 


with threaded, re- 
movable handle. 
Thick, shearling < 
lambswool pad. Se e;: 
Can be changed in Nae? 

a jiffy for washing. Refill pads for Teddy 
and other makes available. 


TEDDY KITS 
¢ SANDING 


¢ GRINDING 


© POLISHING 


Fits Any 
Electric Drill 


Superior in every way and lower in price 
than most kits. Heavy, duty flexible rubber 
disc, all steel mandrel arbor, 6 heavy 
hacked ass’t garnet sanding discs that 
clamp on in a second without cementing. 
1” nap shearling lambswool bonnet. Can be 
used on wood or metal flat or curved sur- 
faces. Five sizes 31,.”-4”-5"-6" and 7”. 


Put Teddy's Related Sales Plan to work for 
you. Write today for further details and price 


sheets. 
SPECIAL OFFER: 


Compare the new Teddy Kit. 
Enclose $1.25 for a $2.85 
sample kit. 


















FRED V. FOWLER CO. 











WHAT'S NEW 








| Aerosol Insecticide Bomb 


Products Corp., Bridgeport, 
making a more powerful 
Aerosol insecticide bomb than the pre- 
by the company. 
per cent DDT and 25 


Casco 
Conn., is 


vious types offered 
Contains three 


per cent more pyrethrins. Said to treat | 


75 1000 cu. ft. 
low pressure throw away can with press 
button operation. Suggested to retail 


rooms. 


Features safe | 


for the fair traded price of $1.39. Spray | 


has a pleasant scent and is claimed to 


kill flies, mosquitoes, ants, bed bugs, 
roaches, flying moths, silverfish, etc. 
Dispenser holds 12 oz. supply. 


Monark Localizes 
National Advertising 


Monark Silver King, Inc., 
Ill., has announced 
assistance program, “Operator 25.” It 
is a merchandising tie-up with Western 
Union and Monark Silver King where- 
by readers of Monark’s national adver- 
tising can secure the name 
dresses of their nearest Monark dealer 
by calling Western Union and asking 
for “Operator 25.” All Monark con- 
sumer advertising will carry the 
ator 25” symbol and the 
In the case 
area, dealer referrals are 
a rotation basis. 


instructions. 
of several dealers in an 
handled on 
Operators are also 
trained to supply information regard- 
ing specific dealers if they are asked, 
a Monark dealer? 


is such a store 





“Oper- | 


Chicago, | 
its newest dealer | 


and ad- | 


“WRIST ACTION” CORD SET 


Wireless swivel plug 
turns, bends, swings, 
spins — eliminates all 
cord wear, 95% 
of all cord 
troubles. Exclu- 
sive, patented de- 
sign. A_ proven 
seller. Attractive 
display card free. 


RANGE CONNECTORS 


fe) 


Finest quality cord and recepta- 
cles, including new flush range 
receptacle. Underwriter’s Ap- 
proved. 220 volt, 50 amperes. 
Eliminates costly electrical work 
in connecting ranges. 


your jobber or write direct 
for full details and prices. 


DAVIS Mfg. Company 
PLANO 1, ILLINOIS 

















Quality Line of Door 
Pulls and Handles... 


Finished to a 
High Lustre 
Brass or 
Satin Finish. 


Also Available 





Ch=—4>) in Polished and 
At 

Qo Dull Chrome. 
fe, 125 


Write for Catalog No. 4-A Fully Iliustrating 
Our Builders’ Hardware and Specialty Items. 





Rockwood Manufacturing Co 


Rockwood, Pennsylvania 
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Cool, white plastic knobs 
for beauty, easy handling. 





Perfect casserole. Cook, 
serve and store in safety. 





Covered or open sauce 
pan. Lid fits either 
upper or lower unit. 


>» 
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From now on Mrs. America in- 
sists on top quality and greater 
Show her MEMCO — to- 


day’s outstanding buy in Glass- 


value. 


on-Steel — and watch sales go 


up and up. 


Look at the features on the Gift 
Set above, for instance. With 
MEMCO’S striking beauty and 
greater durability, you have what 
it takes to keep the cash register 
ringing. Packed for larger-profit 


unit sales. 


MEMCO is the only nationally 














Lock-on sight 
glass. Patented. 








Non-fall-off cover 
automatically locks in 
place when pouring. No 
accidents or broken cups. 







Deep-dome covers with 
no-boil-over feature. 





Black bottoms soak 
up heat—save fuel. 
Easier to keep clean. 








advertised, permanently branded, 






Glass-on-Steel ware. Condensed 





inventory of 16 matching pieces, 






improved packing, smarter mer 






chandising helps, mean faster 






turnover. 







Inquire from your jobber or w 
us. Ask 
matching MEMCO Vacuum Cof- 
fee Maker. 


—YHerMOORE 


ENAMELING & MFG. COMPANY 
West Lafayette, Ohio 






about the _ sensational 
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Packaged attractively for easy 


display and handling, JOHN- 
SON XLO Music Spring Wire 
is a handy hardware item. 
The Wire of a Thousand Uses 
comes to you in 4 Ib., 2 Ib., 
and 1 Ib. JOHNSON 


will help you to specify the 


units. 


popular wire size in the hard- 
ware trade. Contact your 
nearest JOHNSON office for 


immediate action. 














Another "Sells-On-Sight” Item by NM! 









OFFSET 


wR 


This is 


National Metal... 


WEATHERSTRIP © TRIM 
EXTRUSIONS © MOULDING 
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a 


SCREENS 


Great variety of designs suits any preference . 


° 
1025 CHATEAU STREET 


National METAL 


BRASS OR ALUMINUM 


THRESHOLDS 
and SILLS 


National Metal’s cut-to-size, individually 
wrapped threshold and sill kits are natural 
money-savers for the home owner . . . and 
real money-makers for you. 


Highly polished brass or aluminum. Drilled, 
countersunk. Hooks and screws included. 


-« wee, 
, NARROW, STANDARD, WATERPROOF. 


a handy package, convenient to handle. Sells ex- 


ceptionally well on display. 


Write er Wire for details and prices. 


eet National Metal Products Company 


PITTSBURGH 12, PENNA 
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WHAT’S NEW 


Toastmaster Electric 
Water Heaters 


McGraw Electric Co.s Clark Divi 
sion. 5201 W. 65th St., Chicago 38, IIL, 
offers a line of electric water heaters 
which is available in sizes from 40 to 
82 gals. These heaters will be especially 
adaptable for small homes and ranch 
type houses without basements. Larger 
models are advantageous for homes with 
laundries. 





automatic dishwashers and 


Certain dimensions in the De Luxe mod- 
els have been standardized to permit in- 
stallation of an 82 gal. model in the 
same floor space required for a 40 gal. 


table top model. All the features of 
older Toastmaster water heaters have 
been retained or improved in both 


standard and de luxe models. Featured 
is the Life-Belt external heating ele- 
ment which eats a wide area of tank 
surface and transfers heat into the water 
quickly, yet will not cause lime or scale 
to form inside tank, it is said. In the 
De Luxe model Ionodic rod, pure mag- 
nesium protection device, controlled by 
a resistance unit, has been improved. A 
new development, the “sombrero” cold- 
water baffle, is introduced in the De 
Luxe model. Shaped like the Mexican 
hat in operation, the rust of incoming 
cold water is broken by the parabolic 
and distributed smoothly and 
evenly around the edges of the “brim,” 
it is reported. Maker says as cold water 


crown 


is introduced in this way, it is pre- 
vented from mixing with hot water 


higher in the tank. Rectangular design 
permits use of additional Fiberglas in- 
sulation. Heat-control dial, which per- 
mits adjustment of water temperature 
between 120 deg. and 170 deg. F. is set 
into a recessed well on the front panel. 
Both panels are easily removable. Elec- 
trical and hot water outlets are located 
high on the back of the water heater. 


1949 





Univers 
‘Coffee 


Landers 
ain, Conn 
“Coffeema 
Selector” 


when se! 
automati 
strength, 
automati 
rent 
coffee al 
signal - li 
when the 
remains 
connecte 
moved e 
for clea 
pump s 
makes 

maker. 

to insur 
has a P 
chrome. 
hogany 
cord. Bi 
scientific 


Is i 


wrist st 
non-drip 
to retail 
tional 

newspaj 
tell the 


‘K-Ve 
Skirt 


Clam; 
that is : 
thick th 
loops ar 
of hard 


Hanger 
at $4.8 
three, | 


Mig. C 


HARD 


Universal's 
‘Coffeematic’ 


Landers, Frary & Clark, New Brit- 
ain, Conn., is introducing an eight cup 
“Coffeematic” featuring the “Flavor- 
Selector” a red slide at its base which 
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Volume tor Jou 
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| - SAVAGE 
' POWER CHIEF 
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~, MODEL 85* 


Clark Divi- 
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when set to mild, medium or strong. 
automatically brews coffee to the proper 
strength, it is said. Percolation stops 
automatically when ready and the cur- 
rent is automatically reduced to keep 
coffee at serving temperature. A_ red 
signal-light automatically indicates v 
when the coffee is ready to serve, and 
remains on until the Coffeematic is dis- 
connected. Wider glass top can be re- 
moved easily and quickly from the cap 
for cleaning. Universal “Cold-Water” 
pump starts percolation quickly and 
makes coffee without boiling, says 
maker. Perforated filter cup is reported 
to insure clear beverage. Coffeematic 
has a Platina Panel and is finished in 
























Luxe mod- chrome. Equipped with a mottled ma- 
permit in- hogany bakelite handle and six ft. Vy 
i die. ties cord. Body and handle is said to be [_\ 

a 40 gal. scientifically balanced to eliminate we, 
atures of wrist strain. Spout is claimed to be | 
ters have non-drip and easy pouring. Suggested 

in both to retail for $24.95. An extensive na- 

Featured tional consumer program, including W EASY SELLING FEATURES 
iting ele- newspaper, magazine and radio will | AND ITH THESE ‘ 
. of tank tell the story of this new product. | @ COMPACT “POWER PRODUCTS” ENGINE @ LIGHT, MANEUVERABLE 
the water eae @ SIMPLE, TROUBLE-FREE OPERATION @ “STA-TEMP” HARDENED BLADES 
> or scale | 

' : ' @ THUMB-TIP SPEED REGULATOR @ ADJUSTABLE HANDLE 
|. In the K-Venience - 
ure mag- ; ‘ . : : 
rolled by Skirt Hanger | More time-saving, work-saving features ... at a new, money- 
eed: A Clamp type trouser and shirt hanger | saving price! That’s what your mower prospects want in °49. 
ro” cold- that is said to hold tight no matter how And that’s what the nationally advertised Savage Power Chief 
the De at the garment. Press the steel wire helps you give them. It’s strategy that makes quick, easy sales 
Mexican oops and the hanger eof for you... and guarantees a record share of 1949 power mower 
ncoming of hard wood holding bars and it closes. : ees . > a 
business. Be sure of it! Stock and display the Power Chief NOW. 

varabolic | ‘ 
hly and 












“brim,” *Savage Model 75 with Briggs & Stratton engine, $119.50 
Id water F. O. B. Factory. 

is pre- 

t water SEND FOR FREE FOLDER illustrating the complete 
r design Savage line of fast selling power and hand mowers 
‘glas in- and name of nearest jobber. Address Dept. JR 3. 

ich per- 
perature 
‘foe SAVAGE ARMS CORPORATION 
t panel. Hanger 10 in. long, suggested to retail 
e. Elec- at $4.80 per doz. Wrapped in sets of ; Lawn Mower Division 

located three, 12 sets to carton. Knape & Vogt Chicopee Falls, Massachusetts , 
cater. Mig. Co., Grand Rapids 4, Mich. Manel apeeny rare one Chngne “os SE ete 
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a ae GOTH AND TRUE 


Your own investigations 
tell why your customers p 
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OLIVER FASTENERS! 








Oe 
Q Ake 
just & 
ane HIGHEST 
TO FIT THE QUALITY 
ideas MATERIALS 


we 


EE Vokes, 
ioe 


ACCURATELY 
FORMED THREADS 


POINTED FOR 
FASTER 
ASSEMBLY 


Your customers will tell you that the busy inspectors 
above are proving the high quality of OLIVER 
Fasteners. The features they are checking mean 
better fits, faster assembly, tighter joints. 


Stock OLIVER Fasteners—bolts, nuts, rivets and 
cap screws—the products your customers know and 
prefer! 


South Tenth and Muriel Sts. + Pittsburgh 3, Pa. 
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WHAT'S NEW 


Higrade Undercut 
Folding Draw Knife 





Made with a roll forged Crucible 
tool steel blade with a heavy ribbed 
back. Features drop forged steel handle 
arms and ebony finished handles which 








| 
| 
| may be folded over the blade to pro- 
| tect the sharp cutting edge. Undercut 
ends of blades adapt knife to opera- 
tions never before considered for such 
a tool, it is reported. Arms are ad- 
justable to various working positions. 
Handle arms pass through the wood 
handles and are riveted to prevent 
loosening. Knife is 10 in. long and 
packed six per box, weighing 10 lb. 
per box. Higrade Industries Co., New 
Haven, Conn. 





| 
| Self-Propelled Mower 


Sensation Mower, Inc., Ralston, Neb., 
is offering a self-propelled mower, model 
H7 SP designed for park, golf courses 
and large estate lawns. Uses a 24 in. 
whirling type blade and is powered by 
a Sensation Mono-Cycle gas engine 
which develops 2% to 3 hp. Features 
a running-in-oil transmission and four 
forward speeds. Adjusta-Hi-Cut permits 
user to change cutting height quickly. 
Height of cutting may be varied from 
¥% in to 4% in. Mounted on four ball- 
bearing wheels equipped with 10 by 2.75 
pneumatic tires. Operator’s Sulky is 
mounted on 16 by 1.75 wheels. Suggested 
to retail for less than $350. 








‘Steri-Tongs' 


Goodman-Kleiner Co., Inc., 5 E. 17th 
St., New York City 3, is offering “Steri- 
Tongs” for sterilizing baby’s bottles, 
| nipples, utensils, etc. Shaped so that the 
| hand may be held to one side of the 
| steam. Surgical rubber insulation, 
amber in color, covers the handles and 
protects fingers from heated metal. 
Angled jaws of unit are designed to 
grip slippery objects of all kinds, large 
or small. Serrated tips permit grip- 
ping of tiny objects as small as a 
needle. Chrome plated throughout. In- 
dividually boxed in royal blue, white 
and yellow for consumer purchase. Sug- 
gested to retail for $1.29, 
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‘Broil-King’ 

Krewasco Corp., 252 Mt. Hope Ave., 
Rochester, N. Y., is offering the “Broil 
King” for charcoal cooking. Features 
an alcohol starter basin. Draft is easy 
to regulate for sliding doors. May be 
dismantled easily for cleaning and put- 
ting charcoal in. Cast iron construc- 
tion, may be used indoors or out. Ideal 
for steak and chops. 





Speed Grip 
Nut Retainer 


Tinnerman Products, Inc., Cleveland, 
Ohio, is announcing the Speed Grip 
Nut Retainer which is said to be easily 
and quickly snapped into place by 
hand or with a screwdriver, its spring 
steel “mechanical hands” holding the 
nut in bolt receiving position. Seep 
grip is clinched to form a loose cage- 
like box over a standard threaded nut. 
Two sides of speed grip are open with 
two small lips bent over to retain nut. 
Speed grip is formed around the other 
two sides and the ends are clinched un- 
derneath to form two opposing spring 
steel prongs. When speed grip is at- 
tached to a sheet metal panel, one 
prong is inserted into the square hole 
and the other snapped into place by 
applying pressure by hand or with a 
screwdriver. Maker says no wrench is 
needed to hold nut in place while bolt 
is tightened. 


—_—_——. 


Yoder Automatic Clutch 
Yoder Clutch Corp., Orrville, Ohio, 


automatic clutch which is_pre-lubri- 
cated for .life, factory adjusted, tam- 
per proof, packed in individual cello- 
phane bags, and operates without 
liquids or spring tension. Maker 
says it does not change normal motor 
starting speeds, permits motor to 
start against full capacity load and 
allows split-phase motor to be rated to 
its full running load without high start- 
ing windings. Unit in compact, 2% in. 
O.D. by 15/8 in. overall length includ- 
ing a 2 in. pitch dia., A section V-belt 
sheave. Direct coupling style, 2%4 in. 
0.D. by 254 in. overall length including 
the flexible coupling. Weight of stand- 
ard V-belt unit, 1 lb. Maker says it is 
ideal for split-phase motors, small gaso- 





line power units, washing machines, 
pumps, compressors, lawn mowers, 
stokers, refrigerators, stokers, air con- 
ditioning units, fans or blowers. 
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First Choice of 
Solder Users Everywhere 


“Kester Solder has been in 
constant demand for 
over half a century” 


ie 


i. : 
SOLDER. 
= LiF 





|, sales are assured 
by stocking these outstanding Kester items... 
Kester Acid-Core Solder... Kester Metal Mender... 
Kester Plastic Rosin-Core Solder... Kester Radio 
Solder ... Kester Soldering Fluxes (Liquid) 
... Soldering Paste and Salts. 





METAL MENDER AND RADIO 

SOLDER AVAILABLE IN HANDY 

“TOOL KIT’ PACKAGE 

Low-priced items (25c in most areas) that sell on 
sight, each packed ten boxes to a counter dis- 
play carton. All Kester products are backed by 


a vast national advertising program. Insist upon 
them from your jobber. 


KESTER SOLDER COMPANY ‘(3 


4201 Wrightwood Avenue Chicago 39, illinois KESTER 
Factories also at Newark, New Jersey * Brantford, Canada SOLDER 














| 


Hammered Colonial 
House Numbers 


Hall-Wessel Co., Philadelphia 22, 
Pa., offers an addition to its line of 
east hardware specialties, the authentic, 








TORN. 

on the versatile 

KENNADRILL 
* 






Sell to building contractors, 
plumbers, electricians, sign 
hangers, masons, etc. 


A Kennadrill zips through cement, 
brick, slate, stone, asbestos, etc., Mil 


free, fast, and easy. Sapphire-hard Fr 





Kennametal enables it to drill up 
to 5 times faster and last up to 
100 times longer than the ordinary 
bit. Turbine action ejects the cut- 
tings — prevents binding, sticking, 
stalling. Holes are true to size, 
clean, and can be drilled close to- 
gether without breaking through. 
Diameter 4” to 1%”, hole depth 
to 8” in large sizes. Used on rotary 
drill, drill presses, hand braces. 
Sell Kennadrills in your- store. 











NO. 422 POWER VISE STAND 

































A portable power drive Write for Bulletin KH — today. 2. Pe 
To help you sell we advertise in trade papers, | 
for hand pipe tools Popular Mechanics; and supply dealer helps. ne 
correctly proportioned hammered Co- Dealers wanted! ef agence 2 
Compare its FEATURES! Com- lonial reproductions, 3 in. high. Num- 
i iv! RR in cat ra one 
pare its PRICE! Yes sir! The bers are cast from rust-proof metal MT ane eee 
Oster No. 422 Power Vise alloy, finished in dull black. Numbers 
Stand challenges comparison! are super-smooth and said to be of 
A . : exceptional impact and tensile strength. eS se ee ee ee 
Think of it! A time-proved, top- Packed a doz. to a box, complete with ® Sell SIMPLEX ' 
quality power drive for your escutcheon pins. Also available are a : y 
hand die-stocks, cutters and number series in conventional styling ° ‘ 
: , ‘ | @ 
reamers at the LOW PRICE OF in ebony, cadmium, brass and chrome a and cash in on every t 
; —x . 
siesg yay ewig ogee eevee Mamaam _s customer JACK need : 
is F.O. B. the Oster Distributor ' . P 
nearest YOU! « RATCHET JACKS TY ® 
i 'Thimble-Drome’ 2 
Standard range of this machine Single or Double Acting : 
is ¥%” to 2” pipe. Equipped with Doodle Bug Kit Vis S59 Fase ep. 
i i Safe, fast, powerful for all a 
a universal drive shaft (at extra . Ces Mig Co ID) Poinsetiic types of jacking in every field. i 
cost) the No. 422 safely drives \ = leat rate C:; lif ali a oe fat eupenity oe 9 ertes. 5 
d di di -st ck ve., Santa / na, Jalll., 18 O ering a a” construction ior heavy , 
ooo near ne _ Gcas Up “Doodle Bug Kit” which contains, says — 
to 6" capacity, inclusive. maker, everything necessary to start and : 
Certainly you want more facts. run the miniature racing car. Includes - 
You'll find them in our free Cata- complete car, factory tested; bridle, P ag Mm. HYDRAULIC JACKS Ei, 
log “LIST NO. 22-A.” tether, wire, center bearing, cord and | = 8 Modelo —3 to 108 Tene Cap. 
handle for spin start, one pt. Thimble- | « Safety Tested to 50% Overload. 
Drome fuel, filler hose, break-in oil, in- ad The finest hydraulic jack you 
e t ti arts list. and battery cli .™ can sell! Neoprene packing 
dade sesti Paris ist, Gnd Hatery - 7 seals—plus many other exclusive Simplex 
C/ Th, and wires. Only one dry-cell battery 5 features for safer, easier-to-use hydraulic 
needed. Standard kit is suggested to , jacking power. 
‘tail for $23.50 ¢ *hromi ated | 
THE OSTER MANUFACTURING CO oc A $23.50 and chromium plated O. SCREW JACKS wes es 
ad € d ‘. 1 
2028 EAST 61st STREET - ee ee ee 5 
atchet Head + Malleable Housings 
CLEVELAND 3, OHIO, U.S.A. 31 Models—10 to 24 Tons Cap. ® 
ee | A single chrome-moly ball, nested | 
| O. K. Oster! | want your catalog “LIST | | under corrugated cap actually re- Py 
-A” n ible. duces friction 88% — ball won't 
NO. 22-A"' as soon as possib . 
| , | flatten; cap can’t slip. All purpose es 
] | jacks for rugged action. 
NAME SEND TODAY FOR SIMPLEX CATALOG 49 — 
| | Let the complete Simplex line show you the way 
| COMPANY ; to more profits on every type of jack customer. 
| : 
| ADDRESS | Simplex 
| | LEVER « SCREW . HYDRAULIC 
| Jacks 
| Sokanantenaneosine l | TEMPLETON, KENLY & COMPANY 
Ran aunt eens eee eee eee a 1056 5S. Central Ave. Chicago 44, Illinois 
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TIE IN WITH Goz@ 
Perfection WINNERS! 


Both are 


PROFITABLE 
REPEATERS 





SCREW DRIVERS 


PLUMBERS’ TOOLS 


‘Signature’ Knife Line 
W.R. Case & Sons Cutlery Co., Brad- 















2. Perfection SANIT-AIDS Of Retailing 


rs, ; . : 
gn . ford, Pa., offers a line of knives known eS 
ee = as the “Signature” line, which will be 2 
1. Perfection DUBL-CHEM-FACED identified by J. Russell Case’s signature. w 
a (Trade Mark) | Knives are double concave ground and | . 
hood MILK FILTER DISCS are made of stainless steel with ivorloid = 
| up ie a d handles. The concave ground permits bd oe 
t the knife to be as thin approximately —_l = 
p to : | -— O 
nary one-half of the way back from the edge a 
cut- of the blade as it is on the edge. The a Y4 
king, separation between the first and second eo 
size, concave is slightly thicker, but on the ¢ = 
to- knife this is no thicker than a single on 4 
ugh. concave ground is, w fa) 
epth a 
tary 
ces. Book on Fundamentals nd 
b 4 
VU 
(Trade Mark) \ 10-page, illustrated booklet, entitled ie) 
Ideal sanitary cleaners for washing milk pails, “Fundamentals of Retailing,” has been s 
strainers, separators, milking machines, etc. ‘ = ¢ - 5 
also washing cows’ udders. (Pat. No. 2112963) published. The author is Irving Golden- 


thal, lecturer at the School of Retailing, 
New York University; personnel con- 
sultant, and author of several other texts | 
dealing with retail merchandising. Some 
of the subjects covered are: Retailing 
and Distribution, The Consumer’s Dol- 
lar, Reducing Cost of Distribution, The 








r 
: 
oF 


Functions of a Retailer, Careers in Re- 
tailing, Store Markups and Profits, and 
a Blueprint for an Effective and Happy | 
Organization. Several interesting and | 


wv 
S 
< 

ARCH PUNCHES 


BRICKLAYERS’ TOOLS 





—@ 
2. 


valuable tables of store figures are in- 
cluded. The price is $1.00 per copy, 
and it may be ordered from the Better 
Merchandising Institute, 1270 Broad- 


way, New York. 


Cedarberg Cirecter Torch 


Cedarburg Mig. Co., Inc., 529 S. 
Fourth St., Minneapolis 15, Minn., is 
introducing the No. 70 “Circea-Torch.” 


Daico FORGED TOOLS 


*seueu eu eeueeenes ene =o © 


PUNCHES 


Its jaws are said to open and close 
around a pipe or other object so that six 
jets will heat the entire circumference at 


NATIONALLY 
ADVERTISED elbows, swedged joint extensions on tail 
More than 16 mil- pieces. Maker maintains it may be effec- 
lion ads this year tively used for thawing pipes, soldering 
to dairymen ... 
your customers! 


once. Used primarily for sweating tees, 


DAMASCUS STEEL PRODUCTS CORPORATION e 


jig set-ups; heating soldering irons. May 


be laid down while in operation without 
Stock up and 


Display them NOW! relighting and can be attached to any 


size tank, with the proper increaser or 








reducer. Entire unit is 4 by 141% in., | 


ASK YOUR SUPPLIER for Perfection weighs about 2 Ibs., individually boxed. 
49 — DUBL-CHEM-FACED FILTER DISCS 
sanee. and the new Perfection SANIT-AIDS 
. .- modern sanitary cleaners 


SCHWARTZ MFG. CO., Two Rivers, Wis. 
AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 


esa wean a? 


wn 
oa 
igs 
2 
= 
VU 
a 
- 
‘e) 
U 
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HOOKS 


FOR EVERY USE 


Single and Match Hooks—with or without 
Manila or Wire Rope Thimbles—Eye Hoist, 
Wire Rope Sling, Barrel, Slip and Grab 
Hooks are all available in Drop Forged 
Steel. Galvanized Steel Screw Hooks, 
Hooks and Pelican Hooks are also made 
by Wilcox-Crittenden. 


The W-C line of Heavy 
and Shelf Hardware 
also includes items rang- 
ing from Blocks & Pul- 
leys to Drop Forged 
Steel Shackles. For com- 
plete information on the 
“Dependable” Line 








write today for your 
free copy of our new 
1949 Catalog “G”. 





WILCOX-CRITTENDEN 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN ST., MIDDLETOWN, CONN. 

















> 











apraoves or 






y/ OLD PAL fishing 
goods are made 
right and priced right. They 
have the top quality and eye 
appeal that makes selling easy. 


The Old: Dal line is the jult lina 


"VEST POCKET FLY BOXES 
* FLY & LEADER BOXES 
* FLY RACKS 

* LEADER BOXES 

*& SCALERS 


(Som. PROFIT! 






_%& MINNOW CANS 


SUPER DELUX | 


Fhoalin 
MINNOW BUCKET 
WON RUSTING 


s° 
* MINNOW TRAPS * MINNOW BUCKETS 


PENN METAL WARE COMPANY 





1192 SCOTT STREET @ WILKES-BARRE, PENNA. 
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BWHAT’S NEW 


Disappearing Step-Stool 





J. R. Clark Co., Minneapolis, Minn., 
| offers a disappearing step-stool in which 
the steps and top of the unit swing into 
| a vertical position when it is folded. It 
| may be stored then against the closet 
wall in about 4 in. When open, it is 
suitable for use either as a miniature 
step ladder or as a work stool. Said to 
have a strong metal frame and corru- 
gated treads. 


Miller Paint Mixer 


Miller Mfg. Co., 3238 Bryn Mawr 

| Ave., Chicago 45, IIL. is offering an im- 
proved electric paint mixer which is said 

| to thoroughly blend the pigments, oils, 
in the container, metal or glass, round 
or square. Adjustable to fit cans and 
jars from % pt. to 1 gal. Paint con- 
tainers are held in a horizontal position 
and oscillated back and forth. Scien- 
tifically constructed, it is reported to 
be so balanced to insure maximum free- 
dom from vibration. On the double can 
model, each can holder is mounted on 
its own separate shaft. One counter 
balances the other when in motion. 
Base is designed to provide maximum 
operating stability. Wide-spread legs 
| are claimed to insure even distribution 
| of weights. Features heavy-duty 1/3-h.p. 
| motor, V-belt drive. Motor is mounted 
| ona movable hinge plate with adjust- 
able locking nut to take up belt slack. 
Housing holds % gal. of oil. Portable. 

it is finished in enamel. Single-can 
| model is complete with cord and switch 





and weighs about 125 lbs. Two-can 
model has same motor and weighs about 
155 lbs. Sell for $87.50 and $119.50, 
respectively. 


| 'Facts About Glazing’ 


Dicks Pontius Co., Dayton, Ohio, is 
issuing a booklet entitled, “Facts 
About Glazing.” It is a frank and con 
cise statement on modern glazing prac 
tices. This 12-page book includes an 
accumulation of over 80 years’ experi 

| ence and is set forth in compact style 
for practical application. 
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‘Roasterette’ ~ 
Electric Casserole 


The Swartzbaugh Mig. Co., Toledo 
6, Ohio, offers the Everhot, AC/DC 
electric casserole, “Roasterette.” cook 


ANS 


...» presents a new type kitchen scale. 
MODEL 1308, with original features... 
Priced for volume retail sales. 












Capacity 8 pounds by 
and serve in same unit. Features white 2 ounces, also indicates 
and se Sé e ° ee SW 29 , . 
heat resistant baked on enamel finish 3'2 kilos by 50 owe 
with polished aluminum alloy cover and and measures shortening 
plastic knob and handles. Cooking well by cups. 

has porcelain enamel finish, 74 in. dia. 

Two heats, high 330 watts, low, 120 


watts. Capacity 3% qts. liquid, up to Model 1308: Available in new kitchen 
six lb. roast. Cord and cook book in- colors, red, yellow, or white; per- 
cluded. Shipping weight, 5 lbs, In- manitized in a beautiful Styron 
sulated with Owens-Corning Fiberglas. plastic body. 


Suggested to retail for $11.95. a 
Mechanism is suspended on a 


steel channel independent of 
'Aire-Ware' the case, a new principle of 

i , construction that gives an accu- 
Aluminum Line racy never before achieved in 
a scale of this type. 





































7] 


United Aircraft Products, Inc., Day- ot = 


ton, Ohio, is making the “Aire-Ware” The No. 1308 scale fits the 
line of one piece, seamless spun alumi- color schemes of modern 


—, 


num baking pans. Included in the line streamlined kitchens. Every 
is a 12 and 6 cup Muffinaire; 12 cup housewife will appreciate 
Muffinaire, Jr.; 120 cu. in. Angelaire, the practical use features 
Jr.; Angelaire, 209 cu. in.; 12 cup Pop- as well as the attractive 
ovaire; 6 cup Popovaire, Jr.; 6 cup appearance of this scale. 
Shellaire; 1 cup Jell-Aire, 127 cu. in. Kilo graduations used 
Ringaire; 76 cu. in. Ringaire, Jr.; Up- for continental cooking 
side Downaire, 80 cu. in.; Upside recipes. 
Downaire, Jr.; 60 cu. in., and Moldaire, a 
illustrated, and Moldaire, Jr. Prices Body: Overall 6Y2" x 
514” x 214”, platform 





range from 59 cents to $1.59; slightly 


2 : ly” di in- 
higher Denver and West. All items ex- 3¥2” diameter, stain 


















cept the Jell-Aire are packed 12 to a less steel. 

carton, six cartons to shipping carton. Dial: White with black = 

Moldaire has 2 top dia. of 8% in., cone graduations, red and =a Ss 

size, top 2 in., bottom diameter, 6 in., yellow graduations 7 = i“ 

and bottom, 3% in. Depth is 2% in. for cups of shorten- ~SSj MODEL no 

Moldaire, Jr., has top diameter of 7 ing. eer 1308 

in., top cone size 1% in., bottom dia. Packing: Each scale in $s ~__>= 

5% in. and bottom cone size, 3 in.; individual éereen. 12 cop: or nea FOR tras 

. > = } € 
depth 2 in. cartons to container. pee ity concen SCALE Comp 
Cnty : ~— © 22 any 

Weight packed 114 (> 3) eeu USA 
Ib. each, net 14 oz. / wee Re 

Portable Steel MODEL 1308 
See your jobber for | 

Clothes Dryer sonekal “Get Ac- ee 


quainted"’ Deal —— 


Portable dryer made of hard dry 
steel wire with a Kromolite plated fin- 
ish. Provides 50 ft. of drying space in 
2 by 2 ft. of floor space. When opened it 
is 51 in. high and it collapses to 24 by 
35 in. high by 7 in. deep. Due to its 
construction of steel, maker claims it “ - 
will not warp or split. Shipping weight 
is 12 lbs. each. Unit is packed three HANSON SCALE COMPANY 
to a carton. Union Steel Products Co., | 525 N. Ada St., Chicago 22, Ill. 

Albion, Mich. Reported to be easy to 
display and demonstrate. 


We urge dealers to place orders imme- 
diately as there already is a big demand 


for this high value moderately priced scale. Onder prom Your jobber 
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INDUSTRIAL SUPPLY CONVENTION 
AT CLEVELAND APRIL 25 TO 27 


MANUFACTURERS, DISTRIBUTORS MEET JOINTLY 


Conference Booths will be set up in Cleveland Audi- 
torium so that members of National and Southern 
Supply and Machinery Distributors’ Associations can 
meet representatives of member firms of American 
Supply & Machinery Manufacturers Association. 


The annual industrial supply 
convention sponsored jointly by 
the American Supply & Ma- 
chinery Manufacturers’ Associa- 
tion, Inc., the National Supply & 
Machinery Distributors’ Associa- 
tion, Inc. and the Southern Sup- 
ply & Machinery Distributors’ 
Association, Inc., will be held 
Monday, Tuesday and Wednes- 
day, April 25 to 27. in Cleve- 
land. 


Conference Booth Program 


A conference booth program, 
which was used for the first 
time, last year at the triple con- 
vention in Atlantic City, will be 
used again as it proved to be a 
very satisfactory arrangement for 
making it possible for distrib- 
utors to meet with individual 
manufacturing company’s repre- 
sentatives. There will be no 
merchandise or displays of any 
kind in the booths which will be 
manned by the representatives 
of the member companies of the 
manufacturers’ association. 

The conference booths, in the 
Cleveland Auditorium, will be 
open Monday and Tuesday after- 
noons from 2 to 6 o’clock. 

For the past three years the 
emphasis of the joint conven- 
tions has been on selling and the 
keynote address of the combined 
opening session on Monday 
morning will be on the subject, 
“Is It Time to Start Selling—If 
So What?” by Dr. Theodore A. 
Distler, president of Franklin & 
Marshall College, Lancaster, Pa. 

The opening session will be 
called to order at 10:30 a.m., by 
James G. Geddes, president of 
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& Ma- 


\ssocia- 


the American Supply 
chinery Manufacturers’ 


tion. Mr. Geddes is vice-presi- 
dent of H. K._ Porter, Ine., 
Somerville, Mass. Mr. Geddes 


will introduce E. H. McLaugh- 
lin, of the Union Hardware & 
Metal Co., Los Angeles, Calif., 
the president of the National 
Supply & Machinery Distribu- 
tors’ Association, and Richard 
Alcott, of the Riechman-Crosby 
Co., Memphis, Tenn., the presi- 
dent of the Southern Supply & 
Machinery Distributors’ Associa- 
tion. 

The conference booth _ pro- 
gram will be explained by W. 
H. Gebhart, 
Henry Disston 
Philadelphia. 


vice-president of 
& Sons, Ince., 


Separate sessions will be held, 
Tuesday morning. The National 
Association will meet in the 
Statler Hotel and the American 
and Southern sessions will be at 
the Hotel Cleveland. 


Closed Meeting 
The program for the closed 
meeting of the American 
ciation, at 10:30 a.m., will be 
as follows: Call to order, Mr. 
Geddes; president’s report by 
Mr. Geddes; address, “Selling 
1949’s Big Job.” J. Y. Scott, 
president, Van Norman Co., 
Springfield, Mass., and results 
of balloting on election of of- 
ficers and executive committee 
members by R. Kennedy Han- 
son, general manager of the 
American association. 

The Tuesday morning pro- 
gram of the National association 
will consist of six discussions. 
The and the discussion 


asso- 


topics 





“What 


Functions — of 


leaders will be: are the 
Most Important 
Management Under Present 
Conditions and What Figures 
Should an Executive Receive to 
Formulate Sound Management 
Policies?” Ralph V. Vincent, as- 
sistant general manager of C. W. 
Marwedel, San Francisco; 
“Should Management Prepare, 
or Brief, Salesmen Prior to Sales 
Meetings? If so, How?” Frank 
M. Cruger, Indiana Manufac- 
turers Supply Co., Indianapolis, 
Ind.; “What Facts of Value to 
Management Can be Secured 
from a Perpetual Inventory 
System?” Stanley Sheldon, 
sales manager of Chase, Parker 
& Co., Inc., Boston; “Should 
Management Give More Atten- 
tion to Our Fair Trade Laws?” 
G. Cheston Carey, president, 
Carey Machinery & Supply Co., 
Inc., Baltimore; “What Selling 
Problems Will Require Manage- 
ment’s Special Attention in the 
Immediate Future?” R. A. Para- 
chek, president, Mill & Factory 


Supply Co., Toledo, O.; and 
“How Can Management Train 
Salesmen to Sell for Profit?” 


with the discussion led by 


Howard F. St. George, vice- 
president of Shadbolt & Boyd 
Co., Milwaukee, and J. W. 


Vickers, manager of industrial 
sales of the George Worthington 
Co., Cleveland. 

Walker L. Wellford, Jr., J. E. 
Dillworth Co., Memphis, Tenn., 
will address the Tuesday morn- 
ing session of the Southern asso- 
ciation. 

The Wednesday morning pro- 


gram of the American associa- 
tion, at the Hotel Cleveland at 
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110 o'clock, will be as follows: 
“Plans for Our  Association’s 
Future Activities,” K. R. Beards- 
lee, vice-pres., Carboloy Co., 
Inc., Detroit, chairman of the 
Projects Planning Committee of 
the American association; dis- 
cussion of plans; talk, “Let’s Re- 
duce the Cost of Doing Busi- 
ness,” R. C. Neal, chairman of 
the Joint Committee of the Na- 
tional and Southern distributors 
associations; and the installation 
of new officers. 


Joint Meeting 


The Southern and National 
associations will convene jointly 
at 10 a.m., Wednesday, in the 
Hotel Statler. There will be re- 


marks by Presidents Richard 
Alcott and E. H. McLaughlin, 


who will be co-chairmen. The 
presentation of a proposed stand- 
ard chart of accounts for dis- 
tributors will be presented by 
T. J. Kenny, of the S. B. Hub- 
bard Co., Jacksonville, Fla. Mr. 
Kenny is chairman of the Sub- 
committee on a Standard Chart 
of Accounts. The three addresse-= 
of the morning will be: “Activi- 
ties of the National Security Re- 
sources Board,” Edward \. 
Hickey, Director of Production. 
National Security Resources 
Board, Washington, D. C.; “How 
Manufacturers Can Help Lower 
Distributors’ Overhead,” Ben S. 
Barker, Pye-Barker Supply Co.. 
Atlanta, Ga., and vice-chairman 
of the Joint Industry Committee: 
and “What Lines Are Profit- 
able?” R. H. Russell, treasurer. 
J. Russell & Co., Inc., Holyoke. 
Mass. 


Officers 
The executive officers of the 
three associations are: R. Ken- 


nedy Hanson, general manage! 
of the American Supply & Ma- 
Manufacturers’ Associa- 
tion, 1108 Clark Bldg., Pitts- 
burgh 22; Harry R. Rinehart. 
Sect.-Treas., National Supply & 
Machinery Distributors’ Asso- 
ciation, Inc., 505 Arch St., Phila 
delphia; and E. L. Pugh, Sect.- 
Treas., Southern Supply & Ma- 
chinery Distributors Associa 
tion, Inc., 712 Volunteer Bldg., 
Atlanta 3, Ga. 


chinery 
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THE TRADE sssunsx 
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follows: Nor. e Mak I t tCh ° S, 1 S. U; There are now six sales re-| wholesale and retail outlets. 

— g esimportan angesinJales et- p gions instead of five. C. H. Al- Mr. Cameron, Norge merchan- 

eards- o,° ° den, who has been in charge of | dise manager, first joined Norge 
yy Co., Creates Two Exec. Positions; Expands Regions the midwest region, has “cen in 1927. He started as field 
of the manager of the newly-created | representative in the service de- 
ttee of Important changes in the sales] Norge recently as gas range | southeast region, with head-| partment, successively became 
yn; dis- organization of Norge division | sales manager, has been named quarters in Atlanta. The mid- | assistant manager of national 
et’s Re- of Borg-Warner Corp. have been | field manager. In this position | west territory centering around | service and manager. 

g Busi- ae é mo Clary, di- | he will supervise and coordinate | Chicago remains open for the - 

‘man of rector of sales. Mr. Clary an-| operations i e field « vi se ames aine 

the Na- nounced the creation of ne new ns See ie ae rear i 0 nota a 0 SS. ee eee 

. : ‘ Pris ‘ : ; bain representative, | ASS’T. TO YALE & TOWNE 

ributors key executive positions; ap-| of the six regional managers | has rejoined Norge, and_ will PRESIDENT, RETIRES 

tallation pointment of a new refrigerator | and 18 district representatives. | handle the newly-formed south ¢ 
sales manager; addition of seve-| The position of gas range sales | central region with headquar- Maxwell C. Maxwell, special 
ral product specialists to the | manager remains open. ters in Memphis. assistant to the president of The 
| Yale & Towne Mfg. Co., and for- 

National | mer works manager of the Stam- 

jointly ford Division, retired from active 

age duty with the company recently 
lia tie, after 35 years of service. 

Richard He joined the company as plant 

saahlin, engineer. Since then he has 

ee served the company in many ca- 

prt pacities, first at the Stamford Di- 

ie i vision, serving as superintendent 

ony of power and plant, superinten- 
> Hub- dent of mechanical equipment 

a i. | department, general superinten- 

se Sule. dent, and then works manager 

i Chart and finally as assistant to the 

idenases president in the company’s exec- 

“A ctivi- utive offices, Chrysler Bldg., New 

slag Te- York City. Mr. Maxwell brought 

—- wv, to Yale & Towne seven years ex- 

duction. perience as an engineer for vari- 

aeeiiai J. R. CAMERON R. C. CONNELL DEAN SPENCER ous shipbuilding companies and 

; “How | the U. 5. Navy, as well as seven 

. Lower sales staff; expansion of the Dean Spencer, long associated R. H. Pizor remains as mete ee ee professor - 

Ben S. number of regional territories | with Norge, has been made re-| ager of the eastern region with charge # mechanical engineer- 

ly Co.. and realignment of the sales | frigeration sales manager. He |} headquarters in New York; J. ing at Pratt Institute, Brooklyn. 

hairman promotion department. will have charge of the sales of | H. Webster continues in charge 

mittee : Coincident with this  an-| domestic — refrigerators, home| of the central region with De- CALORIC STOVE NAMES 

Profit- nouncement, Mr. Clary also re-| freezers and refrigeration spe-| troit as his headquarters; J. M. TWO SALESMEN 
easurer. ports the resignation of W. S.| cialties, assisted by Frank H.| Tenney, Los Angeles, continues Caloric Stove Corp., Philadel- 
olyoke. Law, general sales manager. He | Toler, former district represen- anage > weste “gi * : arenas. 

Toly a Ba bie niece sad: Viale, stall anda at a * ee. gotten rere -nasll | phia, has named William R. Mc- 
tion with a Norge distributor, | sales promotion department, who | as sites sales menante mtg “ ae sie ag “ 
and will announce his new -con-| will be supervisor of water | after ccovieie as a lieutenant- a aggre -_ ree — 

. ‘ 2 lina. He is associated with 
at the nection in the near future. cooler sales. colonel in the Air Forces during | [| }]. Ernst. Caloric’s southeast- 

R. Ken- With Mr. Law’s departure, R. H. Klingler, acting mana- | the war, was formerly associated | ory Mekiien colts manager, Rey- 

aeneget Mr. Clary announces elimination | ger of home freezer and re-| With Reinhard Bros., Minneapo-| nolds Bldg., Winston-Salem, 

& Ma- of the position of general sales | frigeration specialties sales, is| lis Norge distributorship. He} N ¢, 

A ssocia- manager. At the same time two | being placed in charge of con-| became Norge general sales Also announced was the ap- 

. Pitts- new executive posts are being | tract sales. Burt Gavitt, widely- | manager in 1948, pointment of I. N. Hamilton as 

inehart. created. J. R. Cameron, pres- | experienced in the home heater Mr. Connell, newly-appointed | district sales representative for 

ipply & ently serving as assistant to| field, has joined Norge as a| field manager, also came to] Tennessee. 
Asso- Harry L. Spencer, director of | specialist under M. B. Robb,| Norge by way of a Norge dis- Mr. Hamilton brings to his 

, Phila manufacturing, has been named | manager of home heater sales. | tributorship. He was formerly | new position a wealth of experi- 

1, Sect.- merchandise manager. Mr. Cam- | Hazen Hillyer, former district | Norge sales manager for Lud- | ence in the gas heating and ap- 

& Ma- eron will supervise and coordi- | representative, lately in the sales| wig Hommel & Co., pioneer | pliance field. Dealers in Ten- 
Associa nate the over-all product pro-| promotion department, has bce-| Norge distributor, has had a] nessee will be supplied from 
r Bldg., gram for the sales department. | come a specialist in the home| broad experience in appliance | Caloric’s Nashville, Tenn., ware- 

R. C. Connell, who joined | laundry equipment department.| sales management for both | house. 
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SEATTLE HDWE. NAMES 
DEALER SALES MGR. 


Sanders stressed the hopeful side | 
| of the cancer picture. He pointed | 


| out that some cancers are being 


J. G. Cairns has recently been 
appointed dealers’ sales manager 
for Seattle Hardware Co., whole- 
salers, Seattle, Wash. He joined 
the company in 1922 and has 
spent 22 years with them. In 1944 
he joined Corning Glass Works 
as Pacific northwest representa- 
tive. After five years with Corn- 
ing, being advanced to sales pro- 
motion and advertising manager 
to Eastern district sales manager 
in New York, he became reaffil- 
Seattle Hardware in 


iated with 
his new position. 


- ae 


MAX SANDERS DIRECTS 
HDWE. INDUSTRY EFFORTS 
FOR CANCER DRIVE 


Marshalling of the general 
hardware industry for the 1949 
battle to conquer cancer is now 
in progress under the leadership 
of Max Sanders of Independent 
Lock Co. 

Mr. Sanders’ acceptance of the 
industry chairmanship for the 
New York City Cancer Commit- 
tee’s annual campaign, was an- 
nounced by B. Earl Puckett, 
president of Allied Stores Corp., | 
who is serving as campaign com- 
merce and industry chairman. 


The New York City campaign 
will seek to raise a minimum of | 
$1,250,000 for cancer research, | 
education and service as part of | 
the American Cancer Society’s | 
nationwide appeal for $14,565,- | 
500. 

In assuming leadership of the | 
appeal to firms, executives and | 
employees in the industry. Mr. 


cured today, and that “many | 
more” could be cured if compe- | 
tent medical care reached them | 
earlier. 

“The support of each firm and 
each individual in our industry is 
vital to the continuation of this 
work. As is expressed in the 1949 
campaign slogan, ‘Cancer can 
strike anyone, but you can strike | 
back,’ each of us has a personal | 
stake in this battle.” | 

Campaign headquarters have | 
been established at 535 Fifth Ave- 
nue, New York 17, New York. | 


A. R. HALL APPOINTED 
TRUPAR GEN. SALES MGR. | 
A. R. Hall has been appointed | 
general manager of Tru- | 
par, Inc., 420 Linden Ave., Day- 


sales 





A. R. HALL 


| cellar 


| been assigned 


ton 3, Ohio. Officers of the 
company include: Geo. W. Eich- 


hoff, vice-president and general | 


manager; Carl A. Brant, treas- 
urer; Nicholas F. Nolan, sec- 
retary. Mr. Hall was formerly 
sales manager of the Water 
Division of The Dayton Pump & 
Mfg. Co., as general sales mana- 
ger. Mr. Eichoff stated 
plans are under way for com- 
distribution both nation- 
internationally of its 
water systems, 
and water soft- 


plete 
ally and 
line of 

drainers 


electric 


| eners. 


—_——_—— 


R. C. ALLEN JOINS 
MARKSTONE MFG. CO. 


| AS GENERAL SALES MGR. 


Robert C. Allen, formerly sales 


| promotion manager of the Dow- 


Corning Corp., has joined the 
Markstone Mfg. Co., Chicago, 
as general sales manager. Mr. 
Allen began his business career 
with the International Business 
Machines Corp. At Markstone 
he will be in full charge of the 


that | 


| 





company’s nationwide dealer or- | 


ganization. 


J. H. DENTON MGR. HOME 
OFFICE SALES DIRECTION 
FOR CARBORUNDUM CO. 


The Carborundum Co. has an- 
nounced that J. H. Denton has 
the position of 
manager, sales administration, 
home office, to succeed D. S. 
Masson. As_ previously an- 
nounced, Mr. Masson is taking 
over the responsibilities of as- 
sistant to the district sales man- 
ager at Detroit. 





UNITED HDWE. HOLDS 
DEALER MEETING 
MERCHANDISE FAIR 


The United Hardware Co., 1225 
Union Ave., Kansas City 7, Mo., 
dealer owned wholesalers, recent- 
ly conducted a dealers’ meeting 
and merchandise fair. The com- 
pany served dealers in the West- 
ern half of Missouri and all of 
Kansas. The following officers 
have been elected for this year: 
Merrill Humburg, _ president. 
Louis A. Miller, executive vice 
president, E. J. Frevert, vice- 
president and Russell Cook, sec- 
retary-treasurer. 

More than 100 manufacturers 
were represented at the merchan 
dise fair. The first floor of the 
wholesale house which comprises 
a six-story building 30,000 ft. sq 
capacity was devoted to the dis- 
play. Mr. Cook reported that 
dealers were most enthusiastic 
about prospects for business in 
1949 and all approved of the 
method of presenting sales direct- 
ly to the dealers. 





FRED McKECHNIE HEADS 
MAGIC SNELL TACKLE 


The Magic Snell Tackle Co.. 
Rochester, N. Y., has been reor 
ganized and Fred McKechnie, Jr.. 
is president, and owner. Makers 
of stainless steel magic snells, the 
company is at present hand-wind- 
ing and hand soldering the fo)- 
lowing hook styles: Sneck, Lim- 
erick, Carlisle, Cincinnati Bass. 
Sproat, Mustad-Viking, hollow 
point, reverse band, and English 
Tyle Gorge. The company has 
completed plans to increase its 
production. 











W. W. Conde’s Annual Two Day Sales Meeting was held recently for its own inside and outside sales force, ending with 
a dinner. This hardware wholesaler is located at 200-222 Mill St., Watertown, N. Y. Seated left to right are: E. E. Britt, 
Syracuse district manager, General Electric Co., Lamp Division; C. B. Slack, sales representative, W. W. Conde, Clarence 
Turner, salesman, W. W. Conde; Chandler Davis, salesman, W. W. Conde; B. A. Thomas, sales engineer, General Electric 
Co., Lamp Division, Harold Smith, salesman, W. W. Conde; James Comstock, salesman, W. W. Conde; and Leo Gilligan, 
salesman, W. W. Conde. Standing left to right are: John F. Buckley, promotion manager, Buffalo district, General Electric 


Co., Lamp Division; M. D. Bailey, New York State salesman, Munising Paper Co., C. T. Allen, salesman, W 


W. Conde, C. W. 


Mattews, salesman, finishes division, E. I. DuPont de Nemours Co., Inc., S. G. Burritt, manager distributor sales, Starline. 
Inc.; Harlan P. Milks, western New York salesman, Starline, Inc., H. E. Goldsmith, regional manager, New England district, 
Finishes Div., Du Pont; Harry J. Yoder, vice-president, Conde: W. W. Conde, 2nd, vice-president and general manager, 
Conde; George H. Baker, sales manager, Conde; L. E. Horsman, trade sales manager, New England District, Finishes Div., 
Du Pont; Harold J. Strang, New York state district manager, Finishes Div., Du Pont, and six other Conde salesmen—Robert 
Hale, John Klock, George Stiegelbauer, Ronald Bence, Robert Powless and George Wait. 
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The most powerful 
Oil Range Advertising 
in History! 


national magazines. Nothing like 
it ever before! 


















The most popular 
Oil Range in the World! 


More Perfections in use in the U. S. 
than any other oil range. And they 
make friends of users! 


















All-Time High for 
Oil Range Demand! 


Last year was one of the biggest years in history for 
Perfection range sales. Did you get in on it — 








will you this year? 









The Biggest 

Oil Range Sales you've 

ever had IF you go after 
the Business ! 


Tie in with the national advertising 















... display the ranges, 
and demonstrate! 


The Mark of Quality 


That's the PERFECTION OIL RANGE story for 1949! 


THE PERFECTION STOVE COMPANY, 7085-C PLATT AVE., CLEVELAND 4, OHIO 
ATLANTA ¢ CHICAGO ¢ CLEVELAND © JERSEY CITY *© KANSAS CITY © OAKLAND e ST. PAUL 
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ELLIS C. YALE 


NOMA ELECTRIC NAMES 
SPECIAL ASS’T TO V.P. 


Joseph H. Ward, executive | 
vice-president, Noma _ Electric | 
Corp., has announced the ap- | 


pointment of Ellis C. Yale as a | 
special assistant. 

Mr. Yale was formerly 
ciated with the Lamp Division 
of the General Electric He 
has had intensive sales develop- | 
both the 
fields. 


asso- 
Co. 


ment experience in 


1utomotive and aviation 


INDEPENDENT LOCK 
NAMES FOUR SALESMEN 
The Independent Lock Co., 
Fitchburg, Mass., has recently an- 
nounced the appointment of four 
-ales representatives. Larry Meyer 


has been made door closer spe- 
cialist. He formerly first 
industrial of the New 


was 
director 


Hampshire State Planning and 


Development Commission. He 
| was at one time a railroad presi- 
dent and headed for several 
years a firm as an_ industrial 
| management engineer. Al Lehr- 
| man has been assigned to the 
Midwest area, including Kan- 


sas, Oklahoma, and Missouri. He 
was with the Philadelphia branch 
for two years. 

On the East Coast, Yale Wain- 


| ger will cover the Southwestern 


part of New York State, including 
part of New York City and going 


west to Stratford, Conn. He has 
had three years of factory train- 
ing from which he acquired 


knowledge of the Ilco products. 


UNIVERSAL NAMES 
HOME LAUNDRY 
EQUIPMENT SALESMEN 


E. L. Farquharson, sales man- 


| ager of the home laundry equip- 


| radios in the midwest area. 


Jim Merian will travel Vermont, | 


Connecticut 
He 


in 


New Hampshire, 
and Western Massachusetts. 
served three 
China, Burma and India theatres. 
Mr. Merian joined Ilco in 1947 


years overseas, 


| . 
| as assistant to the sales manager 


in our sales department. 


ELECT WINDLE 

TREASURER OF 
CARBORUNDUM CO. 
Willis T. Windle 
elected treasurer and 
of the Carborundum Co., Niagara 
Falls, succeeding the late Austin 
W. Clark. Mr. Windle formerly 


was associated with the National 


has_ been 


controller 


ment division of Landers, Frary 


nounces the appointment of seven 
new sales representatives for the 





David E. Babcock will handle 
the eastern section of Pennsyl- 
3altimore, and Washing- 


vania, 
ton. Mr. Babcock was recently 
associated with the William 


Kremer Co., of Philadelphia and 


— Rages = | formerly was connected with the 
& Clark, New Britain, Conn., an- | 


Universal Home Laundry Equip- | 


division throughout the 
country. 

Albert E. Jernberg who will 
serve the company in the Chicago 
area, prior to his association with 
Universal was affiliated with the 
May Department Store Corp., as 
resident buyer of appliances and 
Mr. 
Jernberg formerly owned and op- 
erated a retail store and was con- 
nected with the Hurley Machine 
Co. 


George 


ment 


M. Giles will serve 
throughout New York State and 
nine 
Upon his discharge in 1945 from 
the Marine Corps he entered the 
as a_ local 
agent, and after a year he was 


insurance business 
promoted to district manager. In 
1948 he was appointed mission- 
ary field representative for Lan- 
ders. 

A. DeB Gaines, Jr., formerly 
connected with the F. 
Co., appliance division, Detroit, 
Mich.. as district manager will 
handle laundry equipment sales 
in the Kansas City and St. Louis, 
Mo.. territory. 


counties of Pennsylvania. 


ABC washer and the Gain-A-Day 
washer company. 

Prior to the war from 1935 to 
1941, John Middlebrook was an 
eastern representative of the 
Scott Radio Laboratories located 
in New York City. 

After his discharge in late 
1945, Mr. Middlebrook was ap- 


pointed distributor representative 


| of the General Electric Company 


L. Jacobs | 


headquartered at the Cleveland 
Electronics Department district 
office. Mr. Middlebrook will 
handle home laundry equipment 
in New York City, Long Island, 
Westchester and Northern New 
Jersey. 

William Galon, who represents 
Landers, Frary & Clark in Maine, 
Eastern Massachusetts and 
Rhode Island, was formerly as- 
sociated with the same company 
as chief inspector. 


F. N. Cooper was affiliated 
with the H. C. Prutzman Co., 
Altoona, Pa., as sales manager 


and prior to that was connected 
with the John E. Graybill Com- 


pany. York, Pa. He has been 
assigned to Pittsburgh, Altoona, 


Youngstown, Ohio and Wheeling, 
West Virginia handling Univer- 


| sal home laundry equipment. 








et 
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<< 
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THE HARDWARE TRADE ASSOCIATION OF NEW YORK held its annual party Thursday evening, March 31, in the 


Roof Garden of the Downtown Athletic Club, in lower Manhattan. 


Entertainment followed the cocktail hour and a fine 


dinner. Ralph S. Allen, of the Diamond Expansion Bolt Co., the chairman of the entertainment committee, was assisted 
by J. C. Hansen, Hansen & Yorke Co.; Fred Scholl, Long Island Hardware Co.; Thomas J. Crofton, H. B. Sherman Mfg 
Atkins & Co., and Willard Kemp, Yale & Towne Mfg. Co. 
The present officers of the club are: Roy C. Schmidt, president; Mr. Hansen, first v.p.; J. F. Ryan, third v.p.; Mr. Norvell, 
secretary-treasurer; Sydney Atkinson, chairman of the board, and H. L. Usher, chairman of the executive committee. 


Co.; Edward S. Norvell, E. C. 
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a MILLION 
THINGS! 


Ley “T 


Saal 


STOPS LEAKS 
IN TANKS - PIPES 


0A n “\ 
WES 


vi {; MENDS CHINA 
q AND GLASS 
/, . 


FASTER SALES! 
EXTRA PROFIT! 


xES 
POTS . PANS 
































Feature Tip-Top, the Liquid Solder and House- 


hold Cement that always makes customers come back 
to your store for more. Colorful, eye-stopper tubes. 
Attractive self-selling Counter Cards that list many 
uses for Tip-Top Liquid Solder and Cement. Na- 
tionally advertised. Every tube unconditionally guar- 
‘ranteed. Ask your jobber or write us for complete in- 
formation today. 





























Tip-Top, Originators of Liquid Solder 


Tip Top PRODUCTS COMPANY 


OMAHA 2, NEBRASKA 

























MR. DEALER: Seaine oscar 


SELL SENSATION...America’s Most C 

























HELLER STORE FIXTURES ARE THE BEST 
COMPARE HELLER FEATURES BEFORE YOU BUY 


New Modern Styles—Better Built—Assembled & 
Finished — Larger Selections — Conventional 


Styles—New MULTI-LEVEL Styles. 





Free Store Planning Service 





Write today for huge catalog No. 49. Send us a 
sketch of your store for free store plan. 


W. C. HELLER & CO. 


1049 BRYANT ST. MONTPELIER, OHIO 


Designers and manufacturers of Hardware store fixtures 
| exclusively since 1891 


PROFITS 


omplete Line of Gasoline and Electric Models 














on 


SENSATION FEATURES \ 
THAT HELP YOU SELL! 


ONE-PIECE BLADE 


No multiple blades .. . no cut- 
ting bars to get out of line... 
Sensation’s safety blade can be 
sharpened with a good file by 
the user. 


EXCLUSIVE ADJUSTA-HI-CUT 


This feature is found on all 
¢ Sensation gasoline mowers. 
Users like it because the height 
of cut may be varied from 4” 


to 44” in a minute’s time. 





SEND 






delivers 24 to3 h.p. Sim- 
ply designed with fewer Message 
moving parts for long 
and trouble-free service. 
Balanced crankshaft re- 


duces vibration 
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Tough grass or tall weeds won't faze 
Model B-29-G. It cuts a wide 20-in 
swath, chops clipy ings into a_ fine ” 
mulch which fertilizes the lawn. B-20-G 
is a good seller to institutions and 


A \ 
4 

,\ + 
\ \ 
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Summer Profit 


SENSATION MOWER, INC. 








Retails at $189.50 


emeteries, tox 


f — 


MODEL B-17-E 


Designed to open the bi 
for power mow 
1e city dwell 
Quality 
iwn mowing, 
ialf. Runs fe 


4 
SENSATION S MONO-CYCLE ENGINE COUPON <BRRBRBRBRRRRRRRER RRR ESR ERER REESE ESE EEE SEES EEE EEE = & 
TODAY! W. H. PHELPS, President 
3 leighs ly 18 Ibs.. ve Sensation Mower, Inc., Ralston, Nebraska. Box HA 449 
Weighs only 18 Ibs., yet For Sensation’s Please send me your illustrated folder telling how | can increase 
Spring and Spring and Summer profits with Sensation Mowers. 


See e BBB aaa es 


NAME 
FIRM 
ADDRESS 
4 CITY STATE 
fame eeeeeeeseeseeeeSeSeeseeeeeeaeesssesunennanaaes! 


BOX HA 449 
RALSTON, NEBRASKA 
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GET ON THE VOLUME 
BANDWAGON WITH 
THIS REAL “BEST SELLER” 


No. 802 





Your Hardware Wholesaler Has A Complete Line 
of Taylor-Made Quality Products—Padlocks, Night 
Latches, Inside Lock Sets, Key Blanks, Replace- 


ments. 


TAYLOR LOCK CO. 


PHILADELPHIA 32, PENNSYLVANIA 


Canadian Representatives 
DORKEN BROS. & CO., Montreal 








FOR SAFETY'S SAKE, ALWAYS SAY 


296 



















S. R. FRITZ ELECTED 
PRESIDENT DES MOINES 
PAINT SALESMEN 


March 25, a group of paint 
salesmen met in the Kirkwood 
Hotel and formally organized the 
Des Moines Paint Salesmen’s 
Club. 

Stanley R. Fritz of the Elliott 
Paint & Varnish Co. was elected 
president, F. J. Rogers of the 
Acme White Lead and Color 
Works, vice-president, and B. L. 
Littel of the Pittsburgh Plate 
Glass Co., secretary and _ trea- 
surer. 

The new club is making plans 
to cooperate actively in the 
Spring Clean-Up and Paint-Up 
Campaign. 

CROSLEY MAKES 

ADDITIONS TO SALES 

ORGANIZATION 


New appointments to Crosley 
sales and organization have been 
announced by W. A. Blees, vice- 
president and_ general sales 
manager, Crosley Division, Avco 
Mfg. Co., Cincinnati. 





LLOYD DOPKINS 


Lloyd Dopkins has become 
manager of direct accounts with 
headquarters in Crosley’s Radio 


City New York. His 


activities are to be nationwide in 


offices in 


scope. Prior to joining Crosley, 
Mr. Dopkins was vice-president 
in charge of sales of Majestic 
Radio & Corp. He 
has been active in the radio in- 
dustry since 1923 and was with 


Television 


Crosley as a regional sales man- 
ager from 1939 to 1942. 

H. R. Linebaugh has 
transferred from Chicago, where 
manager 
region, to Cin- 
Mason as 


been 


he has been regional 
of the 


cinnati, to 


midwest 
succeed 
central regional manager. 


H. F. Koether has 


Crosley to become regional man- 


joined 


ager of the midwest region, 


with offices in Chicago. 
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H. R. LINEBAUGH 


RUSSELL & BRAGG 
BRAGG & SAND 


Russell E. Bragg, manufactur 
ers’ representatives, 910 Drexe 
Bldg., Philadelphia 6, Pa., ha 
changed, its name to Bragg § 
Sand. John J. Sand has been witl 
Russell E. Bragg for the pas 
three years, and prior to that tim 
was a buyer in the housewares de 
partment of Strawbridge & Clo 
thier. Mr. Bragg has been a man 
ufacturers’ representative for sij 
years, and prior to that time wa 
division sales manager of Ameri 
can Home Products, Boyle-Mid 
way Division, having been with 
them for 19 years. 





NOW 


W. F. MARSHALL MGgR. 
ALUMINUM COOKING 
PITTSBURGH OFFICE 
W. F. 
J. L. Ogden as manager of th 
Pittsburgh of Th 
Aluminum Cocking Utensil Co 
1808 Law & Finance Bldg. Mr 
Ogden has transferred 1 
Chicago as manager of the uten 


Marshall has succeede 


sales office 


been 


sil company’s office in that city 
Mr. Marshall formerly was 
division supervisor in the Saf 


Francisco district. 





W. F. 


MARSHALL 
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C. E. LUTZ DIRECTS 
WATER SYSTEM, 
SOFTENER SALES FOR 
DAYTON PUMP 


C, Earl Lutz has recently been 


appointed sales manager of the | 


water system and softener divi- 


sion of the Dayton Pump & Mfg. | 
Co., Dayton, Ohio, according to | 


an announcement by Frank M. 
Tait, president and_ general 
manager. 

Mr. Lutz joined the Dayton 
Pump & Mfg. Co. from Red 
Jacket Mfg. Co., Davenport, 
Iowa, where he was assistant 
sales manager. He was connect- 


ed with Red Jacket for nine 
years. His previous experience 
was with the Warlo Corp., a 


subsidiary of the Permutit Co., 
as manager of sales and before 
that with the Kellogg Sales Co., 
Battle Creek, Mich., where he 
was a specialty salesman cover- 
ing wholesaler and dealer ac- 





C. EARL LUTZ 


wunts. His initial experience in 
the pump and water softener 
field was with the Ward-Love 
Pump Corp., Rockford, IIl., in 
1931-32. 

BILLINGS & SPENCER 
NAMES ASS’T MANAGER 

MERCHANDISE TOOLS 


The Billings & Spencer Co. 
has appointed John F. Whalen 
assistant sales manager of the 
merchandise tools division. 

Mr. Whalen has been with the 


company for over 25 years and 


has a thorough knowledge of 
Billings products and of the 


Billings sales organization. For 
the past several years Mr. Wha- 
len has represented Billings in 
New York State and in 
Connecticut. In his new 
pacity he will be able 
tinue his close contact with the 
trade and at the same time aid 


upper 


| Theodore E. 


JOHN F. WHALEN 








OFFICERS RE-ELECTED 
BY FLORENCE STOVE; 
LUCAS HEADS BOARD 
C. Fred Lucas, vice-president 
in charge of sales, was elected 


to the board of directors of 
Florence Stove Co., Gardner, 
Mass., at the annual meetings 
of stockholders and_ directors 
held in Boston. All present offi- 
cers of the company were re- 
elected. Robert L. Fowler is 
chairman of the board of di- 


rectors and Robert H. Taylor is 
president. 

Other officers re-elected are: 
Keller, vice-presi- 
dent in charge of the Gardner 


| plant; George B. Colburn, vice- 


| the South Wind heating equip- | 


ca- | 
to con- | 


Billings sales representatives in | 


its work better 


customers, 


to serve 
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their | 


president in charge of the Lewis- 
burg factory; William T. Mac- 
Kay, vice-president in charge of 
Kankakee operations. Albert E. 
Luke was re-elected treasurer 
and secretary and Bevis O. Ash- 
worth is assistant treasurer. 

W. E. JUDD, GENERAL 
SALES MGR. SOUTH WIND 
HEATING EQUIPMEN7 DIV. 

W. E. Judd been ap- 


pointed general sales manager of 


has 


ment division of Stewart-Warner 
Corp., Indianapolis, Ind., it was 
announced recently. 

Mr. Judd succeeds S. E. Hey- 
he has 
months. 


whose assistant 
been for several 
Heymann has _ become 
Wind branch manager 
Angeles, handling of 
home heating equipment and air- 
equipment — in 


inann, 


at 
sales 
craft heating 
California. 
Mr. Judd 
Wind division 


joined the South 
of Stewart-War- 








Mr. | 
South | 


Los | 


ner in 1942. Throughout the war | 
he participated in aircraft heater | 
sales and service work with air- | 


craft manufacturers and _ with 


the military services. 


1949 





Smith & Egge 


CHAIN 


Feature the balanced assortment 














of popular types in the handy 
space-saving display rack, where 
your customers can see and choose. 
Profitable in their own right, the 
quality of Smith & Egge chains 
makes satisfied customers, means 
extra business from the other 
merchandise in your store. 

If they are not in your stock, 
check and mail the coupon for 


complete information. 





MANY TYPES TO CHOOSE FROM 


Among the more popular Smith & Egge chains 
for the Hardware Trade are the following: 
SASH CHAIN BRASS SHIP'S UNIVERSAL CHAIN 
REGISTER CHAIN TELEGRAPH CHAIN nounes ana 
SAFETY CHAIN princi TRANSOM CHAINS 
NAVY LINK SAFETY SINGLE JACK CHAIN 


HANGING BASKET 
CHAIN CABLE CHAIN CHAIN 















In addition, we also make a wide variety of such accessories 
as sash chain fixtures, cable chain fixtures; split links, 8 or S 
hooks. All types and sizes are illustrated and described in 
our catalog. Mail the coupon for your copy, today. 


THE TURNER & SEYMOUR MFG. CO. 
SMITH & EGGE DIVISION 


1848 - Standing Que Second Caniiuy -/9¢9 












rs 


TORRINGTON 


























THE TURNER & SEYMOUR MFG. CO. 
SMITH & EGGE DIVISION, Torrington, Conn. 





Please send me information on the dealer display rack 







with chain assortment......... 
Please send your chain catalog......... 
SER. cna sans no be erie eA he rsh eauN ade seats 





ESE See Rene 














JOHN REILLY, JR. 


REILLY SALESMAN 
IN NEW ENGLAND FOR 
EAGLE RULE MFG. 


The Eagle Rule Mfg. Corp., 
New York City 59, has an- 
nounced the appointment of 


John A. Reilly, Jr., 7 Glendale 
Road, Milton 86, Mass., as sales 
representative for the New En- 
gland territory. Associated with 
Mr. Reilly will be A. Dana 
Chase of Hingham, Mass. 

Mr. Reilly has 
various hardware manufacturers 
in the New England 
more than 27 years and is well 
known to the hardware trade. 
He will promote the “Royal 
Eagle” and “All American” fold- 
with Eagle’s 


represented 


area for 


ing rules riveted 


strike-plate joint. 


HDWE. MFR’S CREDIT MEN 
MEET IN ATLANTIC CITY 
MAY 15-19TH 

C. R. Kierstead, J. Wiss & Sons 
C., Newark 7, N. J., credit man- 
ager, has announced the credit 
men of the Hardware Manufac- 
turers’ Industry will meet for con- 
ference at the convention of the 
National Association of Credit 
Men in Atlantic City, N. J., May 
15-19. With Mr. Kierstead as 
chairman, the hardware manufac- 
turers having the following com- 
mittee in charge: T, Robert Loh- 
man, Reading Hardware 
Reading, Pa.; E. J. Richardson, 
Carborundum Co., Niagara Falls, 
N. Y.; E. W. Setty, H. D. Hudson 
Mfg. Co., Chicago, [ll.; and S. C. 
Munroe, Henry Disston & Sons, 
Inc., Philadelphia. Hugh Dunne, 
Black & Decker Mfg. Co., Towson, 


Md., is vice-chairman. 


Co., 


The program will consist of the 
following speakers and subjects: 
“Credit Trends,” Willard Becker, 
credit manager, Norton Door 
Closer Co., Chicago; “Financial 
Statements & Ratio Analysis,” E. 
O. Kallman, credit 
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manager, 


Wheeling Corrugating Co., Long 
Island City, New York City; 
“Mercantile Credit Service,” 
Archie M. Raub, manager, Spe- 
cial Service Division, Dun & 
Bradstreet, New York City, and | 
“The Credit Executive’s Need for | 
Business Law,” Carl B. Everberg, | 
Woburn, Mass. A joint luncheon 

of the Hardware Wholesalers and 

Hardware Manufacturers will be 


held on May 17th. 


WORTHINGTON PUMP 
HOLDS PRODUCT 
REFRESHER SESSION 


Worthington Pump & Machin- 
ery Corp., Harrison, N. J., has re- | 
cently acted as host to approxi- | 
mately 30 
distributor organizations from the | 
New York metropolitan area, 
New England, New York State, | 
Eastern Pennsylvania and as far | 


representatives of | 


south as the Carolinas, for a three- | 

day product refresher session. 
The program consisted of a spe- 

refresher stress- 


cialized course 


ing product application, 
bringing in the technical phases 
of certain Worthington products 
handled by distributors, includ- 


ing centrifugal pumps, chemical 


pumps, air cooled air compres- 
sors, water cooled air compres- 
sors, and reciprocating pumps. 


and 


The course was designed to | 


bring the industrial distributor 


equipment specialists up to date | 


on new designs and improve- 


ments, as well as proper selection | 


and application. 


\ highlight of the session was | 


an inspection of the new foundry 
facilities at Harrison Works 
the distributor saw 


where men 


the improvement in foundry han- | 
dling facilities brought about by | 


gradual changeovers to a mechan- 
ized operation. 


APPOINT ASS’T ARVIN 
FIELD SALES MANAGER 


Walden Johansen has recently 
been appointed an assistant field 


sales manager for the Arvin di- 











New Officers, Elected At Southern California Convention: 


The recent 27th annual 


convention of the Southern Cali- 


fornia Retail Hardware Association was held at Long Beach, 
the exposition in the Municipal Auditorium and the meetings 


at the Wilton Hotel. Officers elected include: J. 


A. Potter, 


Jr., Potter's Los Angeles, president; Samuel J. Woody, Van 
Nuys Hardware Co., Van Nuys, first vice-president; and Ar- 
thur B. Green, Horace W. Green & Sons, Huntington Park, 


The 


second vice-president. 


directors 


include: James 


Dewire, Avenue Hardware, Ventura; Glenn A. Cornwell, Corn- 
well & Kelty, Glendale; Ernest T. Swanson, Swanson & Gress, 


Alhambra; Walter Callahan, 


Callahan Hardware 


Los 


Co., 


Angeles; John L. Skoog, Steller & Skoog, Culver City; Irvin 
C. Porter, Porter's Hardware Stores, Long Beach; John H. 
Knox, Knox Hardware Co., San Bernardino; Courtland W. 
Shancks, Shancks Supply Co., Oceanside; George S. Hill, 
Samuel Hill Hardware Co., Prescott, Ariz. Advisory board 
is composed of: Graham D. George, Ott’s, Santa Barbara; 
Vernon E. Cherry, The Cherry Co., Los Angeles, and Leo 
V. Butler, Red Feather Hardware Co., Los Angeles. 

In resolutions the convention favored: Tax equality, Fair 
Trade, exception of retailers from the amended wage and 
hour law; and urged its members to examine the practices 
in vogue in their businesses in the light of current conditions 
and to make adjustments necessary to maintain an effective 


merchandising establishment. 


Left is Graham D. George, retiring president, Ott's, Santa 
Barbara, passing gavel to J. A. Potter, Jr., Potter's, Los 


Angeles. 











| 





WALDEN JOHANSEN 


vision of Noblitt-Sparks Indus- 
tries, Inc., Chicago. 

Mr. Johansen will work with 
Leslie M. Graham, field sales 


in developing special 
Arvin distribution as 
well making contacts with 
distributors and dealers on pro- 
motion, sales training and mer- 


manager, 
outlets 
as 


chandising problems. 
He was formerly associated 
with the Chatfield Paper Co., 


Cincinnati, Ohio. 


BOOKLET ON SELLING 
INSECT WIRE SCREENING 

Copies of a reprint of “Selling 
Insect Wire Screening At Retail” 
by Ralph W. Bacon, secretary, In- 
sect Wire Screening Bureau, are 
available from John A. Roebling’s 
Sons Co., Trenton 2, N. J. It has 
data on: galvanized wire, black 
painted steel, commercial bronze, 
copper aluminum and other kinds 
of insect wire screening. Other 
include: the Signifi- 
cance of Mesh Sizes and Wire 
Diameters; Incompatible Met- 
alds; Display of Product in Re- 
tail Stores; Out of Season Sell- 
ing; Laboratory Tests of Insect 


headings 


Wire Screening and Tabulated 
Results of Physical Tests. The 
text of Commercial Standard 


CS138-47 For Insect Wire Screen- 
ing is also included. 


NORWICH AGAIN MAKES 
OFFICIAL TOURNAMENT 
CASTING LINES 
Official 
lines again are being manufac- 


tournament casting 


tured by the Norwich Line Co.. 
Inc., Norwich, N. Y., for the 
National Association of Angling 


and Casting Clubs. 

Norwich, which made the off- 
cial lines, prior to World Wat 
II, did not make them when spe- 


cific materials were not avail- 
able. 
The tournament lines are bi 


| ing made in both silk and nylon. 
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FOR ADDED 
SUMMER, 
VOLUME. 


KILLS MOSQUITOES 
OUTDOORS 


@ At last! Blessed relief from mosquito torment. 
A boon to gardeners, picnickers, campers, and 
all engaged in outdoor activities. 


Easy to use. Fumes bring prompt relief. One 6 
WA) Oz. can treats an average city lot. Three 
) cans treat an acre. Not just a re- 

pellent. It kills mosquitoes and 

their larvae. Handy vacation kit 

of 6 cans brings volume sales. 

See your distributor or write :— 







TOBACCO BY-PRODUCTS & 
CHEMICAL CORPORATION 


rT 
HANDY VACATION KIT a gece een 


4901 -u? 





THE PACKAGE 
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Keep Your Gunners Happy 
With Hoppe’s No. 9 


Almost every gunner knows and uses Hoppe’s No. 9 
and those who don’t are bound to discover it — either | 
through our advertising or the recommendations of 
friends. That’s why | 
Hoppe's No. 9 Solvent, 
Hoppe's Gun Cleaning Patches, | 
Hoppe's Lubricating Oil, 
Hoppe’s Gun Grease—and | 
Hoppe's Gun Cleaning Packs 


have been “the best sellers” for almost fifty years. Your 
Jobber can supply you. 


FRANK A. HOPPE, INC. 


2314A North 8th Street Philadelphia 33, Pa. 
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—* Carbine Style, 
| HOPPE’S 7-shot, clip-type, 
LUBRICATIN¢ B with 
sre | HINGED 
FORE-END 


‘You'll like to sell these 


AUTOMATICS / 
















So your customer wants an 
automatic? Here are two 
that are a pleasure (and 
profitable) to offer because 
they sell themselves 
so readily. And fine 
performance keeps 


them sold. 
Tubular feed. 
Model “151M 


$ 307 


$31.70 west of Rockies 


4-power scope 


$935 


Model | 4M4 


Scope shown on each rifle 
is Mossberg 4-power 
Model 4M4. The mount 
slides into dovetail 
grooves in rifle’s receiver. 


l 
1 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
15-shot, | 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 




















Model +152 
26° UP = 
ae ga Uy Z Hinged fore-end forms 5” grip. 


Pulls down easily when wanted. 
Snaps back quickly when conven- 
tional position is desired. 


ORDER FROM YOUR 
iisiitiiatie DISTRIBUTOR TODAY 
$935 


Model » 4M4 


| 

| 

If your distributor cannot supply | 
you promptly please communi- 

cate with us. We will endeavor | 
to expedite the shipment to him. 

Send for FREE complete Moss- | 

| 

| 

| 

| 

| 


berg catalog to check your stock. 





Ask Your Jobber For These Quick-Selling 


MITRE BOX 


TRADE 


An 


4U- 


300 


Pat. Pending U.S.A 


AS) ae eo @ 2° 


| Ho} aie w Ko) o eX =e bole MN sa do) (-t-1-31 0) ood Om OL-T-) 


Show Sliding Vise Construction 





Vise adjusts to take up to 8” board or 
moulding. Can be used without vise 
on wider boards. Mitres all angles in 
both directions up to 45°, scales cali- 
brated in degrees. 


















Made of heavy 
steel—compact 
in design. Size: 
6" x 12%2". Wt. 
1 Ib. 13 oz. Indi- 
vidually boxed 
24 to a carton. 


An exceedingly 
inexpensive Mitre 
Box does the work 
of an expensive 
tool. 


MODEL M 119 


Can Use 
Any Type Saw 


MARK 


WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


If your jobber can't supply you, write 


TWIX MANUFACTURING CO., Inc. 


} 21st STREET, LONG ISLAND CITY 1,N. Y 








W. H. Sahlotf, President of Nesco 


As we go to press we learn 
that Willard H. Sahloff, who 
has resigned his position as gen- 
eral merchandise manager of 
Montgomery Ward & Co., was 
elected president of the National 
Enameling & Stamping Co., 
Milwaukee, Wis. He was also 
elected a director and a mem- 
ber of the executive committee. 
Alfred J. Kieckhefer, former 
president, was elected chairman 
of the board. 

The following directors: Em- 
mett G. Gardner, vice-president 
in charge of manufacturing; 
James F. Howard, vice-president 
and treasurer; Erle V. Daveler, 
executive committee member; 
Lewis G. Bissell and Clarkson 


Potter were succeeded as dire« 
tors by: Arthur Keating, presi 
dent of Ekco Products Co. 
Stevens A. Bennett, chairman of 
board of Bennett Industries, 
Chicago; Lewis J. Cross, part- 
ner, Paul H. Davis & Co., Chi 
cago investment securities firm; 
John Slezak, president; Turner 


Brass Co., and John W. Cava- 


naugh, partner, McDermott, 
Will & Emory, Chicago at- 
torneys. 


Others re-elected to the board 
are: John N. Marshall, engi- 
neer, Bethlehem Steel, and Hay- 
ward Niedringhaus, president 
and general manager, Granite 
City Steel Co. William J. Kee- 
gan was named controller, « 





new position. 








Refresher School Sponsored By Hdwe. 
Wholesalers to Aid Selling 


A. H. Gerberding, manager, 
Hardware Wholesalers, Inc., 
P. O. Box, 868, Fort Wayne, 
Ind., has announced that a most 
successful sales school was held 
in the company’s new  ware- 
house, recently for the purpose 
of enlightening and refreshing 
hardware and _ lumber = sales 
clerks on the general principles 
of retail selling. A total of 124 
clerks from various hardware 


| stores and lumber yards in In- 


diana, Ohio and Michigan, 
registered for the two day ses- 
sion. The program consisted of 
demonstrations, movies, lectures, 
discussions and a banquet. The 
latter was held at the Fort 
Wayne Chamber of Commerce. 

Harry Milburn, National Re- 
tail Hardware Association; Mar- 
tin W. Danko, also of NRHA; 
Vernon C. Sheldon, Fort Wayne 
Realtor; Wm. L. Levy, branch 





manager for Fuller Brush Co.; 


Clem J. Steigmeyer, director of 
a Fort Wayne Advertising 
Agency; Arnold H. Gerberding, 
manager of HWI; Earl Ward, 
executive secretary of Fort 
Wayne Chamber of Commerce 


and Carl Fisher were guest 
speakers. 
A discussion was held on 


employer-employee relations in- 
volving retail sales clerks and 
store owners. Mr. Fisher ex- 
plained his stock contro] system. 
His experience with Sears be- 
fore establishing his own busi- 
ness was mutually discussed. He 
also stressed the importance of 
promotional ideas as_ traffic 
builders. Earl S. Wade, en- 
couraged retail sales personnel 
to display merchandise properly 
to enable customers to buy with 


ease. Davis M. Bowes, sales 
manager, HWI, was program 
chairman. 





Davis M. Bowes, sales manager of Hardware Wholesalers, 
Inc., who was program chairman at the refresher sales schoo! 
sponsored by the company for lumber and hardware clerks. 
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Elect W. R. Morse V.P. Hdwe. Div. 
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Co., Chi Raymond C. Ball, first vice- 


mB 
sage H. E. Pape, Stanley Steel Div. Pres. o 
» presi = 
cts Co.; Richard E. Pritchard, presi-| Bristoll; pressed metal, R. B. = 
airman of dent of The Stanley Works, New | Britton; assistant treasurer; W. > 
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juoyrzy sje6 yous 


‘ies firm; president of the Phoenix State 
;_ Turner Bank & Trust Co., Hartford, has 
W. Cava- been elected a director of the 
cDermott, company. He succeeds Joseph E. 
— = Stone, formerly vice-president in 
charge of sales. 

he board Mr. King will be awarded the 
il, engi- gold emblem of 50 years’ service 
and Hay- ; i i 

‘ with Stanley next year. He joined 
president the company as a trucker in the 
ome shipping room, advancing stead- 
roller, 0 ily to head of the invoice depart- 


ment. He was elected assistant 
secretary in 1919 which office 
he held till 1941 when he was 
advanced to vice-president, be- 
coming a board member in 
1945. He directed the hard- 
1g ware division for the past five 
W. RONALD MORSE years. Mr. Pease will continue to 





of priorities and also acted as di- 
rector of purchases. 

Other directors elected are: 
George P. Hart, E. A. Moore, C. 
F. Bennett, A. W. Stanley, P. B. 
Stanley, F. G. Vibberts, R. E. 
Pritchard, L. W. Young, M. H. 
Pease, M. A. Coe, J. C. Cairns, 
P. F. King, Maurice Stanley, L. 
C. Humason, J. W. Cooper, and 
T. W. Russell and R. C, Ball. Off- 
cers include: R. E. Pritchard, 
president; J. C. Cairns, executive 
vice-president; L. W. Young trea- 
surer; J. S. Black, Jr., secretary; 
R. W. Chamberlain, vice-presi- 
dent in charge of sales. Vice- 
presidents in charge of divisions: 


lePOoW 


YJINVH HLYV3 
¥3dVOT LINING 


nee “ : serve in an advisory capacity and 
vertising dent in charge of the hardware will have charge of new construc- 
tberding, division, and Maurice H. Pease,| 4:3, work in which the steel di- 
1 Ward, vice-president of the steel divi-|\: 50, will engage. He is a son 
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General Electric Sponsors National 
Planned Lighting Competition 


{ nationwide lighting competi- | 


tion, sponsored by General Elec- 
tric Co. in connection with the 
electrical industry’s comprehen- 
sive Planned Lighting Program, 


was announced recently by G. E. | 


Lamp Department, Nela Park, 


Cleveland. The competition fea- | 


tures 192 cash awards having a 
total value of $21,000. 

The awards, termed “Certifi- 
cates of Appreciation,” are in 
amounts of $100 and $150. Eligi- 


ble to receive the $100 awards | 


are individuals who will have 
played key roles in the planning, 
selling, and supply concerning 
the 36 outstanding Planned Light- 
ing installations of 1949. The 
$150 certificates are being offered 
as additional awards to persons 
submitting reports winning 
installations. 

Twenty-four of the winning in- 
stallations will be in the 
mercial and industrial lighting 
classifications. The remaining 12 
will be in the residential lighting 
category. 

The 1949 Planned Lighting 
cash awards, the G. E. announce- 
ment stated, are intended to serve 
as “an expression of appreciation 
to those who strive to bring maxi- 
mum lighting benefits to users of 
G-E lamps.” 

Awards will be based on reports 


of 


com- 


mitted by General 
| Lamp Department not later than 
| December 31, 1949, The installa- 
| tions may be either initial lighting 
| of new buildings or the relighting 
| of existing buildings. 


| a ‘ 
| In the commercial and indus- 


will be divided as follows: eight 
| for installations in communities 
| of 5.000 population or less; eight 
the 5,000 to 
class; and, 


in communities in 


100,000 population 


cities of 100,000 and over. 
Awards will be given for any 
| type of commercial or industrial | 
| lighting installation. 
not more than four awards in any 
of the three population groups 
will be given for any type of in- | 
stallation. Among persons eligi- 
ble to receive awards in the com- 
mercial and industrial classifica- | 
tions are lighting representatives 
of companies, 
wholesalers’ salesmen, architects, 


electric service 


lighting designers, and electrical | 
contractors, 

In the residential classification, 
awards will be divided 
groups of four awards 


the twelve 
into three 
for homes in communities accord- 
ing to the same _ population 
brackets established for the com- 
mercial and industrial competi- 





of 


lighting installations sub- 


CLIF HENDRYX RETIRES 
AS E. C. ATKINS MGR. 
SOUTHEASTERN BRANCH | 
E. C. Atkins & Co., Indianap- | 

Ind., has announced the | 
retirement of C. J. (Clif) ees 
dryx, former manager of their | 


olis, 
| 
| 


| 


| 





Cc. J. HENDRYX 


branch and sales supervisor of 
the Southeastern states. 
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tion. 


Mr. Hendryx started with Atkins | 
at Indianapolis, in 1899, remain- | 
i until 1908 when he trans- | 
to the Simmons Hard- 
ware Co., St. Louis, Mo. In 1915 
he was called back to Indianap- 
for a refresher course in 
and management by the | 
Atkins company then sent to At- | 
lanta. During Mr. Hendryx’s 
regime the company’s business 
expanded _ tre- | 


Pt 
ng 


olis 


saws 


developed and 
mendously. 

He is a 32nd Degree member 
of the Scottish Rite, and of the 
Old Guard of Southern Hard- 
ware Jobbers’ salesmen. | 

He will appreciate hearing 
from all his friends at 2286 Dell- 
wood Drive, Atlanta, Georgia, or 
phone Cherokee 3788. 





EDWARD C. DOLL HEADS 
LOVELL MFG. COMPANY 


The election of Edward C. | 
Doll as president of the Lovell | 
Mfg. Co., Erie, Pa., was an- | 


nounced recently. 


Mr. Doll joined Lovell in 1925. | 
In 1929 he was appointed sales 


promotion manager; in 1933, 


| vice-president, and in 1944, ex- 


Electric’s | 


| 


ecutive vice-president. 

The new president succeeds A. 
M. Doll. who is chairman of the 
board and treasurer. Other off- 
cers elected were Vinton C. | 
Black, vee-president; E. W. Lon- | 
dregan, secretary, and Wilfred | 


trial classifications, the 24 awards 


eight awards for installations in | 


However, | 


E. Blood, assistant treasurer. 





EDWARD C. DOLL 


PICKETT DIRECTS 
SOUTHEASTERN SALES 
BRANCH FOR ATKINS 
E. C. Atkins & Co., Indan- 


apolis, Ind., has announced the 


appointment of Jay W. Pickett | 


as district sales manager of the 
southeastern district, with head- 
quarters at Atlanta, Ga. 
erly with the Southern Railroad 
in Atlanta, Mr. Pickett was em- 
ployed by Atkins in 1919, as a 


clerk, shortly after being pro- 
moted to assistant manager of 
its Atlanta branch. In 1940 he | 


connected with the sales force. 





JAY W. PICKETT 


CLAIR FIELD SALESMAN 
FOR REMINGTON ARMS 


R. H. Coleman, director 
has announced the appointment 


of Curt C. Clair as a field rep- 


HARDWARE AGE, APRIL 21, 


Form.- | 


of | 


sales, Remington Arms Co., Inc., 





Cc. C. CLAIR 


| resentative for the company, with 
| headquarters in Indianapolis. 


Mr. Clair has been a Reming- 
ton employee for 15 years, most 
of which time has been spent 
in the gun works at Ilion, N. Y. 
For the past year he has been 
in charge of sales inquiry cor- 
respondence at the Remington's 


general offices, Bridgeport, Conn. 


} 
| 
| 
| 


| 





MALCOLM RODGER 


RODGER MANAGES 
CROSLEY HOME 
LAUNDRY SECTION 


The appointment of Malcolm 
| R. Rodger as manager of the 
| Crosley laundry — section 
has been announced by Crosley 
Avco Manufacturing 
Corp., Cincinnati. Mr. Rodger, 
| in addition, will supervise Cros- 


home 


Division, 


ley’s home economics program 


and will be 


coordination of Crosley activities 


responsible for the 


in all industry association mect- 


| ings. 

Before joining Crosley, he 
was with Bendix Home Appli- 
ances in South Bend, Ind., as 
national utility sales manager 
and middle west sales manager. 


| 
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Ww. G. ANDREWS 


Walter Gresham Andrews, 
Buffalo, 59, at one time mana- 
ger of the central sales division 
for Pratt & Lambert, Inc., Buf- 
falo, and a director since 1920, 
died recently in Daytona Beach, 
Fla. 

Mr. Andrews was a former 
Congressional Representative 
chairman of the House military 
affairs committee and of the 
armed services committee. He 
was employed in 1915 by Pratt 
& Lambert of which his father 
the late W. H. Andrews was 
president and later chairman of 
the board, before embarking on 
his political career. At the end 
of World War 1, the son be- 





came superintendent of the 
paint company’s plant at Fort 
Erie, Ont., and later was ad- 
vanced to manager of the cen- 
tral sales division. 
RONALD W. EWART 
Ronald W. Ewart, district 


sales manager of Cyclone Fence 
Division’s Southeastern sales dis- 
trict, Savannah, Georgia, died 
suddenly in that city. 

Mr. Ewart first became asso- 
ciated with American Steel & 
Wire’s Cyclone Fence Division as 
a fence erector and warehouse 
clerk in 1928 at Buffalo, New 
York. He served later as sales 
correspondent at Cleveland, 
Ohio, then as a sales representa- 
tive in the Buffalo, New York 
territory, still later was returned 
to Cleveland as senior sales 
correspondent, then to Atlanta, 
Georgia as sales representative. 

In 1947, Mr. Ewart was pro- 
moted to Southeastern district 
sales manager, with headquar- 





ters at  Cyclone’s Savannah, 
Georgia, factory. 
E. T. NAGELL 


E. T. Nagell, 73, founder and 
president of Nagell Stores, Inc., 
Minneapolis, Minn., who had 
retired from active direction of 
the four steres two years ago, 
died recently in Swedish hos- 
pital after a month’s illness. He 
began operation of his first store 
at 305 E. Hennepin Ave. He 
then expanded operations of his 
firm and added three branch 
locations. He was a member of 
the Scottish Rite, Zuhrah 
Temple of the Shrine, and Sons 
of Norway. He is survived by 
his widow Mina, a daughter, 
and four sons, Finn,’ general 





manager of the Nagell stores; 
Gordon, city representative of 
Kelly-How-Thompson Co., Du- 
luth wholesale hardware dealer, 
Einar, vice-president and trea- 
surer of Nagells, and Stanly, 
vice-president and secretary of 
the firm. 


M. RAY WATTERS 


M. Ray Watters, 
Kretschmer-Tredway 
ware wholesalers, Dubuque, | 
Iowa, died _ recently, having | 
served the hardware trade for 36 | 
years. He first entered the field 
as a salesman and sales man- 
ager for the A. Tredway & Sons 
Hardware Co. In 1929, when 
Kretschmer Mfg. Co., and A. | 
Tredway & Sons Hardware Co. | 
merged, he served as buyer of | 
hardware, and at the time of his | 
death, was secretary. 


secretary, 
Co., hard- | 


| 
| 
| 
| 
} 
| 





ARTHUR D. ALLEN 


Arthur Dwight Allen, 69, 
former director and treasurer of 
the Belknap Hardware & Mfg. 
Co., wholesalers, Louisville, Ky., 
died recently in Louisville. Mr. 


| Allen had retired 25 years ago 


after a long career in industry 
and banking, but retained his 
directorship in Belknap. Widely 
known as a painter of water- 
colors, he had given an exhi- 
bition of his paintings at the 
Frank Rehn Gallery in New 
York. 


CLAYTON H. FLANIGAN 


Clayton H. Flanigan, 74, who 
operated Flanigan’s Hardware 
Store in Minoa, N. Y., for 33 
years, died March 18 at his home 
there. He was a former mayor 
of the village and served as jus- 
tice of the peace of the town of 
Minoa for 24 years. He was a 
past president of the Central 
New York Hardware Association 
and former director of the New 
York State Retail Hardware <As- 
sociation. His widow and a 
daughter survive. 





L. M. SLOCUM, SR. 


LeRoy Morgan Slocum, Sr., 
88, a retired hardware dealer of 
Scottsville, N. Y., died March 22 
in his home. He entered the 
hardware business with his 
father, George E. Slocum, who 
established the store in the vil- 
lage 100 years ago. A son, Le- 
Roy M. Slocum, Jr., now oper- 
ates the store. 
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| work. 
widow, Hortense, three sons and 


| Dale, 


DAVID NOE McGREGOR 


David Noe McGregor, 54, son 
of the late Arch McGregor and 
president of the McGregor Hard- | 
ware Co., wholesalers, Spring- | 
field, Mo., since his father’s de- 
mise in 1940, died recently after a | 
prolonged illness. After serving 
in the army during World War | 
he entered the business which had 
been founded by his grandfather, 
John McGregor. Mr. McGregor 
made an intensive hobby of wood- 
He is survived by his 


a daughter. 


FRANK J. SCHOLLHORN 


Frank J. Schollhorn, 839, 
tired manufacturer and member | 
of the City Board of Finance, in 
New Haven, Conn., on which he 
served 23 years, died in his 
home. He had been secretary, 
treasurer and general manager 
of the William J. Schollhorn 
Co., New Haven, for 40 years 
before his retirement last year. 


re- | 





MYRON J. ZIMMER 


Myron J. Zimmer, 56, Wood 
IlL, vice-president in | 
charge of product development | 
for Ekco Products Co., 949 N. 
Cicero Ave., Chicago 39, died at 


Wesley Memorial Hospital, re- 
cently. 
A resident of Chicago and 


immediate suburbs since 1929, 
when he joined Ekco Products 
Company, he had been active for 








several years in product engi- 


neering with International 


| Business Machines Co., and the 


A & J Kitchen Tool Co., Bing- 
hampton, N. Y. 

When Ekco Products acquired 
the A & J Kitchen Tool Com- 
pany, Mr. Zimmer became tool 
room foreman at Ekco. He later 
took charge of all product de- 
sign and development and was 
known in the housewares field 
as the designer and inventor of 
kitchen utensils includ- 


several 

ing can openers, strainers, egg 
beaters, flashlights and many 
other kitchen helps. Mr. Zim- 


mer was advanced to vice-presi- 


| dent in charge of product de- 
velopment at Ekco in 1943. 


LISLE J. SCHENCK 


Lisle J. Schenck, 69, hardware 
dealer of Baldwinsville, N. Y., 
from 1910 to 1948, died re- 
cently. He was formerly presi- 
dent of the Central New York 
Retail Hardware Association. 
In 1910 he became a partner in 
Wilson & Schenck which was 
changed to Schenck Hardware 
Store two years later when he 
became sole owner. 





CHARLES T. PETTIS 


Charles T. Pettis, 75, died 
suddenly in his home in Detroit 
having been affiliated with the 
Fletcher Hardware Co., and 
Standard Bros. Co., both of De- 
troit, and with the George 
Worthington Co., Cleveland, as 
a hardware wholesale sales rep- 
resentative. 








| Domestic & Farm Pump Mfrs. Promote 


The National Association of 
Domestic & Farm Pump Manu- 
facturers, 35 E. Wacker Dr., 
Chicago 1, Ill., has announced 
that the month of May is to be 
designated as National Water 
Systems Month. Special pen- 
nants and streamers have been 
developed for dealer use during 
this month, in addition to mail- 
ing and handout literature which 
can be obtained through 
manufacturers upon request. 
Movies such as “Running 
Water” may be had through the 
nearest General Electric Co. dis- 
trict sales office. Other aids in- 
clude newspaper ads to tie-in 
with the National Water Systems 
Month publicity; radio scripts 
and articles prepared by the 
promotion department of the 
National Association of Domestic 
& Farm Pump Manufacturers. 

The pennants are black and 





the | 





May As National Water Systems Month 


white, six to a package, stating 
“Profit Grows When Water 
Flows,” “Running Water For 
Better Health,” “Running Water 


for Better Living,” “Running 
Water for ‘Better Farming,” 
“Ask Us For Details.” There 
are two pennants featuring 
“Profit. Grows When Water 
Flows,” theme of National 


Water Systems Month. 

Dealers are advised to set up 
a model water system exhibit in 
their show windows with ma- 
chinery in motion, They are 
urged to visit farms for whom 
they have installed pumps to 
help them judge their running 
water needs and sell them on 


modern bathrooms, kitchens, 
laundry tubs, water softeners 
and more hydrants for stock 


watering. Dealer may also ar- 
range for an exhibit at country 
fair. 
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MORE ROOM TO WASH MOP 


MORE 

















Equipped with Gliders 
and Braces on Bot- 
tom. 











The New White Steel 
Roller with the shaft 
running clear through 
eliminates pins and 


pin trouble... no re- 
pair bills... lasts a 
lifetime. 


Equipped with Easy- 
Rolling Noiseless Cas- 
ters. 


PRESSURE TO WRING IT 





‘ROL OVL’ MOP WRINGERS 


This heavily built Oval Mopping Bucket has proved to be the 
most practical for mopping and cleaning. Equipped with a 
Rol-Ovl type wringer, it is especially designed to stand hard 
wear and abuse. The foot lever, only 8” from the floor, brings 
the rollers together with a powerful squeeze that wrings mops 
thoroughly and with little effort. Wringers made with either 
wood or steel rollers and equipped with gliders or Easy Roll- 


ing noiseless casters. Two sizes — 16 or 26 qt. capacity. 


WHITE MOP WRINGER CO. FULTONVILLE, N.Y. 


MANUFACTURERS OF... 


A Complete Line of Floor Cleaning Equipment 














Excello 18”—(above) has 
ower and sturdiness to 
urn work into play on 

any average size lawn. 

It’s a natural for Sales 

—for Service, and — for 

Satisfaction. 


Lis FOB 
Price $99.50 Fac il 


"49's TOP PROFIT POWER MOWER LINE! 
To SHOW them--is to SELL them. —_ 
Eacelle leads the field in Eye and Buy Appeal 


Excello Power Mowers are of unpre- 
cedented quality — skillfully engi- 
neered and precision built for top 
performance over years of trouble- 
Every superior, con- 
is combined to 
make them the outstanding Power 


free service. 
struction feature 


Mower Value. 
Equipped with fa- 
mous Briggs & 
Stratton or Lauson 
4 cycle, air colled, 
governor 
controlled en- 
gine — to as- 
sure mini- 
mum operat- 
ing cost. 


Write your Jobber or 
us for specifications. 


EXCELLO — Caretakers of the ties Lawns 












Excello 20” — (below) is 
the accepted favorite for 
larger lawns. Powerful 
sturdiness—ease of oper- 
ation—lasting qualities, 
all in one. It’s full of 


service for the user—and 
a liberal profit for you. 


$142.50 rectory 


Excello 24” (left) has i ist 
everything a heavy Price 
duty power mower 
needs — and more — 
for cutting large 
acreages—with ease 
—and without drudg- 
ery. Offers liberal 
profit. 


Fad $1 67.00 inne 





EINEKE & COMPANY 





SINCE 1902 
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PEPPY SELLER IN HOUSEWARES 
GRIFFITH SPICE SET *2.9° 


Colorful on display, this $2.95 
Spice Set is a popular seller. An 
ideal gift. Ten favorite spices, 
purified for flavor purity. Choice 
of red, blue, green, yellow or black 
spice-jar caps. Beautiful red or 
white plastic cabinet. Sell 
It! 


PUR 
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eer SPICE SET No. 10 


Over A Million— 


Yes, over a million Griffith Spice Sets have been 
sold by Department Stores and Home Furnishings 
Stores from coast to coast. Now available 
through your local Home Furnishings Supply 
Jobber. 


* EYE APPEAL 


* AN ENDURING 
KITCHEN UTILITY 


* INDIVIDUALLY PACKED 
* GOOD PROFIT MARGIN 




















THE GRIFFITH LABORATORIES, INC. * 1415 West 37th Street .. . Chicago 9, Illinois 





ee 


Kromex gives you sales spurs 


that put jingle in your cash register! 


Siw 
Kromex= 


Watch our line for 49 


Sleek styling in the modern 





manner... Outstanding quality in 
luxury housewares... Budget- priced 
for quick sales, volume sales at 
greater profit to you! 
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April 21, 1949 





DECLINES 


Some steel products. Some phonograph records. Some elec. refrigerators. 
Oil. Tallow. Some radio sets. Zinc. Lead. Building wire. Steel rails. Some 
galvanized products. Lumber. Asphalt tile and other floor coverings. 





Steel rails reduced — On 
April 6, Inland Steel Co. announced a 
reduction of 30 cents per 100 pounds 
in its base price of standard steel rails. 
The new price is $3.20 per 100 pounds, 
f.o.b. Indiana Harbor, Indiana. The 
old price had been $3.50 a hundred 
pounds. Also, Colorado Fuel & Iron 
lowered its price of steel rails by $4 a 
ton. 

* * = 

Galvanized products—Earlier 
this month, prices of galvanized sheets 
and other zinc-coated products were 
reduced for the second time in about 


two weeks, in line with the drop in 
zinc prices. Zinc prices had declined 
a cent a pound to 15 cents. The ad- 
justment in galvanized products is in 
accordance with a standard formula 
used by some companies, by which 
prices are automatically advanced or 
reduced in line with the curreni price 
of zinc. One maker reduced extras on 
galvanized sheets on the average of 
about $2 a ton. 
* . . 

Recent steel adjustments— 
On March 29, prices of hot rolled bars 
and structural shapes were reduced by 


Jones & Laughlin Steel Corp. Bars 
were cut by $4 a ton to a new price 
of $67 and structural shapes were cut 
by $1 a ton to $65. Jones & Laughlin 
said it reduced these items to “get 
competitive.” At the same time J. & L. 
reduced junior beams and junior chan- 
nels by $1 a ton to a new price of 
$65. It also reduced the price of gal- 
vanized pipe by $3 a ton, following 
similar action by other steel producers 
in line with recent declines in zinc. 
Inland Steel Co. announced price re- 
ductions up to $4.50 a ton on galva- 
nized sheets. Inland said the reduc- 
tions reflected the drop in the price of 
zinc from 17144 cents to 16 cents a 


pound. 
s * . 


Other price reductions—On 
April 1, in Pittsburgh, Copperweld 
Steel Co. cut its prices for copperweld- 
copper conductors, used in overhead 
electric lines. The reduction of 50 
cents a hundred pounds, or slightly 
under 2 per cent, brings prices down 
to about $29.50 a hundred pounds, de- 








Wholesale Hardware Inventories ° 


By Geographic Divisions, for February, 1949 








End of Month Inventories (Cost) 


Stock-Sales-Ratios b 




















Weeks’ Supply 
Percent Change of Inventory 
GEOGRAPHIC | February 194 Amount (Add 000) on Hand* 
DIVISION vs. | 
Number | | } 
of Feb. | Jan. Feb. | Feb. Jan. Feb. Feb. Jan. Feb. Feb. 
Firms 1948 «=| =| (1949 1949 1948 1949 1949 1948 1949 1949 1948 
| | 
UNITED STATES TOTAL...... = 174 |} +12 | + 6 $106,799 | $94,946 | $102,028 300 232 278 16.0 12.8 
New England... Seer 100 | +13 | +9 3,192 2,820| 2,917 7 347 377 23.8 19.2 
Middle Atiantic.............. 38 +17 +3 13,102 11,227 12,699 218 180 229 11.6 10.0 
East North Central ee 31 | +7 +4 18,915 17,700 18,134 296 213 268 15.8 11.8 
West North Central 28 | +13 +9 25,764 22,745 23,742 309 292 16.5 12.6 
South Atiantic.......... 22 | +27 +2 8,629 6,796" 8,476 270 215 239 14.4 11.9 
East South Central. . | +12 + 4 3,034 2,721 x 250 215 200 13.3 11.9 
West South Central. . . | 13 | +12 -—2 11,617 10,329 11,794 295 252 265 15.7 13.9 
EN Sac skavecrerse x 8 |} +14 | +85 ,655 1,448 1,577 320 248 295 17.1 13.7 
I Sn dscscteniseswacee 19 | +9 | +6 20,891 19,160 19,785 393 292 364 21.0 16.1 




















U. 8. Bureau of the Census. 


a Includes 13 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
* Calculated by —_ end-of-month inventories at cost plus mark-up by sales during month = multiplying the quotient by the number of weeks in the month. 


Sales include direct 


ipments and consignment business. Weeks supply are lower than if based on cost 


Current Wholesale Trade. 


sales from owned stocks, 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 





oe 
= - 
/ 


DISTRIBUTOR a 
nam MER Aa waren cme = 








Assure satisfaction and dependability by 
selling RB&W Small Rivets . . . the product 
of more than a century of continuous 
research and progressive development in 
rivet manufacturing . . . backed by the 


skill of four generations of 


om 


RB&W men and women. 


Plants at: Port Chester, N. Y., Coraopolis, 
Pa., Rock Falls, lil, Los Angeles, Colif 
Additional sales offices at: Philadelphio, 


Detroit, Chicago, Chattanooga, Oakland 
THE COMPLETE QUALITY LINE 






Portiand, Seattle 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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BITES DEEP! 


¢ ‘*Michigan"’ 
makes mighty 


good use 
of muscle! 





They Cut Longer 
Between Sharpenings 


*‘Carpenters’ Expert” 
Speeds 
construction jobs! 





Since 1826, this trademark has 
represented the best in axes 


COLLINS 


Axes and Hatchets 


The Collins Company, Collinsville, Conn. 
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Wholesale Hardware Sales‘° 


By sanatnaite wii for enaiecanes 1949 


SALES REPORTED 





| SALES YEAR-TO-DATE b 
| 








| 


| 











| Percent Change | | } 
GEOGRAPHIC | February 1949 | Amount (Add 000) j j 
DIVISION vs. | Percent } 
Number |___ | ___| Change| Two | Two 
of | | | { | from | Months | Months 
Firms | Feb. | Jan. | Feb. | Feb. | Jan. | 2mos./ 1949 1948 
c 1948 | 1949 1949 | 1948 | 1949 | 1949 |(Add 000) (Add 000) 
| | } 
| } 

U. S. TOTAL 268 -11 -— 3 | $51,128 | $57,638 | $52,463 | —10 | $105,817 | $117,637 
New England | 18 | —11 —10 | 1,007; 1,129 1,119; —9 2,361 2,582 
Middle Atlantic. . .. . | 64 | -—5 +4 | 8413| 8,898/| 8,087 | -7 17,183 | 18,464 
East North Central...| 40 —22 | —6 | 7,348 9,384; 7,851; —15 16,588 | 19,551 
West North Central... 36 —16 | +4 | 10,087, 12,054, 9653| —15 | 18,648/ 22,067 
South Atlantic ; 32 —2 —12 | 4441/ 4,541) 5,020; — 5 | 10,158 | 10,670 
East South Central. .| 16 —14 —19 3,181 3,685 | 3,906) —11 6,887 | 7,749 
West South Central 22 +3 | +2 | .7,045 6,821; 6881; + 1 | 13,270| 13,133 
Mountain 10 —6 —17 | 919 | 978; 1,101; —1 2,689 2,724 
Pacific. . beware 30 —14 —2 | 8,687) 10,148) 8,845 —4 17,733 | 20,587 

| | ! 





U. S. Bureau of the Census. 


Current Wholesale Trade. 


a Includes 19 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
¢ Number does not apply in all cases to the year-to-date figures. 


States Comprising Regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(Iil., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 








The com- 
pany said certain extra charges have 


pending on size and type. 
been eliminated. 
ue * ae 
Fluorescent lighting — Syl- 
vania Electric Products, Inc., has cut 
prices of fluorescent lighting fixtures 3 
it was an- 
the new 
two-light fixture, 
which previously sold for $35.91, has 
been cut to $34, A four light fixture 
that sold for $68.05 
$62.05. 


per cent to 10 per cent, 


nounced recently. Under 


price schedule, a 


now sells for 


® * * 


Floor coverings—On 
makers 


April 4, 


some announced reductions 
ranging from approximately 3 per cent 
to 9 


another floor-covering field, on April 5, 


per cent in asphalt tile. In 


Alexander Smith and Sons Carpet Co. 
announced temporary price reductions 
to retailers of as much as 20 per cent 
on certain lines of popular priced floor 


coverings. All lines were reduced 


“nominally” for an indefinite period by 


the company, which said it was “cut- 


ting prices to current market levels.” 


On April 7, James Lees and Sons Co. 


announced carpet price reduction of 


10 per cent to 20 per cent on some 


items, saying: “This is not a reductions 
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but confined to cer- 
tain patterns and colors.” The reduc- 
tions followed a cut which averaged 
about 2 per cent on the entire Lees’ 
line made on March 29. 


across the board, 


* * a 


Protecting distributors — A 
“price protection policy” guaranteeing 
dealers and distributors against any de- 
crease in wholesale prices during the 
balance of 1949 is announced by Bar- 
low & Seelig Mfg. Co., maker of Speed 
It said the 
designed to overcome retailers’ “normal 
fear of being caught with heavy in- 


Queen washers. policy is 


ventory, should a price decrease occur.” 


Also, distributors of Corning Glass 


Works’ “consumer products” will be 


protected against future price reduc- 
tions. The management sees no possi- 


bility at present of a reduction in 


but if a reduction should later 
prove feasible, 


prices, 
the company’s policy is 
thus announced: “The of all 
distributors 


account 


authorized Pyrex ware 
will be credited with the full amount 
of any price reduction on all ovenware, 
top-of-stove ware, nursing bottles and 
tumblers shipped within 60 days pre- 
vious to the effective date of the price 
is in stock 


reduction, whether the ware 


or not. While it is Corning’s policy to 
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pass on savings in costs to the ultimate 
consumer, we see no possibility at 
present of a reduction in Pyrex ware 
prices, which have been raised rela- 
tively little in comparison with other 
prices and our own increases in cost. 
Retail prices of ovenware are lower 
today than they were in 1938.” 


* % * 


Oils and tallow reduced — 
4 reduction in tank wagon prices to 
consumers of kerosene, range oil, fur- 
nace oil, and diesel fuels was an- 
nounced by Standard Oil Company of 
Indiana. The reductions were effective 
March 29. In Illinois, Indiana, Iowa, 
North and South Dakota, Kansas, Min- 
nesota, Missouri, Nebraska, Wisconsin, 
and upper Michigan, the reductions 
will amount to % cent a gallon on 
kerosene, range oil, diesel fuels, and 
8/10 cent a gallon on furnace oil. 
Price cuts in fats and oils also were 
reported. New York prices of tallow 
and grease, the chief ingredients in 
soap making, were down %4 cent a 
pound. Fancy tallow sold at 5% cents 
per pound, the lowest since 1940. This 
was a precipitous drop from a post-war 
high of 27 cents per pound in January, 
1948. Soap producers are buying tal- 
low very cautiously; they’re still using 
up supplies bought at higher prices. 


> © bd 


Radios—On March 28, West- 
inghouse Electric Corp. slashed the 
prices of nine of its home radio 
models, in 16 cabinet variations, from 
20 per cent to 50 per cent. The dollar 
cuts range as high as $130. The re- 
ductions, effective immediately, were 
made on five phonograph-radio combi- 
nation consoles equipped with FM and 
regulation standard bands. They also 
apply to individual table, consolette 
and console models with phonograph 
and standard-band reception, and one 
standard-band table model. Also cut 
was the little Jewel “carry-about” 
table model, reduced from $36.95 to 
$29.95, and the standard band phono- 
graph console (model 183) reduced 
from $169.95 to $129.95. 


* > * 


Phonograph records — On 
March 31, RCA Victor placed on sale 
its new 6% inch records, which spin 
at 45 revolutions a minute, along with 
the special “changers” required to play 
them. Columbia Records, Inc., which 
introduced its long-playing 331/3 
r.p.m. records last June, countered by 
announcing price cuts on its standard 
78 r.p.m. records. Prices of the new 
RCA records are 95 cents for classical 
numbers, compared with $2 for the 
standard 12-inch vinyl plastic disc, and 
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IRE NAILS and BRADS 


You sell the proven brand, when you sell Cortland Brand 
wire nails. Since 1873, Cortland Brand has meant durable and 
dependable wire products. Cortland nails and brads can be 
relied on for right driving, better holding and strict conformity to 
the essentials of truly formed heads, clean-cut barbs, sharp points 
and uniform finish. Made from Open Hearth Copper Bearing 
Steel, Cortland nails are accurately drawn, tough and fast selling. 

Complete range of sizes, put up in attractive packages that 
are clearly marked to show size and gauge. Join the dealers who 
make Wickwire Brothers, Inc. their “Headquarters for Nails.’ 







Cortland Brand Hardware Cloth — The 
heavily galvanized, uniformly woven wire 
cloth that is made for long, hard wear. 
All standard widths and meshes available. 


LRAND 


WIRE ©» SCREEN WIRE CLOTH © POULTRY NETTING «+ NAILS 
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$1.25 for the 12-inch shellac type. : 
Popular selections will retail for 65 Cates p 


= 4 Fy 
Easier to rent . : | cents. Columbia announced that it is would s 


war ave 
Business 


\ é shellac records. Its new prices are: 
Get A A | 10-in. popular, 60 cents; 12-in. popular, consume 
es 85 cents; 10-in. classical, 85 cents; 12- per cent 


Easy to use! 


reducing prices on all its conventional 





in. classical, $1. According to R.C.A., also are 
mand fe 


N = 


7 phonograph manufacturers have an- 
nounced plans to produce the new 45 































: Lightweight, easy to handle | T.p.m, changer. R.C.A. Victor announced ] 
Rent SKIL Edger ! | that all musical selections recorded for CS 1 
' ...SKIL Floor Sander r | =e 
! — a ; be : oor S oe | the new 45 r.p.m. discs also will be avail- building 
along walls, on shake quickly in your store. Does | able on the conventional 78 r.p.m. plat- to 10 | 
treads. Saves h : —_ . Dia — : . 
“ moe ears ! smooth, ripple-free finishing | ters. Emerson Radio and Phonograph earlier « 
d an | | Corporation has brought out a new 
sanding ... makes ! : : | Uorporation has broug cent ma 
eves bigger rental ‘ quick as a flash . . . builds | line of self-contained phonographs and the beg 
ronts for you. ° 
- mn profits just as fast. Have your | player attachments to handle the Cable | 
' 2 : 
m: SKIL Tool Distributor | R-CA. 45 r.p.m. records, items 2 
2 sons giv 
7 demonstrate today. | q ; decli 
Gibson refrigerators — On = 
March 29, Gibson Refrigerator Co. the ’ ant 
announced reductions of $10 to $20 in rections 
prices of some models of home re- 
frigerators and ranges. The firm said : 
it is cutting the price on its model prices a 
E-859 refrigerator from $319.95 to tail leve 
Many exclusive 7 OF F 
Seilidds wake $299.95, and model G-879 from $349,95 port pri 
SKIL Floor to $329.95. On ranges, Gibson said it to 18 pe 
Sender the is reducing prices on three models: months. 
sine ode , from .95 to .95; een m: 
or Model A, f $199.9 $179.95 b 
sonder on the a 
market today. model C, from $239.95 to $219.95, and per cen 
sxuLsAw, ‘ee. model D from $279.95 to $269.95. are har: 
5033 Elston Avenue, Chicago 30, Ill. a sawmill: 
Factory Branches in Princival Cities 
_ — P of No. 
eee _——_ Zinc—On April 5, the price of i di 
zinc was lowered a cent a pound to 15 den as 
cents a pound, East St. Louis, by a ve ipa 
leading producer. This was a drop oi naka 
anges 2% cents in less than two weeks. De ine. te 
mand for zinc has been at standstill Pad Mae 
for some time. Large consumers, such o tet 
| New products and new as galvanizers, die casters and brass ates 2 
trade names are constantly mills, have been relying on their stocks = own 
| bei ans h li of the metal while awaiting lower indicate 
——— oe prices. On April 7, the American ion eal 
| ings for the next Directory Smelting & Refining Co. cut the price om 
Number .of HARDWARE of lead another cent a pound, the fifth sctiie 
Aree AGE cut in less than a month. The new 
ONE-BORE speutomatic F price of 15 cents a pound at New York 
. compares with the record high of 212 | 
LATCH PUSH or PULL Therefore, if you do not cents in effect up to March 8. Earlier flation « 
ACTION find in the current issue of successive drops in the price of lead general 
. failed to revive buying. Similarly, there dipped 
Push the handle if the door swings the Director Number . ins 
away from you; pull it if the door y e the was no great business reported just 158 (1 
ae omnes ro. ate ~ simple product you are interested after the newest price decline. St. Berean 
p ciple o ie Idea zatch for screen | . ": 
and storm doors as well as many other j H » - Joseph Lead Co., another large pro- index i: 
applications. This unit includes latch- in, write to the Who ducer, predicted the price of lead of lsat 
ing action in the strike .. . silent - afl ” : , z * aie jf 4 
ovnting =e canter latching e eee Makes It Editor. He'll be probably will stabilize around the pres- are mui 
handle. Trouble-free—absolutely guar- » 5 ec s 1. 
anteed against breakage regardless of glad to serve you. ent new level of 15 conte & poun: commoc 
cause. tequires no mortising — just . 
bore one hole and insert 6 screws. aa wn 
Available with or without locking lever. ; . 23 = oil—no' 
Handles furnished in cast, brass, bronze | Further aetasateael pneaneed prob {1 
and aluminum. Also latch with stamped Ww able—Phelps Dodge Corp. is main- of last 
steel handle manufactured as previ- +s a “2 P 
pn ll nen sour jobber, or write for taining copper production at peak have be 
literature. levels, according to L. S. Cates, chair- 1948. 
Display Models man. While one custom smelter has yard in 
on For Dealers H a R DWA R E a G = cut the price of refined copper to 23% 14 om 
100 E. 42nd St., New York 17, N. Y. cents a pound, he added, Phelps receiver 
BRASS WORKS. INC I oy FIFTH STREET Dodge is holding its price at the post- buyer 
- OS 3 OeNeTA, | war high of 23% cents a pound. Mr. spreads 
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ellac type. ; 
ail for 65 Cates predicted the price of copper 


would stabilize, “well above the pre- 












1 that it is 
conventional war average of 12 cents a pound.” 4 FA [ S FL [ | N ( p ~ i C b S 
prices are: Business of brass mills, an important onemusianmemeiialiiiens 
in. popular, consumer of copper, has been about 50 
cents; 12. per cent below a year ago. Wire mills 
to RCA. also are reporting reductions in de- 
"= have 4 mand for some lines. 
he new 45 _ 
announced Building wire — On April 2, 
corded for General Cable ws reduced prices of MODEL 850 * ..-A FAMOUS NAME MOWER 
ill be avail- building wire products by 5 per cent RETAILING FOR LESS THAN 
r.p.m. plat. to 10 per cent. The action follows 
-honograph earlier cuts of 12 per cent to 15 per 3 00 
ut a new cent made during recent weeks. Since 
graphs and the beginning of the year, General RETAIL 
andle the Cable has reduced prices of these ceckene 
items 20 to 25 per cent. Among rea- 
sons given for the reductions were the 
a declines in raw material prices, and 
rator Co. the “anticipation of added market cor- 
to $20 in rections of component raw materials.” 
home re- P eS 
firm said Lumber prices — Lumber 
its model prices are sliding downward at the re- 
319.95 to tail level. Chicago lumber dealers re- 
m $349,95 port prices have softened 15 per cent 
on said it to 18 per cent in the last three or four 
e models: months. Plywood, hardest hit, has 
$179.95; been marked down 20 per cent to 25 
19.95, and per cent, they assert. Lumber dealers 
69.95. are harried by retail competition from 
sawmills in the Northwest. Some sales 
‘ of No. 3 two-by-fours were reported 
e price of 
ae ees Se for as low as $35 a thousand feet; 
i tes they are said to cost about $36. The 
= deal slide extends elsewhere, too. No. 1 
framing lumber, used in home-build- 
eeks. De 


peed ing, is down to $98 a thousand board 


feet from $105 to $110 in January, says 
ners, such ; “ 

a big Boston lumber dealer; “compe- 
and brass ena 7 q ‘ 
iis aie tition is the stiffest I’ve seen in 10 to 
12 years.” Reports from the South 


lower eee : A ae 
5 rae indicate softwood prices still sliding at 


pagers the mill level, but Northwest sources e 0) W E ee M A Ss T E fe 


, the fifth say there has actually been a firming 
recently of lower grades. 


The new 

tow York ee Ee GIVING YOU MORE SELLING FEATURES 
0 2 ommodi rices— 

8. Earlier flation continues md parece aay The MORE POWER MOWER SALES 


> of lead general wholesale price level has now 

rly, there dipped for seven straight months. At Trim eye appeal ... efficient “Power Products” engine... and a 

rted just 158 (the 1926 average is 100) the new, sensationally Jow power mower price! Your prospects /ook 

line. St. Bureau of Labor Statistics’ wholesale for all three features . .. Your Worcester national advertising tells 

arge pro- index is 11 full points below the high ’em you have all three in the Power Master. Tie in! See your Worcester 
of lead jobber NOW. Learn how this triple-weight package of selling 


of last August. Hidden in the “average” 


oP ea ite i i r r mower volume higher than ever 
are much sharper breaks in individual dynamite is primed to push you 8 


the pres- 





1. “ie : : 
oi commodities of key importance. Basic before 
vegetable oils—cottonseed and soybean : * Worcester Model 750 with Briggs & Stratton engine—$119.50, F.O.B. Factory 
ig prob- oil—now sell for one third their prices j as 
is main- of last summer. Heavy fuel oil prices ™ Wleecester Line FREE ILLUSTRATED FOLDER describing complete 1949 
h b tri d a third ai l Worcester power and hand mower line, now available. Write 
at peak ave been trimmed a third since Jate ae | for it — and name of nearest Worcester jobber. Address Dept. 
es, chair- 1948. Cotton cloth worth 20 cents a | AG-3. 
elter has yard in May of last year is now around CO) 
r to 23% 14 cents. The tapering in new orders 
Phelps received by manufacturers reflects WORCESTER LAWN MOWER COMPANY 
the post- buyer wariness as price weakness Division of SAVAGE ARMS Corporation 
nd. Mr. spreads. The Commerce Department’s Chicopee Falls, Massachusetts, U.S.A. 
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The CHOICE of 
Craftsmen Everywhere ! 








index (1939 equals 160) of manufac- 
turers’ new orders had slipped to 237 
in January, compared with 251 a year 
earlier. February and March figures 
will likely show a further decline. 


Controls over antimony 
dropped—An improvement in the sup- 
ply of metals was emphasized by two 
recent Commerce Department actions: 
1. Dropping of all controls over pur- 
chases and inventories of primary anti- 
mony, due to declines in industrial use, 
as well as increase in supplies. Anti- 
mony is used for hardening lead, for 
making battery-plates, bearings, cast- 
ings, small ammunition, cable cover- 
ings, type metal, etc. It also is used 
chemically in paints, insecticides, flame 
proofing and glass pottery. 2. Increas- 
ing of second quarter 1949 export 
quotas for some iron and steel prod- 
ucts on the ground that “current sup- 
plies are easing sufficiently to permit” 
more to be shipped out of the country. 


Window glass—Sales of Pitts- 
burgh Plate Glass Co. during the first 
two months of 1949 were “somewhat 
larger” than last year, said President 
H. B. Higgins, at the annual meeting. 
He added that the “most spectacular 
change” has taken place in the demand 
for window glass. “In the past six 
weeks our orders for window glass 
have dropped 50 per cent.” Attempt- 
ing to explain, Mr. Higgins said: “I 
can’t believe that all the industries 
which buy our window glass, such as 
construction, have suddenly experi- 
enced that much of a drop in orders. 
What has happened, I think, is that 
they have been influenced by the cur- 
rent reports of reduced prices and 
operations, and their decision to cut 
their orders is a psychological reac- 
tion.” Because of this drop in orders, 
the company has curtailed its window 
glass production 25 per cent. It fore- 
sees no drop in prices, because the 
general price level of window glass 
during the post-war inflation period was 
not advanced as much as other prod- 
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The action raised the amount of eight ucts. “I have found that reducing 


POWER SA WS iron and steel wire and sheet metal prices does not increase orders; instead om 
products that can be shipped abroad in it tends to reduce orders because cus- — 


























the quarter, by 2,500 to 5,000 tons each 3 il 
a a a preferred re quarter, by 00 te tons eac tomer hold off buying hoping there mast 
‘ of: Electrical sheets; uncoated galva- will be further price cuts,” Mr. Hig- aa" 
because the balance is better—the nized and barbed wire, woven wire gins stated. Although the order back- road . 
design 1s right—for easy, effortless fencing; wire and “unspecified” nails; log for plate glass has been reduced, en 
sawing. Operator works in a and strips, bands and hoops. the company is still receiving enough roe 2 
1! 
normal, comfortable sawing posi- ago, 1 
tion, sighting directly over the produ 
— to bec guide line, which is INDEPENDENT RETAIL HARDWARE STORE SALES aod . 
always vi ; saeaiies 
sa Sees Pua TRENDS IN 20 CITIES IN THE UNITED STATES 
Saws are light, compact, powerful, 
and built to last. For quick turn- Sine - - 
overs and profitable accessory sales, February, 1949 ngs 
make your store headquarters for a tls ceca aman dwell 
Bradford Power Saws. Popular- Per Cent Change Janua 
priced 6” and 8” models. Distrib- 7" Feb., 1949 2 mos., 1949 —Feb., 1949. 5 per 
; Cities compared with compared with compared with 
uted by leading wholesalers. Get Feb., 1948 2 mos., 1948 — Jan., 1949 for th 
complete information now. . a sonns 
California—Los Angeles.......... —9 —16 +9 Febru 
See eee +4 +1] —A of Lal 
( —14 —13 —1§ h 
District of Columbia—Washington. + 4 +2 +13 eng 
Illinois—Chicago ................ —l1 -10 — 8 ary €) 
Maryland—Baltimore ............ — 5 <=} — 2 constr 
Massachusetts—Boston ........... ae. ae —l4 cent 
Michigan—Detroit ............... +16 +12 — | h 
Minnesota—Minneapolis ......... —10 — 7 —20 = 5 
Pasesouri-—-St. LOGS oo. 6c ccccccces — 2 -7 +10 dropp 
Nebraska—Omaha .............. ae — 8 —4 Exper 
New York—New York .... 14 —17 — 8 buildi 
II eve vtascsonivedess 0 + ] — 4 : 
nee ee ere —11 — § —4 lion, 
EE int nngicnthivaionstepaii + 5 + 4 —15 Feb., 
Re ee ee —4 + ] — 3 there 
Pennsylvania—Philadelphia ....... —2 - 5 —4 on la: 
Ee eee —4 0 —13 
Washington—Seattle ............. —13 -19 + 2 ones 
Wisconsin—Milwaukee ........... —10 + 4 —20 year 
=— — — ——__— many 
Compiled by Bureau of the Census, U. S. Department of C . 
uur ened Bag! Retail ‘Trade Reports of the Bureau of the Census are And 
oO cities an otner toca . § § oj 
THE BRADFORD MACHINE TOOL COMPANY the new fiscal year are not sufficient to develop and maintain valid data. on a oe 
state-by-state basis. the fi 
661 Evans St. Cincinnati, Ohio 1947 
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new orders to keep its facilities pro- 
ducing at capacity. 


* * 


Iron Age reviews steel—Few 
believe the steel industry will be able 
to duplicate this year the post-war 
records it set in 1948, says The Iron 
Age, with which Harpware AGE is 
affiliated. 
Age showed the industry earned last 
year approximately $575,000,000, or a 
little less than seven cents per sales 
dollar, on record sales of $8,500,000,- 
000. Commenting on current price 
trends, The Iron Age: said: “Steel 
users this week were breathing hard on 


A financial analysis by Iron 


steel salesmen, trying to argue why 
steel prices should be lower. Their 
falling on deaf 
ears. Steel people point out that regu- 
lar mill prices are a far cry from what 


exhortations, were 


gray marketeers charged or what it 
costs via the conversion method of 


buying steel.” 
* * a 


Steel production — For the 
week ended April 9, steel operations 
were scheduled at 98.8 per cent of 
ingot capacity, a drop of one per cent 
from the preceding week. Output for 
the latest week was calculated by the 
American Iron and Steel Institute to 
produce 1,821,400 tons against 1,839,- 
800 in the preceding week. A month 
ago, the rate was 101.4 per cent and 
production was 1,869,300, while a 
year ago the rate was 84.4 per cent 
and output totaled 1,521,300 tons. 


* * * 


Homes started—U. S. home 
builders started work in February on 7 
fewer private and _ public 
dwelling units than in Feb., 1948. 
January “starts” had been down almost 
5 per cent from a year before. Total 
for the two months was 96,000, com- 
pared with over 102,000 for January- 
February, 1948, according to Bureau 
of Labor Statistics. Starts for all 1948 
reached a near-record 928,000. Febru- 
ary expenditures for new private home 


per cent 


construction, however, were up 6 per 
cent over Feb., 1948. 
the trend in January when spending 
dropped slightly below a year previous. 
Expenditures for non-farm residential 
building in February totaled $425 mil- 
lion, .compared with $400 million in 
Feb., 1948. Despite few recent “starts,” 
there was a lot of home-building going 


This reversed 


on last year, and so far this year. Car- 
penters, bricklayers and plasterers last 
year went to work on about twice as 
many homes as the 1938-1939 average. 
And January-February “starts” this 


year were about 18 per cent ahead of 
the first two months of either 1946 or 
Reports from building materials 


1947. 


oun Sa Saas Bee eee SP, 





HARDWARE AGE, APRIL 21, 1949 


| [Phe Good Right Wand of Tadstry \ 


| 
| 


EE 


otherwise need 


Jr.—the V-p 
Work Loose. . 
Wobbling.” 


4 
a 
a 


ey that is 









GQeaongagumnmenenmeeeasE & & 


id 


75% SAVING —5 
INVENTORY COST 


IN FHP V-PULLEYS! 
Plus AN EXCEPTIONAL PROFIT PERCENTAGE 


With Worthington QD Jr. V-Pulleys you 
can fill a maximum variety of FHP pulley requirements 
from a stock investment one-quarter as great as you would 


Interchangeability of hubs with pulleys permits fitting 
any size from a minimum assortment. 

Less money tied up—less space occupied! 

And there’s business a-plenty to be had with Worthing- 
ton FHP Profit-Maker assortments. 70 million V-belt 
driven machines in homes, shops, stores and farms mean 
tremendous may weg sales. Get your share with QD 

“Tight on the Shaft . . . Can’t 
. Noiseless . . . Trouble-Free . . . Non- 


=o wp? 


With each assortment ‘‘Profit-Maker” display stand, posters, window banner, 


other sales helps—no extra charge. 


Also: V-belts Similar profit opportunities with Worthington-Goodyear FHP 
V-belts, including display stand and other sales helps. 


Contact your local Worthington distributor and send the cou 


n for more in- 


formation on the bigger profits with Worthington FHP Profit-Maker assortments, 


worrT 


pits hua in 
SSSU/ II 4 LATS 


MERCHANDISING DIVISION 





NGTON 


Worthington Pump and Machinery 
Corporation 

MVD Sales Division, Dept. N852 
Buffalo, N. Y. 

Please tell me how | can make higher 
profits with Worthington FHP Profit- 
Moker. 


——————4 
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Sales of Hardware Wholesalers 
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producers do not throw any clear light 
on the construction picture. Flintkote 
Co. and Ruberoid Co. say business has 
picked up recently. On the other hand, 
some other companies say they’ve en- 
joyed no upswing in sales in recent 
days. Johns-Manville Corp., biggest 


are picking up again. Output of coffee 
makers, which was at a complete stand- 
still last summer, is now back to about 
40 per cent of last spring’s peak level. 
Production of vacuum cleaners, which 
started to slow up in the summer of 
1948 and hit bottom last December, is 








building materials supplier in the U. S., now two and a half times greater than 
notes an increase in demand for “some the December low point. However, it’s 
lines.” still about 50 per cent below last 
ala a spring’s high. Over-all, however, G. E.’s 
G. E. production — General appliance business is running ahead of 
Electric Co.’s sales of vacuum cleaners a year ago. In the first three months, 
and coffee makers, two items which both unit and dollar volume exceeded 
slumped badly last summer and fall, that of the comparable 1948 period. 





Estimated Sales 
Of Wholesale Hardware Distributors* 
Monthly 1939, 1941, 1946, 1947, 1948 and 1949 


(Expressed in millions of dollars) 


1949 ~=—Ss«948 1947 1946 1941 








January ca 154 
February 150 165 


Total First 2 Months 304 324 


March 189 
April 214 196 
May 195 185 
June 198 172 
July 190 170 
August 209 173 
September 212 189 
October 220 215 
November 202 189 
December 177 177 167 


Grand Total for Year 2365 2179 1809 














* Estimated by the Office of Business Economics, U. S. Dept. of ‘Commerce. 
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FEATURE 


FOR NEW PROFITS 


Carvel Hall Cutlery Sets by Briddell | LAER . 
are the new sure-fire profit builders | 4 

in the hardware field. Your customers | ie Sone it eee Less Effort 
have seen them advertised in Good 7 

Housekeeping and Better Homes & Look for the SANETTE Name Stamped 
Gardens. Get set to sell them now. in the Cover. Your Customers Will! 


The blades are made of the finest | ae OBER) The largest-selling kitchen 


ee, Cut- | can for over 25 years. There are more Sanettes in use 
lery steel. ” andles are IVOry than all other kitchen cans combined. 
Lustrex with sparkling chrome-plated 
trim. T'wo lines of packaging deluxe A display of Sanettes will attract customers who 
: 3 might never buy a kitchen can from you unless 
and standard, show them off on your they see Sanettes on your floor. Why pass up this 


shelves and counters. automatic business? 


Wide variety of pieces and sets 
helps you sell different price ranges. ZEEE SS your customers know 


There are individual Steak Knives, Sanettes outlast any other can... yet cost no 
Carving Knives, Carving Forks, Ham | more! 
and Roast Slicers, Carvettes and 
Sharpening Steels. Ask your jobber 

to show you the new Briddell line 

and for a preview, see below. 








HOT-DIPPED 
GALVANIZED RUBBER 
LEAK PROOF PAIL EDGED 
Good luck on sales and profits during COVER 
National Cutlery Week, May 2nd to 9th. : 
LASTING 
FINISH 
BAKED ON 


No, 64—4-Piece Carving Set 
.« Carving Knife and Fork, 

Ham and Roast Slicer, Car- 

vette. Deluxe packaged 

in limed oak frame, M4 

burgundy velvetyn 4 

lining, plastic d 

cover. 


WHITE 
AND WANTED 
COLORS 


Carving Set... 
Carving Knife, Fork, | 
and Sharpening Steel 
in standard plastic a " 
“jewel-box’"’ case. | EASIEST ACTING co FOUR RUBBER FEET 
FOOT PEDAL 7S te s (EXCLUSIVE) 


Famous Carvel Hall Steak MAKE MORE KITCHEN CAN PROFITS 


Knives in "‘jewel-box'’ case 
Sets of four (No. 54), six | Go along with public preference for Sanettes. Your jobber now has all 
(No. 56), eight (No 58) | these sizes in bright new kitchen colors. Be sure to specify SANETTE. 


| $-10 $-12 $-14 $-16 $-20 


CHAS. D. 1 ] ] 10 ats. 12 qts. 14 ats. 16 qts. 20 qts. 
ey. B rl id e Also available with deep-drawn, seamless white porcelain pails or 





INCORPORATED | bright chrome covers. 


"_cristiet, hong get MASTER METAL PRODUCTS, Inc. 
Hine Quality € ullery 321 Chicago St. Buffalo 4, N. Y. 
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CHICAGO SAW WORKS 


Presents its line of 


AFT 


TRADEMARK 

Now you can offer 

Hand Set, Hand Filed Saws 
to your home workshop trade 
... at reasonable prices. 


When you hand your customer an 
attractively packaged Bo-Craft saw 
. .. you know you've sold quality. 
You know he will get many, many 
clean accurate cuttings before 
sharpening is necessary. And since 
quality Bo-Craft saws cost no more 
than ordinary home workshop saws 
... you'll be building customer sat- 
isfaction and increased circular saw 
blade sales. 

Bo-Craft saws are made by the 
same skilled craftsmen who have 
made top quality “Chicago Saws” 
since 1921. 


Stock and sell the Bo-Craft line 
... offer the best in home workshop 
saws at attractive prices. 


Jobbers Attention: 


Write today for full details 
regarding available territories. 


HOME 
WORKSHOP : 


SAW 


ASK YOUR JOBBER OR WRITE... 


CHICAGO SAW WORKS, Inc. 


5044 S. WENTWORTH CHICAGO, ILL. 






















AWKWARD JOBS MADE EASY WITH 


WISSOTA'S cre sche crinpers 





¢ The Farmer Will bw$A925 F.O.B. 


it at only... 
* Always Ready for All Sharpening Jobs 
* No Changeovers or Adjustments 
* 100% Accessibility to Wheels 


List MPLS./ Most Practical Electric 
Grinder for the Farmer 
and Service Shop. 














Backed by most years experience in 
design and manufacture of tool grinders 
Practical in design. Shielded, heavy 1/3 H.P. motor Is adjustable 
behind abrasive wheels on one piece streamlined frame. Acces- 
sibility to wheels 100%. Wheels can be worn down to the core. 
An ideal sharpener for the farm, garage, home workshop and 
shops where awkward grinding jobs are encountered. Big and 
husky—top quality vitrified wheels—attractively 
priced—a fine sales builder. Supplied as illus- 
trated or with two tool wheels. Ask your jobber. 


A FULL LINE OF TOP QUALITY TOOL GRINDERS & WHEELS 


WISSOTA Wanafacturiag Ga. *INnearouss 












Television gains offset radio 
losses—Continued growth of television 
set sales will offset a decline in radio 
receiver sales this year, the Commerce 
Department predicts. It forecasts total 
sales of radio and television sets this 
year will equal the 1948 total of over 
$1,200 million, with television sales 
rising about $146 million while radio 
sales fall about the same amount. 
Commerce Department officials said: 
“With radio receiver pipelines filled, 
sales of high priced receivers (con- 
soles) retarded, at least temporarily, by 
the record player confusion, and re- 
duced radio sales in one area after 
another as television becomes avail- 
able, it would appear that the sale of a 
maximum of 10 million radio units is 
all that may be expected in 1949.” 
Last year 15,150,000 radio sets were 
sold, compared with the peak of 18,- 
321,000 sets in 1947. The Department 
describes the post-war growth of the 
television industry as “spectacular,” 
and predicts continued “rapid expan- 
sion.” The industry hopes to produce 
two million receivers this year, com- 
pared with 975,000 last year, 178,600 
units in 1947 and 6,400 sets in 1946. 
The Commerce Department said tele- 
vision sales will total $500 million this 
year, compared with $353,600,000 last 
year. A Philco Corp. executive pre- 
dicted recently that more than six 
million television sets will be in daily 
use by the end of next year. Dr. Court- 
nay Pitt, Philco’s vice-president, added 
that “no other industry in the history 
of America has ever grown with this 
amazing speed.” With a_ potential 
audience now of more than 60 million, 
Dr. Pitt said there is possible an im- 
mediate market for about 14 million 
receivers in addition to the 1,500,000 
in use. “By the beginning of 1950, we 
believe that there will be about 115 
television stations in operation, serv- 
ing 80 million people.” 


Ba Eo * 


Washers and ironers—Manu- 
facturers of standard-size household 
washing machines sold 43 per cent 
fewer of them this February than in 
the like month of last year, according 
to the American Washer & Ironer Man- 
ufacturers’ Association. Their sales 
totaled 208,500 units, up slightly from 
the 177,900 of January, but sharply be- 
low the 367,909 sold in February, 
1948. Back in pre-war 1939, washer 
sales averaged 119,438 units monthly. 
Sales of ironers in February totaled 
28,250 units, compared with 28,000 in 
the previous month. Ironer sales, how- 
ever, were down 45 per cent from the 
51,651 units sold in February, 1948. 
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Good fertilizer sales—Ferti- 
lizer sales were larger in February 
than in any month since March, 1937. 
Sales in 14 states reporting to The Na- 
tional Fertilizer Associations amounted 
to 1,465,000 short tons, 13 per cent 
more than in January, and 28.5 per 
cent higher than Feb., 1948. Sales 
during January had been considerably 
smaller than those of the like month 
last year, but the unusually high show- 
ing made in February resulted in a 
two-month total about 7 per cent 
higher than last year’s. 


Flaxseed, linseed, support 
costly — Government support of the 
flaxseed and linseed oil markets has 
made the Commodity Credit Corpora- 
tion owner of about 23 million bushels 
of flaxseed, and at least 180 million 
pounds of linseed oil, at a cost to tax- 
papers of an estimated 186 million 
dollars. By the end of June the gov- 
ernment will own practically all these 
commodities not in the hands of con- 
sumers. The situation may be aggra- 
vated by farmers who have indicated 
their intentions to plant to flaxseed an 
acreage that exceeds Department of 
Agriculture recommendations more 





than 55 per cent. This is despite a | 


warning by Department officials, and a 


cut in the flaxseed support level to | 


$3.99 a bushel (at Minneapolis) from 
the $6 a bushel basis of last year. The 
lowering of the support level on the 
1949 flaxseed crop is expected to bring 
about a drop of 6 cents a pound or 


more in the price of linseed oil by | 


next fall. Linseed oil users are appre- 
hensive this may cause much disloca- 





tion in the industry, particularly among | 
paint and varnish and linoleum manu- | 


facturers. 


Farm costs up—prices down 
—The cost of buying and equipping a 
farm of “adequate” size is at a record 
level, the Agriculture Department re- 
ports. Farm product prices, on the 
other hand are about 15 per cent be- 
low the record reached in Jan., 1948. 
The Department said the price of land, 
machinery and other equipment is 
higher than ever before. And it said 
farm operating costs, for the most 
part, will continue high again this 
year, although a few costs—notably 
that of livestock feed—will be lower 
than last year. As a result, while live- 
stock feeders may do better than a 
year ago, other farmers probably will 
be faced with higher costs. For the 
country as a whole, farmers’ total costs 
may be around 5 per cent lower than 
last year, the Department said. Prices 
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Efficiency of 

Heating Element aa 

proved by field tests 

of over a year 
Thermostat ty 

easily reached by removing 

cover 


4 


Economical Hot Water ELECTRICALLY 
with this new VULCAN Immersion Heater 






















THERMOSTAT can be set for any desired tempetature. No 
danger of overheating. 


EASILY INSTALLED by simply inserting in tank or boiler and 
connecting to the nearest convenient outlet. The one-inch* tapered 
pipe thread fits standard domestic type hot water boilers. 


FLEXIBLE—Permits placing small tanks where hot water is to be 
used. 


REPLACES old fashioned methods of heating water in homes. 


PRACTICAL for wash rooms . . . or wherever in factories, stores, 
offices or institutions hot water is needed. 


CAN BE USED with present hot water systems without disturbing 
existing piping. 


*Or 11%” if desired. 


VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 
Makers of Vulcan Electric Soldering Tools, Solder Pots, Glue Pots, 


Branding Irons and a wide variety of Heating Elements for assembly 
into manufacturers’ own products. 

















7ze SYMBOL of QUALITY for 62 YEARS 


WASHERS . . . Standard and Special, Every Type, Material, Purpose, 
Finish ... STAMPINGS of every Description . . . Blanking, Forming, 
Drawing, Extruding. 

Your most dependable source of supply — the world's largest manurac- 
turer of Washers, serving Industry since 1887. Over 22,000 sets of Dies. 


Submit your blueprints and quantity requirements for estimates. 


WROUGHT WASHER 


MANUFACTURING CO. 


The World's Largest Producer-of Washers 


2218 S, BAY ST., MILWAUKEE 7, WIS 






















INCREASE SALES AND 
STORAGE CAPACITY 
WITH REVOLVO BINS 


Combined Display and Storage 
Moves Bulk Merchandise Faster 














































Efficiency of space utility and worker 
movement is increased through the use 
of Revolvo Bins. By simply turning 
the trays, many feet of bulk storage are 
brought to one convenient, accessible 
point. 

These bins are particularly advan- 
tageous when used in corner locations. 
Large areas with relatively small aisle 
frontage are now .- ™ 
effectively utilized. 
Every square foot 
has a front position 
when needed. Re- 
volvo can be com- 
bined with counters, 
tables or shelving to 
increase storage ca- 
pacity up to 50%. 

The dealer using Revolvo saves time. 
Items are easy to find, no drawers to 
stick or pull out, no boxes to open. 

Revolvo Bins are made up to 58” in 
diameter and 67” high. Each compart- 
ment in a revolving tray can hold up to 
a keg of nails. Shape of sloping front 
permits full view and quick, easy re- 
moval of contents. Bins rotate easily on 
ball-thrust bearings; will not sag or 
break when fully or unequally loaded. 

es realized can quickly pay 


for entire investment. 


Write, ’phone or wire 
a — 103 to- 
THE Frick-GALLAGHER Mre. Co. 
Shelving—Parts Bins—Racks 
Counters—Tables—Benches 
417 Shubert Bldg., Philadelphia 2, Pa. 











318 











| of seeds may average slightly lower. 
| Lumber prices may be down 5 per cent 
| to 10 per cent, but other building ma- 
| terials are expected to remain at pres- 


ent high levels. 





« * ae 


Savings and spendings — 
Americans in 1948 saved $3,400 million 
less than in 1947. “Liquid” savings 
for 1948 totaled $4,900 million, com- 
pared with $8,300 million in 1947, 
“Liquid” savings include currency and 
bank deposits, insurance and securities. 
The S.E.C. said that as of the end of 
1948, individuals held about $130 bil- 
lion in cash and bank deposits, a drop 
of $1,300 million for the year. During 
the year, holdings of U. S. government 
securities increased about $1,400 mil- 
lion, while holdings of other securities 
went up $2,800 million. The S.E.C. 
classes the amounts people spend for 
homes, cars and durable goods also as 
the form of “physical 


” 


“savings —in 
investment” or “transfer of assets.” 
These spending “savings” amounted 


o $30,400 million in 1948, the greatest 
amount for this type of purchase since 
the S.E.C. began the reports in 1940. 
Of the total spent, home buying in 
1948 accounted for $7,700 million, 
compared with $5,800 million in 1947. 


* * * 


Trade bills paid promptly— 
Business men and corporations as a 
group are paying their bills about as 
promptly as a year ago, despite in- 
creasing competition. This is shown 
by a quarterly survey of the Chicago 
Association of Credit Men, more than 
300,000 active accounts of Chicago 
manufacturers and wholesalers. Of the 
retail accounts covered by the survey, 
63.8 per cent discounted their bills in 
February, comparing with 55.8 per 
cent in 1948. The percentage of whole- 
salers discounting was 61.9 per cent, 
against 56.6 per cent a year ago. In- 
dustrial accounts were a bit slower, 
46.7 per cent discounting against 51.2 
per cent in February, 1948. Past due 
accounts, on the other hand, increased. 
For retailers, 9 per cent were past due, 
against 8.1 per cent in 1948. Whole- 
salers past due totaled 8.2 per cent 
against 7.7 per cent. Industrial ac- 
counts past due increased to 11 per 
cent from 9.6 per cent in February, 
1948, 


Second line truck tires back 
—Increasing competition for truck tire 
sales has prompted the re-introduction 
of “second line” casings by two major 
rubber companies. Goodyear Tire and 


Rubber Co. has said that its Marathon 
line of truck tires, discontinued with 
the start of the war, are now available 
in light truck sizes up to the 10-ply 









Tightens, loose furniture 





WITHOUT taking it apart 


CHAIR-LOC 


<q WOOD JOINTS TIGHT 











COLUMBIANA 


Announces 
the New. “ALL-IRON" 
PITCHER SPOUT PUMP 


@ Mass production economies make 
possible this sturdy 20-pound pump. 
Exclusive new features include « 
non-drip spout, easily-adjustable 
revolving bearer, anti-freeze ac- 
fj tion. Cut-away base allows bucket 
to be placed directly fe? spout, 
Painted green; height 18 3” 
diameter cylinder, suction connec- 
tion 1%” standard pipe tap. Write 
today for complete information on 
this low-price, high-quality pump. 


COLUMBIANA PUMP COMPANY 
COLUMBIANA, OHIO 

















GOODYEAR LOADBINDER 


OPEN 


GOODYEAR & MILLER CO. 


BLOOMDALE, OHIO, USA. 














‘GUNSH 


IroceSss 
arench ep 


cHAM 


MADE IN U.S.A. 


ASK YOUR JGOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
HAVERHILL MASS 

















WHEN YOU WANT TO BE HEARD 





Speak to the right "class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 
100 East 42nd St. New York 17, N. Y. 
















HARDWARE AGE, 


APREL 21, 1949 
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SELL TO MILLIONS! 
% FOR FAMILY PICNICS 


PLYMOUTH’S 
"B AR-B-Q" 
OUTFIT 

© Includes all 
the family picnic 


necessities 
@ Heavy steel 


gr 

@ Steel poker 

© Pair of tongs 
for handling het 
food: 


e Neatly folds 
into serviceable 
box which will 
stand up under 
constant use 
INDIVIDUALLY BOXED—12 to a carton 
% For the Outdoor Life Call PLYMOUTH'S 


STEAK & FRANKFURTER BROILERS 
Made in 3 
Popular Sizes 

No. 1010 
LONG HANDLE | 














No. 815 
STEAK BROILER 


No. 99 
SHORT HANDLE 
BROILING EQUIP- 






TEEL FINISH, 
LACQUER COATING. 


Packed 12 to a Bundle, 36 to a Carton. 
* ORDER NOW FOR EARLY DELIVERY. 
WRITE TODAY FOR CATALOG AND PRICES 


PLYMOUTH METAL PRODUCTS CORP. 


300 Plymouth St., Brooklyn 1, New York 


B SHELBY 'S MONTHLY FEATURE 


HALF ROUND SURFACE BOLT 
Series 27-00-6 











| 18.30 per cent. 


BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 


builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 


THE y [oy sii Want 
ALL SHELBY, OHIO 
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| in the same sizes. 


| for passenger cars. 


| war patterns. 


| Roebuck & Co. for 
| $169,512,686, down 12.9 per cent from | 


8.25 by 20. The list prices on the 
second line casings are about 25 per 


cent lower than for the first line tires | 


Firestone Tire and 
Rubber Co. also has introduced its 
standard line of truck casings in the 
same range of sizes, which represents 
about 66 per cent of the truck tire 
market. Firestone’s Standard line 
truck tire in the 8.25 by 20 size is 
priced at $49.94, for example, com- 
pared with $67.30 on the same size in 
the first level grade. “Second Line” 
passenger car tires were re-introduced 
by the rubber companies last spring. 
At that time, Goodyear and Firestone 
also announced a “third line” of tires 
Competition has 
been increasing for truck tire sales 
since 1947, with discounts to custom- 
ers on first line tires growing to pre- 
Before the war, all the 
tire companies produced second line 


truck tires. 
* * * 

March sales—Sales of Sears, 
March totaled 
the March, 1948, total. Sales of Sears 
for February and March (the first two 
months of its fiscal year) declined 10.9 
per cent from a year ago. Mont- 
gomery Ward & Co. reported its March 
sales fell to $89,178,906, off 16.7 per 
cent 1948. This 
pared with a 9.7 per cent decline from 
a year ago in Ward’s February sales. 
The drop last 
month has been ascribed partly to the 


from March, com- 


in mail order sales 


| lateness of Easter shopping this year. 


Sales of Butler Brothers, wholesale and 
retail, in March decreased 19.38 per 
cent from a year earlier. 


Sales in the | 


first three months of this year dropped | 


In the variety field, 
early reports showed S. S. Kresge Co. 


off 16.3 per cent from March last year. | 
In February, it had gained 2.4 per | 


cent. W. T. Grant and Co. was off 
11.6 per cent in March, while in Feb- 
ruary, it, too, had a small gain, 2.6 
per cent, over the 1948 comparisons. 
F. W. Woolworth Co. 
cent in its March volume, compared to 


March, 1948. 


lost 


* . . 


Department stores aided by 
Easter—Department store dollar sales 


14.7 per | 


for the week ended April 1 were up 8 | 
per cent for the country as a whole, | 


over the like week last year. The per- 
centage figure is not an accurate indi- 
cator because the like week last year 
was the first week after Easter, when 
sales are light. The April 1 week this 
year was the third week before Easter 
when sales should be picking up. 





EXPERTS SELECT.... 


é MAJESTIC TROWEL must pass rigid inspection tests 
as it passes through the production line to insure the 

highest quality possible in masons’ tools 

The constant, lasting top performance of MAJESTIC trowels 

on building jobs throughout the country are visible testimony 

to MAJESTIC’S fast growing popularity as “America’s quality 


trowel.” 


WRITE FOR CIRCULAR AND 
PRICE LIST TODAY! 


TROWEL 
3639 Ruby St. 


COMPANY 
Franklin Park, Ill. 














the 
leader 
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GUNS - world's most 
4, 

tary handle models. Sizes | pt. 
to 2% qfts. 
NOZZLES ... interchangeable, for every 
size and shape of caulk strip. Sizes from 


AMMAN 





z= =" — =" 





CARTRIDGES .. . plain, extruded or 
spouted caps. Specify VITAL cartridges 
from your caulk supplier. 


Keep VITAL caulk accessories in front of 
your customers and reap the benefits of 
this lucrative business. Order from your 
jobber! 





JOBBERS Order now— 


Vital Products Tg. Cs. 


7500 Quincy Avenve Cleveland 4, O 
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WILL SHAVE 


















® 
ELECTRIC SHAVER 


THE SHAVER THAT SHAVES thug BEARD 

Here's a popular priced shaver that can 
really do a job on both light and heavy 
beards. The new, improved WhiskER shaves 
any beard quickly and cleanly . .. even 
seven days’ growth! It is built to last... 
has no gears, brushes or bearings. It has 
‘a simple, straight-shaving head that takes 
the beard and shaves with a quick, free- 
gliding movement. The WhiskER is pow- 
ered by a strong magnetic-type motor. 
Operates quietly on 110 volt, 60 cycle A.C. 
Fully approved by Underwriters’ Labora- 
tories. No radio interference. Pick up your 
sales volume now, with this profitable 
WhiskER . . . the electric shaver that 
truly SHAVES. 


Write Today For Dealer Proposition. 


ELECTRO TOOL CORPORATION 


Dept. W739-D © RACINE, WISCONSIN 

















CUSTOMERS 


will want to 
read this 


FREE 
BOOKLET 


"The 
MIRACLE 
of the 


MAGNETIC 
COMPASS" 


@ It's interesting read- 
ing for everyone, this 

rief, authoritative 
history of the mag- 
netic compass — a 
natural phenomenon that has served mankind 
for untold centuries. Hull has produced this 
story in a handsome, three-color booklet which 
everyone will want to read and keep. And, as 
long as it is kept, it will continue to sell Hull 
Automobile Comp for YOU. Proves the 
essential value of a Hull Compass in a car. 
A free supply of ‘Miracle Booklets” mow Is 
being shipped with each display carton of six 
compasses, along with a quantity of new three- 
color, single page envelope stuffers. 





a a ee Mail Coupon)" ="= = 


| HULL MFG. CO. 
P. O. Box 246-HA4, Warren, Ohio. 
Send me information and prices on the Hull 
Automobule Compasses: 
eS Te eee F : 
Check: () Dealer C1) Chain Store ] Jobber 
STREET a iicalargca 
STATE.. 
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John F. Hunter's 
Address 


(Continued from page 194) 


the time necessary to do a thor- 
ough job without neglecting 
their hardware items. 


While I am recommending spe- | 


cialty salesmen I do not think 
you should restrict the sale of 


fishing tackle, etc., to specialty | 


men, because if your specialty 


men do a thorough job your | 


regular general line men can pick 
up your customers fill-in busi- 
ness. This brings us to a very 
important matter of co-opera- 
tion between your general line 
salesmen and your _ specialty 
salesmen. 

This is a condition that each 
house will have to arrange for 


its best interests. At Orgill we | 


have at the present time five spe- 
cialty salesmen on_ sporting 
goods with the sixth going out 
sometime this month. We have 
divided our territory in such a 
way that each of our specialty 
salesmen have an equal number 
of general line salesmen to 
work for and with. We try to 
get our general line salesmen to 
spend some time with these spe- 
cialty salesmen while they are 
in their territories to help fa- 
milarize them with this depart- 
ment. However, this is not 
compulsory. We do however re- 
quire our specialty men to con- 
tact the general line salesmen as 
they come into their territories. 
This duplicate \coverage keeps 
the name of your house before 
your customers and pays divi- 
dends. 

Since we employed specialty 
salesmen our overall sporting 
goods operation has increased 
tremendously. Our general line 
salesmen are selling more sport- 
ing goods and our mail orders 
have increased. 

If we are to grow in the sport- 
ing goods industry and if we are 
to give the factories from whom 
we purchase real representation 
and encourage them to feed their 
merchandise through factory- 


wholesaler-dealer channels and if | 
we expect to establish ourselves 


as the principal suppliers of 
arms, ammunition, fishing tackle, 
hunting accessories, sporting 
goods, etc., in our respective 
localities, I feel we must estab- 


lish sporting goods departments | 


and we must do some type of spe- 
cial sales promotion. 














DORCAS KNIFE 


The all-purpose roofing and linoleum appli- 
cator. Handy hook for cutting valleys, hips, 
rakes, etc. One piece high carbon steel. Hand 
ground edges. Tennessee red cedar handle. 
Compression brass rivets. Gives continuous 
even cuts. Developed thru 23 years experience. 


Jobbers Contact: D & D TOOL SPECIALTY 


3261 W. Dakota Ave., Denver 9, Colorado 














Stock 
Shipments 


SWEDISH STEEL ANVILS 
SWEDISH (NORWAY) IRON IN BARS 


SWEDISH-AMERICAN STEEL CORP. 
Brooklyn 11, N. Y. 











435 Kent Ave. 

















COMPLETE POLISHING SET 
FITS ANY %” ELECTRIC DRILL 


5” MUSLIN BUFF RETAILS 
, 6” LAMBS-WOOL BONNET FOR 
5” SANDING DISC and mye 
HEAVY DUTY ARBOR | 91+ 


\\ GANHAR MANUFACTURING CO. 
ee } (Mfrs. of Buffs and Bonnets) 
/ 45 PERRY ST. NEW YORK 14, N. Y. 











“EAGLE” ANVIL 
Sturdy, highest qual- 
ity tool steel face 


Blacksmith anvil, 
made for more than 
a century for most 
exacting users, lead- 
ing Industries and all Government De- 
partments. 


Sizes 150 te 700 Ibs. 
FISHER & NORRIS 


Eagle Anvil Works, Trenton, N. J. 














TERRACE 
HOUSEHOLD 
STEP LADDERS 
BEST QUALITY 


Made of selected kiln- 
dried stock only. 
Now Available 

TERRACE WOOD PRODUCTS CO. 


113 Elizabeth Avenue 
Elizabeth 1, W. J. 





















ALL-METAL 


Nickel Steel, 8 design 
dises. 4 decorator tips, 1 
norzle. Makes 16 different 
cookies 


x s. 
cakes 14 pieces in deserip- 
tive box with recipes. See 
your jobber, or write or 
wire for details. 


ZACHMAN & CO. 5004 WILSON AVE. CHICAGO 30 





7 Over a Million Sold in 1948 


COOKIE PRESS and 
CAKE DECORATOR SET 
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“TRELINE | 


STOVE and 
FURNACE ~—aaeenl 
LINING —— 


Here's a better stove lining refractory—bet- 
ter for the customer because it is easier to 
install, more durable, more useful; better for 
you because it increases your volume on stove 
lining. 

Fireline is a great improvement over dry 
stove lining materials. It comes ready-to-use 
in moist, plastic form. With this putty-like 
material it’s easy to replace stove tile or fire- 
box castings in cook stoves and ranges. Any 
housewife can install a solid, durable lining. 

Now here’s where you increase your vol- 
ume! Fireline is also suitable for lining fire- 
pots of heating stoves and warm-air furnaces. 
It does what no dry fire clay mixture will 
do—it repairs cracked and burned out cast- 
ings, sealing all cracks and holes, preventing 
the escape of gases into the building. No 
new eastings; no dismantling of furnace; may 
be fired immediately. 

Fireline is packed in 5-lb. and 10-lb. cans 
for cook stoves, ranges and 
hot water heaters; in 50-Ib. 
and 100-lb. drums for heat- 
ing stoves and warm-air fur- 
maces. Stocked by leading 


jobbers everywhere. Write 
for literature, prices, dis- 
count. 


Also manufacturers of Iron- 
set Asbestos Furnace Ce- 
ment and Fire-Hearth Cast- 
able Refractory (for setting 
stokers and oil burners). 


Fireline Stove & Furnace Lining Co. 
_1859 Kingsbury St., (Dept D, Chicago 14, Ill. 





it will pay you 
to send your inquiries 


e all details and pay you 


. . 
: ee kee invest 
mmission. You carry n° stoc at 
a Write for catalog and 
no money- ae 
1f with the Stewart lin 
yourse - 





y iron picket 
art makes. 


n Link Wire 
Wire Parti- 


one of man 


This Is one & Stew 


fence st ‘ 
pucts ARE: Chai 
. Wire Window ecverall and Sliding 
. 1 Fo 

ei 1 Settees; Stee d many 
tions; Stee Railings: Flagpoles an bone 
ons -— thers. Write for literature tod 
others. 


THE STEWART IRON WORKS CO., Inc. 
1637 Stewart Block, Cincinnati 1, Ohio 


Experts in Metal Fabrications since 1886 


















| Dr. Benson's Address 
(Continued from page 204) 


| Marshall said “We are faced with 

| the danger of the actual disap- 
pearance of western civilization 

| upon which our government and 
our way of life are based.” 

It is my firm conviction that if 
present trends continue, we are 
just one more crisis from the day 
men can run for our highest of- 
fices on a ticket for nationaliza- 
tion of American industry and 
agriculture, and be elected. 

Should that happen I am 
equally certain our production, 
our national income, our level of 
wages and our standard of liv- 
ing would all go down by at least 
50 per cent. Should we on the 
contrary keep our system of free 
private enterprise and maintain 
understanding and _ harmony 
among our people we shall in all 
probability double our present 
standard of living in another 
generation, just as we have dur- 
ing the past generation. What 
can we do: 

1. Begin in your own business 
to, see that your own employees 
are sold on your own business. 

2. Begin in your own commun- 
ity to see that your preachers 
and school teachers understand 
| your business. 

3. See that your own school 
children understand the meaning 
of free private enterprise. 

We need 10,000,000 ardent 
evangelists preaching the Amer- 
ican way of life. You can be one 
of them. 

Harding College, believing, as 
affirmed by the President’s Com- 
mission on Higher Education, 
that a college owes a debt to the 
public, is directing an extension 
department that reaches into 














every state of the Union. The 
following services are offered 
for your community free of 
charge: 

1. A weekly column for your 
local newspaper, now being used 
by 3600 papers. 

2. A weekly dramatized radio 
program, by transcription, now 
being carried by 220 stations. 

3. A monthly newsletter car- 
rying ammunition for your local 
use. 

4. High quality educational 
films telling the story of the 
American way of life. 

Only an informed American 
public can preserve the funda- 
mental freedoms which have 
made America great. 























SPRING LOCK 











WASHERS 


with “Controlled 
Tension” built in 
FOR LONGER LASTING 
SERVICE...BETTER QUALITY 


Diamond G “Controlled Tension” in 
every spring lock washer makes assem- 
blies tight . . . keeps them right. Gar- 
rett's exclusive “Controlled Tension” is 
the secret of the success of Diamond G 
| 4 Spring Lock Washers . . . the result of 
| 1 absolute, precision control in manufac- 
} turing. Every lot of Diamond G Spring 
* Leck Washers is “torture-tested” to 
assure maximum quality and peak per- 
formance. Write for Lock Wosher 
Booklet. 
WASHER FOR EVERY NEED 


Whatever your needs in spring lock 
washers, there's a Diamond G to an- 
swer it—high carbon steel, bronze, 
aluminum, stainless steel and monel 
metal spring lock washers finished or 
plated with cadmium, nickel, brass, 
copper or other finishes . . . plus the 
new Di dG Al Spring Lock 
Washer that combines lightness of alu- 
minum with the strength and durability 
of steel. 



































papers oat Mere eS 





Garrett also manufactures a complete 
line of flat washers, spring washers, 
springs, stompings, hose clamps, snap 
and retainer rings. Write for technical 
booklet on small ports.” 
DIAMOND G PRODUCTS 
Manufactured by 
GEORGE K. GARRETT CO., INC. 
1421 Chestnut St., Phila., Pa. 






















OF SMALL PARTS 






The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 


e METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 














nationally advertised 
WARDROBES | 
‘CHESTS AND 
UTILITY CABINETS 
| and — 
Princess Youse 
CLOSET ACCESSORIES 


261 Fifth Ave., New York 











Alabama Retail Hardware Assn. 
annual convention, April 25-26, at the 
Jefferson-Davis Hotel, Montgomery, Ala. 
Mrs. Euna G. Ramsey is association 
secretary-treasurer with headquarters at 
509 North 19th St., Birmingham 3. 


Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
at the Santa Barbara Biltmore Hotel, 
Santa Barbara, Calif. Convention chair- 
man, George H. Slater, 712 So. Olive 
St., Los Angeles 14. 


Barker, Rose & Kimball, Inc., 
Elmira, N. Y., fourth annual trade show 
at the Elmira Armory, May 3-5. 


Carolinas, Hardware Assn. of, con- 
vention, June 9-10, at The Francis 
Marion Hotel, Charleston, S, C. Sally 
Couch Masten, acting secretary, 11814 
E. Fourth St., Charlotte 2, N. C. 


Central States Golf Party, June 
23, at the Tam-O-Shanter Country Club, 
Chicago, IIl., sponsored by the Central 
States Hardware Club, Ben Leve, 530 
W. Cornelia Ave., Chicago 13, is secre- 
tary. 

Eastern Hardware Golf Associa- 
tion, 13th Annual Tournament, May 
18-20, inclusive, 1949, at Shawnee Coun- 
try Club, Shawnee-on-Delaware, Pa. 
H. L. Gilliam, Wood Shovel & Tool Co., 
30 Rockefeller Plaza, New York City, is 
secretary of the association. 


Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn., joint 
convention, May 22-24, at the Seminole 
Hotel, Jacksonville, Fla. W. W. Howell, 
executive manager, Waycross, Ga. 


Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware 
Assn. joint convention and_ exhibit, 
June 6-8, at the Hotel Jung, New 
Orleans, La. Secretary for both associa- 
tions is David O. Mansfield, 226° S. 
State St., Jackson, Miss. 


Michigan Retail Hardware Assn. 
annual convention and exhibit, Feb. 21- 
23, 1950, at Grand Rapids. Sessions at 
Pantlind Hotel, exhibit at the Civic 
Auditorium. Harold W. Schumacher, 


COMING 


CONVENTIONS 


AND 
EVENTS 


1112 Olds Tower Bldg., Lansing 8, 
Mich., is association manager. 


National Cutlery Week, May 2-9, 
inclusive, sponsored by Associated Cut- 
lery Industries of America, Deerfield, 
Mass. L. D. Bement, secretary. 


National Hardware Show, Oct. 12- 
15, Grand Central Palace, New York 
City. Frank M. Yeager, 331 Madison 
Ave.. New York City, is the director 


of the show. 


National Housewares and Major 
Appliance Manufacturers’ Exhibit and 
Meeting, July 11 to 15, 1949, in the 
Atlantic City Auditorium, Atlantic City, 
N. J., sponsored by the National House- 
wares Manufacturers Association. A. W. 
Buddenberg, 1402 Merchandise Mart, 
Chicago 54, IIL, is executive secretary. 


National Retail Hardware Asso- 
ciation, 50th annual congress, at the 
Statler Hotel, Boston, Mass., July 11-14. 
Rivers Peterson, 333 No. Pennsylvania 
St., Indianapolis, Ind., managing di- 
rector. 


National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 
vin Shutt, secretary. 


Store Modernization Show, June 
19-24 at Grand Central Palace, New 
York City, sponsored by the Store 
Modernization Institute, 40 E. 49th St., 
New York City 17. 


Triple Mill Supply convention, 
April 25-27, at Cleveland, Ohio. Con- 
ference booth program at Cleveland 
Auditorium. Sponsoring associations 
are: American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer. E. L. Pugh, 
712 Volunteer Bldg., Atlanta 8, Ga. 
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Profits 
are in 
the Bag 


With FORD Charcoal | 
Briquets 


Stock up now for big vacation- 
time profits. Feature this 
attractive Ford Charcoal Bri- 
quets 10-Ib. bag, and cash in. 
Big mark-up. Ford Charcoal 
Briquets sell fast. Here’s why: 


@ Quality woods—for better flavor 
@ Cleaner, smokeless, spark-free 
@ No waste, no dust or breakage ) 
@ Cheaper because they're better 


@ Burn far longer than ordinary 
charcoal. 





Distributed in all principal 
cities. Write Ford Motor 
Company, Special Products | 
Dept. Iron Mountain, Mich. 








ott 
inst ¢ 


The WRIGHT name is 
your guarantee of top 
quality 
hardware cloth. Care- 
fully woven, 


in galvanized 


heavily 
and brightly galvanized, 
a Wright quality prod- 
uct all the way from 
rod to you. 





ANY OLD CROW KNOWS 
THAT A STRAIGHT LINE IS THE 

SHORTEST DISTANCE BETWEEN 

TWO POINTS 





Especially if 
there’s no 
Middleman! 
ad ¥ SS : a en 
t Ae i“ 
- < eee #3 Sy Beet 


send Your orders 


DIRECT-TO-FACTORY 
and make MORE money 


Send for latest complete catalog and prices 


HARRINGTON & RICHARDSON 


ARMS CO. 


400 Park Avenue, Worcester 2, Mass. 











| Tags. 





STEEL & 


WIRECO. & 
MAS S. 


GE WRIGHT 


MS WAGESTER * 
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Easy to Make Many Extra Sales with a STERLING 


Dog Furnishings Dept. 


Complete—Compact 
Over 90% of the 
Dealers using it are 
sending in continuous 


REPEAT ORDERS. 
Consists of: 


Large assortment of 
STERLING Brand 
QUALITY Dog Har- 
ness, Collars, Leads, 
Chains, Toys & Acces- 
sories, also included 


FREE 


A life-like DISPLAY 
DOG, A Combination 
DISPLAY UNIT Size 
Chart for all Breeds 
of Dogs and Price 


Brings you $179-°° 


Costs you 74: .61 


/ YOUR PROFIT $5445 


Write for Hlustrated Folder 


LEHMAN BROS. 


Specialists in Pet Supplies Since 1925 
1830-38 St. Clair Ave. Cleveland 14, Ohio 
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— ... All Year Round Sure Profit ltems! 


DEVICE 


| SAFETY LOCKS « winOU Wo & DOORS 


e' The Strongest—Safest Locks Made! 


e Needed in Every Home and Apartment on 
Almost Every Door and Every Window! 


e Such Demand Sells Them So Fast! 
Ask Your Jobber or Write 


SUN METAL PRODUCTS *Ycticsco’s'ut™ 



















































extra strength. Available i r 
adjustable and standard types . 
level for every use. —————= 


HALL LEVEL & MFG. WORKS 
AUSTIN, TEXAS 


Il dl [ | pRECISION A nr mn to give 














Fue, sl POPULAR a a 
MARKET i FOR comeuare 


INFORMATION 


KINGSTON PRODUCTS CORP., Hwd. Div. A-2, Kokomo, Ind. 


STATESMAN 
























stand Heavy Factory Use 
'@ Each Blade Attractively 
Packaged & Labeled 

RIP CROSS CUT 
& COMBINATION 


Deliveries Made 














From Stock, 
BAIT CASTING LINE | sei 
Sell These Saws 
Smoother... stronger... smaller At 
diameter ...and unaffected by COMPETITIVE 
salt water! Carefully made by a PRICES and 
Norwich special process—in nine lin 


tests from 9 to 50 pounds. 
Ask your Jobber Salesman! 


PORM EH 


LINE COMPANY, Inc. 
The Line of Champions 
NORWICH, N.Y. 


GREATER PROFIT! 


Manufacturers of 
Circular Saws, Band 
Saws, H. S. Planer & 

Jointer Knives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 


LAFAYETTE SAW 0 ee 

















115 BANKER STREET BROOKLYN 22, Ba: ¥.; 
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DOOR STOPS 
& HOLDERS 







| 
i Stand 
Abuse 


in —* 





BRONZE 


UNIVERSAL 
HAND @ 9 
ri, 336 


DULL BRONZE ... *9:2> 


DULL CHROME .. . °9°>° net Each 


@ Packed with wood screws and stud bolt. 
@ 2 in a box @ 40 to a shipping carton 


Gross Weight 43 ibs.—Prices quoted Factory F.0.B., N. Y. 
Are you on our Mailing List? Write for catalog. 


S. PARKER HARDWARE MFG. CORP. 
° Shewcosl + He Hardware 
NEW YORK 2,N.Y. * Phone WAlker 5-6301 


Net Each 











Builders 
27 LUDLOW STREET * 
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LEETONIA SUPERIOR SERVICE TOOLS 
SPECIAL QUALITY STEEL — PACKAGED 


to save handling and storage costs. Finishes to 
create eye appeal at point of sale. When order- 
ing from your favorite distributor be sure to 
specify Leetonia Brand. Catalog of Hardware 
and Marine Tools, also Mine Drills and Tools, one 
or both upon request. 


The LEETONIA TOOL COMPANY 
LEETONIA, OHIO, U. S. A. 


CLEANS AND PROTECTS FIREARMS 
Primer Solvent-Fouling Remover 


FIENDOIL! . 


Preferred by hunters for Rifles, 
Shotguns, Scopes and Sights. 


RETAIL 
size PRICE 
















OEALER PRICE 
FOB JOBBER 


€acn PER DOZEN 4 
3 Oz. Cans $0.40 $ 3.20 \\ 
Pints 1.60 12.80 | FIE 
Gallons 9.60 76.80 












Rust 
PREVENTIVE 
Lusaicaat 










McCambridge & McCambridge | 
BALTIMORE, MARYLAND 
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THE E-Z CORN POPPER— 
THE ORIGINAL ROTARY POPPER 
Available in Both Gas and Electric Models 


A leader in sales. Quality 
Lpjp and design have made it 
the leading POP CORN 
POPPER for 25 years. 
1,000,000 sold. 
Electrical welded through- 
out — Tested and ap- 
proved — often imitated but never equalled. 


Models A&C Blue Steel 
Models B&D Chrome Steel 


FIVE OUTSTANDING FEATURES 


1 Concave bottom which makes unpopped corn roll 
to the center directly over heat. 





2 Propeller type agitator designed to ride bottom, 
roll the kernels and prevent scorching. 


3 Cover latch designed so lid can be raised without 
burning fingers. 


4 Wood Handle does not get hot. 
5 Nine Inch Bottom fits all types of stoves. 


ASK YOUR JOBBER 
O.S. KEENE MACHINE CO., INC. 


P. O. BOX 70, MIDDLEBURY, IND. 











SCREW HOOKS - SCREW EYES 
GATE HOOKS & EYES — 


























SPECIFY CADMIUM FINISH 





© Cadmium is rust resisting 

© Cadmium makes better counter displays 
© Cadmium won't discolor on counters 

® Cadmium won't rust in inventory 


© Cadmium assures higher profit 


THE WASHBURN COMPANY 


worcester MASS * ROCKFORD pee 




















Write Us For Catalogs & 
Prices For Profit Build- 
ing Hardware Items. 


VISES, JACK SCREWS & 
INDUSTRIAL SCALES 


AMERICAN SCALE COMPANY 


919 Baltimore Avenue 
Kansas City 6, Missouri 











Pat. Pend. 


75¢ 


EACH 





™. Reg 









JUNIOR AND that will attract plenty of 

SENIOR sportsmen and fish! Sturdy, light- 

HALIK FROGS weight body with activated rubber 

legs. Packed one dozen on attractive 

$1.50 Each display card. Ask your jobber about all 

three Halik Frog Lures. 

NATIONALLY ADVERTISED 4 .-gas""® 

ron nen 


tute HALIK company 


ins NEW...17s ) 
WME w 
FLY-ROD 


m HALIK ‘ioc 


_ Here is another fast selling, 
live action Halik Frog Lure 








Sl 


MOOSE LAKE, MINN. 








BAIT CASTING @ FLY FISHING * SALT WATER FISHING © SPINNING 


ADJUSTABLE 


YE 7G) 


WP” Send 
for NEW 


1949 Catalog 
GEPHART MFG CO. 


1026 W. ADAMS ST., CHICAGO 7, ILL. 
Specialists in Steel Fishing Rods for 










BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 







on cards 





boxes 


M. GRUMBACHER 


464 WEST 34th STREET NEW YORK ! NEW YORK 


Send for Descriptive Folder. 





Order from your Jobber 











BARTLETT MFG. CO. 
ROAD SIGNS 


Automatic Type Tripod standard can be set 
up instantly. Will not blow over. Folds in a 
flash for compact carrying. Sturdy construc- 
tion. 4 Ft. Automatic Type (illustrated) has 
locking cam for tripod legs, and 18”x18” 
metal sign. 


New Bartlett PRUNING SAW 


makes fast—clean—easy cuts and is easy to file. 









BARTLETT 
ei Wid Aad A aa 
ills Osi PCO ea 
po carters ereey la 





No. 124B-—24 in. . 5 
Unique design—allows teeth to cut full length of blade. 


BARTLETT MFG. CO. patios Saat BY 

















ASK 
YOUR 

JOBBER 
TODAY! 


STYLED FOR BEAUTY « GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 





Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 
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MOST ALL SIZES ON HAND F.O.B. CHICAGO 


Atlas Nail Co., Ine. 


20 N. Wacker DrivesPhone ANdover 3-3068' Chicago 6, DL 
WE WILL BUY YOUR SURPLUS NAILS AND PIPE 
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STEVENS LEVELS = 


sell themselves! 


VE 
Pe Ns 


rea, Sa TES leading jobbers 





Meninam ‘Levels 





Wood Levels Line Levels 


Torpedo Levels 


THE ” STEVENS LE LEVER citrate NEWTON FALLS OID 








GSMONGEN Hans 





Be 


AMERICA’S FASTEST SELLING 
TOOL CASE 


Here is the tool box that is the fa- 
vorite of mechanics 
everywhere. 4 fray, 
cantilever action, 
finished in 2 tone 
brown wrinkle finish. 
18" x 10" x 13", also 
In 20''— 24" sizes. 
Plenty of room. Contin- 
uous hinge. Comes in 4 
or 6 trays. 


SIMONSEN INDUSTRIES INC. 
1410 S. Michigan Ave., Chicago, Ill. 








CAT. NO. 
184-H 

















automatic grip 
SCREW- 
DRIVERS 


UNSURPASSED 
QUALITY 


plus the 


EXCLUSIVE GRIPPER 
UPSON BROS., INC., 84 EXCHANGE ST., ROCHESTER 4, N. Y. 











TRADE MARK REG. 


SOLDERING FLUX 
Liquid and Paste 


For customer satisfaction and more 
profits to you. 

Sells on sight from self - selling 
counter display cartons. 





See your jobber or write 


RUBY CHEMICAL CO. 


58 McDowell St. Columbus, O. 


"TNA 








% er (-* 


- 
\ AND ALUMINUM 


ASK YOUR DEALER 
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ORIGINATED i896 


Don't be MISLEAD 


It's not genuine Rio Grande Woodenwore unless this trademark 
is on the bottom of each piece of woodenware. 





Look For the Artists’ Initials 
Reg. U. S. Patent 562813 


Il years a leader in the finest of handpainted salad and fruit 
bowls, lazy Susans, serving trays, and individual salad bowls. 


by 2421 McKINNEY AVENUE 
DALLAS 4. TEXAS 

















PICTURE 





HANGERS 


TATE = 


Closet Rod Brackets + 
Cup Hooks - 





Estab. 





Wardrobe Loops 
Push Pins 


Friction Catches * Shower Curtain Hooks 
Picture Wire+ Coiled Wire*Spooled Wire 


eu. ATEco. 











251 Causeway St. 


BOSTON, MASS., U.S.A. 








GUN CLEANING EQUIPMENT 


The finest 
and best merchandised 
line of gun brushes and rods 
on the market. 


THE MILL-ROSE COMPANY 
1985 E. 59th St., Cleveland 3, Ohio 


Els <= 


AND ALUMINUM 


Sold 
through 
jobbers. 








Meer a 


MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY = 


maves too.s MAYES BROS.TOOL MANUFACTURING CO., Inc. Port Austin, Mich. 


or NG NN elce Ze): 
ASKING 
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Samples of Merchandise, Literature, Catalogs, 
Help Wanted. Accounts Wanted *BOXED DISPLAY RATES etc., will not be forwarded to box number Salea 1 
Business Opportunities advertisers unless accompanied by sufficient 
P tage for remailing. 
sentatives Wanted. etc. $8.00 Per Column Inch —_ 
aguamemaite HARDWARE AGE is published every other HARDV 
Set solid, maximum, 50 words...... - $5.00 Thursday. Classified forms close 15 days WITH F< 
Each additional word.......-. 10 Cuts or special borders not allowed previous to date of publication, ture, Cab 
. Op t t 
Positions Wanted ‘Pe oe. i ry pRnng Fm Address your correspondence and replies to a Ma 
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delivery of 











WANTED—MAN TO TAKE CHARGE OF | SALESMEN TO COVER RETAIL HARD- rset 
ALASKA HARDWARE DEPARTMENT in retail hard- | WARE TRADE for old established concern —? 
ware store, with experience in retail hardware | manu acturing high grade line of files, te » N. Xx. 
SASRES BASSE Sreee WARTS Ah EX. adiine, faites & hardware and contractors sup- | saw blades and butcher or sharpening steels. 


ps tne gen ar cae pont ply. Vicinity of New York City. Write giving | These lines can be handled as side lines on com- — 














vast experience, references, age and full infor- | mission basis. Give full details of lines now 
cuonaiauad Gan Gavenaedas ck ten bro te Address Box N-197, care of Harpware | handled and territory covered. Address Box WANTI 
| Ace, 100 East 42nd St., New York 17, N. Y. | N-192, care of Harpware Ace, 100 East 42nd CUTLER} 
COOPER'S HARDWARE COMPANY | St., New York 17, N. Y. ; etc., compe 
BOX 1569 FAIRBANKS, ALASKA —_—_—_—$—_$ $$ $$ | profitable | 
| | Many tert 
—— _—— F wi reduced p: 
dress Box 





| 
oo pamaienie eds ———_—__—____—_—— | es | ‘ . , Fast 42nd 
Sales Representakives Wanted | _SALESMEN CALLING ON HARDWARE, 


| DEPARTMENT STORE, FACTORIES, 







































































SOUTHERN CALIFORNIA MANAGER | FARMS, PAINT STORE, AND a, 
WANTED. Applicant must be capable of com- SULTAN BROS., INC., 1470 39th ST., TORS to handle full line of Paints, Enamels an FACTO 
OE heen Hardware, Homewares and Am | BROOKLYN, NEW’ YORK, MANUFACTUR- | (ormiahe?. 10% Commission. Excellent « 4 DIRECT 
olen” Business. . Ged oa ng “oie apenas ; ERS OF QUALITY LINE of Builders’ Hard- resent connections, territory covered Bissell Fans—diff 
ee re _ } 7 F t ' a ware, such as inside sets, front door sets, tubular is disk ‘Commer 377 M oma nega ede + ieee ritories—I 
d ate, duancations, education and vackground |1 | sets, flush bolts, kitchen cabinet hardware, etc. atone ee — —s ’ care of H 
detail. All replies strictly confidential. Address PGikane goimdiacian waleamink oie ae calle oe | Bridgeport, Conn. York 17 
sl oy hg 7 Ace, 100 East lumber yards and large hardware dealers, for | 
of wits nee | Eastern and Middle Western States. Sten) ate a Aelilcs. —s 
Bere) (pee | SALE: 
| SOIL PIPE AND FITTINGS MANUFAC. HARDW: 
TURER WANTS EXPERIENCED SALESMEN cializing 
WHOLESALE HARDWARE WAREHOUSE WANTED to sell hardware stores and for .lirect sales to several te 
FOREMAN. One experienced iu similar work— . ‘ - plumbers and  contractors—orenings in most on retail 
about 40 years of age—know all phases of ship- SALESMEN SELLING GARDEN HOSE 70 States. Protected territory. Must be covered ane 
icki <i i | oy . Seni, catalog he 
Shop. 18 employees in warehouse. ‘Volante shently || HARDWARE AND PLUMBING SUPPLY JOBBERS | | covry, ii tore Tae tcoritory desired. tualifies: sion basi: 
under two million annually, Must be able to han- || t@ ¢orry a competitive line of ae ticns, background. Inquiries confidential, Ad- care of H 
dle help—know merchandise—be progressive— | + eae wae Fittings and Accessories. td dress Box N-143, care of Harnware Acer, 100 York 17, 
possess initiative—good opportunity for right eres re East 42nd St., New York 17, N. Y 
man. Location—Eastern Pennsylvania. Character, Address Box N-201, care HARDWARE a 
experience, references must stand rigid investi- 100 East 42nd Street, New York 17, N. 
gation. Reply with full references to Box N-191, — 
care of Harpware Ace, 100 East 42nd St., New | 
York 17, N. Y. ——_—$—$ $< —$—$—$ ‘ 
| By an e: 
ae “4 SALESMEN WANTED SALESMEN WANTED enced 
ritori 
WANTED AN EXECUTIVE MIDDLE | | By a long established, well rated manufac- WITH FOLLOWING IN HARDWARE TRADE "aaa 
AGE cAD U . JYING I. | turer, of a complete line of leather 
SION for ‘an’ established. reliable hardware | | COLLARS, HARNESSES, etc. Opportunity ||| TO SELL LINE OF PAINT BRUSHES. | STATE 
wholesater serving the Middle West. Applicant | for experienced men calling on retail hard- EXPERIENCE. WRITE BOX N-182, CARE OF 
should know electrical supplies, electrical appli- | Nber. ae tte. gala Protected territory; HARDWARE AGE, 100 EAST 42nd ST., NEW 
ances, plumbing supplies, general hardware, | ee eee YORK 17, N. Y. —— 
builders hardware, tools, housewares, cutlery and | Address Box N-122, oape of RAROBARE fee 
sporting goods, and be experienced in organiza- 100 East 42nd Street, New York | 
tion, controls and management. Position offers | 
permanency, good pay and opportunity for ad- | — siteanteinseeapaenimegianminieiaitnins 
vancement to an aggressive executive with neces- a es : 
sary experience and proven ability. Give details. | 
Address Box N-177, care of Harpware Ace, 100 | RE| 
oeeniealé | INE SALESMEN SALESMEN WANTED 
or distributors wanted for several terri- A hand tool manufacturer of ¢s- M F 
tories to sell new patented process exterior . s x a anutc 
A YOUNG PROGRESSIVE JOBBER COV- house paint and primer. Sells for half the tablished reputation is reorganizing of lamp 
ERING PORTIONS OF FIVE STATES from || price of nationally advertis lad and ofl |!| his hardware jobber sales staff. In- chains, 
vastern ennsyivania orters nm unusual op 
ae to two po men. Must have knowledge of ——-. Rg — -~ ey = | terested in manufacturers agents of —_ ve 
to the hi cost o ng 0 an | ae clas 
aan ate oes me, {etna || wile lads dopendaie lower priced pain ||| proven ability who contact legitimate mc 
for each of these products to hardware dealers nn => ai io oe a || hardware jobbers only. Previous ak an 
only ere is an opening for two young men wit ° } ° : ; 
initiative to develop really worthwhile positions, Sold satisfaction guaranteed, hand tool experience desired but not Adare 
ust have previous buying experience in _ paint, ie a . ired. . uiries treated with 100 
glass, linseed oil, turpentine and all — prod- The Merit Paint & Varnish Co. 7. —- ~~ ie _ . 
ucts; or in domestic plumbing supplies, pipe, extreme confidence. 
valves, fixtures, etc. References and ——— 3748 E. 91st Street pre ois tele siciiiliaiia ind 
must pass rigid inspection. Reply with full partic- ress Box N-174, care 
ulars to Box N-190, care of Harnpwars Acs, 100 Cleveland 5, Ohio } 100 East 42nd St., New York 17, N. Y. 
East 42nd St., New York 17, N. Y. | 
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Ciassihied Oppovtumitien. Section... 








Sales jwes Wanted 


HARDWARE SALESMEN, EXPERIENCED 
WITH FOLLOWING TO SELL to Store Fix- 
ture, Cabinet, Restaurant Equipment Dealers. 
Opportunity to represent Old Established New 


York Manufaeturer and _ Distributor. Draw 
against commission. Address Box N-198, care 
of Harpware Ace, 100 East 42nd St., New 


York 17, N. Y 





SEVERAL TERRITORIES OPEN FOR | 
MEN WITH FOLLOWING in hardware, plumb- | 


ing supplies and building supplies fields for steel 
septic tank line. We offer exclusive territory to 
experienced men and are able to make immediate 
delivery of all size tanks. Excellent side line, on 
a commission basis. Address Box N-178, care of 





| 





Harpware Ace, 100 East 42nd St., New York 
7, B.. ¥. 
WANTED—SALESMEN WHO CAN SELL | 


CUTLERY. Pocketkniyes, shears, butcher knives, 
etc., competitively pricéd. Liberal commission. A 
profitable line saleable to all types of retail dealers. 
Many territories to be filled. New fast selling 
reduced price offer a sure account opener, Ad- 
dress Box N-168, care of Harpware Acer, 100 
East 42nd St., New York 17, N. Y. 





FACTORY AGENTS WANTED CALLING | 


DIRECT ON DEALERS for Kitchen Exhaust 
Fans—different types and models. Protected ter- 
ritories—Liberal Commission. Address Box N-i81, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


SALESMEN WANTED. 


HARDWARE’ SPECIALTY JOBBER - spe- 
cializing in Quick Selling Tool Items has 
several territories available for salesmen calling 


on retail hardware trade. No objection to non- 
conflicting sideline. Easy selling as we are a 
catalog house. State territory desired. Commis- 
sion basis. References. Address Box N-194 


NEW YORK | 


! _— 
SALES REPRESENTATIVES FOR NEW 
YORK FIRM WANTED to sell Plumbing 





SALESMEN CALLING ON HARDWARE 
APPLIANCE, AND FURNITURE DEALERS YORK 
as well as other outlets, to sell Electric and Floor | Specialties and Heating Supplies to hardware 
Circulating Fans for Summer Season. Radiant | stores and plumbing contractors. Various terri- 
gas and magazine type coal heaters for Fall and | tories open. Replies strictly confidential. Address 
Winter Season. State territory. Commission, Ad- | Sox N-133, care of Harpware Ace, 100 East 
dress Box N-19, care of Harpware Acr, 100 East 42nd St., New York 17, N. Y 
42nd St., New York 17, N. Y. 


HOUSEWARES ITEM, WELL ESTAB- 
LISHED AND ENJOYING NATIONAL DIS- 


WANTED: SALESMEN WITH LUMBER | TRIBUTION, as side line for salesman calling 
YARD AND DEALER FOLLOWING to sell | on retail Hardware Stores and Department Stores 
Custom * Line of Unpainted Wooden Kitchen | in small and large towns. 10% commission, Pro- 
Cabinets. Excellent opportunity. Eastern terri- | tected territory. Address Box N-172, care of 
tories open. Full protection. State full qualifi- | Harnware, Acre, 100 East 42nd Street, New 

| ; 


cations. Address Box N-204, care of Harpware 


York 17, N 


NISHING AND ELECTRICAL. Only those 


: - f i i Id hardwar 
with following need apply. following and understanding builders hardware 


Long established well | ,ales for shelf and contract work desired. State 


Ace, 100 East 42nd St., New York 17, N. Y. | 
| 
’ ladies a ane iced MANUFACTURERS AGENT (ASSOCIATE) 
SALESMEN W ANTED BY EASTERN TO CALL ON HARDWARE JOBBERS AND 
MANL FACTURER of Long Established Elec CHAINS with An Established Line of Hand 
tric Clock Line. This is an active and profitable | Tools. Wrenches, etc. New York State and 
line Experienced — salesmen only with follow Pennsylvania territory. Car necessary. State ex- 
ing considered. State experience and present perience and other lines carried in first letter. 
lines, also territory with application. Our sales- | Address Box N-196, care of Harpware Aor, 
men know of this Ad. Address Box N-200, care 100 East 42nd St., New York 17, N. Y¥ 
of Harpware Ace, 100 East 42nd St., New | - 2 eae F 
| York 17, N. Y | 
SALES REPRESENTATIVES bf anf omer 
' en " a — Nationally known manufacturer of builders hard- 
V eee WANTED. _EXPERIENCED ware has several territories open for representa- 
VHOLESALE HARDWARE, HOUSEFUR- | ion. Experienced representatives having good 
| 
| 


| reputed New York distributor, handling standard 


care of Harpware Ace, 100 East 42nd St., New | 


York 17, N. Y 





SALESMEN WANTED 


By an established hardware jobber and leather 
goods manufacturer. To call on hardware and 
implement dealers in Western Ohio. Other ter- 
ritories available. Write for particulars. 
THE ELLSWORTH-HAFFNER COMPANY 
ORRVILLE, OHIO 











— 


lines now carried and territory covered. Address 
Box N-20, care of Hanpware Ace, 100 East 42nd 
St.. New York 17, N, Y 


brand merchandise, plus well rounded out stocks. 
Territories, New Jersey, New York, Pennsyl- 
vania, Long Island, Westchester, Connecticut, 
Massachusetts, Rhode Island. Give details of last 
tive years employment, also if presently em- | ———— 
p'oyed. Confidential. Commission basis. Address 
Box N-156, care of Hiarpware Acer, 100 East 
42nd St., New York 17, N. Y. 





[Accounts Wanted 


NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 











ADD TO YOUR INCOME 


Side line Salesman wanted to call on retail 
hardware trade, plumbers, plumbing contrac- 
tors, lumber yards and mill suppliers. To sell 
a line of plumbing goods for well known plumb- 
ing house. Many territories open. 

Write to Box N170, core of HARDWARE AGE, 100 East 
42nd St., New York 17, N. Y., giving full details. 




















MANUFACTURERS AGENT DESIRES 





SALES 
REPRESENTATIVES 
WANTED 


Manufacturer of nationally recognized line 
of lampshades, now being sold in all major 
chains, desires representation to indepen- 
dent variety and hardware stores. Excel- 
lent opportunity to supplement present in- 
come in the territory. State lines now car- 
ried and territory covered. 
Address Box NI7I, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











D.C. Now con 


LINE FOR WASHINGTON, 
REPRESEN TATIVES tacting Plumbers, Eareware bag. jathers, - 
W 4 Supply Houses. Will consider anything tn 
ANTED soled i ae line. Address Box N-189, care of Haagp- 
to Sell GUARANTEED ware Ace, 100 East 42nd St., New York 17, 
ms = N.Y 


ANT CONTROL 


Buckeye-ANTUBE 


No Cans—No Bottles—No Fuss 
A SURE Repeat Item 


— Many Prospects Among — 
@ HARDWARE @ GENERAL @ DRUG 
@ SEED @ FEED STORES and HOMES 


BUCKEYE CHEMICAL & SPECIALTY CO. 


131 E. 23rd St. New York 10, N. Y. 





CANADIAN SALES 


Are your Canadian sales up to your expecta- 
tions? If they are not and if your line has a 
potential sales volume of $25,000.00 a year or 
more, we would be interested in discussing with 
you the promotion of your products throughout 
Canada 
Write Box N-188, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 
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| Accounts Wanted | 


| Positions Wanted =f 


[ Basiness Oppovtunities | 





WELL ESTABLISHED REPRESENTATIVE 
DESIRES SUBSTANTIAL LINE for New 
England Territory. Best of trade and personal 
references. Address Box N-185, care of Harp- 
ge Ace, 100 East 42nd St., New York 17, 





FRANK D. JOHNSON, 161 South 7th Street, 
Chino, California (Greater Los Angeles Area), 
wants top-notch lines to sell through Wholesale 
Hardware Jobbers in West Coast States. First 
class coverage. Reliable. Good references. Ex- 
perienced. Mail circulars and full particulars. 





MANUFACTURERS’ AGENT ESTAB- 
LISHED SINCE 1930 WANTS FEW ADDI- 
TIONAL LINES to sell to hardware, electrical, 
plumbing and mill supply jobber in States of 
Missouri, Kansas, Nebraska and Iowa. Address 
Box N-152, care of Harnpwarg Acsz, 100 East 
42nd St., New York 17, N. Y. 





MANUFACTURERS REPRESENTATIVE 
COVERING THE STATES of Oklahoma, Kan- 
sas, and Western Missouri calling on Jobbers and 
Dealers in the Hardware and Building Material 
Fields, Would like one good major line, Have 
excellent following. Address Box N-184, care of 
ee Acz, 100 East 42nd St., New York 
17, 


LIVE WIRE SALESMAN WITH GOOD 
FOLLOWING among the retail hardware dealers 
in Manhattan and Bronx desires line suitable 
for that trade. Excellent credentials. What have 
you? Address Box N-186, care of Harnpware AGE, 
160 Fast 42nd St., New York 17, N. Y 





YOUNG MAN—SINGLE— AMBITIOUS 
SEEKS POSITION in Hardware or House- 
wares in New York City Area. Presently em- 
ployed as export manager-buyer general merchan- 
dise, Administrative and merchandising back- 
ground. Can furnish excellent references, Write 
Box N-176, care of Harpware Acg, 100 East 
42nd St., New York 17, N. Y. 





HARDWARE EXECUTIVE EXPERI- 
ENCED GENERAL MANAGER of large whole- 
sale and retail establishment, shelf and builders’ 
hardware, plumbing, paint and electrical, desires 
association similar capacity with reputable concern 
with privilege of becoming partner after proving 


ability. Age 42. Best personal and business ref- 
erence. Prefer Midwest. Address Box 
care of Harpware Ace, 100 East 42nd St., 


New York 17, N. Y 





WANTED ESTABLISHED WELL KNOWN 
LINES BY SOUTHERN MFGRS’ AGENT to 
sell to Hardware and Paint Wholesalers in Dis- 
trict of Columbia, Va., North and South Carolina, 
Ga., Fla., Ala., Miss., Tenn., W. Va., Ky. and 
Cinn., Ohio. Best reference, 18 years’ experience. 
Present annual sales $1,000,000. Address Cor- 
nelius deWitt, 4501 Archer Ave., Richmond, Va. 





REPRESENTATIVE AVAILABLE, COM- 
MISSION OR SALARY, calling on the Hard- 
ware Jobbers in the Mid-West States of Iowa, 
Nebraska, Kansas, Missouri and Minnesota. Ex- 
perienced in all phases of the hardware business, 
retailing, jobbing and manufacturing. Many 
years successful selling. Address Box N-208, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





SALESMAN FOR MANUFACTURERS 
AGENT covering Hardware, Houseware and 
Builders Hardware Jobbers in Greater New 
York and parts of New Jersey, seeks manufac 
turer to represent on commission basis. Semi- 
monthly and monthly coverage. Address Box 
N-163, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





EXPERIENCED SALESMAN AND MANU- 
FACTURERS REPRESENTATIVE interested 
in securing Line of Hardware, Tools, or Mill 
Supplies with a reliable manufacturer, or dis- 
tributor. I am located in Western Ohio, and will 
gladly exchange references. Address Box N-207, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 








SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 














HARDWARE JOBBER LOCATED IN HOUSTON, TEX., TRAV- 
ELING FIVE SALESMEN IN HOUSTON AND GULF COAST 
AREA CALLING ON HARDWARE STORES AND LUMBER 
YARDS, DESIRES KINDRED LINES TO BE SOLD ON A 
BROKERAGE BASIS. Desirous of increasing volume with- 
out adding to inventory. Have been in business three and 
one-half years; have 750 active accounts and enjoy the 
confidence of the retailer. 


Address Box N-199, care HARDWARE AG 
100 East 42nd Street, New York 17, N. Y. 














MANUFACTURERS ATTENTION! AVAIL- 
ABLE, COMPETENT HARDWARE SALES- 
MAN, following dealers, industrials New York 
City. Experienced builders’ hardware, tools, mill 
supplies, paints. Want full time major hardware 
line, radius 75 miles New York City or alternate: 
Sideline to hardware dealers and lumber yards, 
State of Florida. Address Box N-205, care of 
oa Acz, 100 East 42nd St., New York 
17, N. 





RETIRED SALESMAN FOR A NATIONAL 
ABRASIVE MANUFACTURER WANTS SIl1 
UATION selling to Hardware, Mill and Mince 
Supply Jobbers and Dealers in Arizona and 
Southern California. Large acquaintance and 
good standing in trade. Perfect health. Have car 
Will furnish references. What have you to otter? 
Address H. E. Kulle, 339 W. Portland St., 
Phoenix, Arizona. 





ADVERTISING MANAGER — CREATES 
PROMOTIONS THAT TEAM SELLING 
WITH ADVERTISING, yielding new accounts 
and more volume at minimum costs. Experienced 
all phases trade, direct mail, publicity campaigns. 
Writes powerful selling copy. Wide background 
in mechanical and electrical fields. Recently em- 
ployed by paint manufacturer in New York City. 
Address Box N-175, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 


WANTED TO BUY LONG ESTABLISHED 
RETAIL HARDWARE STORE, doing be- 
tween $50,000.00 to $100,000.00 yearly busi 















Write Box N-195, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





WANT TO SELL YOUR BUSINESS? Must 
be a going concern in Metropolitan New York 
Area. Register with us to find a buyer. Partner- 
ship Connection, 321 Broadway, New York City, 
BE 3-8420. 





SOUTHERN CALIFORNIA STORE FOR 
SALE. Long established, profitable, Hardware 
and Housewares Business—$50,000 approximate 


requirement. Inquiries strictly confidential. Full 
information to really interested party. No 
brokers. Address Box N-202, care of Harpware 


Ace, 100 East 42nd St., New York 17, N. Y. 





FOR SALE. HARDWARE AND HOME 
SUPPLY STORE (BLDG. FRAME) Yearly 
volume about $50,000.00. 2 Apts (Bldg. Brick) 7 
rooms each. Best corner in town, Lot size 46 x 
119, all frontage. Can sell everything here. Priced 
to sell $40,000.00. Chicago area. Write Went- 
worth Hardware Home Supply, 705 Wentworth 
Ave. & Pulaski Road, Calumet City, Illinois. 








BOOST BUSINESS 


BY PLACING YOUR OWN PRINTED DECAL 
WITH YOUR ADVERTISEMENT ON EVERY- 
THING YOU SELL, SERVICE OR MANUFACTURE. 


WRITE FOR FREE CATALOG TO 


JAYSOL ADVERTISING CO. 


DEPT. H. 505 FIFTH AVE., NEW YORK 17, N. Y. 














SURPLUS HINGES 


200,000 ALL NEW HINGES I" x I", japanned. 
Price $1.75 per thousand, f.0o.b. Winsted, 
Conn., subject to prior sale. 


THE WM. L. GILBERT CLOCK CORP. 


WINSTED, CONN. 

















SALESMAN DESIRES LINE FOR Penna., 
New Jersey and Metropolitan New York. Fine 


record of building volume, establishing sales 
policies, ete. Know all Hardware, House 
Furnishings and Syndicate Buyers personally. 


45, Married, Christian, own car, home. Diligent 
worker and producer, Also thoroughly expe- 
rienced with all office procedures. Available now. 
Salary and Bonus. Reside in Phila. Penna. 
Address Box N-193, care of Harpware Aaoz, 
100 East 42nd St., New York 17, N. Y. 





EXECUTIVE ABILITY THAT CAN IN- 
CREASE YOUR PROFIT. Twenty years of 
pre-war experience .in general hardware and 
light building construction, Has included jobber 
sales and retail management. Can prepare floor 
plans and estimates. All around harmonious 
worker, capable of inspiring co-workers to co- 
operate agreeably for more business. Steadily 
employed but willing to relocate in executive 
or sales capacity, at a salary that will be mutually 





acceptable. Address Box N-187, care of Harp 
ge Ace, 100 East 42nd St., New York 17, 
wu. ts 





$150,000 Yearly Gross 


Service store-auto, farm, electric 
supplies and sporting goods. Good 
front and display space. 
About $40,000 cash 
MALLALIEU - GOLDER, INC., WILLIAMSPORT, PA. 

















MERCHANDISE WANTED 


Rated Manufacturer with National Dealer Sales Dis- 
tribution expanding program wants merchandise to 
sell Restaurant Dealers throughout U. 8. Either pur- 
chase for resale or commission. Reply with literature 
and prices for consideration. OPPORTUNITY TO 
INCREASE NATIONAL SALES THROUGH A LIVE 
OUTFIT. All corr. confidential. Reply Pres. Box 
N-180, care of Hardware Age, 100 East 42nd St., 
New York 17, N. Y. 
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ORCHARD INDUSTRIES, INC. « 18404 MORANG ROAD + DETROIT, MICHIGAN 











MOORE 


PUSH-LESS 
PICTURE HANGERS 


will safely support 10-100 
Ibs. of mirrors or pictures. 








Sell them to your cus- 
tomers with COMPLETE 
CONFIDENCE. They're 


nationally advertised. 


PUSH-PINS 


are perfect for lighter wall dec- 








orations, curtain tie-backs, etc. 


MOORE PUSH-PIN CO. Since /900 











PHILA. 44, PENNA. 













There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today. 


MINUTE MOP CO. 





'3 &. 23 rd.St. 
CHICAGO 16 ILL. 





STEEL FENCE POSTS 


"U" flanged posts with self-fastening 
lugs. No Staples Required. 


DEALERS!, if your jobber cannot supply, 
write us, Attractive prices and 
delivery dates. 

















Manufactured by 
J RUDOLPH POULTRY EQUIPMENT CO. 


Vineland, N. J. Self 
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HOUSEHOLD CAULKING JOBS 





SEAL RITE CALK-O-TUBE 


Makes quick work of filling cracks around sinks 
and bathtubs. Just squeeze it like a toothpaste 
tube. Unequalled for filling seams in kitchen and 
bathroom tile—does not dry out and crack like 
tile cement. Seals openings around windows, doors, 
etc. Stops insects, roaches and bugs. Available in 
white or gray. 


SEAL RITE CALKING CO., Inc. 
Mfgrs. of 5 sizes of Caulking Guns 
LOS ANGELES 44, CALIF. DETROIT 21, MICH. BROOKLYN 22, N. Y. 
6001 So. Gramercy Place 6335 Lyndon 192 Green St. 





World's Largest Producers of Caulking Materials 








Get this extra profit NOW! Sell 
MILLER SAFETY HITCH-PINS 


A proven best-seller for implement men; a proven 
better hitch-pin for the farmer. Now, add the 
MILLER PIN to your hardware stock and watch 
it sell! Case-hardening, handy handle, safety 
features, yet the popular ¥%" size sells for only 
85¢. (S¢ higher on west coast.) Fifteen sizes 
and types. 


Ask your jobber today. Or write... 


MILLER PRODUCTS CO. 


C 713-723 CHERRY ST. DES MOINES, IOWA 
. (JOBBERS: Write for full Information.) 














FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 


HARDWARE AGE 





Classified Opportunities Dept. 


“Want Ad" ADVERTISING— 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 


100 East 42nd Street, New York 17, N. Y- 
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Simonds Saw & Steel Co. 133 | 
Simoniz Co., The ... = 50 | 
Simonsen lndusteles, Inc. “a 327 
Simplex Mfg. Co. ‘nae 274 | 
Skilsaw, Inc. 310 
South Bend Toy Mfg. Co. 237 
Southern Metal Stamping Co. 271 | 
Southington Hdwe Mfg. Co., The 104 | 
Southwest Steel Rolling Mills 110 
Standard Horsenail Corp. .. 104 
Stanley Tools . . 
Star Heel Plate Co. 116 
Star Mfg. Co., Div. Illinois tron 

& Bolt Co. ea 110 
Star Metal Porducts Co. noe 67 
Sta-Rite Products, Inc. 150 
Stevens Arms Co., J. 60-61 
Stevens Level Co., E. A. 327 ' 





| Winchester 
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Tate Co., E. H. 


Stewart Iron Works Co., 
Stratton & Terstegge Co. 
Sun Metal Products, Inc. 
Sunset Line & Twine Co. ..... 
Super Too! Co. 
Superior Fastener Corp. 
Superior Valve Mfg. Co. ° 
Swedish American Steel Corp. .. 
Swift & Co. cata 
Swing-A-Way Mfg. Co. 


ae 


T 


Taylor Instrument Compentes 
Taylor Lock Co. ¥ 
Technical Glass Co. ..... 
Templeton, Kenly & Co. 


Tennessee Coal, Iron & Railroad 
Co. cokcabat ek eNsandewenonas 


Tennessee Products & Chemical 
Corp. 
Terrace Wood Praduct Co. 
Tetco Co. .... 
Threadwell Tap tk ‘Die Co. 
Tip Top Products Co. 
Tobacco By-Prod. & Chem. Corp. 
Toolkraft Corp. 
Toro Mfg. Corp. 
Tremco Mfg. Co. 
Triplex Screw Co. 
Turner & Seymour Mfg. Co. 
Twix Mfg. Co., Inc. 


U 
Union Fork & Hoe Co., The ...... 
Union Steel Products Co. ah 
United States Steel Corp. ...37, 
Universal Metal Products Co. 
Universal Price Marking Systems. . 
Upson Brothers, Inc. 


| Utica Drop Forge & Tool Corp. 


Vv 
Vaco Products Co. ; 
Vaughan & Bushnell Mfg. Co. 
Vaughan Novelty Mfg. Co. 
Vital Products Mfg. Co., The 
Voit Rubber Corp., W. J. 
Vollrath Co., The .... inicio aii 
Vulcan Electric Co. 


Ww 
Wappoat, Inc., Fred W. 
Warren Tool Corp. . 
Warwood Tool Co. Dideieldaiads 
Washburn Co., The ... er 
Werner Co., R. te 
Western Tool & Stamping Co. 
Wheeling Corrugating Co. 
White Mop Wringer Co. 
White Studios 
Wickwire Brothers, Inc. 
Wickwire Spencer Steel 
Wilcox Crittenden & Co., 
Repeating Arms Co. 
Wissota Mfg. Co. 
Witt Cornice Co. 
Wolf & Co., Ltd., S. 


Inc. 


| Wooster Brush Co. 
| Worcester Lawn Mower Co. Div 


of Savage Arms Corp. 
Worthington Pump & Machinery 
Corp. 
Wright Steel & Wire Co., 
Wrought Washer Mfg. Co 


G. F. 


Y 
Yale & Towne Mfg. Co. 


Zachman & Co. 
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*"Schulles 


*Reg. U. S. Pat. Off. 
The MODERN 
Precision Level 
with Pre-Adjusted 
Spirit Vials 


Schultes Spirit Vials are adjusted at Factory. 

Anyone can insert Vials on spot to accuracy of 1/10 of 1°, 

A great selling point to user! Eliminates bother of returning Levels to 
factory for repair. 

Interested in handling complete line? Write for details. 





SCHULTES LEVEL, INC. 
17403 GABLE . DETROIT 12, MICHIGAN 


* Schultesteved 


*PATENTED AND PATENTS PENDING 





NAILS 


COMMON—FINISHING—BOX—CASING 
PLASTERBOARD—LATH—ROOFING 
SINKERS—COOLERS—CORKERS 
CEMENT—GALVANIZED—ZINC COATED 
DAILY SHIPMENT VIA MOTOR FREIGHT 
WAREHOUSE PRICES ON REQUEST 
NO ORDER TOO SMALL — NO ORDER TOO LARGE 
FOR NAILS OF QUALITY 


L. MARSH, INC. 


14th St., New York 11, N.Y. CHelsea 3-3060 
Warehouse: 1] Jane St., N.Y.C. 





219 W. 





THE ORIGINAL 








TOWNSEND WIRE STRETCHER > 


The most popular one man fence wire Stretcher on the 
market. Proven over 30 years—the fastest, easiest, and 
most economical under most conditions. 

Now attractively enameled for Weather protection— 


Visibility—Sales appeal. Write for catalog page and 
full information. 
GUARANTEED AND MANUFACTURED BY 


SHELDON-WELLS CO., KINZUA, PA. 


SUCCESSORS TO B. W. TOWNSEND 


Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


10c SET SAVE FURNITURE G 
FLOORS-CREATE QUIET 


Name ‘Domes of Silence'’ 
on each genuine Glide. 











50c SET - 15c¢ SET - 


Domes. of Silence 
Rubber Cushion Glides 
For Tile, Marble, 


Noiseless. Sizes for metal beds, 
_chairs and _all furniture 


Cement and Bathroom Floors 
wood beds, large 


Ask your Jobber. if he is not supplicd write to 


DOMES of SILENCE, Inc., 35 Pearl St. N. Y. C. 








1949 














Stock Up Now! 





Imperial |}. oo. 


—#345-2. Strong pilable, light. 
Non-injurious, rust-proof. 


Calf and Cow Weaners 


Now’s the time to capital- 
ize on the seasonal demand 
for Imperial Calf and Cow 
© Attractively de- ’ Weaners. Scientifically 
constructed, they do a com- 
plete, thoro- efficient job. 
What’s more — Imperial 
quality builds repeat busi- 
ness through customer sat- 

isfaction. Order from your lye ‘a cone 


signed and finished, 
this little kerosene 
heater is priced right— 
packs a real sales punch. 


Features the Castelli ‘Blue 


Flame Burner.” gycon co 0 eg jobber now! Cow size—#206. 
NO OBLIGATION. 


IMPERIAL 


“i 722. , =. BIT & SNAP COMPANY 
-C. CAKE ( oe RACINE, WISCONSIN 














| @ Specify Imperial on all your garden 
fool and harness hardware orders. 
imperial's quality line costs no more— 


yet serves you and your customers Sure-Cure Dull Dise-Type. Calf 
better! size—#203; Cow size—#204. 


%: 




















Nearly 70 years of 
specialized manufac- 
turing experience as- 


sures lawn mowers 
| that you can 
handle with 
,] 5 | absolute | — 


READERS confidence. 
WILL SEE Model 76A Power King 


THIS AD A thoroughly dependable power job 
Completely modern design, precision Medel 550 Deluxe 
built. Many desirable features: — Alumi- Unquestionably the 
num alloy castings. Tubular steel handles. finest hand mower 
Attractive baked enamel finish. 5-blade we have ever built 
ball bearing reel with take-up for wear. FLi#ht, modern, 
smooth running 


_ FALLs ( ITY MINNOW BUCKETS 20” cut, adjustable for height. Positive popularly priced. In- 
"ay... 7 and clutch. Highly reliable power unit. Rug- vestigate this excel- 
BY sas ged tires. Weight 87 Ibs. lent selling item. 
Ve) My Bard HeKre Boxes — 

| information on request. Write today! 
STRATTON & TERSTEGGE CO. , MANUFACTURING CO. 
MANUFACTURING DIVISION Springfield, Ohio 
MOWERS 


POWER & HAND LAWN 


PO BOX 1859 LOUISVILLE 1 KENTUCKY 
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